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WIN akgalay-n-sell iSorimenss 


IRWIN Assortment No. 444 : : 
56 Assorted Jim Dandy Screw Drivers [| 3 \ | 
Tenite No. 2 Amber Plastic Handles Jim Oardy Screw Drivers | Free Cardboard 


achinist Type Screw Drivers—2 each--1” size, 

14 each--3” size, 12 each--4” size, Displays 

12 each--6” size, 3 each--8” size. ar 

binet Type Screw Drivers—2 each--4” size, } FEW ay ' Colorful window and 
2 each--6” size. a Re a Se counter display given 
illips Type Screw Drivers—1 each--1 2” size, UO tl ane ee Poel free of cost with either 
4 each--3" size, 4 each--4” size. gee at ig CP ae 2 i FE Vg the No. 333 or No. 444 
il Value , a ae ee ee assortments. Each dis- 
ler Cost J + tee ~ we ogg, Tl play holds 32 drivers 
———— aa <@ in 10 popular and 


tr Mark-up Over 50%......+ $10.03 fast-selling sizes. 
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Display Full-Grip Wood Handle - Tempered Stee! Blades 

















IRWIN Assortment No. 333 


129 Boss Man Screw Drivers No. 333 
Black Satin Wood Handles Boss Man 
achinist Type Screw Drivers—3 each--1” Display 
30 each--3” size, 30 each--4” si ma 
24 each--6” size, 3 each--8” si ~ 


Cabinet Type Screw Drivers—12 each--4” si YOU GET THESE 


12 each--6” 
Phillips Type Screw Drivers—3 each--1 ¥” si SELLING HELPS TOO 
6 each--3” size, 6 each--4” si if 
| (1) Generous supply of 
begeed free advertising folders. 


t Mark-Up Over 50%........ . (2) Separate container with 
e's a tested and proved Irwin screw driver promo- partitions fer storing 
One that gives fast turnover, extra add-on profits. back-up stock. 
dy cardboard displays work as silent salesmen in (3) Each assortment conveniently 
r store. Displays are free with either assortment and packaged in easy-to-handle 
ire only 17” of space to set up. Retail prices and hippi tai - 
s help customers make their own selection for quick ate Sanaa the origirser bit 
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. Your investment is small. The screw driver market ORDER TODAY . 
iRW in screw drivers 
r 


ig. So order from your Irwin Jobber today. 
driver bits 


IRWIN AUGER BIT COMPANY e WILMINGTON, OHIO, U. S. A. 
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FOR 50 YEARS FLETCHER 
GLASS CUTTERS HAVE BEEN 


LEADERS IN THEIR FIELD, AND NOW 


. . » FLETCHER PRESENTS AN EQUALLY FINE SELECTION OF 


PUTTY KNIVES AND WALL SCRAPERS 


he. The FLETCHER Trade Mark 
a symbol of guaranteed quality 








now identifies these excellen 
putty knives and wall scrapers 
This addition is the result of 
demand by the trade for 
broader line of FLETCHE! 
products, especially putty knives: 
At present two distinctive lines 
are offered. Both lines can bel 
bought and sold with complete 
confidence. 


Ask your jobber to show you 
the FLETCHER knives before 
you make your next commit 
ment. If he has not already 
stocked this brand, write to us 





Choose from two complete lines. One 





has mirror finish blades, with Rosewood for Heemee and give ws & 
handles, the other satin finish blades name of your jobber and we will 
with Walnut handles. contact him for you. 


THE FLETCHER-TERRY COMPANY 


646 SOUTH STREET © FORESTVILLE, CONNECTICUT 
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kwikset’s new (3) hole 


installation jig 





for proven, fast, trouble free installation 


4 





Kwikset’s new 3 hole jig was used with power drills 


during the recent lock installation contest held at the pa 
National Association of Home Builders’ convention in Chicago. { a 
Jig may also be used with hand brace. ) : “ 
81 per cent of all contestants installed Kwikset HANI —a 
: : BDH vil 
locksets in three minutes or less. 
Jig clamps securely on door. Adjusts for 1%” or 14%" door. 


Assures accurate right angle holes for perfect lock fit. 
7/16” BIT FOR 1/4” POWER DRILL 


i Tin i Dae 


7/8” BIT FOR 1/2” POWER DRILL 


KWIKSET SALES AND SERVICE COMPANY, ANAHEIM, CALIFORNIA 
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The Revolutionary 


UNIVERSAL 6-L70 


TAB-L-TOP, the newest idea in food choppers, 

is fast becoming America’s FOREMOST 

chopper! And no wonder—it has no clamp! 

Just hand pressure holds it firmly against table’s 
edge. Exclusive trough feature diverts excess juices 
into bowl and for easy thorough cleaning, 
body of chopper swings apart! 

Housewives are insisting on TAB-L-TOP so 
be sure you are stocked to sell em! 

Retails for only $5.95 





























No Fuss! 
No Muss! 
No Clamp! 









Swings Apart 
for Easy +: 


man Sa Ty 
Cleaning! 


@ Guaranteed by’ by 
— Housekeeping 
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Easier to Clean...Easier to Sell! 


UNIVERSAL 
Swing-A-Part 
Food Chopper 





UNIVERSAL Time Honored 
Self-Sharpening 
Food Chopper 





This famous chopper with 
its extra heavy cast iron 
body and heavily tinned 
finish, has 3 cutters that 
always keep their keen cut- 
ting edge. Large hopper 
and long handle make ‘: 
grinding quick and easy. J 

be 


Sales features like these 
make selling easy! Exclu- 
sive Swing-A-Part feature ’ 
for simple, quick cleaning. 
4 cutters that always stay 
sharp. Exclusive juice saver 
trough. Extra large hopper. 









Prices start at pies 95 


gee rie 


Prices start at $3.50 


ye $ 
Yt 
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For all the profit-filled p--------------- 
facts use this handy coupon! 


Landers, Frary & Clark 
New Britain, Conn. 
Please rush me the facts on the following Food Choppers: 


(0 TAB-L-TOP (1) SWING-A-PART 
(CD SELF-SHARPENING 
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LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. \ 
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The Most Modern Chopper Made! 
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Many important problems of the hardware trade 
were carefully studied at the joint meeting of the 
Southern Wholesale Hardware Assn. and the 
American Hardware Manufacturers Assn. held last 
week in Dallas. A detailed on-the-spot report of 
the discussions and other events of this meeting 
begins on page. . 89 


Industrial Supply Convention Report 


Improved methods of distributing industrial supplies 
- at lower cost were thoroughly explored at the re- 
cent Industrial Supply Convention at Miami Beach. 
Holding joint meetings at this convention were the 
American Supply & Machinery Manufacturers Assn; 
the National Industrial Distributors Assn, and the 
Southern Distributors Assn. A complete report of 
the events of this meeting begins on page.... 114 





Just Among Ourselves—Editorial Comment 


Are Conventions Worth While .. 7 
You Get As Much Out as You Put In . 7 
Texas Takes Over Southern Meeting . & 
Distributors Accent Sales Training . 8 
News of the Trade 
Washington News and Views 10 
How's the Hardware Business? 14 
Letters to the Editor |. . ’ 159 
Convention Calendar . . 164 
News of the Trade . . ; 198 
What's New in Hardware Merchandise 
Classified Advertising .... 250 Advertising Index 252 





Net Paid Circulation This Issue 34,349 
, ONE OF THE PUBLICATIONS 
OWNED, PUBLISHED, AND COPYRIGHTED (1953) BY THE CHILTON CO., INC. 
Executive Office Editorial and Advertising Offices 
Chestnut and el a — © ios vee sng %. 
Philadelphia 39, Po., U. S. A. mn... P+ adh lene ches 
OFFICERS AND DIRECTORS 


Phone: GRanite 4-5600 
JOSEPH S. HILDRETH, President 
EVERIT 8. TERHUNE, P. M. FAHRENDORF, G. C. BUZBY, HARRY V. DUFFY, Vice Presidents; 
WILLIAM H. VALLAR, Treasurer; JOHN BLAIR MOFFETT, Secretory; GEORGE T. HOOK, 
MAURICE E. COX, TOM C. CAMPBELL, FRANK P. TIGHE, LEONARD V. ROWLANDS, 
ROBERT E. McKENNA 


GEORGE MAISWINKLE, Asst. Treas. 














CC 


product 





MADE iN U.S.A. 
\ CHAIN AND CABLE COMPANY, 
: AMER IC any CHAIN DiVISION..-YORK.PA. 


Put Out Some AMERICAN Chain 


@ ‘Chain is one of those things it pays to keep out where men can 
see it and get their hands on it.’’ That’s what an American Chain whole- 
saler’s salesman said. And—you know it’s true. They pick it up, feel its 
sturdiness, and buy it. 

You can get these convenient-to-display ACCO-PAKS in popular 
sizes of both Proof Coil and BBB chain. This is a good time of 
year for chain sales, so mark ‘‘AccO-PAKS’’ down in your book 
today—or call your local AMERICAN CHAIN wholesaler. 


American 


AMERICAN CHAIN DIVISION Chain A 
AMERICAN CHAIN & CABLE $ 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


Are Conventions 
Worth While? 


No matter how much I travel—and I have 
been traveling extensively for many years—I am 
still firmly of the opinion that the best part of 
any trip is getting back home again. 


The past two weeks have been spent attending 
conventions in Miami and Dallas, with various 
stops along the way to visit with dealers and 
wholesalers. 


I am very ready to agree that there are many 
pleasant and interesting experiences to be had 
in Miami. And Texas is one of my favorite 
places away from home.* 


But it still feels good to get home and sniff 
the salt air, to sleep in your own bed and to enjoy 
the newly opened apple blossoms. 


I guess all of us, once we get home, have a 
tendency to sort of review in our mind the ex- 
periences of the trip and to try to total up the 
results. 


Many businessmen today are asking the ques- 
tion, “Are conventions worth while?” These 
trips are rather expensive and they keep a man 
away from his territory. 


Quite a few people asked that question of me 
during the past two weeks. 


When I got home the other day and had a 
chance to sit down again in my favorite chair, | 
thought about that question. 


The more I weighed it, the more I realized 
that there is no simple, quick answer to it. 


For my part, I find these trips very helpful. 
They give me an opportunity to talk with many 
hardware people in all parts of the industry. 


*If I didn’t admit this, I’m afraid our good 
friends in the Republic of Texas might not issue me 
a@ passport the next time I want to visit there. 
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By W. A. Phair 


They give me a chance to get first hand view- 
points on the many problems facing our trade 
and upon business conditions in various parts 
of the country. 


When a man sits too long at his desk he begins 
to lose touch with what is actually happening in 
the trade. He gets into a rut and makes decis- 
ions on hearsay rather than on facts. 


This applies equally to sales managers of 
manufacturing firms, executives of wholesale 
houses, to retailers and to editors. 


We feel very strongly about this at HARDWARE 
AGE and that’s why you’ll find some of us at most 
of the meetings you attend. We can’t make every 
meeting, but we get to as many as we can. 


You Get As Much Out 
As You Put In 


Sitting too long behind a desk often gives 
rise to the disease known as “swelledheaditis” 
that hits sales managers particularly. You can 
quickly spot a man with this disease by his 
spreading seat and his “I know all the answers” 
attitude. 


I have never yet met a man who was doing a 
good job in a selling capacity who didn’t make 
it a point to get out frequently to meet his cus- 
tomers face to face. 


I often get the impression that many execu- 
tives of wholesale firms would benefit by more 
frequent contact with their dealers. 


A convention, if it is taken seriously, affords a 
prime opportunity for a face to face meeting 
with customers and suppliers. 


Some folks feel that a convention is an excuse 
to play. There’s no objection to that, if they 
have that much time to waste. But very few of 
us can waste our time that way and these days 
most hardwaremen take their conventions pretty 
seriously. 









































In the final analysis, you get as much out of a 
convention as you put into it. If you take them 
seriously as an opportunity to meet and exchange 
ideas with other people in the trade, to learn 
how other men have tackled the problems you 
face, then a convention is a good investment. 


At the risk of starting an argument, I’d like 
to go on record as feeling that about the best 
thing that ever happened to convention habits 
is the growing trend to bringing the ladies along. 


The presence of the ladies tends to tone down 
the playboys and lends an air of dignity to the 
occasion. 


Our travels over the past two weeks took us 
to the Industrial Supply Convention in Miami 
and the Southern Hardware Convention in 
Dallas, with stops enroute to see a new lawn 
mower plant dedicated in Mississippi and to 
visit with dealers and wholesalers in various 
southern towns. 


Texas Takes Over 
Southern Meeting 


Whenever a meeting is held in Texas it ceases 
to be a convention and becomes a production. 


The hospitality and enthusiastic story telling 
of the Texans never fails to make the visitor fee] 
very much at home. 


Sometimes it leaves the visitor with a real in- 
feriority complex, but none the less it’s always 
very pleasant to visit Texas and this year’s 
Southern Hardware convention in Dallas was no 
exception. 


The desire of wholesalers to develop more effi- 
cient and economical distribution techniques was 
reflected in the discussions at the meeting. 


Freight payments and the trend of prices were 
probably the two most frequently discussed sub- 
jects in after-meeting conversations. 


The pressure for some price increases, as we 
predicted here some weeks ago, is finding reflec- 
tion in the many new price sheets being pres- 
ently issued. 
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informal editorial comments 


Most of these price advances represent cor- 
rections that are seriously needed by industry, 
but which were unfairly denied by OPS. It is 
unfortunate that they must come at this time, 
but then, there never is a good time for price 
changes. 


While the current price increases largely rep- 
resent a matter of catching up with the last 
labor and raw material rises, the picture is fur- 
ther confused by the fact that another round 
of wage increases seems to: be in the wind. How 
far this can go is a question we’d all like 
answered. 


For better or worse, more and more manufac- 
turers seem to be moving toward full freight 
allowances. There are many good arguments on 
both sides of this subject and only time will tell 
the wisdom of this change in pricing policies. 


Making fundamental changes in price policies, 
as is involved in freight allowance, is not a simple 
matter for a manufacturer and undoubtedly there 
will be many stresses and strains before the final 
pattern emerges. 


In the meantime, you can get a first hand re- 
port of what took place at this Dallas meeting by 
reading editor Wild’s report in the feature sec- 
tion of this issue. 


Industrial Distributors 
Accent Sales Training 


The annual triple meeting of industrial dis- 
tributors has always impressed me as a real 
demonstration of how competitors can work to- 
gether for the good of the whole trade. 


The members of the National and Southern 
distributor groups are keenly aware of the need 
for better salesmanship and have been tackling 
it in a very constructive fashion over the past 
several years. I think they have made real 
strides. 


Last year’s Sales Builder program, followed by 
the product bulletin program announced this 
year, are of tremendous value to any distributor 
that honestly wants to improve the selling ability 
of his staff. 


You’ll find a detailed report of this new train- 
ing aid and other events of this meeting, as re- 
ported by editor Keagy, published in the feature 
section of this issue. 
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EEN-DOOR SEASON’S COMING... 
Now 
yl FROM ILCO’S COMPLETE LINE 


RIM LATCH SET 


Requires no mortising. Latch bolt is 
operated by knob or lever; slide stop 
inside locks both knob and lever. For 
use on right or left hand doors. Latch 
case is cast iron, trim is wrought steel; 
dull brass finish, Backset 1%”. 
No. 7446B. 


PUSH-PULL LATCH SET 


This streamlined push-pull catch is a 
sure-fire sales builder — installs easily 
on doors as thin as %” dia. — bore 
through door stile, only. Push lever 
from inside, or pull from outside to 
unlatch door. Slide button inside locks 
outside lever. Attached by machine 
screws. Brass lacquer finish. No. 
941 4B, 
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les a line that’s made to 
sell and stay sold...a 
line of screen-door hard- 
ware you can depend on— 
handsomely styled but 
ruggedly built and made 
to sell at competitive 


INDEPEN DENT LOCK COMPANY 


Fitchburg, Massachusetts 


TUBULAR LATCH SET 


A best-seller for years. Latch bolt is 
operated by knob or leve?; slide stop 
inside locks both knob and lever. For 
use on right or left hand doors. Back- 
set 13%4”. No. 3426P in wrought brass, 
polished. No. 7426B wrought steel, 
dull brass finish. 





SCREEN DOOR CLOSER 


Senior model No. 3001 medium grade 
closer offers excellent value at 
moderate cost. Has protective cushion 
spring. Pearl gray finish. Reversible. 
Packed with complete instructions for 
installation. Also available: Deluxe 
model with totally enclosed spring, 
No. 3002. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Outlook for Stand-By Controls— 


House Balky on Prices, Wages 


A new control bill, (S.1081) slated for its first big 
test late this month, is scheduled to come before the 
Senate following disposition of the tidelands oil ques- 
tion. ’ 

As approved by the Capehart Committee, the mea- 
sure would grant the White House authority: to freeze 
wages—prices—rents for 90 days; to continue military 
priorities for production; to continue aid to small busi- 
ness; to impose Regulations W and X on a temporary, 
emergency basis—all for two years. 

Capitol experts foresee eventual enactment by the 
Senate, in somewhat the same form as approved by 
the Committee—after much debate. Extension of rent 
control will have hard going. 

The House expects to get the Senate version early 
in May, and will quickly begin hearings. Modified pro- 
duction controls won’t meet much opposition. Price- 
wage controls will. 

Some members think Congress could act quickly 
enough in an emergency, and that a temporary freeze 
is not needed. 


be given on the House floor. Look for amend- 
ments which will completely re-work the bill, 

e and throw the measure into Senate-House con- 
ference for final wording. 





Revival of Regulation W Faces 


Strong Opposition in Congress 


Walking the boards on Capitol Hill these days is the 
ghost of Regulation W, the old instalment credit con- 
trol law. 

This proposed check rein on buying is part of a 
larger controls measure. It would give the Federal 
Reserve Board the power, available for use any time 
in the next two years, to replace curbs on down pay- 
ments and payment periods for a wide range of con- 
sumer goods. 

Prospects of another bout with Regulation W have 
brought out sharp criticism from the National Founda- 


10 





OUTLOOK—The roughest time of all will 


tion for Consumer Credit. John M. Otter, head of the 
organization, describes as “repulsive and useless” this 
portion of the potential legislation. 

He emphasizes that the U. S. businessman is justi- 
fied in demanding fewer, not more, controls. 

There’s ample reason to believe Congress won’t agree 
to a bill threatening the seller and purchaser with re- 
newed buying limitations. It is expected that the 
House will provide serious objections to this proposal. 

OUTLOOK—Numerous lawmakers are cer- 
tain stand-by credit curbs are valueless. Their 
votes will indicate a conviction that in a real 

2 crisis Congress can take needed action with- 

out any hold-over law to point the way. 


Congress Likely to Go Along 
With White House on Tariff 


Extension for one year of current tariff schedules 
is shaping up at the Capitol as a strong possibility. 
But some Congressmen are planning a last-ditch battle 
for protection of their local interests. 

President Eisenhower has asked for a one-year ex- 
tension of the Reciprocal Trade Agreements Law as it 
now stands. The law is scheduled to expire June 12. 

Senate Majority Leader Robert A. Taft believes Re 
publicans will line up with Democrats in supporting 
the requested extension. 

In the House, Speaker Joseph A. Martin is urging 
his colleagues to drop their protests and support the 
White House position. 

One bill, now under House consideration, would re- 
quire the White House to follow the findings and rec- 
ommendations of the U. S. Tariff Commission. As the 
Law now stands, Tariff Commission reports may either 
be adopted or ignored. 

The Commission is empowered only to determine if 
any domestic industries are being injured by imports. 

OUTLOOK—Likely outcome of the present 
debate is a brief extension of the Law with- 
out change. Detailed studies of foreign trade 

& are now being made. What they show will be 

used as a basis for a major rewrite of the Law 
next year. 
(Continued on page 162) 
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. +. Of continuous effort 
for improvement in design, 
quality and merchandising. 


For nearly a century, WARWOOD TOOL COMPANY hos been serving Hardware Wholesalers and Supply Dis- 
tributors, and through them Industry, Agriculture, Mining and Railroads and has been constantly striving to 
improve that service. 

For almost 100 years the name WARWOOD has been a guarantee of the finest in Forged Hand Tools. As 
production methods have improved over the years, so has designing and 
processing, and today WARWOOD TOOLS, accurately forged, correctly 
designed and scientifically heat treated, are the mark of real craftsman- 
ship! Warwood Workmanship Makes The Difference! 
PATENTED Finished in WARWOOD Blue, with clear lacquered handles, WARWOOD 


CARTON Tools are a symbol of quality. 


Wade RIGHT! Packed RIGHT! 


on Patented carton for shipping 


Mauls, Hammers and Sledges 
with handles assembled. 












WARWOOD 


Sleeve keeps handles clean 
and in good condition. 


Cartons dovetail for easy stack- 
ing on floor or pallets, saving 
warehouse space. TOOLS FOR: 


GENERAL CONSTRUCTION 
AGRICULTURE and CARDENING 
MINING AND INDUSTRY 
RAILROAD TRACK 


WARWOOD TOOL COMPANY MAINTENANCE 
WHEELING, WEST VIRGINIA 


Can be re-shipped without opening. 
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LATEST 





@ For more information 
on these products and 
services use free post 
card on page 169. 





Lockset Series 


All parts of this “C” Series lock- 
set are made of time-tested brass or 
steel. Full-size, solid brass, five-pin 
cylinder lock provides maximum 
security and permits master-keying, 
allowing a range of combinations. 
New combination jig and boring 





tool makes installation quick and 
easy. All locksets are reversible 
without change for right or left 
hand doors. Complete kits of selling 
aids, including direct-mail material, 
bill stuffers and sample mounts, also 
available. Lockwood Hardware Mfg. 
Co. 


For more data circle No. 1 on postcard, p. 169 


Duck Decoy 


This Victor-Majestic standard 
model duck decoy is molded of 
Tenite plastic, and is life-size and 
realistically finished in non-glare 
colors. Removable head can be ad- 
justed and internal weighting 


12 





makes it self-righting. Four dif- 
ferent places are provided for an- 
chor line. Available in Mallard, 
Black Duck, Pintail, Blue Bill, Can- 
vasback, and Red Head, retail price 
is $27 to $29 per doz. Animal Trap 


Co. of America. 
For more data circle No. 2 on postcard, p. 169 


Deep Fat Fryer 


Called the Fry-O-Mat, this deep 
fat fryer has seamless outer shell 
of bright, triple-plated chrome 
steel. It features completely auto- 
matic heat control, built-in signal 
night, and is guaranteed for 25,000 
cooking hours. Grease level mark- 








INFORMATION ON NEW PRODUCTS AND SERVICES 





ing inside indicates correct amount 
of shortening to use. Cool-grip 
Bakelite handles, tight-fitting cover 
and extra large brass drainage 
spigot are other features. Model 
No. W3000, it retails for $29.95. 
Rival Mfg. Co. 


For more data circle No. 3 on postcard, p. 169 


All-Plastic Garden Hose 


This new Supplex standard Tuff- 
Ply all-plastic garden hose is of 
tire-cord reinforced vinyl. It can 
be shut off at the nozzle and haz 
strong, protective network of high 





tensity rayon cord built into heart 
of hose. Outer sheath is of brightly 
colored ribbed vinyl plastic which 
protects hose against sun, oxidation, 
abrasion and hard use. Heavy, full- 
flow coupling is of rustproof, solid 
brass and is internally expanded to 
insure leak-proof connection. It 
withstands a 300 Ib. pull. Industrial 
Synthetics Corp. 


For more data circle No. 4 on postcard, p. 169 


Fishing Vest 
Made of pine green water repel- 
lant poplin, this “Lucky 7” fishing 
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yest has zipper front, two large 
tackle pockets with flaps, breast 
pocket, zippered, rear pocket open- 
ing, built-in rod holder and wool- 
skin hook patch and landing net 
“D” ring on back. Retail price is 
$5.95. Red Head Brand Co. 


For more data circle No. 5 on postcard, p. 169 


Convertible Jet Pump 


No special tools are needed to 
convert this jet pump, Fig. 4963, to 
shallow or deep well service by re- 
placing shallow well jet with deep 
well plug and removing the control 
valve. In shallow wells pump it is 
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FOR THE HARDWARE DEALER 


designed for total suction lift of 
25 ft or less; in deep wells it is 
for water level 30 to 150 ft. from 
surface. It can be used with drilled 
or open wells or with driven or 
tubular wells and can be furnished 
for single or two pipe installation. 
Shaft is stainless steel and Special 
Pak seal prevents leakage around 
pump shaft. Convertible pumps are 
available in a full range of capaci- 


ties. Deming Co. 
For more data circle No. 6 on postcard, p. 169 


Easel Fans 


Called Tilta-Breez, these easel 
fans come in 12, 16 and 20 in. sizes, 
5% in. deep, have three-speed 


iP 


(a 










switch, and can be tilted in every 
direction for efficient air control. 
All are available with adjustable 
metal spacer for permanent or tem- 
porary installation into sash-type 
window for exhaust or intake. Win- 
dows open or close freely without 
removing unit, or fan can be lifted 
from spacer panels for use else- 
where in the home. Model 1252, 12 
in., retails for $43.45. Model 1652, 
16 in., retails for $53.45. Model 
(Continued on page 166) 





Want more information on these 
products? Then use free post- 
card on page 169. 


in hardware merchandise... 


TO HELP YOU 


SELL 


NEW DISPLA TS 
AND OTHER DEALER 
SALES WETS 









Tarpaulin Display Rack 
For Eagle Farm tarps and truck 

tarps, this tarp assortment display 

rack, valued at more than $10, is 








free with Eagle tarp assortment of 
five tarpaulins. Requiring only 8 
sq. ft. of space, rack comes com- 
pletely assembled with tarps already 
in place. H. Wenzel Tent & Duck 
Co. 


For more data circle No. 7 on postcard, p. 169 


New Rope Carton 


Six sizes of American Brand pure 
Manila rope are now being packed 
in this new carton put-up in full 
size coils. Sizes of %4, 5/16, % and 
Y% in. diameters come in 600 and 
1200 ft. coils; sizes of 5% and % in. 
diameters come in 600 ft. coils only 

(Continued on page 187) 
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Retail Trade Reflects 
Industrial Activity; 
48% Have More to Spend 


The nation’s factories and mills 
continue to operate at full capacity 
in most industries, and orders on 
hand indicate that they will operate 
at this pace for some time to come. 

This high rate of prosperity is re- 
flected in retail sales reports, and 
regardless of “peace” overtures by 
the Soviet it is not expected that 
retail trade will be adversely af- 
fected by any cutback in production 
for some months. 

While the promotional efforts of 
manufacturers have been heavier 
than usual, this spring, it is not evi- 
dent that retailers have yet had to 
greatly increase their selling efforts 
in order to keep their sales volumes 
comparable with those of last year. 

A study recently made for the 
Federal Reserve Board showed that 
48 pet of the country’s spending 
units surveyed are getting more in- 
come than a year ago, and that 36 
pet expect further increases in the 
next 12 months. 

Of those surveyed, 33 pct stated 
that they thought it a good time to 
make purchases of durable goods, 
as compared with 22 pct last year. 
Prospects for second quarter busi- 
ness are most favorable. 
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> February Hardware Sales Down 
P Dept. Stores Had Good April 
> Mail Order Sales Higher 








February Hardware 
Sales Were Lower 


Retail hardware store sales at 
an estimated $163 million were 
$7 million lower than they were 
in February 1952 and $19 mil- 
lion lower than they were in the 
same month of 1951. 

After adjustment for seasonal 
factors and trading day differ- 
ences, February sales were esti- 
mated at $222 million, as com- 
pared to $218 million in the pre- 
vious month and $226 million in 
Feb. 1952. 

The following table gives Dept. 
of Commerce unadjusted esti- 
mates: 

(millions of dollars) 


1953 1952 1951 
January ..... 166 166 192 
February .. 163 170 182 

329 336 374 
March .. aks 190 211 
ere eons 229 231 
ee 244 248 
0 ee este 233 236 
July si ; 214 214 
August ... — 216 224 
September... ... 224 226 
October ..... ad 233 245 
November .. ...- 219 236 
December ... ... 290 291 








$2,628 $2,738 











March Mail Order, Chain 
Sales 12 Pct Higher 


Mail order and chain store com- 
panies showed a 12.1 pct rise in 
March over the same month last 
year, the stores report. 

The nation’s two biggest mail 
order houses, Sears, Roebuck and 
Montgomery Ward, both showed 
good gains. 

Sears’ sales were 20.1 pct ahead 
of last year and Ward showed a 
10.4 pet gain. 

The 12.1 pet gain for the mail 
order stores was attributed to an 
early Easter this year, and the fact 
that men’s wear and shoes seemed 
to find many new buyers. 


Easter Hikes Department 
Store Sales 8 Pct 


The Federal Reserve Board re- 
ports easier buying this year 
pushed department store sales up 
8 pct over the like 1952 week. 

For the four-weeks ended April 
4, sales were up 11 pct over the 
same 1952 weeks. Officials of the 
board say, however, that about 4 
pet of this gain can be attributed 
to Easter’s arriving a week earlier 
this year. 

Sales gains were chalked up in 

999 


(Continued on page 222) 
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P&C SELF SELLI 
GUARANTEES Y 














. 0. 


rts Mgr., Danville Motor Tractor Sales 
ville, Kentucky 


S HANDLING COST 


P&C ROCKET-150 
Holds 150 fastest-moving hand 
tools in only 32 inches of coun- 
ter space. Profits of $500 and 
more per year on a starting 
investment of only $229.59 
are common! 


P&C THRIFTY-50 

























Displays 50 popular hand 
tools. Customer appeal 
proved by many case his- 

tories showing $230 in 
annual profit on initial 
investment of only 
$83.75! 





“Best tool display of its kind that I’ve ever seen!” H.C. 

Cole speaks for thousands of retailers who have proved 

the great selling power of the P&C Self Selling Mer- 

chandiser. This complete hand tool department holds 
all the fastest-selling, most-wanted hand tools... 
clearly priced for customer convenience... shadow 
marked for quick restocking. Store owners coast-to- 
coast report: “Customers buy on impulse!” 


Hire this star salesman. Put the P&C Self-Selling 
Merchandiser to work in your store. Ask your P&C 
salesman how P&C’s proven profit plan can make 
hand tools the most profitable item in your store. 


Write for free, fully illustrated folders that give all 
the facts on these P&C Self Selling Merchandisers. 
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P&C HAND FORGED 
TOOL COMPANY 


BOX 5926-A, PORTLAND 22, OREGON 
Cable Address: PANDCTOOL 


















































GETTY OPERATORS 


Open-and-Ghitt CASE 


Check the evidence yourself. Getty operators 
are used on more casement windows than all 
other operators combined! 


Your customers will like their easy, free-turning 
action—their fingertip control over window 
operation—their positive locking at any win- 


dow position. 
Getty Operator 4703W is the only 


And you will like handling a product that offers internally geared operator on the market 


years of trouble-free service. for wood casements. This exclusive feature 
permits the entire length of the worm to 


On new construction or remodeling the final engage the gear teeth at all times— 
verdict is: Getty operators are best for all metal assures smoother operation, longer life. 
or wood casement windows. Recommend them! 





*Roadomets 
miles. Reco 


As origi! 


H. S. 'CETTY (GETTY) & CO., INC. 3348 NORTH 10th STREET, PHILADELPHIA 40, PA. _— 
just like 
motorcy 


business 


HARDWARE 
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- Now ROADMASTER Brings You 


The Greatest New Bike- 
Selling Program in Years! 





ROADMASTER’S Miles Ahead PROFIT PROGRAM! 


... featuring the ROADOMETER= exclusive new Roadmaster extra! 


SALES APPEAL FOR YOUR CUSTOMERS—because BIG PROFIT OPPORTUNITY—Get in on the 
the Luxury Liner is America’s only fully- Roadmaster “Miles Ahead” Profit Program 
equipped bike—with a Roadometer! The kids today—it’s breaking big! Get your share of 
love it—they can show other kids how many profits! 

miles they go... have more fun on bike hikes! 





NATIONAL ADVERTISING SUPPORT FOR YOUR Sell America’s 
SALES—Sales power of television (including . ° 
only fully-equipped bike 

coast-to-coast OMNIBUS), radio, consumer Yy ere 
ads in LIFE, BETTER HOMES & GAR- eg 
DENS. Juvenile coverage in scholastic and ne oe Sone 

z s e Shockmaster coil-spring fork 
a ae —smoother ride. 


CUSTOMER BUILDING AT YOUR PLACE OF  Easier-pedaling tire 

BUSINESS— Coupon in all national ads helps —made of natural rubber. 

us to direct sales prospects in your area to ¢ Searchbeam headlight—better visibility. 
you. Free promotion kit includes display unit, e Electronically welded frame 


window streamers, direct mail pieces, news- —100% stronger. 


paper mats, fact tags, “It’s Fun To Peddle ¢ Safety bumper bars (front and rear) 
—more protection. 


— salesman’s book and a bike hike ie Chatile Siena to Oo tt. 
older. 


e Exclusive Roadmaster Roadometer 











THE CLEVELAND WELDING COMPANY 
W. 117th St. & Berea Rd., Cleveland 7, Ohio 
Subsidiary of 
AMERICAN MACHINE & FOUNDRY COMPANY 
New York 
— ome comm eee neem) meme 
ROADMASTER, Dept. HA-534, 
| West 117th Street and Berea Road, Cleveland 7, Ohie 
1 would like further information on the ROADMASTER 


tically measures and records I “MILES AHEAD*’ PROFIT PROGRAM FOR 1953. 


miles. Records every |/10th mile up to 10,000 miles! 


As original equipment the Roadometer is 
a bike-selling idea that’s completely new Tae | | \ j 
—and yet it’s a natural! Measures miles 7 ADDRESS a 
just like instruments used on cars and 8 H 

motorcycles. And it will prove a sure-fire j CITY. ZONE__ STATE 
business getter for you! 
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Profit-minded.fence dealers keep this important fact in mind . . 


Theres more Amencan Fence tn use 
than any other brand / 


Fe yume Fence is the farmers’ favorite . . . in the store and on the 

farm. From experience, American Fence users have found that 

this sturdy fence stays through the years. Naturally, they stick to 

American when they buy additional fence. And they’re quick to pass 
the good word about American along to 
their fellow farmers. 

This word-of-mouth praise by satisfied 
customers helps build bigger markets for 
American Fence and the American 
dealer. And we back up such “advertising” 
with consistent farmer-testimonial adver- 
tisements appearing in leading national and 
farm magazines which reach over six million 
farm homes . . . with radio commercials, 
dealer hand-out literature and direct mail 
pieces, which help pre-sell your prospective 
fence customers. 

The established name of American Fence 
and its reputation for economical, trouble- 
free service make it an outstanding busi- 
ness-booster for the retailer displaying the 
“American” sign. Why not put fast-meving 
American Fence to work for you? 








Here are some other steady- 
profit items bearing the 


““American”’ Tag! 





U-S-S AMERICAN TIE WIRE FOR 
AUTOMATIC BALERS 


U-S-S AMERICAN GALVANIZED 
BARBED WIRE 


a 


U-S-S AMERICAN HEX-CEL 
POULTRY NETTING 





U-S-S AMERICAN ‘‘U"’ AND 
STUDDED “'T’’ STEEL 
FENCE POSTS 


Ean. 
“We use American Fence because 
it gives us the least trouble, Some 
of ours has been up for 30 years... 
and still has a lot of service left!” 


KENDALL GIBSON, 
Kirkwood, IIlinois 








t. El eee 


“T’ve noticed American Fence has 
more wire wrapped around the 
joints which keeps the wire in 
position better . . . once you stretch 
it tight it stays stretched!” 


GEORGE UNKRICH, 
Mount Pleasant, lowa 


“One section of my American 
Fence was first installed in 1926, 
then re-located and stretched again. 
It still has plenty of ‘spring’ and 
resiliency to turn the heaviest 
cattle and hogs.” 


HARLAN JOHNSON, 
Winfield, lowa 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


y, 


,COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
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LIGHTER 


with perfect balance, 


handle lift and hang 





























AVERAGE WT. 
UNDER 










LESS THAN 4 LBS. PER SHOVEL! 


Right out of regular production, Dynalite shovels are 
picked at random for weighing—a constant check for 


uniformity. It is impossible for any manufacturer to state BALANCED DOWN THE CENTER 


the exact weight for shovels, due to the varying density The balance is down-the-center from tip of handle to 


of the waod handles—yet long handle round point point of blade because taper forging distributes the 
Dynalite shovels consistently average under 4 Ibs.! weight properly. Dynalite shovels hang perfectly in the 
The extra light weight of Dynalite shovels is made possible | hand with no side wobble. This reduces fatigue and in- 
by taper forging (discussed on opposite page) without creases efficiency for the user. Only taper forged shovels 


sacrificing strength or skimping on the size of handles. have this perfect balance. 


Finest shovel handles made 
| as os Neck and : 


and the bla 













the metal 
STRAIGHT TAPER HANDLES MAKE shovels do 
RE-HANDLING QUICK AND EASY haish is 
resistant. 
Because taper forged True Temper shovels take straight taper han- 
dies, there is no altering of the bend, lift or balance when a new 
handle is installed due to accidental breakage. By actual tests, 
taper forged Dynalite shovels can be re-handled in 8 minutes. Thicker poin 
shovels) fi 


FIRE HARDENED HANDLES 
RESIST WEATHER AND WEAR 


True Temper handles are of sound northern Ash, fire hardened and 
friction polished for maximum protection against weather, wear Thicker mid- 
and vermin. Fire hardened handles are best-to-use, too, because for extra sti 
the finish is smoother, feels better. Each Dynalite shovel handle is 
permanently identified with a new 2-color imprint brand. 


EXTRA LIGHT WEIGHT WI 












ERDYNALITE SHOVELS 


STRONGER 


because they’re taper forged 
from a solid bar of steel 


































NO WELDS OR SEAMS | 


Taper forging produces a one-piece blade and socket—the | 




























handle to strongest shovel construction known because the strength | 
‘ibutes the is built-in. See stages of construction illustrated at left: 1) | 
ctly in the Starts from solid bar of high carbon steel, 2) taper forged 
ue and in- by rolling over special dies, then blanked to size, 3) blade | 
ed shovels is shaped and socket formed—then heat treated in automati- || 
cally controlled furnaces for uniformly exact hardness. | 
| 
Neck and socket are formed by forging on special dies, 
and the blade is forged by rolling over dies that distribute 
the metal where most needed. Taper forged Dynalite 
shovels do not require painting or grinding. The forged 
: ‘ : Extended tab end. 
finish is smoother, harder, free-scouring and rust- ° 
resistant. 4 
aper han- <<. 
, a 7 
en a new > 
ual tests ‘ a 
; : Thicker at Shoulder 4 a 
utes. Thicker point (on round point for strength and footrest. a 
shovels) for longer wear. itil 
Straight Ash handle, 
NDLES double riveted. 
WEAR 
»ned and 
er, wear Thicker mid-section 
because for extra stiffness. ' 
andle is Shaped plug seals socket bea — _ acm opal 
from mud and dirt. Ss oe oe 
handle for perfect lift. 
WITH SUPER STRENGTH: 








NO. 


DLR 
DR 





DLS 
DS 


ID-1 
ID-2 
*ID-1S 
*1D-2S 


RD 
DGS 


*SD 
*SDL 


' Riveted Steps 


TYPE 


Dirt Shovel 
Dirt Shovel 


Dirt Shovel 
Dirt Shovel 


irrigating Shovel 
Irrigating Shovel 
Irrigating Shovel 
Irrigating Shovel 


Rice Shovel 
Garden Shovel 


Garden Spade 
Garden Spade 












FOR EVERY PURPOSE \lus 


ULL | 


BLADE HANDLE 


Size 2: 8%” x 1142” 
Size 2: 8%2”’ x 1112” 








Long 47”’ Round 47 lbs. 
Dee 28” Round 50 Ibs. 































Size 2: 9%4’’ x 12” Long 47” Square 53 Ibs. 
Size 2: 9%4” x 12” Dee 28” Square 56 Ibs. 
Size 1:87" x11” Long 47”’ Round 45 lbs. 
Size 2: 87%’’ x 11%2”’ Long 47” Round 47 Ibs. 
Size 1:87" x11” Long 47”’ Round 46 lbs. 
Size 2: 874”" x 11%” Long 47” Round 47 lbs. 
Size 2: 87%’’ x 11” Long 47” Clipped 46 lbs. 


Size: 644”" x 9Y2”’ Long 41” Round 0000 eee 
pooee 2S 
AVA ° 
Size 2: 7%4’" x 12” Dee 28” Square 52 Ibs. eect 
Size 2:74%4”’ x 12” Long 47” Square 50 Ibs. = 


LIGHT WEIGHT - WITH SUPER STRENGTH! all t 








TRUE TEMPER SALES HELPS UARANT 
MAKE YOUR SELLING JOB EASIER | 


Shovel Display Stand OR MC 
This attractive display stand will hold 6 True Temper shovels, spades ANVAS 


or scoops of any pattern. Steel plate construction with welded inside 
supports, completely assembled. Priced at only $2.25 in return for 


display of True Temper name. Sold only by True Temper Distributors. LU 5 
FREE— Metal Tool Section Sign ect Mail ¢ 


ar rhereve 4 . Metal 
For display in your store wherever True Temper tools are sold. Me aturday Ev 
plate 3%” x 10” in brilliant color. Free upon request. 


eek... an 
Newspaper Ad Mats contest for 

Tested selling ads in mat form in both one and two column sizes. Free P 
2 pres a we 
upon request. 
ryou! Wr 







America's Leading Wholesalers 
distribute True Temper "Dynalite" Shovels | 









For a complete catalog of True Temper shovels, write to True Tempef 


Corporation, 1623 Euclid Avenue, Cleveland 15, Ohio. RIEGEL TEXTILE 





LL PAGE ADVERTISING in 











URPOSE jlus 


ULL PAGE ADVERTISING 














> every branch of your trade! 





ve RETAIL SELLING AIDS 


of every description! 





GTH! all telling the story of the 
work glove that is... 


JUARANTEED TO OUTWEAR 
OR MORE PAIRS OF HEAVY 
“Pia: FANVAS GLOVES... yi 


Knit Wrist and Safety Cuff 
Men's and Women's Sizes 








PS 
SIER 


‘turn for 


ributors. LUS 
Wood and wire selling racks « 


jirect Mail to all your best customers, from EVERY PAIR STAPLED TOGETHER 


a aturday Evening Post, Popular Mechanics, Business WITH GUARANTEE TAG 
eek... and Riegel « Consumer and trade publicity « ° 
contest for your men and retailers . . . and lots more! PROMPT DELIVERIES FROM 
os. Oe LOCAL WAREHOUSES 


sre’s a work glove that can make real money 
r you! Write for the biggest story in work gloves. 


Riegel "PLASTIC-DOT” 22%: 





TRADE-MARK 


Temper 
RIEGEL TEXTILE CORP., 260 Madison Ave., New York 16 © ATLANTA + BOSTON + CHICAGO + DALLAS + CLEVELAND + JACKSON (Miss.) © LOS ANGELES + PITTSBURGH + ST. LOUIS 



































Other Quality Products 
by U.S.E. sold through 
recognized jobbers only 





“Multi-Unit” *Korker”’ 
Machine Anchor Machine Screw Anchor 





Lag Screw “‘Multi-Diameter” 
Expansion Shield Wood Screw Anchor 





se spn ageeill me feng ee 4 





Wire Rope “Forway”’ Machine 
Clip Bolt Expansion Shield 






...machinery secured with 





“Tumb-L-Tite’”’ Toggle Bolts “Hexcast” Turnbuckle 


Bolt with Double 
Spring Action 


Holds a greater load and is not loosened by 
shock or vibration because of an exclusive U.S.E. 
feature—it actually locks itself by pressure of 
the wings against the screw. Available with 


ROUND, FLAT or MUSHROOM screw heads “Closed Back’”’ Machine Bolt Expansion Shield 
. : “Ledlok’” Anchor with Stud Bolt 


FREE 


selector 











“‘Double’’ Machine Bolt Expansion Shield 











Masonry Anchoring, Fastening, 
Drilling, and allied products... 
chart 


U. S. EXPANSION = 
. . = woe ed err What you and your 
customers want to know: 
eo ; hr & ee the right anchor to use, 
e | SERGE OL pats 4 ; how many .. . what 

g wwenmaon a 


BERET E SES . size... safe working 
YORK, PENN | ’ load ... masonry classi- 
onions end for You 
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FOR LIMITED TIME ONLY... 


‘ 
50% SALES PROFIT + 
FAST SALES = $3535 
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NEW GA126 SALES UNIT: 1 CARD H66 ALLWAY HANDY SAWS and 12 
DOZEN HB7 BLADES — YOU PAY ONLY FOR THE BLADES! ASK YOUR 
WHOLESALER ABOUT THIS LIMITED OFFER RIGHT AWAY! 


MANUFACTURING COMPANY 


EW YORK 602 


2082 BOSTON RD 
JOHN H. GRAHAM & CO., INC. 


ALLWA 


105 Duane St. © New York 8, N Y 


Sole Sales Representatives 
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@ Heads fully- protected from scuffs and 
"Grain Stain" handles are tough enough 
to take care of themselves in any company. Sledges 


scratches. 


shipped with or without handles, four to a carton 
for easy handling and efficient storing. 
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Balance” 


told them how a "Shiny Face” 
NOW, tell your customers about 


@ You've told your customers about 
. you've told them about “Mill Heat Num- 
bers” of steel used in Warren-Teed sledges . . 


. you've 
increases accuracy .. 
“Grain Stain” handles! 


“Grain Stain” handles are pneumatically rammed 


‘into the sledge head with one tremendous blow from & 
\* specially Warren-built handle driving machine. 


All “Grain Stain” handles are closely graded to assure 


from Grade “A” Hickory. 


soe .o Bye uniformity, extra toughness and strength. They are made 


“Grain Stain” penetrates deep into the grain of the 
handles. Each handle is rubbed with wax, making it 


resistant to weather and providing a non-slip grip. 


They're’ attractive, too! The mellow, dark brown stain 
brings out the natural beauty of the wood. Each “Grain 
Stain” handle is clearly marked with a distinguishing 
trade name in silver,along with the regular Warren Tool 
trade-marks and trade names. Be sure you have Warren- 
Teed tools with “Grain Stain” handles when your custom- 
ers ask for them. Write today for complete information. 


WAR PE WATEED 


WARREN TOOL CORPORATION 


General Offices... 


Export Division 


30 Church St., 


Warren, Ohio 


New York 7, N. Y. 
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G-E PROMOTION 
SELLS YELLOW LAMPS 
ALL SUMMER LONG! 


IGHT at the start of the bug season, General 
Electric goes all-out to create a summer-long 
demand for G-E Yellow Lamps. 


Full-color ads in leading magazines, commercials 
on the Jane Froman T'V show, and some of the most 
arresting display material you’ve seen in a long time 
point out that most bugs don’t go for G-E Yellow 
Lamps. These lamps give plenty of light yet don’t 
draw insects like ordinary bulbs do. 


It’s a simple, convincing story that means months 
of profitable business for every dealer who ties in with 
mass displays. Place your order for a supply of 60 
and 100-watt General Electric Yellow Lamps today. 


ae 


vein aUIBS 





PLAN NOW! 


Be sure you include G-E Yellow Lamps on your pro- 
motion schedule. Make all this advertising and display 
material pay off for you. 









BETTER HOMES 
& GARDENS 


TV |LOOK 





Jane Froman 
Full color ad 


Show 
June 4-11-18 Issue out June 16 


One week delay in 
some areas 


Full color ad 
June issue 

















GENERAL @® ELECTRIC 
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TFC offers you fast selling Ornamental Iron accessories 
that mean extra profits. 

Ornamental Iron screen door grilles and grillettes— 
a must for every home. The finishing touch for the city 
or the country. 
Mail box stands—beautiful and permanent—easy to 
stock—easy to handle—profitable to sell. 
Weathervanes and house markers— 


sell on sight 





Decorative 
weather vanes 





eran 























Contact your jobber today or write Depart- 
ment A-9 for full information. 


Tennessee Fabricating Company 
1490 Grimes St. © Memphis, Tenn. 


America’s Foremost Ornamental Iron Plant 
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HE products we make for the hardware 
trade are exactly the same quality as those 
we supply to industrial users—the automotive, 
aviation and appliance manufacturers. We 
call them industrial-quality tools —that 
means the best because industry cannot afford 


to buy and use cheap, low-cost cutting tools. 
In the long run neither can your customers, 
so Standard Shield Brand quality will win 
customers for your tool department. 
Ask your wholesaler for Standard Shield 
Brand cutting tools. 








QOL (0. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





TANDARD 


NEW YORK «+ DETROIT > CHICAGO + DALLAS + SAN FRANCISCO | 









Zasy Woes /7/ 


Richards -Wilcox Ball Bearing 





Hangers and Lock Joint 






Trolley Track 






Any door that slides, slides easier and 
smoother with Richards- Wilcox door hardware. 
It’s designed for safe, silent operation of sliding 






doors in barns, industrial and commercial doors 
and interior vanishing doors in homes. 







When customers want the finest, it pays 
to recommend the finest . . . Richards- Wilcox. 
R-W door hardware is a winner all along the 
line. It builds profits—and good will—for your 
business. 















For complete information on the 
complete R-W line write to: 


east. ey ping ichards-Wilcox Mfg.Co. Hf, — 


“A MANGER FOR ANY DOOR THAT SO ee 






SLIDING DOOR HANGERS & TRACK @ FIRE 
DOORS & FIXTURES e GARAGE DOORS & EQUIP- 
MENT 6, INDUSTRIAL CONVEYORS & CRANES 
@ SCHOOL WARDROBES & PARTITIONS e 
ELEVATOR DOOR OPERATING EQUIPMENT 310 THIRD STREET, AURORA, ILLINOIS 
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This is a complete line 
of high grade tools... 
tools that are well and 
favorably known for 
over half a century 
... tools that sell fast, 


bring repeat business, 


yield good profits. 


THE VLCHEK TOOL COMPANY 


3001 East 87th Street ¢ Cleveland 4, Ohio 











A MIGHTY POWERFUL SALES TALK 
ON POWER TOOLS IS THE NAME 
“JACOBS” ON THE CHUCKS 








Home hobbyists know it . . . look 
for it. . . judge the power tool by 
whether or not it comes equipped with 
a genuine Jacobs Chuck. That one 
word alone saves a lot of sales talk. 

Customers see Jacobs Chucks ad- 
vertised regularly in the SATURDAY 
EVENING POST. Customers know that 
Jacobs Chucks have a powerful grip 
and great accuracy. Customers buy 
more attachments for their electric 
drills — because good results are 
guaranteed. 

Jacobs Chucks are the world’s 


re ce ee ee 





leaders. They hold business for you. 
Check over your power tool stock. 
You'll see Jacobs Chucks on the finest 
power tools. The Jacobs Manufactur- 
ing Company, West Hartford 10, 
Connecticut. 


IF IT’S A 


JACOBS 


IT HOLDS...Business for You 


The Jacobs Plain Bearing Chuck is typical of the chuck performance which made the name 


Jacobs famous. 


32 








means quali 
in the eal 


LET THE CHUCK be your guide. Jacobs 
chucks are preferred all over th 1d 


© wor 
When you see the Jacobs chuck on a 





IF IT’S A 


JACOBS CHUCK 


iT HOLDS 











a 


Advertisements like this have been appear- 
ing in SATURDAY EVENING POST for you. 
Watch for the next one. 
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his is the hardware trade’s fastest selling and most profitable 

Tubular Screen Door Latch, Thousands upon thousands of 
people from coast to coast installed it themselves last season. As many 
more will do so this spring and summer. Your customer bores two 
holes and screws on the trim, that’s all there is to it. It’s a cinch. 
Keep the Eagle Tubular Screen Door Latch prominently displayed. 
It is a quick impulse item that thousands of your customers are 
looking for and will buy readily. 


Ask your distributor for Eagle 1510 Tubular Screen Door 
M4 Latch, or order direct and we shall bill through your jobber 


THE EAGLE LOCK COMPANY 


Terryville, Connecticut, U.S.A. 
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The Eagle No. 1510 Tubular 
Latch for screen and combi- 
nation doors has a brass bolt 


and can be deadlocked from 


the inside. Attractively and 


individually packed for quick 
profitable sale at $1.69 retail. 





WHAT'S BOOSTING 


ROKER 
TREE BRAND > 


+ CI ey 


Yes, sir, BOKER has its own 4-Point Plan! QUALITY so de- 
pendable that the sale of any one item paves the way for future 
sales of other Tree Brand Cutlery. MARKUPS that give you a 
“reason why” for pushing BOKER. PRICES that cut sales 
resistance to a minimum. NATIONAL ADVERTISING in The 
Saturday Evening Post — 16,000,000 readers — that send ‘em to 
you “lookin’ and askin’” for BOKER Tree Brand. 


COMBINATION FOR PROFITS! 


HANDY KITCHEN KIT 

Best seller! Three ‘‘most-used'' kitch- 

en tools—two knives and shears—in 

a sales-getting handsome wall case. “SUBURBAN” TABLEWARE SET 
Handsome, practical 24-piece Tableware set. 
Genuine Pakkawood handles, stain and burn 
resistant. Choice of box or plastic carrying case; 
slight difference in price. 


, CARVING SETS SCISSORS—SHEARS and 
Sell quickly because they look their EASY PINKERS 
quality! Highest quality steel, curved . . 
“ : Priced to sell on sight—at a good 
to fit the hand. Genuine stag handies. profit! Wide variety of sizes. Quality 
all the way. 


HOUSEHOLD 
UTILITY SETS 
Consist of paring, fruit 
or sandwich, slicing and 
carving knives PLUS 
household fork. Handsome 
POCKET KNIVES walnut wall case makes 

women buy-minded. 
p | Sane : Sell them once, and you'll never carry 
wae , ‘ : another brand! Fine steel and fine looks 


EST. 1837 in patterns to suit every taste. 


BOKER es” 
4 ASK YOUR JOBBER TO SHOW YOU THE 
Tree Gg Branp ‘S ‘2 BOKER TREE BRAND LINE 


Qua, CUTLERY ues Catalogs Available on Request 
For over a CEM 


H. BOKER & CO., INC. 
Established 1837 
101 Duane Street New York 7, N. Y. 
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| : M DANDY 
Mu Inypitd, GEM | CHURN 


POWERFUL NEW MOTOR ... NEW ALUMINUM COVER 











e Relieves Drudgery 
Ask Us About e About 15 Minutes to Churn 
a ie e 15% More Butter—Better Butter 
eluxe Jr. e Operating Cost About 10¢ per Mo. 
to rete) ter See e It Will Mix Most Anything 


Complete with Jar 


NEW ALUMINUM COVER WORKS EQUALLY WELL 
WITH OWNER'S CROCK OR 
OTHER CONTAINER 


The new aluminum cover has been 
designed and engineered to fit con- 
tainers of various openings and 
sizes, including Gem Dandy Duraglas 
jar, owner's crock, milk can or other 
container. The aluminum cover is 
lined with vinol which prevents 
‘ vibration and movement. 
ae * NOTE: Gem Dandy Duraglas Con- 
Be. tainers are sold separately. 
List Price 3-gal. jar. ..$3.45 
Recommended 
Dealer's Cost 3-gal... 2.07 


List Price 5-gal. jar... 3.95 


Recommended 
Dealer's Cost 5-gal. jar 2.37 








DELUXE MODEL 


(Jar Sold Separately) 








The nationally advertised Gem Dandy DeLuxe Electric 
Butter Churn (illustrated) is a fast-selling QUALITY PROD 
UCT. It’s the last word in appearance, performance, sani- 
tation and ease of operation. 

Gem Dandy is the world’s most popular electric churn. En- 
thusiastic owners on hundreds of thousands of electrified 
farms testify to its outstanding performance. Both DeLuxe 
and Standard models, for 1953 have new, improved motors 
that positively will not heat up even when run continuously 


for long periods. 


Uses specially designed heavy-duty, 1/20 H. P. 110 Volt 
AC Motor. Greater Serviceability. We also have 220- 


Volt AC Motor. 


Bakelite handle. , 

New Aluminum cover lined with Neoprene 
or Vinol—fits any container. 

Easy to clean. 

Detachable Aluminum Shaft. 

Sanitary White Motor—Switch in Cord. 

Adjustable Aluminum Dasher. 

Six Foot Neoprene Cord with Plug. 

Slow-Speed Motor Gives Longer Life. 

One Year Warranty. 


STANDARD MODEL has black motor, bakelite handie— 
no switch in cord. 


DELUXE MODEL. .. . (without jar) $27.95 
Recommended Dealer's Cost . . (without jar) 17.47 
STANDARD MODEL. . . . . (without jar) 24.95 
Rec ded Dealer's Cost . . (without jar) 16.22 
2% 10 days, Net 30 days, f.o.b. Distributor's Shipping 
Point. 
Shipping weight 8 Lbs.—Carton 10’x10’x10”. 
ORDER TODAY FROM YOUR DISTRIBUTOR. 














MANUFACTURED BY Dept. A-235, Ist Ave., No. at 13th St. 
ALABAMA MANUFACTURING COMPANY ? BIRMINGHAM 3, ALABAMA 
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Ked. Taggs 


Merchandising : 








v Lawn Fence and Gales 
Straight, parallel wires . . . even picket 
tops... anda durable galvanized finish 
make Cyclone a better-looking, longer- 
lasting fence. It is available in both 
woven and welded styles . . . single-loop 
and double-loop construction . . . in 
heights of 36, 42 and 48 inches. And 
there’s a complete line of matching Gates, 
as well as Flower Bed Border (16” and 22” 
high) and Trellis (18”, 24”, 30” wide). 


36 


“Your customers will 


v Hardware Cloth 


Cyclone Hardware Cloth is recognized as 
the top-quality woven cloth with its flat 
welded selvage that fits snugly under 
moldings and is easy to weld to steel. 
Wires are straight and even and heavy 
galvanizing helps assure long life. It is 
manufactured in 2 x 2, 3 x 3, 4.x 4 and 
8 x 8 mesh sizes, as well as 34” and 54” 
heavy grades... . in 24, 30, 36 and 48-inch 
widths. Complies with all requirements 
of Commercial Standard CS-132-46. 


v Insect Wire Screening 


The firm, even mesh and lasting good 
looks of Cyclone Insect Wire Screening 
mean a good job every time it’s used. And 
customers have a choice of three ma- 
terials — Galvanized Steel, Bronze and 
Aluminum. It is offered in standard 
18 x 14 mesh... in 24, 26, 28, 30, 32, 34, 36, 
42 and 48-inch widths. Complies with all 
requirements of Commercial Standard 
CS-138-49. 


HARDWARE AGE, APRIL 30, 1953 








eening 


sting good 
- Screening 
; used. And 
three ma- 
ronze and 

standard 
32, 34, 36, 
es with all 

Standard 


0, 1953 














find what they want 


in the complete line of 


ee is the time of the year that home- 
owners are thinking about property im- 
provement ... they’re getting ready for jobs 
like erecting a fence, repairing window and 
door screens, cleaning up the yard, and simi- 
lar tasks. And, as a result, it’s the season for 
special sales effort on Cyclone “Red Tag” 
Hardware Products. 

When you handle these Cyclone Hardware 


v Catch-all Baskets 


It’s easy to see why Cyclone Catch-Alls have 
been called “the biggest basket value on the 
market today.” They hold nearly three bushels 
of waste.. The close mesh, heavy wires and cir- 
cular shape make this a basket that will last and 
last. The raised bottom permits ample draft for 
complete combustion. 


Products, you have just what your customers 
want. They include complete lines of woven 
and welded Lawn Fence, Flower Bed Border, 
Trellis, Lawn and Farm Gates . . . Insect 
Wire Screening in Galvanized Steel, Bronze 
and Aluminum . . . Hardware Cloth woven 
with the exclusive welded selvage . .. and the 
big-value Cyclone Catch-All Basket. 

Every one of these products bears the fa- 
miliar Cyclone “Red Tag” label that cus- 
tomers recognize as a symbol of top quality 
in hardware products. It’s like having an 
extra salesman on your floor. 

Check your stocks today and fill in any 
gaps from your jobber at once. Then you'll 
be ready to cash in on the big demand for 
Cyclone Hardware Products. It’s a demand 
that’s hitting its peak in the next few weeks 
but you'll find it will stay at a high level all 
through the year. 


CYCLONE FENCE DEPT. 

AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS SALES OFFICES COAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


HARDWARE cLoTy 


> > | 
> > 
INSECT WIRE SCREENING | 


ee 


CH-ALL BASKETS 


ty om awn FENCE 


GAie> | 


U°S*S CYCLONE “e4707 HARDWARE ‘PRODUCTS 
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Cyclone Hardware Products" 
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No Wonder Melnor 
Ranks First in the Nation 


Over All Other 
Oscillating Sprinklers’ 





= unconditionally guaranteed... for one full year 
= covers rectangular areas up to 2400 sq. ft. 
» all parts entirely rustproof and non-corrosive 


« split-second link adjustment for small areas 


with BRAND-NEW 3-COLOR WRAPAROUND DISPLAY! 
Swingin’ Spray’s eye-catching self-selling display 


is making sales excitement everywhere! 











© adjusts easily for smaller areas 

@ sturdy aluminum, brass and stainless steel 
© water-driven gears never need oiling 

® covers entire lawn area uniformly 


FREE catalog, sales aids, merchandise counter 
display, mats, electros on request. 








r 


i 
t 


POWERFUL NATIONAL ADS IN THESE KEY MAGAZINES! | 
) , ‘Beautiful : . ‘ "| Tie in with Melnor's 









\ tremendous advertising 
program...pre-selling 
millions of home owners 
from coast to coast! 


MELNOR METAL PRODUCTS CO., Inc. | 10-40 45th Avenue, Long Island City 1, N.Y 
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Wide 18 inch cut 

Front “Grass Spray” 
discharge 

2 cycle IRON HORSE 
engine 

Only 35 pounds 








RPM Manufacturing Company, the world’s largest 
manufacturer of rotary power mowers, presents 
America’s newest lawn mower ... the LAWN-BOY 
by RPM. Here’s the one mower that offers your 
customers more new features than any other mower; 
backed up by the largest, most powerful promotional 
campaigns that ever introduced any mower. The 
LAWN-BOY’s your guarantee of a trouble-free, priced- 
right lawn mower .. . designed for profit-building 


1 Most Modotn Lourunower 


CHECK THESE FEATURES 


sales appeal. 


CONTOUR CUT...the feature that LIGHTWEIGHT . . . all aluminum 
checks scalping. The LAWN- alloy construction gives a 
BOY’s cutting blade is auto- magic, featherweight ease of 21 inch cut 
matically guided by the wheel handling, bound to appeal to Rear “Grass Spray” 
placement design. Here’s the - every customer. discharge 

7 7, 9 . : 
mower that won’t scalp. CLOSER TRIM . . . the LAWN. 4 cycle encine 
SIMPLE, uncomplicated .. . the BOY trims as _ close as 3/8 
LAWN-BOY’s direct drive inch . . . right up against 





walls, bushes or fences. Saves 
hours of time spent in trim- AS ADVERTISED IN... 
ming or edging. 


gives trouble-free simplicity 
of operation. No belts to ad- 
just, no chains to snap. 


GRASS SPRAY. . . here’s the fea- @ BALANCED WEIGHT DISTRIBUTION 
ture that assures full cutting 


power. Grass clippings can’t @THE LARGEST MUFFLER AREA ON Li F E 


back up in the discharge ANY MOWER 
chute. What’s more, this fea- 
ture eliminates long rows of @ COMPLETELY SHIELDED, EXTRA-SAFE 
clippings. CUTTING BLADE 


Styling by Brooks Stevens, ONE OF THE COUNTRY’S OUTSTANDING INDUSTRIAL DESIGNERS 





WORLD'S LARGEST MANUFACTURER OF ROTARY POWER MOWERS 
Available through hardware jobbers and distributors 
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CORDAGES 








ORDERS OF $50.00 OR MORE, FREIGHT 


PREPAID. Orders of less than $20.00 f.0.b. 
Mill, Lawndale, N. C. or Marietta, Minnesota. 


Orders of $20.00 to $50.00, freight allowed 
to $1.00 per cwt. Freight prepaid does not 
include extra charges incurred outside car- 
rier's regular zone of delivery. 





SEINE TWINES 
SEINE CORDS 
TROT LINES 
STAGING 
VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 
BUTCHER’S TWINES 
FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 

WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

KITE CORDS 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 


Big Deal 


for Spring 


and 


Summer 


Made from our top grade No. 
6 solid braided sash cord and 
is complete with a durable, 
red enameled wooden handle. 
This rope is braided and pol- 
ished so as to allow a maximum 
amount of flexibility and con- 
structed so as to give the long- 
est service possible. 


Yes, MIKE] has an extra margin of quality 
in Starter Rope. Each rope is 36” long— 
packed 12 to bundle. Price per dozen $1.24 
Shipping ut. 1 lb., 1 oz. per dozen. 


When you display the IGG tine - 


tt Sells! 


Cleveland Mills Company LAWNDALE, NORTH CAROLINA 





ESTABLISHED IN 1873 








Marietta, Minnesota 
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gnrinkder hose 





SELLS ON SIGHT 


Lightweight—made of Viny.ite Brand Plastic. 
Unique—tiny holes along the top cast a gentle 
spray from 1 to 15 feet on each side. Easily 
moved without getting wet, without turning 
off the water. : 
Double-duty—both sides of a flower bed, for 
example, around corners, curves, or in any 
direction. Use as a sprinkler, or turn it over to 


soak the ground. 










A 50-ft. length 
weighs only about 
one and one-half 
pounds. . . easily 
rolled up and 
carried in 
one hand! 










Your best prospects, 
the millions of readers of 
Better Homes & Gardens, 

will be told all about 


it in the June issue. 
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DURABLE— because it’s made of 
VINYLITE Plastic 


Your garden department won't be complete without an 
ample stock of this fast-selling nationally-advertised 
sprinkler hose of VINYLITE Plastic. It comes in inexpen- 
sive 20-, 30-, 40-, 50-, and 100-ft. lengths, complete with 
brass hose connection and slide closure for adjusting 
length. Made by A. M. Andrews Co., 4621 S.W. Beaverton- 
Hillsdale Highway, Portland, Ore. 


You know 


it’s right 






if it’s... 








These same qualities make hundreds of other better products for 
home, industry and defense. The honest service and uniform quality 
of Viny.tre Plastics are backed by the resources of Bakelite Com- 
pany, “foremost maker of the foremost plastics.” 





BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation [[%@ 30 East 42nd Street New York 17, N.Y. 
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ZENITH’S 
NEW “PERSONAL PORTABLE” 


if 





















i 
The new “mighty mite” of the Zenith Portable a a, a. 
line. Compact, trim, and power-packed—with = 
loads of new features youcan talk up and promote: 2 mf t=: 
’ we a . f =. om 
New “Range Finder’ Switch—increases bat- == S====S 
tery life up to ten times that of ordinary personal S==SSS55S5 
portables. Handy “Carry-About’ Handle and === 
PTS ny ee oe 
Easy-Grip “End Tuning” Knobs. == S=STSS= ; 
SPSS STSTESTVZ 
===> 
SSE a 
Model L401 — Bottery only = 
7. 


THE NEW ZENITH “CREST” 
Packs in a suitcase — plugs in anywhere. A new concept in 
portable radios, designed for the traveling man or the woman 
working all over the house. Less than 5 inches high, this new 
“CREST” is the most powerful radio—inch for inch—you have 
ever heard. 
Plenty of new features to promote and sell: 


New “Hand-Tenna’—with powerful loop antenna built 
into the handle. Detachable cord—for easy packing. Comes 
in Ebony, Maroon, Grey or Ivory case, with Carrying Bag. 


. ¥ 
ji y=) ~ a 
C ES \ 5” 
Model K412—AC-DC AS ma o 


New Zenith handfuls of radio 
ive you tists full of profits 


They'te the Zeniths your customers 
have beqged for -theyte the hand-sized 
Zeniths that will complete your line 





















10° ZENITH RADIO CORPORATION, Chicago 39, Illinois 





7 
The royalty of television and RAD 
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MURRAY WHEEL GOODS 


include a full range of veloc- 

ipedes, autos, fire trucks, 

station wagons, tractors,chain 
drive tricycles. 

















MURRAY + GO » ROUND 


the finer baby walker 
with folding handle. 


MURRAY BICYCLES—new Slip Stream styling, 18 models, 
sizes 16” through 26”. 





MURRAY PARK CYCLES 
all new line, including 7 
models; 10”, 12”, 14” and 

16” sizes, 


You can sell everyone from toddlers to teen agers 
when you sell Murray wheel goods and bicycles. 
There are sizes for every age and models priced 
for every pocketbook. Ultramodern styling makes 
y Murray products the center of attention in any 

mn Mos for children display . . . Nationally advertised in full color . . 
For greater profit opportunities, stock and feature 
Murray~America’s most complete line of wheels! 


THE MURRAY OHIO MFG. CO. © CLEVELAND 10, OHIO 













































You 


Here it is! The drill you've been asking for. 
W ith all the outstanding features which have 
made the No. 914 so popular — and with the 
extra sales plus of a pistol grip. This new 
No. 814 is the finest available at 
such a reasonable price. A fast- 
moving tool — in all ways. Drills 
up to 14” diameter in steel. Also 
operates grinding, buffing and wire 
brush wheels, sanding discs and 
polishing bonnets. Motor: Univer- 
sal for DC or AC — 25 to 60 cycles 
— 115 and 220/230 volts. No load 
R.P.M.: 2500. 


Most 
Powerful 
Drill in 
the 14-inch 
>. Utility 
Field 








There’s a big market too for 
larger drills, and the No. 912 
is the most powerful in the /2” 
utility field. Ideal for farmers, 
home workshop owners and 
service men. A powerful 
money-moker for you. 


Asked 


Millers Falls 4 Drill 
WON ith pistol grip 


No. 814 Pistol Grip Drill $19.85 


Shown above as No. 1814 with Jacobs Key Chuck $22.35 


No. 912 — $40.95 with Jacobs Geared Key Chuck 









BIG PROFITS FOR YOU, TOO, IN THESE OTHER OUTSTANDING 
MILLERS FALLS UTILITY ELECTRIC TOOLS 


Now a Saw Line for 
Every Type of Trade 


Already hardware dealers recog- 
nize the popularity of Millers Falls 
No. 700 7-inch Portable Electric 
Saw. Now, to give you a complete 
line, Millers Falls also offers you 
its industrial models, the No. 850 
9-inch and the No. 1050 10-inch 
saws. All are rugged, compact, 
accurate and light — engineered 
for high-production on wood — or 
with special abrasive discs, on 
metal, concrete or other materials. 


Me. 7OB . . « © © eo « 6 « SOB 
Ne. 850 . . © «© © © « « « 155.00 
No. 1080. . . © «© «© «© « « 180.00 























Most Versatile Tool 
Your Customers Can Buy 





And the versatility of the No. 
966 Sander-Polisher spells big- 
ger sales for you. It’s the only 
disc sander-polisher with an or- 
bital attachment for fine-finish 
sanding; also buffs, drills, grinds, 
waxes, sharpens, mixes paints, 
cleans, operates wire brushes. 
With 6” rubber pad, 6” lamb’s 
wool bonnet and three 6” sand- 
ing discs. 


No. 966 — Sander-Polisher . . . $37.50 
No. 980 — Orbital Attachment . . 15.50 





High-Value, Rugged 
Drill Stands 


These stands for 2” and 14” drills represent 
the biggest values you can offer your custom- 
ers. Their rugged construction assures long-life 
and working accuracy. 


MILLERS FALLS COMPANY, Greenfield, Mass. 


MILLERS FALLS 


peciel a 


SINCE 


1868 ® 
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Easy 
on ev 
tates 
many 
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easy on the eye... 





ATLAS' new two piece telescopic box is designed 


with You in mind. 


| ROUND HEAD STEEL 
MACHINE SCREWS _}) 
asy vision labels that are colorf . 
ul and clear a SAW 
on every container. This attractive package a = 


tates both stocking and handling. This is just one of the a 


many “something extra" services that ATLAS offers you 


ate Delivery 


Complete Stock for Immedi 
LESS STEEL 


STEEL - BRASS - ALUMINUM - STAIN 


ALSO A COMPLETE LINE OF 
and CAP SCREWS - PHILLIPS RECESSED H 


R-HEAD SCREWS 


pt shipment 


SOCKET SET EAD SCREWS 


SPANNE 


are also available for prom 


Wonderful, time saving 
Decimal Calculator 


Send your request to Dept. A 





SCREW & SPECIALTY 


450 BROOME STREET 


NEW YORK 13, N.Y. 
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Tes Mth it 


NEW! THE FIRST £-7./44 YALL BEARING f EQUIPPED 
TOOL AND SICKLE GRINDERS OF THEIR TYPE! 


.. . an advance that actually outmodes all previous designs! 


“WISSOTAS 


NEW TOOL AND SICKLE GRINDERS 
. . . Oil Sealed, Double Shielded 
Precision Ball Bearings! 








SALES VALUE PLUS .... These new Wissota = NOW EVEN BETTER .. . NO INCREASE IN PRICE! 
Grinders have something really NEW that your most exacting 4 “s complete, MEW line of Tool Grinders for factory, 

. + = R * ome workshop, garage and school. Built to meet 
customers will want. Precision Ball Bearings give smooth, e the approval of the particular mechanic and priced 
friction-free operation and economical long life. Oil sealed @ _*0 sell the value-wise buyer. 
to eliminate greasing, care and wear. This sturdy, smartly Tm 
finished belt driven grinder is ruggedly built and accu- a | 
rately machined. Belt may be applied from directly Colum 
underneath or any angle behind. Model above is made 
in three sizes from the 5!/5 inch sickle cone with 6 inch Des 
tool wheel to the 7 inch sickle cone with 8 inch tool wheel. need f 
(Tool wheel not shown). and d 


Electric Sickle and Tool Grinders 
... also Ball Bearing Equipped! 
@ Wheels project in front of frame . . . allows 100%, 
accessibility to wheels. 
@ Heavy Duty |/3 H.P. Removable Motor. 


@ Handles Difficult Jobs Easily and with Safety to 
Operator and Tool Edges. 


Before 





Electric Model below has Heavy Duty 7 
foot Sickle bar holder that sharpens 5 foot 
bars without reclamping and 7 foot bars 
with one reclamping. 






Also with regular sickle holder or with 
two tool wheels with no sickle holder. 


A GOOD SICKLE GRINDER AND ALL AROUND TOOL GRINDER, TOO! 


ASK YOUR JOBBER OR WRITE FOR DESCRIPTIVE FOLDER TODAY! 














THE COMPLETE LINE OF 


SICKLE CONES AND 7: ) hi 
ABRASIVE WHEELS cS . MANUFACTURING 
MADE IN OUR OWN PLANT a" * 4 : COMPANY 


. backed by the most years experience 7 MINNEAPOLIS 4, MINNESOTA 


in design and manufacture of tool grinders. 














” HARDWARE AGE, APRIL 30, 1953 
HARDWA 





PED 
E! 


$ 





SE IN PRICE! 
rs for factory, 
Built to meet 
ic and priced 





savy Duty 7 
irpens 5 foot 
7 foot bars 





DER TODAY! 


TURING 
ANY 


COLUMBIAN VISE & MFG. CO. + STEVENS LEVEL DIVISION « CLEVELAND 4, OHIO 


COLMBIAN 
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"Tue Columbian Vise & Mfg. Co. is proud to announce 
a new level of superb quality and fine workmanship — 
Columbian ALUMINEDGE No. 648-AB. 


I 


I 


| 
PRECISION ROLLED 


Aluminum binding fits around 
wood and “hugs” surface per- 
manently. Recessed top surface 
assures that opposite edges re- 
main parallel. 


Designed and manufactured to satisfy the long-existent 
need for a truly superior level, it will render long, accurate 
and dependable service on heavy-duty jobs. 


Before you buy any level, compare these ALUMINEDGE features... 






































LEVEL NO. 
Precision-rolled aluminum top and ends guarantee absolutely 648-AB 
parallel straight edges and flat surfaces ... insure 100% accuracy. pe ten 
Binding is fitted to wood level, then “‘sealed"’ to surface with 6 LENOSTH WOCHES 
recessed Phillips head screws. Ends are machined flush and ac _ 
anchored by 2 screws. NO. PLUMBS 
4 
4 ® Accurately-set catseye metallic-sealed” liquid vials increase level NO. LEVELS 
1 accuracy... permit longer, harder usage. 2 
\e New, white plastic vial rings give greater light reflection for = — 
easier reading ... protect against vial breakage. SHIPPING WT. 
PER DOZ., LBS. 
B\ ® Sugar Pine is first quality, clear California, kiln-dried. Natural 39 
4 wood finish is enhanced by polished finish of clear varnish. 
A @ Packed individually in Columbian Certified “Level Packs” 
which meet bursting test of 125 Ibs. per sq. inch. Aluminedige COU/MBIAN 
Levels can be shipped singly, or in quantity, in “Level F G06 


Packs” without repackaging. STEVENS LEVELS 
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NO. 10 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DiIS- 
TRIBUTORS AND THEIR SALESMEN 








THE L. S. STARRETT COMPANY 














Starrett 96S 







tice, LEADS 


SINCE 1880 WORLD'S GREATEST TOOLMAKERS oe 









SAVE TIME, MONEY...BIND THESE CONDENSED 
CATALOG PAGES INTO YOUR OWN CATALOG 


Here’s another big Starrett service 
to distributors. We are happy to an- 
nounce that we can furnish 48-page, 
814” x 11” catalog insests describing 
and illustrating the Starrett line in con- 
densed form. These inserts are fur- 
nished unbound so that you can bind 
them right into your bound catalog or 
punch them for loose-leaf binding. 
Each item is illustrated, described and 
priced in a standard catalog form 


copyrighted by a leading producer of 


distributor catalogs and found highly 
effective by hundreds of leading in- 
dustrial distributors. 

These inserts are available at nomi- 
nal cost — far less than it would cost 
you to compile and produce a similar 
listing on your own. They will save 
you a tremendous amount of catalog 
work, help you get out a better catalog 
with less cost and in less time. Con- 
tact your Starrett $ales Representative or 


write Athol for complete information. 





A TIMELY TIME 





It’s always the right time to talk 
Starrett Steel Tapes but the increased 
outdoor activity in many industries 


makes Spring an especially good time 


418 


TO TALK TAPES 


to feature them. There’s no better sales 
leader than a quick-reading, error- 
proof Starrett No. 530 case tape with 
built-in patented tape hook, folding 
windup handle and _ extra-durable 
streamlined case. The choice of 25, 
50, 75 and 100 foot lengths meets 
every need. The Starrett line also in- 
cludes pocket tapes, frame tapes and 
“Oilgager’” tapes and bobs — in 
lengths and styles of graduation for 


any requirement. 





MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~ DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS and BAND KNIVES 










ATHOL, MASS., U.S.A. 





STARRETT MAKES 
ALL THREE 


HACKSAWS 


STARRETT 


BAND SAWS 


FAST-KUT 


—_ lZ - —_ Flr” 


BAND KNIVES 





Every shop uses hacksaws and band 
saws — many use band knives, too. 
Because they're expendable, they rep- 
resent a nice source of volume, profit 
and steady repeat business. It will pay 
you to cultivate hacksaw, band saw 
and band knife business. When you 
do, remember that the Starrett name 
helps you sell and that Starrett quality 


keeps customers sold. 
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=> Here's a Profit Line that 


4? 






we 


— 
Py 


Your Customers 
Know and Buy 
J&L Ware 


Hoard WOE 


(Far ys 
iT LS 




















Turnover and profit on the sale of 
galvanized ware are yours when 

you stock and display the J&L line. 
People know the J&L name—they have 
confidence in its reputation for quality 
and sturdy service. They buy it 

when they see it in your store. 


J&L Ware is priced to cover the 

big volume market . . . and yield a healthy profit 
to every hardware dealer. Your local 

Hardware Jobber can provide you 

with complete information concerning prices and 
deliveries. Call him today—get those 

extra profits with J&L Ware now. 





JONES & LAUGHLIN STEEL CORPORATION 


Container Division 


NEW YORK 17, NEW YORK 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 











), 1953 
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More than 
ylomolole) 
Tate] ol-.-mrelale| 


~~ 


REPUBLIC UPSON BOLTS, NUTS, SCREWS, RIVETS 






Just about any fastening problem can be handled 
safely and dependably with a Republic Upson 
Fastening . .. all highest quality steel, made on 
most modern machines under close inspection 
and control from ore to finished product. 


Everything from a screw spike to a plow bolt, 
from a ‘“‘Nylok” lock nut to a cap screw is avail- 
able under the Republic Upson brand. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 
CLEVELAND 13, OHIO . GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17,N. Y. 
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== FREE) — 
“The Sales Win- 
ing Methods of 
America’s Most 
Successful Home 
Heater Dealers” 





HARDWA 











VETS 















GREAT NEWS FOR HOME HEATER DEALERS! 
VOLUME Home Heater Sales 


Lt 


DARK 
MAHOGANY 





The Biggest Advance Ever 


Syperfla 


PLATINUM 
BLOND 


























Exclusiug@@fay 


- ,' . 
Beautiful New Cabinet Styling! 
SUPERFLAME @ealers, again, scoop all competition 

with America’s mogt beautifully styled home heater line! 
Completely new salgs making styles in choice of: 
four exclusive decoratér colors to blend with any home furnishing 








color scheme. 
Tl 12 Ne esign Improvements For 
“Greater-Than-Ever” Efficiency! 


953! Air circulation increased 33%! | 
ctural design. The most efficient home 


Completely new 
New, improved s 
heaters ever built! 








mi 15 Other Outstanding Sales Advantages! 


Only SUPERFLAME has the exclusive “Fuel 
Saver’’ that savég:up to ONE-THIRD on fuel. Only SGPERFLAME 







lombustion” Burner and a host of other 
lookers into buyers! Don’t be satisfied with 
ow moving line. Sell SuPERFLAME! The 
ume producing line in history! =~ 


has the “Trip 
features that 
a hard-to-se 





a “You'll Profit More with a 


“The Sales Win- > ° 
ae Methods of = To: QUEEN STOVE WORKS, INC. Dept. HA 43 . 
sete od ol ° Albert Lea, Minnesota . [/} ljSg Lifts [4 
Heater Dealers” : 
> Please send free ‘“‘29 Ways’ book. Also complete detailsof : 





NEW '53 Sales Program. 
F ANCHISE 


“ QUEEN STOVE WORKS, INC. 
eee a a — = . ALBERT LEA, MINNESOTA 


Firm Name__ Re a 


Address 





ee State 





By. 





HARDWARE AGE, APRIL 30, 1953 

















‘How’s your stock 
for Mother’s Day, May 1 on 


iHave enough feck to meet the demand for  Netionally ey! ae orl 


ea : 
Steg 

















#70 Table Topper 
Can Opener 
























#80 Dazey DeLuxe 








#61HM Can Opener 
(Magnetic Lid Lifter) 




















KITCHEN HELPS 





Women Auow Dazey 











Can Opener = Y 


M tic Lid Lift ~Wy (Knife and Scissors Sh ner) 
y) (Magnetic ifter) \ Uy. i issors Sharpe: 
z wae <3 
' Gj \\ 








PKI1C Shower of Dazeys 
Gift Package 


#900 Sharpit 




























PK5 Cocktail Hour 
Gift Package 


: PK3C Bouquet of Dazeys 
Gift Package 




















NWN (Knife and Scissors Sh er) INS 
N : i arpener Q ; 
AAS aS 
' / 
DV M4) 
—> 





s810C Egg Beater Women Want Dazey 


(Blend-R-Mix) Wy 




















#88 Dazey Dual Electronic 
Can Opener 





#915 Table Topper Sharpit 














Za 





#121 Super Juicer 


(Aluminum Bowl) 


#90 Hold-Vac 
Can Opener 




















ore CORPORATION 


Call Your Jobber Today and 


nantes your stock requirements. 
pe Se Es ~ Lout . eee oO. 
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Sharpener) 
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“Rol laway 





Headlined by dominant space Ta 


\ We ace 
st atl ag hess 


AS ADVERTISED in 


FY Howse Beall 
Better Homes 
House « Conon 


A. Easel reprint of consumer ad- D. Statement enclosure featuring 
vertisements Model 8-U Utility Table ($3.00 
B. “Spotties” for point-of-sale dis- per 1000 imprinted) 
play on tables E. Copy slants and radio commer- 
C. Complete mat of ad for your cials — product mats available 
use in newspopers on request 


y suo" & 
THe more YO ~ ques 6ROWs V/ 4 
s —— 
rue MORE 





or Foldaway \ x % 


... You win either Way In 








$OSC Ys 


June Table 
Promotion 


All through June, Cosco Utility Tables 
will be in the public eye . . . dramatically 
featured in three great magazines your 
customers buy from. . . pre-sold to more 
than 16,500,000 home-loving readers. Get 
aboard! Feature Cosco Tables in your 
windows and your floor displays. Use the 
forceful free Cosco sales-makers pictured 
here to tie your own local promotion to 
the national effort. Give both rollaway 
and foldaway tables a hearty push down 
the selling aisle . . . for outdoor living, 
bridal gifts, easier housekeeping every 
day of the year. Check stocks now... 
order and sell the complete Cosco line! 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 


Put your best foot forward... 
with a COSCO “Merchandiser” 












The display stand that 
saves space, builds 
traffic, makes sales. 
Flexible, durable, sells 
the complete COSCO 
line. Only $10 on spe- 
cial purchase plan. 
Write today for cata- 
log giving full facts. 


METAL HOUSEHOLD FURNITURE 
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SENSATIONAL 


NEW G//7 PA 





Perfect for Brides! Birthdays! Mothers! Holidays! 





Retails for only $1249* 
Two new Sessions electric 
clocks in One gift package 
that sells on sight. 









New Sessions Garland New Sessions Saucer 
Boudoir Alarm Kitchen Clock 
New feminine note—’‘see- America’s lowest priced 
deep” plastic with satin- quality kitchen clock. Con- 


white quilted background, vex dial, styled like a thin 
and super-imposed gold watch. In 4 beautiful dec- 
garlands. Individually orator colors. Individually 
priced at $8.95* priced at $3.95* 


A DOUBLE clock sale 











where you got only one before 


This famous Sessions “First” is a merchandising 
honey of a profit package that’s a gift to your 
sales volume in electric clocks. Get it out front 
fast for that June bride business! 


essions 


RIC —— 








The Sessions Perfect Pair is featured in full color 
in the June 2nd issue of LOOK. Ask your distribu- 
tor or Sessions for reprints and other FREE point- 


of-sale material. 
YEARS AHEAD IN ELECTRIC TIME 


THE SESSIONS CLOCK COMPANY, Forestville, Connec- 
ticut. In Chicago: Merchandise Mart Plaza. In San 
Francisco: Western Merchandise Mart. In Canada: The 
Frank Martin Co. (Exclusive Sales Agent) Toronto, Ont. 


*Plus applicable taxes 


THE NEW SESSIONS CLOCK TOWER amp 


Most versatile, space-saving, sales-making 
permanent display unit in the business! 
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5 HIGH LIVING COSTS WILL MAKE THIS A FOR HOME CANNING 
y 


STOCK UP NOW ON THESE 


“CANNING ITEMS 


For the biggest sales season ever 
FEDERAL GIVES YOU THE MOST COMPLETE LINE OF CANNING ITEMS EVER OFFERED 


LARGE ROUND DISH PANS 
Roll Rim 
Used extensively for preserving 
#B-17 (15 Qt.) Dish Pan 
Packed: 1 Doz.— Weight per carton: 30 Ibs. 


#B-14 (11 Qt.) Dish Pan (not illustrated) 
Packed: 12 Doz.—Weight per carton: 32 Ibs. 


FOOTED COLANDER 


#B-113 (4 Qt.) Footed Colander 
Packed: 1 Doz. 


Weight per carton: 13 Ibs. 


wre, 


PRESERVING KETTLE 
#8-40 (17 Qt.) Preserving Kettle 


Packed: '/2 Doz. 
Vege Se Weight per carton: 21 Ibs. 
= 3513153 + jf ight p 
~ JIZZ os fL3 
Hy Over al j 
Fagige PACK CANNERER § 
. % oy } ——— <2 
> “4 rf % 
=< Feperat © Og 


CANNERS 
#B-95 (36 Qt.) Vapor-Seal Canner, 
complete with galvanized combination rack 
to hold 9 one-quart jars or 7 half-gallon jars. 
Packed: /s Doz.— Weight per carton: 22 Ibs. 


4 #B-120 (19 Qt.) Cold Pack Canner 
#B-125 (24 Qt.) Cold Pack Canner ; Holds 7 one-quart jars. 
Holds 8 one-quart jars. - Packed: Vs Doz. 
Packed: % Doz. Weight per carton: 22 Ibs. 
Weight per carton: 22 Ibs. 


FEDERAL ENAMELING & STAMPING COMPANY 


World’s Largest Manufacturer of Enameled Kitchenware 


Standard Trade Capacities 
















NATIONALLY ADVERTISED 


Canning Items 


*with TITANIUM, the miracle element that 


makes FEDERAL VOGUE a 
(Cel ° nge: 























COLD PACK CANNER 


Holds 7 one quart jars 
High dome cover 
WR 220 
19 qt. Packed: “3 doz. 
Weight per carton 24 Ibs. 








od 


a We, te ier “aig, ong tee 


PRESERVING KETTLE 
17 quart capacity Easy tilt handle 
WR 440 for pouring 


Packed: 2 doz. 
Weight per carton 25 Ibs. 





FREY \oCuE* 


(gti 








LITHO IN 


A 














EASTERN 
100 East 
New 


HARDY 


BY CONTINENTAL Gee 
. CAN COM 
PAmy 
17 
4 


Here’s a delightfully different Decoware pattern 
that’s fast becoming a customer favorite! It fea- 
tures the Royal Anthurium — one of Hawaii’s 
most exotic flowers! Freda Diamond, famous 
designer, achieves an exciting effect by placing a 
brilliant red cluster against a gray, textured 
background. It brings gaiety to the kitchen... 
blends beautifully with other elements. 


BRINGS EXOTIC HAWAII INTO THE KITCHEN 


Women like their kitchen sets in Decoware. They 
enjoy Decoware’s solid, durable construction, its 
bright, wash-proof lithography, the wide choice 
of colors and patterns. Decoware is the profit 
line to sell! 


To get complete details on Decoware — contact 
our nearest sales office. 















CONTINENTAL C, CAN COMPANY 


CONTINENTAL CAN BUILDING 







100 East 42nd Street New York 17, N. Y. 
EASTERN DIVISION: CENTRAL DIVISION: PACIFIC DIVISION: 
100 East 42nd Street 135 So. La Salle Street Russ Building 
New York 17 Chicago 3 San Francisco 4 
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UTOMATIC 
CABINET CAN OPENER 


The big noise in Can Openers is Swing-A-Way’s 
new Automatic Cabinet Can Opener. Here are 

















a few of the features that have made it the 
most-talked-about Can Opener since they 
were first invented. 


$ 95 @ HANDSOME PLASTIC CABINET 
conceals all working parts and adds beauty 
Model to any kitchen. 


1709R-W-Y 
@ IT’S AUTOMATIC! 
Single action locks the can and removes the lid. 


Magneric SOS @ DECORATOR COLORS 


*“Lid-Lifter’ 













- git to blend in with her color scheme. 
Choice of red, 
ee a. @ MOUNTS EASILY ON ANY SURFACE 
sne aiuminy e 7 al O8 4 Offung 
handle. with screws or permanent adhesive. <o"" Ye "A 
* Guaranteed by * 
@ GUARANTEED 5 FULL YEARS. Housekeeping 
45 aoveanste 
STOCK UP NOW! 


MILLIONS ARE NOW BEING 
PRE-SOLD ON SWING-A-WAY 





SWING-A-WAY MANUFACTURING CO., 4100 Beck Ave., St. Louis, Mo. 


In Canada: Fox Agencies, Ltd., Port Credit, Ontario 
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HAWTHORNE 
is dressed-up in pliofilm . . . 
and it’s going places. This all 

new, dust-proof package con- 

tains two 50-foot hanks, de- 
signed to keep each hank fully 
wrapped when the connecting 
link is cut. 


HAWTHORNE 


proves the Greeks were wrong in 
saying, “There is nothing new under the 
sun”. This latest HAWTHORNE 
pre-stretched clothes-line boasts a definitely 
NEW packaging idea. 






The EVER-WRAPPED BAG 


not only keeps HAWTHORNE ever-clean, 
but fully displays the fine pre-stretched 
quality for which SHUFORD is world 
renowned. 
Stock the complete SHUFORD line. 


In Every Price Range 


there is a quality Shuford line 
. . and distributors from coast 


H ~ 
KORY 
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WORLD’S LARGEST 
MANUFACTURER 
OF COTTON CORDAGE ... 



























to coast offer quick and complete 
service. SINCE 1880 


Mills INC 











One of @ seri 
—— developed by d 


»” ‘ Plans are offe 


Make @ 
PRISCILLA 


wkige, Tora 
‘~ Better 
H Deal in 

(4 ALUMINUM COOKING UTENSILS 


A better deal? Absolutely! For a partnership with 








Priscilla means the enjoyment of benefits seldom 


PRISCILLA WARE’S experienced in retailing aluminum cooking utensils, 


"eg: 4 Poin ts For one thing, there’s no fretting over your ae 
a competitive position, for you know you’re the only very definit 


: r 0 R g R 0 Ff | T Priscilla outlet in your neighborhood. No worry “do-it-yours 


uilding th 
about Priscilla quality, either, for the line is ns oe 


NON-COMPETITIVE TRADING furniture. 
AREA — only one Priscilla Ware * inci +7} 
desler in a given area: your assur. backed by a customer-convincing Unconditional and to help 
ance of a favorable competitive posi- Guarantee. And you buy only the items you need, sell more . 
tion. : Rez—-Mons 
wf and only in the quantity you need. Yes — it mules of pl 
UNCONDITIONALLY GUARAN- , : 
86D — cobdusive proof of Pris. certainly PAYS TO PAIR OFF WITH PRISCILLA! cially to tl 
cilla Ware quality; positive pro- 
tection for you and your customers. . customers. 
pa We’d like to tell you more, so why not drop nested tabl 
COMPLETE SELECTION. — choose us a card today. ee om 
from a wide range of good looking tured every 
aluminum cooking utensils designed advertising 
for the modern home kitchen. LEYSE ALUMINUM COMPANY Mavaz; 
- KEWAUNEE 2, WISCONSIN a 
“OPEN STOCK BUYING—buy what __ Half A Century Of Craftsmanship in Aluminum Each of the 


you need in the quantity you need use of hardt 
to assure maximum turnover with | ee 
Each is liter 


| a minimum investment. | 1 
eS PRISCILLA. Dt ore 









RR 8 






TT a R € color-toned | 
% . ; a7) | Rez is a syr 

Speaks for Itself odes ates ; J primer. Ap) 
it penetrate 
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One of a series of contemporary easy-to-build furniture selections 
developed by designer Kim Obata for Monsanto Chemical Company. 








SELL 








ne 


Hardware dealers know there’s a 
very definite trend among their 
“do-it-yourself” customers toward 
building their own contemporary 
furniture. To capitalize on this 
and to help its many Rez dealers 
sell more hardware—and more 
Rez—-Monsanto has developed a 
series of plans that appeal espe- 
cially to this growing group of 
customers. Typical is the set of 
nested tables illustrated above— 
one of a number of designs fea- 
tured every month in Monsanto 
advertising in Popular Mechanics 
Magazine. 


Each of these designs calls for the 
use of hardware and related items. 
Each is literally a plan to help you 
sell more—including Rez and 
color-toned Rez! 


Rez is a synthetic resin sealer and 
primer. Applied to natural wood, 
it penetrates and seals the wood 
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Plans are offered monthly in Monsanto advertising. 


EW PLANS WILL HELP YOU 
| MORE HARDWARE 


pores—forms an equalized base 
for stain or paint. Checks grain 
raise—controls swelling, warping 
and twisting, since it greatly 
retards moisture entry. 


There are 5 beautiful color tones 
of Rez: REDWOOD REZ the 
rugged, ruddy color of the Cali- 
fornia redwoods... CEDAR REZ 
—warm cedar brown, colored 
like sherry aged in the cask... 
DRIFTWOOD REZ — smoky 
gray, with the color of bleached 
driftwood ... SAGE REZ—a soft, 
dry green that captures the color 














of desert sagebrush . . . MAHOG- 
ANY REZ—a rich wine red, with 
the deep tone of saddle leather. 
These color tones are not to be 
confused with ordinary stains, 
since they seal and protect as well 
as color-tone. 


Write and get full information on 
attractive, hard-working sales 
helps .. . MONSANTO CHEMI- 
CAL COMPANY, Merchandising 
Division, 1700 South Second St., 
St. Louis 4, Missouri. In Canada, 
Monsanto Canada Limited, Mon- 
treal, Toronto, Vancouver. 

Laux Rez: Reg. U.S. Pat. Off. 


MONSANTO 











WASHIN GTO ON LINE 


W 


rolling door hardware with... 





center balanced wheels hang straight. - 
last longer... roll better 





Wr 
wenn §6§! 'WWA SHINGTON LINE 
° Three types of bearings available. 


Ask your jobber for more information or write to: 
WASHINGTON STEEL PRODUCTS, INC. 
Dept. HA-4, 1940 East lth Street, Tacoma 2, Washington 
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e Silent but hard-selling 
1 wall to counter ) 


. 24 hours a day 
e Will work . Will travel (from 


e Handsome, eye appealing 


e Will pay you with extra profits 
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No. 102 No. 103 No. 101 


No. 102 Assortment — Open End Wrenches, Chrome Finish 


3 No. 1523. 3/8 x 7/16 3 No. 1529 5/8 x 3/4 
3 No. 1525B . 1/2 x 9/16 3 No. 1531B . . 13/16x 7/8 
3 No. 1527 - 19/32 x 11/16 3 No. 1533C . . 15/16x 1 


No. 103 Assortment — Box Wrenches, Chrome Finish 


3 No. 5601P . 3/8 x 7/16 3 No. 5606P . 3/4 x 25/32 
3 No. 5603P . 1/2 x 9/16 3 No. 5607P . . 13/16x 7/8 
3 No. 5605P . 5/8 x 11/16 3 No. 5608P . . 15/16x 1 


No. 101 Assortment — Combination Wrenches, Chrome Finish 


3 No. 1371. . 3/8 3 No. 1374. . 9/16 
3 No. 1372. - 7/16 3 No. 1375. . 5/8 
3 No. 1373. . 1/2 3 No. 1377. . 3/4 


BARCALO MANUFACTURING COMPANY 
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| as hire this “salesman” right away if 

you're interested in increasing your tool 
profits ! (And who isn’t ?) It’s Barcalo’s versa- 
tile, new 3-unit Display that can be used as a 
complete counter display, or the bases can be 
removed and the boards can be hung to make 
a complete wall display. Boards are finished 
in natural plywood to harmonize with store 
interiors. The three units together measure 
only 30” wide by 18” high. Available indi- 


vidually or in complete set of three units. 


JOBBERS PLEASE NOTE: 
Each assortment packaged in durable easy-to- 


stock, easy to re-ship carton. 





* BUFFALO 4, NEW YORK 
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1 A TRUE “NO-STRETCH”’ 
Now: CLOTHESLINE! 


OWENS -CORNING 


FIBERGLAS 


TWIN BEAUTIES! Like these two aquatic beauties 
from Florida Cypress Gardens, super Planet offers great 


eye-appeal plus easy separation of individual units 


super PLANET has these consumer advantages 
@ NON-STRETCHING—NO SAG. 
@ EASY TO USE—NO STIFFNESS. 
@ HOLDS SECURELY—PINS GRIP EASILY. 
@ FULLY GUARANTEED—FOR SATISFACTION. 


super PLANET has these dealer advantages 
@ PROMOTES DOUBLE SALES—EASY PICKUP. 
@ SELF SELLING—ALL FACTS ON PACKAGE. 
@ SELF DISPLAYING—ON SHELF, HOOK OR COUNTER. 


sale dete @ FULLY PROTECTED—NEVER SHOP-WORN. 


"y= Guaranteed by ~ 
Good Housekeeping 


EASY TO DISPLAY... EASY TO SELL! 


ag} ARTHUR GODFREY says: ¥ nt 
es “FIBERGLAS:* is in your 
life ... for good’”’ 


ji v week 
- 10,000,000 housewives € gd s It’s a 100-ft. carton. It’s a standing display. It’s a hanging display. It’s two 50-ft. cartons. 
in 186 radio markets and 33 televis- 
ion areas. Super Planet is made with 


ecueeatiages We PURITAN CORDAGE MILLS, INC. 


stretch and sag. 
*T.M. Reg. U.S. Pat. Off. 


oe Sw eS tes 


1205 EAST WASHINGTON ST LOUISVILLE 6, KENTUCKY 
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AMERICA’S NO.1 FAMILY OF QUALITY 
BUILDING SPECIALTIES! 


FITS-ALL M\X/AP 
NO.1 K < Ma: (ALK 


HAND SQUEEZE /a«a 
TUBE 


SCREEN LX 
DOOR {RQ 
GRILLE = : 


~ 


FITS-ALL 
$6 
SCREEN 
DOOR 


GRILLE 
EATHER STRIP 


MM eo” S45: 


i oe 
MW ART SPEED LOADER CMLUME reriectinc 
SIDING TRIM CALKING GUN NUMBERS & LETTERS 








ORNAMENTAL ALUMINUM PUSH GRILLE 


MACKLANBURG-DUNCAN CO. 


QuaLiTy OKLAHOMA CITY 1, OKLAHOMA 
ORDER NOW! Your order will be shipped same day received! 





KEN 


THE WORLD'S LARGEST MANUFACTURERS 
OF KEY DUPLICATING MACHINES. 























¢ 
y KEIL 
* LOCK CO., 


Inc. 
CHARLESTOWN, N.H. 


Please send complete 
information about your New 


No. 4 series of Key Duplicators. 


0 See 
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COBURN 





wins new 
popularity 
with 


economy 








SWING-OVER GARAGE DOOR HARDWARE 








PUTT te 


Moderate in cost, the Coburn Swing-Over Ga- 
rage Door Set has become increasingly popular 
with economy-minded home owners. 
Adaptable to all types of garages—on new or 
conversion jobs—the Coburn Swing-Over Set 
adds to its price appeal the advantages of quick 





and easy installation, smooth and quiet opera- 
tion, plus long-lived trouble-free service life. All 
are good reasons why it pays to stock and sell 
this fast-moving item. ; 

Write for catalog and prices to Sales and 
Engineering, 56 Sterling Street, Clinton, Mass. 


THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION—Oakland, California 
WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston * Buffalo * Chicago * Detroit * New York * Philadelphia 


COBURN PRODUCTS 





CF 












HEAVY-DUTY EXTENSIONS 
with MOLDED-ON caps and connectors 


A POWERFUL NEW LINE FOR EXTRA sates 


for POWER TOOLS 
LAWN MOWERS 
HEDGE CLIPPERS 
PROJECTORS 
FLOOR POLISHERS 


MACHINES, etc. 


“‘POWR-KORD” TAKES THE CURRENT 
WHERE THE TOOLS GO! 


Lengths from 10 to 100 feet 
.. . only “POWR-KORD” offers the complete safety 


ORDER FROM YOUR 


MOLDED-ON ROYAL WHOLESALER— TODAY 


ATTACHMENTS 
ON No. 18, 
16 or 14 
TYPE “S” 
RUBBER CORD 


ROYAL ELECTRIC COMPANY, Inc. 
PAWTUCKET RHODE ISLAND 


Manufacturers of WIRE © CORD SETS © FUSES © WIRING DEVICES 
and DECORATIVE CHRISTMAS LIGHTING 
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# NATURAL TURN ACTION KNOB AND LEVER HANDLE—new 
positive locking device 

#& EXTRA LONG 7/16” BOLT THROW-—greater security, and more 
freedom in fitting door and jamb 

# FAST, EASY INSTALLATION—only round holes needed 

# HANDSOME, HUSKY ESCUTCHEON—unusual new design with 
a rich “solid look” 

& RUGGED CONSTRUCTION-—precision engineered by lock crafts- 
men 


& BEAUTIFUL MULTI-COLOR PACKING—attractive OLEY “family” 
design for fast impulse sales 


This new latch set is the sensation of the industry. Now you 
can sell a natural turn action knob lock with all the features 
your customers have ever wished for . . . and in the same 
price range as ordinary types! Now is the time to get full 
details and cash in on the powerful sales attraction to your 


sereen and storm door hardware customers. 


#215—1” BACKSET (same features as +220)—for narrow 
stile wood doors and aluminum doors. Available in Alu- 
minum or Brass trim. 









WRITE or call our New York 
office today for full informa- 
tion, li , and h 

dising helps. 








30, 1953 
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McKAIG-HATCH TOOLS 


FOR THE 





Sell Professional Quality Tools at the Han 


dyman's Price 







McKAIG-HATCH gives you Professional Quality tools in finish grades to meet 
the needs of home owners, mechanics, farmers, hobbyists—tools you’re PROUD 
to sell. McKaig-Hatch Displays sell more in less space! 


EACH TOOL GUARANTEED! 
WRITE FOR CATALOG AND PRICES 


PROFESSIONAL QUALITY FOOLS 


BUFFALO 7, NEW YORK 


SEE YOUR JOBBER 
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Compound 


PRODUCT THAT HELPS 
BuiLD SALES! 
Stiete Ro REE 


IT WILL NOT 
CRACK 
DUTCH BRAND Caulking and Sealing OR DRY OUT LIGHT IN COLOR 
Compound is weather-resistant material 
that can be used for outside caulking purposes 
as well as for inside uses such as around tile... 
closet bowls . . . windows:. .. sinks . . . tubs, etc. 
The many uses around a home make it a demand 
item. In addition, this material is free of odor 
and taste making it possible to use near foods. 

















packaged in attractive display with transparent 
window so merchandise can be seen .. . making 
it an excellent self seller. Display has four 5 ounce 
boxes each containing 16 lineal feet of 3/16” 
cord. DUTCH BRAND Caulking and Sealing 
Compound has excellent shelf life and is an 
It comes in a continuous cord 3/16” width, excellent line to stock and sell. 








HANDY HOUSEHOLD ROLLS TOOL KIT ROLLS 


COLD PACKAGING TAPE HOUSEHOLD MASKING TAPE PLASTIC ELECTRICAL TAPE PLASTIC ELECTRICAL TAPE 





VAN CLEEF BROS. INC. 


Monvufacturers of Rubber Products 


DIVISION OF Johns Manville 
7800 WOODLAWN AVE. « CHICAGO 19, ILLINOIS 
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the most spectacular 





PROFIT-MAKING COMBINATION 












Super Kem-Tone 


The deluxe, latex-base wall paint 








engl Per Durable that’s super washable and super 
mth PPL, A durable. It’s ready to use and easy 


to apply. $5.19 a gallon retail, fair- 









traded to insure your profit. 





wall 
* in tl 
order now— FROM ANY OF THESE SEVEN lon 
LEADING PAINT COMPANIES OR YOUR KEM-PRODUCTS JOBBER: 
Acme Quality Paints, Inc. W. W. Lawrence & Co. The Lowe Brothers Co. John Lucas & Co., Ine 
Detroit Pittsburgh Dayton Philadelphia 
The Martin-Senour Co. Rogers Paint Products, Inc. The Sherwin-Williams Co. 
Chicago Detroit Cleveland 
i2 HARDWARE AGE, APRIL 30, 1953 HARDWA 


















PAINT RETAILING ! 















KEM -GLO The miracle alkyd 


4 a . \ enamel that gives walls and woodwork 
, ‘ a finish that looks and washes like 
baked enamel. $2.49 a quart retail, 
fair-traded to insure your profit. 


c 
va 4 Damel fy, 
Nest ff, boty! 











® 
Kem-Tone The resin emulsion 
wall paint. It’s America’s top value 
in thrifty home beauty ... con- 
sumer’s cost $2.73 a gallon when 
mixed, ready to apply. $4.10 a gal- 
lon retail, paste form. Fair-traded. 


as & Co., Inc. 
adelphia 
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More Paint FromYou 
"H Me This wows Paint Rolle! 











@ 
es 


WHY? 


Because Thomas Paint Rollers make paint- 
ing so easy... your Customers paint more, 
buy more paint from YOU! 


AND... 


Thomas Paint Rollers are FIRST in quality 

. ask any dealer who sells them. There’s 
more mileage, with perfect results, in a 
Thomas roller. 











The Thomas “‘Dealer’s Helper” makes it easy 
for your customers to buy. Ask your jobber 
to supply one with your order for Thomas 
Painter’s Tools. 






KEEP ROLLING... 


HOMAS 


PRODUCTS COMPANY 
8490 LYND°N AVE. - DETROIT 21, MICH. 











74 FIARDWARE AGE, APRIL 30, 1953 





HARI 





The Wheeling 
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| Marked i in 
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Quarts 


The ONLY Pail with this Extra Selling Feature ! 


Originators of the famous Dub-L-Tub, Square Tub and Twin Pails, Wheeling 
does it again with the new Wheeling MIX-PAIL...an improved pail with 
quarts stamped right in the pail itself. 

Your customers will like the added convenience of the Wheeling 
MIX-PAIL— for mixing insecticides, weed killers, feeds, paints and house- 
hold cleaners. Yes, your customers will be asking for the Wheeling MIX-PAIL. 
Be sure you have it in stock. See your Wheeling representative or get in touch 
with your nearest Wheeling office. 


Sell the complete line of Wheeling Ware, Conductor 
Pipe, Eaves Trough, Gutters, Roofing and Cut Nails. 


WHEELING CORRUGATING COMPANY 
WHEELING, WEST VIRGINIA 





LOUISVILLE * MINNEAPOLIS * NEW ORLEANS * NEW YORK «+ PHILADELPHIA * RICHMOND * 
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ATLANTA ¢ BOSTON ¢ BUFFALO ¢* CHICAGO * COLUMBUS ¢ DETROIT ¢* KANSAS CITY 


~~a“2e 7° 7F"- — wz 


-_- 


I Keep Telling 
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store as 
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to go fo 
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CONVENIENT, USEFUL 
SIZES. The Best-Buy line 
opens up an unlimited 


the complete WIDE MOJUTH bottle line | 
market with three stream- 
lined sizes. You'll sell the Biggest mouth... Biggest in popularity 


10-0z. size by the dozens 





for school use, light lunches 

and gifts. The pint and 

quart sizes will be grabbed E AT out of it DRIN K out of it 
up for work lunches, 


picnics, outings, sporting . , ? ae 
events, automobile trips and Sensational! That’s the way dealers described the original 


countless other uses. Aladdin Wide Mouth Bottle. It sold like wildfire. NOW, there’s 
a complete line of wide mouth bottles to meet every need. 
ANOTHER The Best-Buy line features the biggest mouths on the market... 


Soe WED BA ‘“no-drip”’ pouring lips, originated by Aladdin. It’s a line 
_ that really shouts, “BUY!” = 
FIRST Be a- . 


Méddds angler eas 


vacuum bottle The spoon goes right down to the 

It’s a natural for the huge aia bottom ...inall sizes. Did you ever have 

sports minded market. The F - to fish” for a lost spoon in a long skinny bottle? 3 
Angler pictures famed fighting : Then you know why Aladdin Wide Mouth Bottles . 

fish in full glowing color. It's sell. All sizes are expertly designed for con- eset a —_ 
a conversation piece men like ' venience, compactness and 100% usable Best- Buy etn 
to pack in their lunch kits. a. * space. The spoon goes right down to the bottom Bottle is a sales 
Available in pints and quarts. : 4 ... even in the big quart size. sensation. 

















ALADDIN INDUSTRIES, INCORPORATED @¢ Nashville, Tennessee 
1107 Merchandise Mart, Chicage, Illinois © Pacific Coast: 105 E. Lexington Drive, Glendale, California 
Available in Canada from Aladdin Industries, Incorporated, 1401 The Queensway, Toronto, Ontarie 
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The Red Head 
fag is your 
guarantee of 
that 
will satisfy your 


merchandise 


customers and 
promote your 
store as the place 
to go for the finest 
quality and 


best values 
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new ‘Lucky 7" fishing vest 
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LUCKY 7~ 
the t ¢ ntia! features to attract the market of 


ford af | vest before. it's RED HEAD quality 


y erman Ci hate] acne male 


A Bargain for Fishermen—A Traffic Builder for Dealers 


f } G N Repelient Poplin. The “LUCKY 7°’ 
nging fishermen inio your store that 

atur y are so territic 

Y f new RED 


Red Head Creels...for Fast Action Over Your Counter 
ree are tone V ot Duck construction spell 


iin RED HEAD 


HEAD iva Water; 


fonier atiSfaction. Ag 


t ti jives you merchandise that builds up your 


fits for RED HEAD tore’s reputation for top values at prices 
t hanced _ that rol tore traffic. To be first in your 
G i Ff G V rket, ead with the RED KEAD line 


$ 500 


retail 


“BIG CHINOOK” 


“RAINBOW” 





Belmont Avenues Chicago 41, Illinois 





AN IMPORTANT STATEMENT 


Regarding Price, Profit and Performance 
of Flexible Plastic Sprinklers 


Deaters—ana wholesalers too—re- 
quire answers to many questions before 
taking on a new product, but it’s a safe bet 
that questions of price, profit and perform- 
ance are always first in importance. 

When these questions are applied to a 
new and sensational item like the flexible 
vinyl sprinkler some interesting facts are 
disclosed. 

Since the introduction of the Resinite 
Soaker-Spray early last summer, a number 
of manufacturers have either directly 
copied it or brought out similar sprinklers 
with certain design changes. 

However, we are concerned in this mes- 
sage only with the all important questions 
of Price—Profit—Performance. 

Let’s start with price. 

The Resinite Soaker-Spray lists for $2.75 
for the 20-foot size; $3.85 for the 35-foot 
size and $4.95 for the new 50-foot size. 

These prices are based on (a) a superior 
outdoor weathering compound, extruded 
into a tough flexible tubing; (b) full 34 
inches in diameter; (c) scientifically per- 
forated to emit a gentle, rain-like spray 
that provides adequate distribution of 
water; (d) attractively packaged for im- 
pulse sales; (e) a 40 per cent discount for 


the dealer and a full profit margin for the 


wholesaler. 

There are several flexible sprinklers on 
the market that sell for less—and offer less. 
They produce only half the profit for dealer 
and wholesaler. Thus, a dealer would have 
to sell twice as many of these lower-priced 


—_ Fiesnite 


Soaker-Sprays and other Resinite 
products are made by Resin 
Industries, Inc., one of the largest 
producers of vinyl tubing for the 
aircraft and medical supply 
fields. 














sprinklers to equal the profit on the 
Resinite Soaker-Spray. 

Now, consider profit and performance. 

Since profit is a matter of turnover sell- 
ing twice as many would not be a frighten- 
ing prospect if the lower-priced sprinklers 
gave comparable performance and were 
easier to sell. But that is the catch. 

Compromises which must be made in 
both size and quality of the tubing in the 
low-price sprinklers results in unsatisfac- 
tory service and short life, with a resultant 
high percentage of returns—customer dis- 
satisfaction and dealer headaches, to say 
nothing of loss in profits. That is why 
thousands and thousands of Resinite 
Soaker-Sprays are being sold in the face 
of low-price competition. 

A full 34 inch tubing, extruded of top 
quality ingredients to assure long life and 
satisfactory service—and priced to return 
a fair profit to manufacturer, distributor 
and dealer, cannot be made to sell for less 
than the Resinite Soaker-Spray. 

So, if you want fast turnover with maxi- 
mum profit—with performance that guar- 
antees no headaches—you will want to sell, 
and your customers will be eager to buy, 
the Resinite Soaker-Spray. It is a quality 
product that is fair in price and tops in 
profit and performance—a product that 
will build—not lose customers for you. 


Resinite Sales Corporation 
Box 1257 
Santa Barbara, Calif. 


RESINITE SALES CORP. 
Box 1257 
Santa Barbara, California 


C0 Resinite Soaker-Spray 
0 Dura-Twist Plant Ties 
My Wholesaler is 


Signed .. 
Address 


Se ee eS ee SS ee ee ee ee 


Please send me further information on the: 
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Display Ur 
16” and 20 
practical, i 
double duty. 


L 








double duty. 


1: LAU! 





Display Unit #705. Shows 12”, 
16” and 20” fans in action. This 
Practical, inexpensive unit does 


Here’s the fan line that’s bigger 
than ever before! It’s fast selling! 
It’s profitable! Get the facts! 


Model 2052. The 20” Combination 
Window Fan with adjustable metal 
spacer panels for mounting in sash 
type windows. May also be used as 
@ portable. 


3 Sizes in Portable Window Fans. 12”, 
16” and 20” for either exhaust or intake, 


BLOWER COMPANY - 





Give Your Customers 
Everything they Want in 

One Fan Line. 

No need to stock numerous lines of 
fans to give your customers a variety. 
You can give them EVERYTHING 
in the Lau quality built fan line. 
These Combination Fans offer you 


and your customers great versatility” 


... genuine selling appeal. You don’t 
have to carry tremendous stocks. 
You can display them in various 
ways with a minimum quantity of 
fans on hand. . . . Get all the facts! 





12” and 16” Portable Fans avail- 
able with adjustable metal side expand- 
ers for sash type windows. 


Warld’« Larane * Manufacturers af Warm Ait 





2025 Ho 














For Casement Windows Models 1252 
and 1652 are shipped with hangers 
for all types of Casement Windows. 















“TILTA-BREEZ" For increased air effi- 
ciency. It puts the breeze where you 
wont it . . . up or down, vertical or 
horizontal. 













““PORTA-BREEZ," the pedestal fon of 
unlimited uses will direct the breeze at 
any angle. 








They're Port- 
able! Women love 
Law fons, They con 
be carried any- 
where in the 
heuse for use in 
all rooms. 


















America’s finest line of lerge Window 
Fans. 24” and 30” 2-speed reversible. 














me Avenue, Dayton 7, O 


Furnace Blowers 


WHAT JOBBERS SAY 


IS MORE IMPORTANT THAN WHAT 
WE Say... 
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a March 27, - 
Dear Sir: gistributed Kay none e ne b the 
We have e found it es. 
s and hav fing purPos 
many yea! s for Wa terproo intended 
leading coatedt | the ob — 
It has always . 5 rt store 45 \ 
4 . ~ 
KAY-TITE, when applied properly, is ap- 
proved by the Veterans Administration in Ever | 
the North Jersey Area. Kay-Tite is used “extra 
by leading building contractors in North- —rent 
ern New Jersey to solve their water seepage wheth 
problems. One U. S. military department For 
tested Kay-Tite against seven competitors ou se 
—and then wrote Kay-Tite into their y h: 
specifications! ed hs 
We know Kay-Tite is the best— fixed : 
but we let users prove it! 44% ¢ 
AT YOUR JOBBERS or "Neo 
WRITE FOR PRICES - 
packa} 
ath 
robe 
JO 38 
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PROTECTS MASONRY ll 
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CINDER BLOCK | ,...0w char : card show 
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ROUGH MASONRY | sous we Arne seo ELEVEN FAR WESTERN STATES CONTACT KAY-TITE Say paint depa 
UNGLAZED TILE COLORS 1717 WESTLAKE AVENUE, NORTH, SEATTLE 9, WASHINGTON. 
bgt More than 20 yeors of satis performante ance . 
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BBMAKING ENOUGH PROFIT 
ON PAINT? 








fo 








—rent, salaries, taxes, etc.—remains the same, 
whether you get those extra sales or not. 

For example, take the display shown above. If 
you sell your customer just the 6 gals. of paint, 
you have a sale of $37.25. Using the RPWDA 
averages, you gross $11.76, but after paying your 
fixed overhead costs your net profit is only about 
4.4% or $1.64. 

Now, if you sell a complete merchandising 
package, including brushes, turpentine, putty, 






Because Archer 
Pol-mer-ik belongs in 
any “‘package deal’’ 

for house painting, 
Pol-mer-ik is offering 
you the 14 x 21 display 
card shown above for 
your use in building your 
paint department profits. 
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os pecially tor | 
WOSCETE PAINTERS! 


Ever stop to figure out how profitable those | 
“extra sales” are for you? Your overhead expense | 






we will recommend © quabfied powrtwrd 





bev feared 







| 
i 






Bea zea \ 


Pol-mer-ik, etc., you sell an extra $21.04 of mer- 
chandise. Your gross profit on these extra sales is 
$6.64. And this gross profit is really net profit 
because your overhead has not been increased! 
Your net profit jumps more than five times from 
$1.64 to $8.28 when you sell 
’em the whole ball of 

wax. Worth trying? 


_ Lb moni 


LINSEED OIL 




















SEND COUPON TODAY FOR FREE DISPLAY 


ARCHER-DANIELS-MIDLAND 
Pol-mer-ik Dept. 
684 Roanoke Bidg., Minneapolis, Minn. 


Please rush display card for use in building “‘package-deal’”’ 
merchandising event, as illustrated. 


Name. 


Address — 








City ___Zone____State___ 





_——— ee ee ee ee ee 
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lay 


Os mune Curio collestion! 
Glo made slat dest wth 


At leading stores everywhere. 
All prices slightly higher in 
the South, West, and Conade. 


© the rim of a Libbey 


‘Satedge’ gloss ever chips, 
we'll replace the glow. 





LIBBEY & 


ESTABLISHED ISTS 








Cooler 
Toledo 1, Chie De 
ompony, ‘ a 




















Here’s a chance to cash in on one of 
Libbey’s most popular Hostess Sets—Curio, 


An immediate sales hit when introduced 
last Fall . . . sure to continue to be a “bes 
seller” this Spring and Summer. Perfect for 
today’s trend towards casual living and 
informal entertaining. 


We picked Better Homes & GarpEns, 
April, for this eye-catching, full-color ad 
because the magazine’s more than 7 million 
home-interested readers are natural customer 
for Curio. Many of these people live right in 
your neighborhood. Let them know you 
feature Curio .. . be sure to give this set 
prominent display space. 


Cash in on the many customers who will 
want to complete the sets they’ve already 
started. Many others will want to give ... 
and receive them as gifts. 


Make your promotion plans now. 
Newspaper mats, store display and other 
merchandising aids available. Be sure your 
stock is adequate. To order, contact your 
Libbey Glass distributor or write to 
Libbey Glass, Toledo 1, Ohio. 





LAS §-Hhitas Galt 


@ 


LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo 1, Ohie 
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this time with 


NEW “LONG-LINE” 


“WHITE- TAPE 


anti- backlash winding. 


Inner case steel, heavily zinc plated; strong die-cast zinc winding 
reel with housing, recessed crank, and double-roller mouth piece; all 


heavily chrome-plated for rust resistance. 


COMPARE THESE SUPERIOR QUALITY FEATURES WITH 
THE FINEST TAPES YOU'VE SEEN AT ANY PRICE 


Hook-ring combination for one-man measuring on every tape. Jet black 
markings on snow white Bonderized steel, 4g” wide, marked in feet, 
inches, and eighths; foot numbers at every inch; economical replacement 
blades can be installed in seconds, without disassembly ... improved 
























Hook-Ring Attachmenf 
On Each EVANS Tape 
At Ne Extra Cost — 





LIST PRICES 
25-ft. ‘3.49  50-ft. °4.49 
15-ft. 5.49 100-ft. °6.49 


Hook-Ring combinations on all sizes. 
Prices slightly higher Denver West. 













How Is It Possible? Evans is the only manufac- 


Heavy leather-grained cover of DuPont vinyl, fully resistant to mois- turer concentrating on steel tape production who 
ture, scuffs, and stains; held by stainless steel edge band. 100% guaran- fabricates from the raw steel to the finished prod- 


teed throughout. 


ASK YOUR JOBBER about Evans Lo-Inventory Assortment giving you 
full line at minimum investment and about Evans’ superlative free 


9” x 12” counter display. 


EW201a. 2 «0. 


ELIZABETH, NEW JERSEY, U.S.A. 
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uct. Now, extending their specialized concept of 
manufacturing into this big, new market, Evans 
has designed and built all its own tools and dies 
into a new plant around the only long tape pro- 
duction line of its kind in the world. This produc- 
tion set-up, aimed at mass sales, enables Evans to 
bring you the long-line “White- 
Tape” at a new market price level. 





Mokers of Evans ‘““WHITE-TAPE” 6-8-10-ft. 7 
Evans PW Series “WHITE-TAPE” 6-8-10-ft. "Vans ac? 
Evans 6-ft. Folding Rules + Evans “Folding Yardstick”’ 
Evans English-Metric Steel Tapes for export. 


2. A PROFIT PICNIC 
OR rHEAMOs DEALERS, 100! 


TRADE MARK 856. U.S. PAT, OFFICE 


THERMOS BRAND VACUUM BOTTLES! 
—And Outing Kits and Food Jars! 
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PPrRGD 


No. 34QA 


s 


No. 2484 


No. 34QA No. 2484 No. 234 
THERMOS quart vacuum bottles, THERMOS quart vacuum Plaid Picnic Set containing 
buff-colored with red and botties—polished aluminum 2 THERMOS quart vacuum bottles 
black bands. seamless case. and plastic Sandwich Case. 
Dealer cost . . . $2.17 Dealer cost . . . $2.48 Dealer cost . . . $9.97 
5 Retail . . . $14.95 


Retail . . . $3.30 Retail . . . $3.7 
Profit... . $1.13 Profit . . . $1.27 Profit... . $4.98 eSuseee ov 
The Name That Identifies 


We’re telling millions of Life (June 8) and Saturday Evening Vessem Wore Af ite Bast 
Post (June 27) readers about THERMOS in a big, full-page ad. 


NORWICH, CONNECTICUT 


Thermos Limited, London 


THE AMERICAN THERMOS BOTTLE COMPANY 
Thermos Bottle Co., Ltd., Toronto 
HARDWARE AGE, APRIL 30, 1953 
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its strongest 


new 
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Here's a mew, outstanding bolt action repeat- 
ing shotgun scientifically planned in every 
detail, with advanced designing and modern 
features which set a new, high standard 
among shotguns of this type. 


in Design 
in Features 
in Sales Appea 


and 
priced 
to sell 





Model 58's precision machined trigger and 
sear assembly assure clean, crisp trigger pull. 
Its safety is tops in depenhahiticy. Newly 
designed clip magazine locks securely, yet 
allows quick insertion and removal. These 
features, combined with a streamlined walnut 
stock, glare-proof and rust-resistant bolt 
and bolt handle, present in the new Model 
58 repeater the know-how of more than half 
a century of gun making. 






Its low retail price of only $29.95 makes it 
today’s outstanding buy in the low cost shot- 
gun field. 
Other Fast-Selling Stevens 

Bolt Action Repeating Shotguns 
Model 258 — 3-shor clip magazine — 20 ga. 
$27.25 (retail). 
Model 59—6-shot, tubular magazine—.410 ga. 
$29.95 (retail ). 
Model 58 — .410 ga., 3-shot clip magazine 
$23.75 (retail). 

Order from your distributor now. 


SAVAGE ARMS CORPORATION 
Firearms Division, Chicopee Falls, Mass. 


(@)SAVAGE 


SAVAGE * WORCESTER Power ond Hand Lowe Mowers 


ew eF 


Recoil lug fits against solid rear wall of 
stock inlet—recoil is absorbed by stock at 
its strongest point. 


_———< 


Black-tipped walnut stock with broad, 
tapered fore-arm and comfortable pistol 
gtip is correctly proportioned for fast, 
smooth, swinging and pointing. 








Precision machined trigger and sear 
assembly for clean, crisp trigger pull 
. e 

is enclosed in solid housing. 





Simple, modernly designed bolt has 
patented band-type double extrac- 
tors, large locking lug, bolt handle 
swept back over trigger, and is fitted 
with a rear sighting rib for fast, ac- 
curate pointing. 










Conveniently located thumb-control 
safety locks trigger, and is so de- 
signed that it is in the “on” position 
when drawn backward—cannot jar 


off. 














Improved, detachable  clip-type 
magazine holds two |2 gauge, 234” 
shells which, with one in chamber, 
makes gun 3-shot repeater. Clip is 
fitted with rear guides for fast, easy 
insertion and removal. Newly de- 
signed magazine lock-spring holds 
it securely in place — cannot jar or 
shoot loose 
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: ACRYL 
HOW CAN | ae te 
ae 

TOUCH UP THE 
CHIPPED ENAMEL 
ON MY STOVE AND 


aye CAMS REFRIGERATOR? 








HOW CAN | 
RUSTPROOF SCREENS, 


MAKE MY CHILDREN’S — | : KEEP COPPER 
SHOES LAST LONGER? SCREENS FROM 
PROTECT LUGGAGE ae STAINING? 

AGAINST SCRATCHING /4 | 


AND SCUFFING? 


HOW CAN | 
KEEP BRASS OBJECTS 
BRIGHT WITHOUT 
CONSTANT 
POLISHING? 


HOW CAN | 
WATERPROOF 
THE IGNITION SYSTEM 
ON MY CAR AND BOAT? 
KEEP CHROME BRIGHT 
AND RUST FREE? 


\¢ you prize it- 
‘KRYLON-<ze it! 
HOW CAN | 
KEEP MY SPORTING 
EQUIPMENT AND 
(0) -4, am £010) 5. 
BRIGHT AND 
RUST FREE? 
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USTOMERS ARE PROSPECTS FOR KRYLON Ke 
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If you prize t-KRYLON ize jt/ 













WHITE 


Krylon White is 
guaranteed not to 
discolor. The 
spray dispenser 


ALUMINUM 


Hard-to-paint 
radiators, pipes, 
etc., are bright and 
shiny in a _ jiffy 
















Krylon Clear is 
100% Acrylic. 
When sprayed on 










Re a 




























metal, leather, Rigg toe ie ‘tues ay) | when sprayed with 
d : makes rylo My psp ys : ; 

oe rag! — odin White handy for UMS INEY Krylon Aluminum. 

, : touching up chip- Remember, Kry- 

tective coating. d ences lon waterproofs 

1 Krylon will not — =. speipcey and rustproofs. 
Acryuic SPRY | discolor! It stays *Cevire sent! ee. woe ee POs ut | 
ie? clear. * house” yore me 8 wu Sstyuyg ast 
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; recently ronan 
' a Krylon Black on 
Stossy pact the market. One of 
its many uses is on 
screens. Will not 
clog the mesh. 
Rustproofs. Use 
on ornamental 
iron and steel. 
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Stock the complete line of Krylon 






GARDEN SPRAY 






























ws Acrylic Sprays. Because of the many uses Siindes thas: Chante: Genet satis thn 
a ¢ for Krylon, every customer who walks sale of garden tools, seeds, etc. Guar- 
N-<ze it! into your store is a hot prospect. Krylon qip Santies, Thelen” Aphide” Leclbneners 
is a natural to sell as a tie-in with many “AnpEN spre’ raoely ad ws Se ‘aes ond 

| _ items you now stock. For example, when u shrebbery, including ,feses,  cheysan- 

you sell a fishing rod, workshop or gar- LB po de hang Handy dispenser makes 





den tools, screens—add a can of Krylon 


to the sale for rustproofing. You'll find KRYLON PRODUCTS ARE NATIONALLY 
it’s the easiest sale you ever made! ADVERTISED IN: 


Eye-catching counter display cards post | de ¢ AMERICAN ROSE 
: : ow + POPULAR 


are included in each case .. . See your URNA GARDENING 
jobber or write for information. Dept. 1804 ¢ HOME GARDENING 
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K eae fy j 2038 WASHINGTON AVENUE 
| i —aice PHILADELPHIA 46, PENNSYLVANIA 
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NATIONAL LOCK 


COMPANY 
makes news with 
an important new arrival... 





HARDWARE AGE, APRIL 30, 1953 





HARDWARE AGE 
Convention Highlights 


April 30, 1953 


Highlights of the recent Southern Hardware and 
the Industrial Supply conventions. Details of 
both these meetings are on the following pages 








First time 
in two decades 


Much invaded 
field 


Building the 
sales force 


Sales training 


program set up. 


Product data 
bulletins 


Better 
distribution 


For the first time in more than two decades, the Southern 
Hardware convention returned to Dallas. Attended by some 
1600 wholesalers and manufacturers, the meeting went 
deeply into the problems of more efficient distribution and 
selling methods (p. 90). The meeting also listened to a re- 
tailer give his viewpoints on wholesalers. He gave his views 
straight; they were taken in the same helpful spirit in which 
they were given (p. 94). 


The hardware trade is probably the most invaded field in 
the country, but the industry has been successful in adapt- 
ing its merchandising policies to meet each threat, Charles 
Nash said in an illuminating review of hardware history 
(p. 92). What makes for efficient hardware distribution? 
W. E. Smith listed good selling tools, financial integrity, 
adequate stocks and personnel to render service as among 
the prime requisites (p. 95). 


How to build a good, effective selling organization was ex- 
plored by R. C. Neely, Jr., (p. 98) and John Morris (p. 101) 
as part of a panel discussion of this important subject. N. F. 
Van Hoogenhuyze told why he feels it important that a 
wholesaler aid a dealer with promotional aids (p. 96). Con- 
siderations in selling furniture (p. 102) and. plumbing 
(p. 104) were studied in detail, as was the always present 
problem of delivery expense (p. 107). Back order problems 
(p. 109) and incentive plans (p. 110) were also put under 
the microscope. 


The Triple Industrial Supply meeting in Miami, with 1158 
registrations, featured vigorous attacks on the various prob- 
lems besetting the industrial supply field (p. 114). Films, 
a three-act play and formal addresses were pressed into 
use to dramatize the techniques available for building bet- 
ter distribution methods. 


Following up last year’s outstanding Sales Builder Program, 
the industrial distributors’ groups this year unveiled a new 
Product Data Bulletin service to fill a fundamental need in 
training sales personnel (p. 116). 


A constructive critique of the industrial supply field was 
contained in H. E. Torrell’s address (p. 118). Why you 
should stress service and quality rather than price was cov- 
ered at a meeting (p. 122). A review of distributors’ thinking 
on such subjects as decimal packaging, net pricing, advisory 
boards, freight prepayment, etc., was presented by Alex V. 
Davies (p. 140). 






























Southern 





After a lapse of more than two 
decades, southern hardware whole- 
salers and hardware manufacturers 
from all parts of the United States 
journeyed to Dallas, Texas, for the 
annual Southern Hardware Conven- 
tion which met in that city, April 
19-23. 

At a series of meetings, sales pro- 
motion, sales management, and var- 


Hardware Convention 


Selling Method 





Stuc 





Dallas . . . April 19-23, 1953 





ious wholesaling procedures and 
problems were discussed by a prom- 
inent list of speakers from the ranks 
of southern wholesalers. 

Sporting goods again played a 
prominent part with one whole 
morning devoted entirely to the 
sixth annual meeting of the Sport- 
ing Goods Division of the SWHA. 

New developments were presented 


Guest speaker at the opening session was Dr. H. Roe Bartle, Kansas 
City, Mo., lawyer and commercial banker, shown below center, 
flanked at the left by H. B. Megram, Starline, Inc., president of the 
AHMA, and at the right by Charles E. Nash, Nash Hardware Co., 


president of the SWHA. 


by sporting goods manufacturers, 
and the wholesalers presented pro- 
jected photographic slides of vari- 
ous sporting goods sample rooms 
and traveling trailer displays used 
by southern wholesalers to develop 
volume in sporting goods lines. 

Another unusual, and particularly 
interesting program feature of the 
convention was the introduction of 
a Texas hardware retailer, E. W. 
Brasch of Levelland, Tex., who gave 
a retailer’s view of hardware whole- 
salers and their salesmen. 

In brief, Mr. Brasch advocated 
that wholesalers work out a means 
of more quickly informing retailers 
of price changes so that retailers 
may take advantage of — such 
changes. 


Dealer Contact Man 


He also suggested the use of 4 
dealer contact man through whom 
wholesalers could keep in touch with 
dealers. Such a man could work di- 
rectly with the dealer, helping him 
with various problems. 

The manufacturers, in turn, in 
their joint meetings with the whole 
salers, provided a background view 
of political and economic affairs in 
both this country and abroad. 

A spotlight was thrown on the 
European situation, and particu- 
larly Germany by John J. McCloy, 
former U.S. High Commissioner to 
that country. 

This Dallas meeting, which was 
the 62nd annual convention of the 
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outhern Wholesale Hardware 
ssn. and the 104th annual conven- 
ion of the American Hardware 
anufacturers Assn., was a near 
ecord-breaker. 

Official registration was slightly 
nder 1,600 with the total atten- 
ance, however, approaching 1,800. 
The convention got off to a proper 
estern start with the Texas Whole- 


le Hardware Association and the . 


exas Hardware Boosters as hosts 
t a reception to the entire conven- 
ion. Each guest received and wore 
Texas-style bandana to set the 
pirit of the occasion. 


Two Golf Tournaments 


Other entertainment features in- 
luded two golf tournaments, one 


he Sporting Goods Division of the 
SWHA. 

The ladies were guests at a spe- 
‘ial luncheon and style show, the 
atter presented by Neiman-Marcus 
Co., famous Dallas Store. 

There was also informal dancing 
on Monday and Wednesday night, 
and a variety show on Tuesday 
night. 

T. W. McAllister, managing di- 
rector, SWHA, in his annual mes- 
sage reported that the association 
nad gained the following nine mem- 
vers, making a total of 134: 

Hall Wholesale Hardware Co., 
Dallas, Tex.; West Texas Wholesale 
Supply Co., Abilene, Tex.; Weakley- 
Watson - Miller Hardware” Co., 





special tournament sponsored by . 














The southern wholesalers re-elect- 
ed their officers, continuing, Charles 
E. Nash, Nash Hardware Co., Fort 
Worth, Tex., in the presidency. 

Two new members were elected 
to the executive committee of the 
SWHA: J. Fred Schoellkopf, Jr., 
Schoellkopf Co., Dallas, and W. J. 
Stauffer, Stauffer-Eshleman & Co., 
New Orleans, La. 


Brownwood, Tex.; Bush - Caldwell 
Co., Little Rock, Ark.; Pleasants 
Hardware Co., Winston-Salem, N. 
C.;@. R. Dawson & Son, Inc., Ches- 
ter, S. C.; Witte Hardware Corp., 
St Louis, Mo.; Tissier Hardware 
Co., Selma, Ala.; and Richards & 
Conover Hardware Co., Kansas 
City, Mo., with a branch at Okla- 
homa City, Okla. 
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A Distributor Glances 
Into The Past 


S.W.H.A. President’s Address 
by Charles E. Nash 


President 

Nash Hardware Co. 

Fort Worth, Tex. 

and 

President 

Southern Wholesale Hdwe. Assn. 





My earliest memory of the hard- 
ware business is purely and sim- 
ply hearsay. I picked it up around 
the dinner table and on Sunday 
mornings when my father and I 
were cleaning harness, polishing 
the buggy and currying the horses. 
At that time the picture of the dis- 
tributing business was certainly 
a rosy one. 

In those days the retail hard- 
ware stores controlled all the 
hardware business in every com- 
munity in the South and South- 
west, and when I say controlled, 
I mean that they actually sold 
practically all the hard goods that 
were used at the time. 


Yesterday's Inventory 


From the point of view of the 
modern hardware man, the stock 
in the average hardware store in 
the very early 1900’s would look 
rather simple, but when it is con- 
sidered from the manner in which 
they dominated the trade, it is 
nothing short of miraculous. 

The hardware store of that day 
carried the only stock of tools and 
cutlery in town. They furnished 
all of the hard goods for the home, 
including the stoves for heating 
and cooking, the lighting, the re- 
frigeration, as well as all kitchen 
utensils, dishes, silverware, and 
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**..- No industry has been in- 
vaded as the hardware field... 
but they have adjusted mer- 
chandising policies to meet 


competition.”’ 





CHARLES NASH 


even the bathroom fixtures of the 
time—the bowl] and pitcher and 
the combinet. 

Of course, all guns, ammunition, 
and fishing tackle were handled 
only in the hardware stores. They 
even sold all the buggies, wagons, 
and harness that made the trans- 
portation of that day and fur- 
nished the farmer with all the im- 
plements he used, as well as mer- 
chandising all the builders’ hard- 
ware for the entire community. 

Admittedly, the hardware store 
had a little competition from that 
back yard manufacturer, the 
blacksmith shop, and in cases 


where the store did not run om 
themselves, from the tinshop. Bu 
in general, the hardware man wa 
King Bee and his sole supplier was 
the hardware jobbing house. 

I use the word “jobber” aé- 
visedly. In those times practically 
all hardware distributors wer 
called jobbers. As far as I know, 
the word “wholesaler” had not ye 
been coined. 


Competition Changed 


Like the retailer, the hardware 
distributor had little competition. 
He carried all of the items that 
were sold in retail hardware 
stores and seldom made a sale to 
anyone outside that trade except 
in the case of the blacksmith shop 
and the tin shop. 

The first change that I remen- 
ber was brought about by the de- 
velopment of the automobile ané 
truck. When our company pul- 
chased its first truck, there was 
quite a ceremony when it backei 
up and bumped against the dock 
Horses and wagons had alway! 
been used to make deliveries, and 
the idea of using a truck was a 
innovation. 

Most of our employes thought 
it was a ridiculous thing and felt 
sure it would soon be discarded 
When I rode in the truck, bount 
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ng around on its solid tires over 
ur few cobblestone streets and 
saw What happened to it when it 
got off on the muddy, unpaved 
ads, | was somewhat of the same 
pinion. But I was soon to find 
hat that bump against the dock 
vas the beginning of the end for 
he hardware distributor in the 
merchandising of means of trans- 
portation. 

Automobile sales agencies, ga- 
rages, and filling stations began 
to grow up all over the territory, 
and with them developed a new 
industry that took the transporta- 
tion away from the hardware man. 

This new automobile business 
quickly outstripped the hardware 
business in volume and soon be- 
came one of the largest industries 
in our economy. For some reason 
or other, the distributors of hard- 
ware seemed to suffer very little 
over this loss, but continued to 
grow regardless of the fact that 
they no longer controlled the dis- 
tribution of the transportation of 
the country. 


Then Came Mail Orders 


About that time a new problem 
began to develop—the mail order 
house. My very first memory of a 
sales meeting was one that was. 
held to try to show our salesmen 
how the hardware dealer could 
compete with this new form of dis- 
tribution. 

The mail order houses grew 
very, very fast, and soon were 
running a volume that was prob- 
ably as great as the whole of the 
hardware distributing industry. 
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As years passed, the mail order 
people added chains of retail 
stores to further increase their 
volume. But once again, instead 
of collapsing and going out of 
business, as many times was pre- 
dicted, the hardware distributing 
industry again increased its vol- 
ume and strengthened its position 
regardless of the added compe- 
tition. 


Quantity Discounts Began 


About that time another situa- 
tion developed. It may have come 
earlier in the more industrialized 
parts of the country, but as far 
as we were concerneed down here, 
most of us had never heard of 
mill supply houses. They came in 
just the same and began to handle 
many, many items that were pre- 
viously sold only by the hardware 
distributor. With them came the 
practice of selling large consum- 
ers at wholesale prices. 

Shortly after the end of World 
War I the diversification of the 
sale of hardware at retail levels 
began in earnest. The lumber 
vards were fast taking over the 
sale of builders’ hardware, screen 
wire, nails, fence, paint, and even, 
in some cases, carpenter tools. 

The auto supply and mill sup- 
ply houses were taking over a 
great portion of the mechanics’ 
tools and supplies, and the 5 and 
10¢ stores were beginning to ap- 
pear everywhere and were taking 
a cut of the housewares businesss. 

The jewelry stores began to 
spread and took over much of 
the silverware and gift business. 


The Old Guard Annual Dinner 
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Furniture stores were handling 
stoves, refrigerators, washing ma- 
chines and hard surface floor cov- 
erings. Even the drug stores be- 
gan to get into the act with cut- 
lery, flashlights, light globes, 
sporting goods, and toys. 

With the approach of World 
War II, the age of specialization 
came into being in this area. Soon 
sporting goods stores, appliance 
stores, feed and seed stores, va- 
riety stores, department stores 
with complete hardware depart- 
ments, paint stores, home and auto 
stores, farm stores, implement 
stores, plumbing and heating out- 
lets, and what not began to ap- 
pear. 


Competition Spread Out 


Next came the chain stores in 
real volume and the co-ops. The 
super markets arrived and began 
to carry some hardware even be- 
fore the end of the war. 

All this competition has not 
been limited to the retail field. 
Today the hardware distributor or 
wholesaler is no longer in the field 
by itself. There are electrical 
wholesalers, sporting goods job- 
bers, cigar jobbers, novelty and 
appliance jobbers, radio and TV 
jobbers, builders’ material houses, 
bolt and nut jobbers, steel ware- 
houses, mill supply houses, toy dis- 





Some of the assembled guests and members of the Old Guard at the annual dinner of the organization 
held on the Roof Garden of the Adolphus Hotel, during the Southern Convention in Dallas, Tex. 
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tributors, paper houses, grocery 
jobbers, oil well supply houses, 
canvas goods jobbers, together 
with literally hundreds of direct 
selling manufacturers, all mer- 
chandising hardware in competi- 
tion with the wholesale hardware 
houses. 

I do not believe that there has 
ever been an industry which has 
been invaded as steadily, and to 


such a great extent, as has the 
hardware field. I think, in gen- 
eral, the wholesale hardware com- 
panies have resisted all of these 
changes. 

Nevertheless, through all of 
them, they have tried to stay 
flexible enough so that they 
could adjust their merchandis- 
ing policies in such a manner 
as to meet the new competition 


as it developed. I think statistic 
will prove that as far as the Sout, 
and the Southwest are concernej 
that the hardware distributing ip 
dustry has reached a larger an 
more profitable volume in the lag 
few years than any other tim 
during its history; even in the fag 
of all of the vicissitudes that hay 
beset hardware wholesalers durin 
the past 50 years. 


Wholesalers and Their Salesmen 
As the Retailer Sees Them 





E. W. Brasch 
Brasch-Mitchell Hardware 
Levelland, Tex. 


Two important cuutributions that 
wholesalers can make to improve 
their relationship with dealers were 
described at the Wednesday session 
of the Southern association by E. 
W. Brasch, a dealer from Level- 
land, Texas. 


The two recommendations made 
by the speaker were (1) a pricing 
service and (2) establishing a dealer 
contact man. 

Mr. Brasch pointed out that too 
often dealers do not hear of price 
increases until long after they have 
occurred and are unable to take ad- 
vantage of the increases in the pric- 
ing of their store merchandise. 


When Prices Decline 


When prices decline, he said, 
dealers are promptly required to 
lower prices, but they do not get 
information promptly enough when 
prices rise. Wholesalers should of- 
fer their dealers some type of price 
service, Mr. Brasch concluded. 

Discussing his second suggestion, 
the speaker stressed that executives 
of wholesale firms should become 
more intimate with their dealers. 
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E. W. BRASCH 


A salesman’s call is not sufficient; 
a wholesaler should also have some- 
thing in the nature of a dealer con- 
tact department that would have 
the sole duty of keeping in touch 
with dealers, aiding them in various 
problems, etc. 

Such a department, Mr. Brasch 
emphasized, would stimulate and 
help retailers do a better job and 
this, in turn, would be of benefit 
to wholesalers. 

Touching on wholesaler’s sales- 
men, the Levelland retailer pointed 


out that a dealer’s impression of% 
wholesale firm is based largely on 
the character of the salesmen wh 
call on him. A bad salesman, he 
said, can damage the reputation and 
business progress of a good whole 
sale house. Such bad habits as ex- 
cessive drinking, profane language, 
etc., will kill a salesman’s efficiency. 

Most retailers look upon whole 
saler’s salesmen as friends. They 
have been very helpful, Mr. Brasch 
explained, in building the business 
of many retailers. : 

But there are some salesmen who 
do more damage than good, such 4 
the too aggressive, high pressure 
type and the lazy type that works 
only from the want book. 

A salesman’s job is not an easy 
one, the speaker conceded, for he 
meets many different types of peo 
ple and is required to adjust him 
self to all. But, he said, a salesman 
who is well trained, understands the 
merchandise he sells, keeps himself 
adviséd of stock conditions at the 
house and behaves in a reasonable 
fashion will always find his visits 
welcomed by dealers. 
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by W. E. Smith 


President 
Oklahoma Hardware Co. 
Ollahoma City, Okla. 
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It is a privilege to share some 
of the ideas and planning we have 
injected into the operation of our 
small “country” hardware distrib- 
uting house. 

I have been asked to tell what 
goes on “back stage” in our organ- 
ization to build the team-work that 
we feel is so necessary to back up 
an effective sales organization. 

Our first objective has been to 
create an atmosphere favorable to 
our customers—one in which they 
enjoy doing business—an atmos- 
phere which leaves them feeling 
their business is sincerely apprec- 
iated. ‘ 
Equally important to us are the 
members of our organization. I 
say “members” for we do not con- 
sider them as merely employees. 
We recognize each of them as an 
important segment of the team. 


Develop Good Personnel 


We go to great lengths to see 
that a favorable atmosphere also 
exists for them. Applicants for 
Positions with our company are 
screened carefully, taking into full 
account their educational back- 
ground, previous experience; their 
various aptitudes, habits, depend- 
ability, their honesty, and even their 
reason for wanting to join our or- 
ganization. 
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‘*... Effective selling requires 
good selling tools, adequate 
stocks, financial strength, and 
personnel to render service.”’ 


W. E. SMITH 


After satisfying ourselves that 
the applicant is qualified for the 
work, a thorough investigation is 
made through former employers, as 
well as friends or associates, as a 
further safe-guard. The thorough- 
ness with which we check each ap- 
plicant has a tendency to minimize 
our employee turn-over, which, as 
you know, can be very costly. 

When an applicant is hired, one 
of our officials or department heads, 
spends a minimum of an hour with 
him, explaining the purpose of our 
operation, and our hopes and aims 
for the future; impressing upon the 
applicants that ours is a service or- 
ganization, and good service can 





only be accomplished through the 
team-work and the whole-hearted 
cooperation of each individual. 

We point out the importance of 
his own job—his responsibility, and 
how other departments are so de- 
pendent upon him doing his job 
well. 

Our system of advancement upon 
merit alone is explained thoroughly. 
He is told of the opportunities in 
our business that lie ahead. He is 
given a brief history of the com- 
pany, including an explanation of 
its traditions and policies. 


Sell the Organization 


He then is given copies of book- 
lets explaining our insurance and 
hospitalization program, and our 
information manual, which contains 
the rules and regulations by which 
we all abide. We endeavor to make 
him feel, on his very first day, that 
he is proud to be a part of the Ok- 
lahoma Hardware Company. 

I’ve discussed at length the selec- 
tion of employees and their first 
day with us, for I believe them to be 
of great importance in the forging 
of a good organization. Teamwork 
in the organization develops largely 
through honest and proper recogni- 
tion of accomplishment and effort 
for what they really are. 

Other things, of course, are im- 
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most 
business today, whether manufac- 
turer, wholesaler, or retailer. 


entering a competitive period and 
the buyer, whether consumer, re- 
tailer, or wholesaler, as well as 
manufacturer will look for values. 
Therefore, prices will again play 


portant—freedom of opportunity 
and of expression; a mutual regard 
for each other’s ability, and most 
important, equality above all. 


Our department heads are charged 


with the responsibility of manag- 
ing their own departments, with 
full authority to carry out their 
duties. At no time do we ever by- 
pass them. 


It is their duty to recommend 


salary changes when justified; ob- 
serve the morale, the attitude, and 
to keep members of their depart- 
ments fully informed about our bus- 
iness. Keep an employee well in- 
formed, and things will run more 
smoothly. They’ll take more pride 
in what they are doing, and trouble 
and inefficiency will disappear. Em- 
ployees 
They want facts about their own 
job and their own future. 


don’t want propaganda. 


Monthly staff meetings are held 


with management, buyers and de- 
partment heads participating. Ex- 
isting and impending problems are 
presented, and solutions are worked 
out collectively. 


Complete freedom of expression 


is maintained at all times in all of 
our meetings. 
cism is invaluable and is constantly 
encouraged. 


Constructive criti- 


Rather unique in our operation 


is our “Staff and Sales Forum.” 
Quarterly, our staff meets with six 
members of our sales force, who 


Promotional Selling 


by N. F. Van Hoogenhuyze 
President 

Wm. Van Hoogenhuyze Hardware Co. 
San Antonio, Tex. 





I feel that selling is one of the 
important functions of a 


We all realize that we are now 


have been chosen to represent them 
by the salesmen, themselves, during 
a private session which usually fol- 
lows our sales meetings. In these 
meetings, all phases of our busi- 
ness are discussed with complete 
frankness. 

The problems and recommenda- 
tions of the men in the field, our 
buying, our coverage of lines, short- 
ages, packing, shipping, delivery 
service, invoicing, merchandise re- 
turns, collections, customer rela- 
tions, the tone of our letters, and 
even what competition is doing. 

Don’t sell this type of meeting 
short for it will produce results far 
beyond your expectations. It some- 
times takes courage to stick your 
chin out, but the results have proven 
to us, that it’s smarter to get the 
truth, even in bitter doses, than to 
turn a deaf ear to it. 


Keep Staffs Informed 


A complete resume of the meet- 
ing is prepared and furnished to 
all salesmen and staff members dur- 
ing the week following the meeting. 
Progress reports, with decisions 
made, are furnished, until all sub- 
jects have been _ satisfactorily 
brought to a conclusion. 

Our weekly publication “Business 
Briefs” (contributed to by all mem- 
bers of the Staff) is sent to all 


an important part in the selling 
of merchandise after 12 years of 
a sellers’ market. 


This is a challenge to manage- 


ment, and those who accept the 
challenge will continue to have a 
healthy and prosperous business. 


We, for one, have accepted that 


challenge. We must dig deeper for 
more profit. 


department heads, and inside an 


outside salesmen. Through thi 
means we keep them informed of 
our policies and plans, marke 
trends, new and seasonable mer. 
chandise, our surpluses and ob. 
solescence, the arrival of important 
shipments, our specials and promo. 
tions, and any other topics that may 
be of interest to them. 

The success of our business, we 
feel, lies in serving the dealer, for 
our territory is largely agricultural, 
Our sales policy, therefore, is built 
around serving only the dealer, with 
particular emphasis placed upon 
keeping our goods in the proper 
channels of distribution. 

Our sales policy is clearly defined, 
It’s published. Our customers are 
familiar with it, and a copy is bound 
into each one of our general cata- 
logs. 

It takes a great many things 
“back stage’ to create an effective 
selling organization. Of tremendous 
importance, are such things as good 
selling tools; our responsibility to 
maintain adequate stocks to meet 
every normal need, with adequate 
facilities to render the type of ser- 
vice so essential to the dealer; fi- 
nancial strength to carry through, 
and a willingness to do so during the 
lean years and the fat years alike, 
and a personnel imbued with a sin- 
cere desire to render the finest ser- 
vice of which it is capable. 





N. F. VAN HOOGENHUYZE 
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How to dig deeper, and get more 
sales, is what we are to discuss at 
this time. 

We have realized that it is very 
important for us to assist the re- 
tail dealer in selling more mer- 
chandise to the consumer, There- 
fore, we have a program in which 
we supply our dealers with broad- 
sides twice a year: the Spring 
broadsides and the Fall broad- 
sides that each can mail to his 
customers with his retail prices. 

In addition to this, we supply 
the stores with banners, window 
trims, which they can use several 
months in the year. We have a 
January “Over-Stock Kit,” and a 
March “Spring and Garden Kit’; 
in May a “Mother’s Day” and 
“June Bride” kit. We also have a 
Fall “Back to School” and a Win- 
ter “Christmas’”’ kit. 

Dealers who use these banners 
in decorating their stores have 
found that it sells merchandise for 
them. 


Keep Broadsides Simple 


Promotional sales help of this 
kind is not used by most dealers 
in our section of the country, and 
the biggest problem we have is to 
get our salesmen and dealers to 
use this promotiona] material. 

But we see more dealers, all the 
time, getting interested in this 
type of sales promotion. We tried 
an envelope enclosure for the 
dealer to mail out each month of 
the year on a few items, but this 
did not produce the results that 
the dealer thought it should. 
Therefore, we have discontinued 
this folder. 

When we started consumer helps 
for our dealers, we had a catalog 
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**,.. Adding sales promotional 


managers is an excellent 


method of enthusing salesmen 


and increasing sales.”’ 


of about 40 pages that we supplied 
the dealer, but we had complaints 
from our dealers that there were 
too many items in the catalog. 
Therefore, we decided on the 
broadsides, 

We have some dealers who still 
say that we have too many ‘items 
in the broadsides, and they are 
making up their own broadsides 
of items that they feel should be 
sold in their particular territories. 
These dealers have told us that 
they have secured more sales on 
the fewer items than when many 
items are in the broadsides. 

We have all sizes of firms rep- 
resented at this convention. Firms 
which travel many salesmen, and 
firms which travel few salesmen. 
Firms which have many depart- 
ments, many buyers, and several 
sales managers. Then we have the 
modest sized firm, which has a 
small organization. 

The fundamentals are the same, 
whether large or small, and the 
selling problems are the same. 
Some of the larger firms have been 
adding sales promotional man- 


Meetings Draw Record Attendance 





View of the joint, opening session of the Southern Convention. 
Registrations totaled about 1,600. 


agers of late, which is an excellent 
method of enthusing the salesmen 
and increasing sales. 

I am sure many firms now have 
promotional programs, and get out 
broadsides and other dealer helps. 

One of the most important func- 
tions that a manufacturer can do 
to assist a wholesaler sell his 
products is to have an attractive 
envelope enclosure for the whole- 
saler to mail out in his invoices, 
letters and statements to his cus- 
tomers. This brings to the whole- 
saler lots of orders, as well as in- 
quiries for his product. In my 
opinion, this is as important as 
advertising nationally. 


Put Stress on Selling 


More stress should be put on 
selling than buying, because that 
is where the profit is. After a firm 
decides on a line that it is going 
to handle, on a brand, the size, and 
quantities, then it is simple rou- 
tine to keep this line in stock. 

But, selling this line is very im- 
portant, and to do this an aggres- 
sive selling program must be put 
into effect. 

There will be many programs 
of selling. Many avenues of com- 
merce are after the buyer’s dollar. 
Therefore, the wholesaler and re- 
tailer of hardware must be aware 
of changed conditions in selling. 

I recently heard a speaker say 
that we have the poor-rich and 
the rich-poor. He stated that the 
poor-rich did not have the money 
with which to buy what they had 
heretofore bought because of their 
increased cost of living, and taxes, 
and wages of a servant, and a 
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yardman. These and the many 
other expenses had reduced the 
amount of money that they ordi- 
narily would have had to spend. 

But the rich-poor, he stated, 
have more money to spend because 
their cost of living and their other 
expenses have not gone up in pro- 
portion to their incomes. There- 
fore, they can buy higher-priced 
items, and have more spending 
dollars. 

This is something very impor- 
tant to study, and we should all 
give it special consideration. 

A visitor in my office recently 
made a statement that I thought 
was of most importance now. He 
said that it is hard for a salesman 
to be a better salesman than his 
sales manager is a sales manager. 

Many times we meet with nega- 
tive thoughts even in the sales 
department. 

That reminds me of a story that 
I read about a GE scientist who 
came to work in the laboratory. 
There was an old joke that was 
played on each new scientist who 
came to work. He was told to frost 
the inside of an electric light bulb, 
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Ladies Day At The Convention 
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The ladies took the spotlight at a special luncheon at the 
Baker Hotel where they had the opportunity to view the latest 
in fashions—courtesy of Neiman-Marcus, famed Dallas store. 


but no one was able to find a 
method. However, one day a new 
scientist came and was told to do 
this and he did. He found a method 
that worked, and today we have an 
electric light bulb frosted. 

Many sales managers could take 
a lesson from this man. We must 
remember that a kite goes up 


against the wind, and not with it. 
Therefore, as competition gets 
keener, we must be more alert and 
do all the things that are at our 
command in promoting additional 
sales. If we do this, we will be sur- 
prised at the volume of business 
that we will secure as wholesalers 
of hardware. 


The Sales Organization 





Part | 
by R. C. Neely, Jr. 


Vice-President 
Amarillo Hardware Co. 
Amarillo, Tex. 


This portion of the panel discus- 
sion covers the organization, selec- 
tion, training and supervision of 
the salesmen, the development of 
team work in the sales organization 
and means of inducing special sales 
efforts on the more important lines. 

My portion of this discussion 
does not necessarily follow exactly 
our own sales organization in the 
Amarillo Hardware Co., but it com- 
bines many of our features, along 
with features we feel are quite de- 
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‘‘... The new salesman can get 
more real sales training by 
traveling with the older terri- 
torial salesmen.”’ 


sirable, and on which we are now 
working to incorporate into our 
sales organization. 

One of the biggest selling points 
that Mr. Hardin, who was presi- 
dent of our organization until his 
death last September, used to tell 
the younger men in our organiza- 
tion, was that all sales jobs not 
only in the office, but on the road, 
would be filled with men from with- 
in our own organization. 

This policy developed consider- 


able friendly rivalry among the 
more hopeful members in our or- 
ganization, who were at the time 
working in the various departments 
of the warehouse—learning the 
stock, the shipping department, the 
receiving department and various 
ramifications which go to make up 
a wholesale hardware organization. 

Prior to the time new territories 
were opened or it was necessary 
to fill one of the regular territories, 
we: first gave the prospective sales- 
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man considerable time in the office, 
waiting on dealers, writing up mail 
orders, all under the direct super- 
vision of our manager of sales. 
During this time he was learning 
the office procedures, the function 
of the buying department, the 
credit department as well as the 
sales department. 

Another means of training the 
prospective salesmen was during 
the summer months to let these 
men substitute for the regular ter- 
ritorial salesmen while these ter- 
ritorial salesmen were on vacation. 
This gave the prospective salesman 
an opportunity of seeing a great 
deal of the territory in which we 
operate, the various crop conditions, 
as well as the different types of 
merchandise used in the various 
portions of our territory. 


Train Them in the Field 


After spending about six months 
of the year working the various 
territories on this two week basis, 
the prospective salesmen had a 
much better idea whether they 
would like the job as a traveling 
salesman. 

If the manager of sales was satis- 
fed with his work and prior to 
this man being assigned a terri- 
tory, he would be sent out to travel 





a few days with several of our best 
salesmen, to learn their technique 





of selling as well as seeing how 
these older salesmen would ap- 
proach and solve the various prob- 
lems that come up in their daily 





R. C. NEELY, JR. 


travels. It is our sincere belief that 
the new salesman can get more real 
sales training, develop more con- 
fidence, and learn many short cuts 
by the few weeks spent in travel- 
ing with the older territorial sales- 
men than during any similar 
period of time spent in our employ. 

In addition to this training, we 
hold sales meetings periodically 
and, as most of you do, invite the 
various manufacturers’ representa- 
tives into our sales meeting to pre- 
sent sales stories on their indi- 
vidual products. In addition to the 
presentation made by the manufac- 
turers’ representatives, we also 
have been giving during about 
every sales meeting at least a 30 
minute film on the manufacture of 
the various items that are being 
sold daily by our own salesmen. 

It is our feeling that if a sales- 
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man is fully acquainted with the 
complete manufacture procedures, 
he is more sure of himself and 
feels in a small way that he is 
somewhat of an “expert” on the 
particular item shown in the train- 
ing film. We have found that the 
manufacturers are quite willing 
and anxious to provide us with 
these films and, with very few ex- 
ceptions, they are certainly fine 
selling mediums. 

Our general manager of sales is 
the overall supervisor of our sales- 
men, both on the road and in the 
office. It is his direct responsibility 
to advise them concerning their 
overall sales effort, as well as give 
them advice on any other particu- 
lar sales problem that might come 
up. Each member of the purchas- 
ing department is responsible for 
the sales of the items that are 
bought by this buyer, and it is his 
responsibility to provide the sales- 
men with all of the necessary in- 
formation concerning the sales fea- 
tures of any new item, as well as 
bring to their attention many 
items on which they apparently are 
not utilizing the most effort in the 
sale of certain individual items. 

It is the further responsibility 
of this buyer to provide the sales- 





Honest Men Are Needed in Politics 


The keynote talk of the conven- 
tion, Monday evening, was an in- 
spirational one delivered by Dr. H. 
Roe Bartle, Kansas City, Mo., a 
lawyer and commercial banker. 

Mr. Bartle was substituting for 
Marriner S. Eccles, former Gov- 
ernment economist, who was pre- 
vented from attending by illness. 

Mr. Bartle decried those who 
think that “politics is too dirty for 
honest people with clean hands” 
and who put party above country. 

“There are too many people today 
who are going about damning Com- 
munism instead of trying to build 
a virile, dynamic, healthy, construc- 
tive, worthwhile America. You will 
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build America, and you who are 
salesmen, if you will sell America 
long, then let the Commies, if they 
will, try to disturb the govern- 
mental structure under which we 
live and the freedoms that we en- 
joy. We can survive. 

“Our forebears in this great re- 
public of ours created a govern- 
ment that would be the servant of 
the people. Now if you’re going to 
have a government that is the ser- 
vant of the people, then it’s about 
time to stand up and be counted for 
the political issues in which you 
have a conviction. I hope every one 
of you belongs to a political party. 
I hope every one of you is active 


in a political party. I don’t care 
what party you’re active in; but 
you should be active politically. 

“There’s only one reason why pol- 
itics is dirty in the State of Texas, 
or Louisiana, or Virginia, or Mis- 
souri, or Illinois, or New York; it’s 
because there are not enough hon- 
est, decent, sincere men and women 
whose hands are clean, who will 
gear themselves into politics. That’s 
the only reason it’s dirty. If you 
believe in a government that ought 
to be the servant of the people, then 
you’d better get in and pitch at a 
township level, at a city level, at a 
county level, at a state level, and 
at a national level.” 








men with the necessary pricing 
information on the solicitation of 
future orders. It is also his re- 
sponsibility to see if the manufac- 
turer will provide some one in their 
organization to travel with our own 
salesmen during the period in 
which the solicitation of the par- 
ticular item on which we are try- 
ing to secure future orders. After 
this factory man has been lined 
up, the general manager of sales 
routes these factory salesmen with 
our own salesmen on the regular 
territories. 

It has been our experience that 
we are finding it increasingly 
harder to get future orders, and in 
a few cases in which the manufac- 
turers provided us with trained 
sales personnel we have been un- 
usually successful in the solicita- 
tion of future orders. This un- 
usual success may be due to the 
fact that only a very few manu- 
facturers provide us with this sales 
help and the work that they do is 
outstanding in comparison to items 
on which our own organization does 
their own solicitation of future 
orders. 


Duties of Sales Manager 


Another important function of 
our general manager of sales is to 
continue to work with our own 
salesmen in selling the items which 
give us a higher margin of profit. 
Our catalog is divided into 24 de- 
partments and our sales order in- 
dicates the particular department 
in which the item is listed. We get 
the sales information through an 
IBM Proof machine which gives 
us a breakdown, by department, 
of all sales. 

We know reasonably accurately 
the percentage markup by depart- 
ment and it is the responsibility of 
the general manager of sales to see 
that more effort is made to sell the 
items in the departments which 
bear us a greater margin of profit. 

We certainly will not refuse to 
write up an order that doesn’t bear 
us a high margin of profit, but 
we are trying to give special em- 
phasis to making our salesmen 
more conscious and better equipped 
to sell the items bearing a higher 
margin of profit. Greater emphasis 
can be placed on selling the higher 
margin profit items if additional 
compensation is made to the sales- 
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men for items sold in these higher 
margin departments. However, in 
our own organization this is not 
true, since our men are paid on 
a percentage of gross sales with- 
out reference to the profit on the 
individual items. 

It is my belief that if additional 
compensation was given on items 
bearing a higher margin of profit 
that the salesmen would spend 
more time and place more empha- 
sis on a sale of these items. 


Sponsor Sales Contests 


With each individual buyer push- 
ing the items that he buys and the 
general manager of sales directing 
the efforts of our salesmen on the 
territory, we feel that we have our 
whole organization tied in as a 
team to get the most out of our 
own salesmen and their sales ter- 
ritories. 

In order to get our salesmen to 
place special emphasis on certain 
items, we sponsor sales contests for 
a specified period of time, in which 
we offer cash prizes for the man 
doing the best job. Each week of 
this contest we will run a break- 
down on how each man is progress- 
ing, and our individual buyers will 
drop each man a note of encourage- 
ment, trying to spur this man on 
to greater sales. 

We not only have our own sales 
contest, but quite a few of the fac- 


tories will provide some special in- 
ducement to push their particular 
items during a specified period of 
time. 

Another problem which you 
might possibly be interested in 
pertains to the working of our ter- 
ritorial salesman with the salesman 
in our major appliance department. 
The salesmen in our major appli- 
ance department sell but a single 
line and operate in a specified por- 
tion of our territory. 

We co-ordinate the efforts of our 
territorial salesmen with those of 
our specialty salesmen by giving 
the regular hardware territorial 
salesmen an over-ride on the sale 
of all major appliances made in 
his own territory. 


Provide Incentive 


This over-ride percentage is suf- 
ficient to cause all of our regular 
hardware territorial men to seek 
out the best dealers and try to in- 
terest them in the particular line 
in our major appliance department. 
These regular territorial salesmen 
see the dealers more often and are 
able to generate considerable in- 
terest in these major appliance 
lines with the dealers and when a 
man is sufficiently interested, the 
major appliance salesman is in- 
vited to accompany the regular 
hardware man, and most generally 
the sale is made at that time. 








W. H. TERSTEGGE 
Stratton & Terstegge Co. 





' Photographic Invoicing 


W. H. Terstegge, 
Stratton & Terstegge Co., Louis- 
ville, Ky., told of his company’s 
experience with photographing 
invoicing as a cost and labor sav- 
ing device for handling invoices. 
He described the operation of 
the equipment used by his com- 
pany which makes it possible to 
reproduce invoices by the photo- 
graphic process 
per hour, with only one girl in 
attendance. 
equipment he stated was $1,250 
with only a slight maintenance 
cost involved for chemicals and 
stationery. 


president, 


one thousand 


Initial cost of the 
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In addition to these sales ef- 
forts, we provide all of our terri- 
torial salesmen with samples of 
items, as well as complete sales 
information on new items which 
we bring out. With very few ex- 
ceptions our salesmen have found 
that their efforts in carrying sam- 
ples have been greatly rewarded 
and as a consequence most of them 
drive station wagons in order that 
they can carry more samples. 

We also utilize our printing de- 
partment to co-ordinate our sales 


The Sales Organization 





Part Il 
by John Morris 


Vice-President 
Orgill Bros. & Co. 
Memphis, Tenn. 


I think everyone will agree that 
good or poor sales in a territory 
can usually be traced directly to 
the ability of the salesmen. This 
places a high premium on the se- 
lection and training of junior sales- 
men, 

In our company we give this 
problem double A-1 priority. Our 
president, Edmund Orgill, reviews 
applications and personally inter- 
views prospective junior salesmen 
who are recommended by the Sales 
Department. 

He values the sales ability of our 
better salesmen more than any 
other company asset, and I am sure 
his first thoughts are “Is this man 
sales-minded, and will he make a 
better than average salesman.” 
We get all the information avail- 
able on each applicant who looks 
promising. His credentials must be 
satisfactory. He must be energetic 
and ambitious. He must have the 
characteristics of a potential top- 
flight salesman. 

We know his selection and train- 
ing will cost our company an un- 
predictable amount before he ever 
produces a nickel’s worth of busi- 
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efforts. We are in position with 
xerography to reproduce any type 
of sales information and get this 
information into the hands of our 
dealers as well as our salesmen 
within a very short period of time. 
We also have our camera unit 
which is available to reproduce any 
type of sales information and the 
results reproduced on our two Mul- 
tilith machires. 

Our continued effort in getting 
new items and promotional mate- 
rial quickly into the hands of our 
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salesmen and dealers have assisted 
considerably in making the sale 
easier for our salesmen. We also 
believe the use of business reply 
envelopes has made it easier for 
our dealers to keep thinking of us 
as their primary source of supply. 


‘‘. .. Selection and training sales- 
men costs money before a 
nickel’s business is produced, 
but the effort is worth the cost.” 





JOHN MORRIS 


ness, but the effort is worth the 
cost. If our judgment is right, our 
volume of sales is assured for the 
years to come. 

When an applicant is accepted, 
we assign him to a department in 
our warehouse and carefully watch 
his progress. We also keep in close 
touch with all employees who are 
potential salesmen, buyers or de- 
partment managers. 


Those who have the necessary 
sales qualifications and who express 
a desire to become salesmen are 
placed on our prospective salesman 
list. 

This list is reviewed when we 
are ready to select a junior sales- 
man or specialty salesman, or con- 
sider a regular territory assign- 
ment. 

In most instances, junior sales- 
men (or assistant salesmen as we 
refer to them) are placed in good 
territories where older salesmen 
need help, and can.train younger 
men at the same time. We do not 
arbitrarily place an assistant with 
a regular man. 

We talk it over, let the regular 
man talk with our selection and de- 
termine a working agreement that 
will assure cooperation and desired 
results for all concerned. 

If we select an assistant who has 
had no previous selling experience, 
there, of course, would be some 
question as to how he would turn 
out. Some are just not cut out for 
salesmen; others don’t like it after 
being out a while. 

Therefore, we do not ask our 


101 








regular men to stand all the ex- 
pense during this training period. 
For a period of several months, we 
divide the cost. The regular man 
pays some part, we pay the balance 
and furnish a car. 

As a rule, after an assistant has 
been broken in our regular man 
will give him certain accounts to 
work. We keep separate sales rec- 
ords but give the regular man full 
credit for all sales. 

During this period the regular 
man uses his own judgment in 
training the younger man, and get- 
ting the most benefit from his as- 
sistance. 

If the assistant proves he has 
the necessary ability to become a 
regular salesman ... one of three 
steps are usually taken: 

1. The assistant is assigned on a 
permanent basis to the regular 
man, who pays all salary and ex- 
penses, and makes his own settle- 
ment with the assistant, usually a 
very fair division of the profits. 

2. If the assistant demonstrates 
real sales ability and a regular ter- 
ritory becomes vacant, we some- 
times assign him and select another 
trainee for our regular man. 

3. The third step could be as- 


signment as a Specialty man. In 
this case we must first decide upon 
the department or line. If a cer- 
tain line is selected, we try to get 
a factory territory representative 
to help train our man. This usually 
requires two or more weeks. 

We think our specialty salesmen 
become better salesmen after spend- 
ing some time in the territory with 
a factory man. It isn’t so much the 
sales help they gain but the knowl- 
edge of the line that counts. 


Handling Specialty Men 

When our man is ready, we then 
block off his territory which will 
include the territories of several of 
our regular men. He works very 
closely with our regular men. Our 
regular men thus become better 
equipped to sell those lines our spe- 
cialty men promote. 

Sometimes our specialty men do 
not work with our regular men. 
Under certain conditions, it’s ad- 
visable to work separately. This en- 
ables the specialty men to work 
faster and cover more territory, 
but I am not so sure this is the 
proper way over the long pull. Dif- 
ferent lines present different sales 
problems. 

It is very difficult to determine 


the value of a specialty man. We 
usually charge the specialty man te 
the development on increased sales 
of a department or line. 

Their sales costs are extremely 
high. Most of our specialty sales- 
men are paid a straight salary. Our 
regular men receive full credit for 
all sales. 

Today when you see the name— 
drug store—appliance hardware-— 
farm equipment, etc., it doesn’t 
mean only that those items indi- 
cated by the name are obtainable 
in those stores. 

A good specialty salesman will 
investigate these better stores and 
will find new customers for our 
regular salesmen, better outlets for 
our special lines. 

Regular men do not always like 
to cooperate with a specialty man, 
but we find a good specialty man 
will get along, and soon begin to 
show good results. The biggest 
problem is to get specialty sales- 
men to keep regular men posted on 
what he is doing or has done. 

About the time we get a good 
specialty man trained, a regular 
territory becomes vacant and the 
specialty man wants it, so we start 
all over again. 


Selling Furniture 


by O. H. Mann 


Vice-President 





Higginbotham-Pearlstone Hdwe. Co. 


Dallas, Tex. 


We have been in the wholesale 
hardware business since February, 
1926, when we bought Moroney 
Hardware Company of Dallas which 
had celebrated its 50th Anniver- 
sary a few years before. We got 
in the hardware business just at the 
right time to get caught in the de- 
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‘*... You must have space for 


stock and sample rooms... sell 


off the floor, ship to the dealer 
who will deliver. Turnover 


is 4 to 6 times.”’ 


pression, and we had it rough for 
a few years. 

Looking around for other lines to 
handle so we could increase our 
sales, we bought the Ferris Com- 
pany, a wholesale auto parts com- 
pany in Dallas. But that did not 
produce enough sales so we looked 


around for something else, and that 
is when we got in the wholesale 
furniture business. 

We only had an 80,000 sq. ft ware- 
house at that time, and we soon 
found that we did not have suffi- 
cient room to handle much furni- 
ture along with our other lines. 
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y Man. We 


so good until a few years later when 
we leased a five story, 50,000 sq. ft, 
building next door to our place and 
filled it up. 

Then, we began doing business in 
a good way. We wanted to build our 
sales up and we did that very thing. 

We have sold more than half mil- 
lion dollars worth of furniture in 
some years and have made more 
than $50,000.00 net profit before 
Federal taxes with this particular 
department some years. 

We got started wrong and it cost 
us money for awhile. My advice to 
any wholesale hardware man that 
should want to go in the furniture 
business is not to hire a high pow- 
ered manager and buyer. Pick a 
good young man out of your own 
organization and train him. 


Selecting Personnel 


When we began the furniture 
business, we hired a high powered 
man and buyer. He overbought and 
bought the wrong kind of merchan- 
dise for us. We then hired another 
man and he was a little too con- 
servative so we went along with 
him for awhile. 

During that time, we had hired 
a high class young man who had 
had a good college education and 
who was working in our furniture 
warehouse. We advanced him to 
buyer and manager of the furniture 
department. 

This man began work for us un- 
loading cars, unpacking furniture, 
repairing furniture, keeping up 
with the sample rooms, and doing 
anything else that was to be done 
in the warehouse. We found that 
he was a better man than any of 
the others we had had for he would, 
at least, try to do what you wanted 
him to do, and did buy the class of 
merchandise we sold in our terri- 
tory. 

This particular man, Mr. J. Pey- 
ton Barfield, is now a director in 

our company, and is still buyer and 

manager of our furniture depart- 

ment, and is doing all right with it. 

In handling furniture at whole- 

sale you must have room to carry a 

stock and have plenty of space for 

sample rooms. We have two sam- 

ple rooms. One for one class of fur- 

niture, and one for another. One is 

located on the first floor just back 
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But we packed it in and did not do 


of our office and the other is lo- 
cated on the second floor and can 
be reached by an elevator. 


We sell lots of furniture to deal- 
ers who bring their customers in to 
our sample room, and they sell their 
customers off our floor. We then 
ship to the dealer, and he delivers it 
to his customers. 

This is good business, and it is a 
good way to increase your volume 
at low selling expenses. 





all 


O. H. MANN 


Getting a regular hardware sales- 
man to sell furniture, has been a 
hard proposition for us. They just 
don’t seem to want to work it. Some 
of our hardware salesmen sell a 
considerable amount of furniture 
and some of them don’t. 

We employ two furniture sales- 
men who sell furniture, and nothing 
else. That is the way to get the 
business. 


Seperate Departments 


When we opened our furniture 
department, we did not let it handle 
any merchandise that we were han- 
dling in our hardware department, 
such as ranges, heaters, felt base 
floor covering, etc. In other words 
the department had to buy lines 
that we did not handle, and they 
are still working on that basis. 

We have a fire door between our 
furniture office, and our hardware 
office so we can get over to their 
office the easy way. 

The furniture department’s books 
are kept in our hardware office. All 
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credits are handled by the hardware 
office. 


Carloads Are Profitable 


Lines we handle come from al- 
most all over the United States. 
We buy direct from factories 
in car loads at the best possible 
price we can secure, add a rea- 
sonable profit to our cost, and try to 
sell it. And we wind up with just 
about the same gross profit on fur- 
niture as we do on hardware, and 
sometimes we do a little better. 

It is necessary to let your buyer 
go to the market, at least, twice 
per year in order to see all the new 
lines, and to keep posted as on what 
to buy. The buyer always places a 
considerable amount of orders with 
the factories while at the market, 
and secures as many new lines as 
he can. 


Watch Your Buying 

The factory salesmen call on our 
furniture buyer just the same as 
the hardware salesmen call on our 
hardware buyers. Watch your buy- 
ing or you can be picked off very 
easy. Don’t try to buy some of all 
that is made. It won’t all sell. 

We operate our furniture depart- 
ment entirely separately from our 
hardware department, and charge 
them with all expenses of their de- 
partment. 

We also figure the profit on each 
sale, and at the end of the month 
we know exactly what has been 
made in the furniture department. 

The men who are on the payroll 
of the furniture department have 
nothing to do with the hardware 
department. I am the only man that 
has anything to do with the furni- 
ture department and that’s not 
much. I am furnished with a copy 
of all the orders that are placed 
with the factories so that I will 
know what is coming in since we 
do the paying. 

We have been turning our furni- 
ture inventory from four to six 
times per year, according to busi- 
ness conditions. 
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Plumbing As A 
Hardware Line 


by W. Lee Watson 


Weakley-Watson-Miller 
Brownwood, Tex. 








W. LEE WATSON 


Last December Tim McAllister 
asked me to speak on the subject, 
“Plumbing as a Hardware Line.” 
My first reaction was that plumbing 
is not a hardware line, rather it is 
a line in itself. But second thought 
caused me to agree with his word- 
ing. 

It is true that a major part of 
the plumbing and heaitng supplies 
are distributed through the exclu- 
sive distributor of the line. But 
likewise, there are exclusive dis- 
tributors of such lines as sporting 
goods, appliances, house furnish- 
ings, etc. Yet they are also handled 
by many hardware wholesalers. 

I say plumbing and heating sup- 
plies because the two lines do go 
together, and it would be difficult 
to successfully sell one without the 
other. 

Our firm has been handling 
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“‘,.» Knowledge of materials, 
installation and use is needed. 
The credit risk is very great...” 


plumbing and heating for more 
than 30 years. For our particular 
territory and circumstances, we find 
that it fits in nicely with our hard- 
ware wholesaling. 

Prior to about 1920 we had han- 
dled only a limited amount of such 
goods. When we decided to go in 
to it fully, we were careful to select 
lines that are well recognized; lines 
that we knew we could offer with 
confidence of quality. 

In the twenties there were only 
about 20 plumbing supply houses 
in Texas. Now there are more than 
50 members of the Wholesale Dis- 


more than 90 warehouses and 
branches. (The Wholesale Distrib- 
utors Association covers Texas and 
Louisiana, but here I use only 
Texas members for comparison.) 

When the Wholesale Distributors 
Association was formed about 1928, 
I think ours was the only hardware 
firm selling plumbing through 
plumbing contractors. There was 
at that time a great deal of animos- 
ity on the part of the plumbing con- 
tractors toward any hardware 
wholesaler selling plumbing. To 
some extent it was justified. 

Their contention was that many 
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almost anyone who wanted to buy 
regardless of their ability to make 
proper installation. The contrac- 
tors felt that if the plumbing was 
installed by anyone not thoroughly 
skilled, there was a possibility of im- 
proper installation resulting in se- 
rious danger to health. 

Those who knew our method of 
operation knew that we did make 
our sales to those qualified to make 
proper installation. But still we met 
some opposition when the word 
hardware was mentioned. In recent 
years however several hardware 
wholesalers in Texas and Louisiana 
have installed plumbing depart- 
ments. 


Specialized Wholesaling 

I have had a number of discus- 
sions with plumbing and heating 
wholesalers over the United tSates. 
From these I have come to the con- 
clusion that as a territory becomes 
more “citified” that the distribution 
of plumbing and heating supplies 
goes more and more into specialized 
wholesaling. 

Ours is not a “citified’” territory 
so perhaps the combined lines of 
hardware and plumbing better fit 
the territory. But the territory is 
definitely shaping into the “citified” 
classification, and no doubt the fu- 
ture will be somewhat different 
from the past. 

Plumbing and heating is not a 
line which you can just put in the 
catalog and tell the hardware sales- 
men to sell it. It requires a con- 
siderable detailed knowledge of the 
material used, and to some extent 
the manner of installation and use. 


Nor can the buyer of hardware 
easily take on the purchasing of 
plumbing and heating. 

Another basic reason why per- 
haps more wholesale hardware con- 
cerns do not enter the plumbing 
field is a matter of credit. A large 
number of plumbing contractors are 
mechanics who have gone into the 
contracting business for themselves. 
Hence a large part of the contract- 
ing is done by small contractors. 

Their business training has not 
been as a retailer, but as a me- 
chanic. The contracting business 
generally is very hazardous, and 
that of the sub-contractor is even 
more hazardous. Consequently the 
credit risk is very great. These 
small contractors may be able to 
pay all their bills one month and 
may be broke the next month. 

The construction industry is dif- 
ferent from all other industries. 
The sales department and personnel 
of any wholesaler doing business 
with the construtcion industry 
should be a separate and complete 
unit of the business, if he expects 
to have more than limited success. 


Difficulties Occur 


I believe that we have had two 
hardware wholesalers recently go 
into the plumbing and heating sup- 
ply business, only to find later that 
it was not to their advantage to con- 
tinue handling the line, so they dis- 
continued it. 

It is my belief that any hardware 
wholesaler entering the plumbing 
supply business can expect to en- 
counter difficulties, just as he would 
expect a plumbing and heating 





The sixth annual sporting 
goods session of the Southern 
association held on Monday, 
April 19, again saw a crowded 
meeting room. Charles E. Nash, 
Nash Hardware Co. Fort 
Worth, Tex., and president of 
SWHA and chairman of the as- 
sociation’s Sporting Goods Di- 
vision, who presided at the meet- 
ing, reviewed the growth of 





Developing Sporting Goods Volume 


interest in sporting goods in the 
South. 

He stressed the importance of 
the meetings in developing a 
closer relationship between 
wholesalers and manufacturers 
in the interest of doing a still 
better selling job on sporting 
goods and in demonstrating that 
it is a good and a very profitable 
line. 
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wholesaler to have difficulties if he 
entered the hardware field. 

Plumbing and hardware may both 
be considered as durable goods, but 
at that point the comparison stops. 
In some rural areas, we do have 
combination hardware and plumb- 
ing shops. But today there are 
fewer combination places than 
formerly. The selling and installing 
of plumbing has become a special- 
ized retailing in most areas. 

The method of distributing 
plumbing and heating is compara- 
ble to that of hardware wholesaling. 
A very large percentage of plumb- 
ing is distributed by manufacturers 
throughout the United States 
through the wholesaler, who in turn 
sells to the plumbing contractor, 
who sells to the builder or owner. 

As in the case of hardware, there 
are other channels of distribution, 
such as the mail order houses, and 
the ‘“‘direct-to-you”’ companies. In 
addition to these methods, some 
manufacturers distribute their man- 
ufactured products through whole- 
sale supply houses which they own 
and operate. 


Principal Plumbing Items 

The principal item of plumbing 
supplies, of course, is fixtures such 
as bath tubs, lavatories, sinks, 
closets. Originally most of these 
fixtures were cast iron enameled, 
but in recent years there has been 
a change to the use of vitreous 
china almost entirely for lavatories 
and closets. 

And in recent years there has 
been a noticeable trend toward the 
use of enameled sheet steel especi- 
ally for bath tubs and sinks; to a 
lesser extent for closets and lava- 
tories. 

There are a number of manufac- 
turers who make the complete line 
of plumbing fixtures together with 
the necessary brass trim items. 
Some of these also make heating 
items. 

Most of the enameled steel fix- 
tures are made by companies who 
do not manufacture cast iron. How- 
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ever, the cast iron manufacturers 
are to some extent adding enameled 
steel items to their line. 

Aside from the full line manufac- 
turers, there are numerous com- 
panies who make only vitreous 
china items. In some cases they are 
able to sell cheaper than the full 
line manufacturers, but more often 
than not their line is not complete 
or diversified enough for a complete 
stock. 

Much of the brass trim for fix- 
tures is made by the fixture manu- 
facturers. Usually they tend to de- 
sign, not only top quality, but heavy 
weight, hence a more expensive 
trim. For much work it is an ad- 
vantage to be able to specify for 
the customer all fixtures and trim 
by the one manufacturer. 


Brass in Damand 


However there is also a demand 
for cheaper brass. There are nu- 
merous independent brass manufac- 
turers who sell a less expensive 
product—of good quality but pos- 
sibly of lighter weight, etc., to re- 
duce cost. 

And, of course, there is some 
brass made which can hardly be 
given a name other than “junk.” 
Unfortunately it is sometimes used 
on competitive housing jobs where 
the effort is to build as cheaply as 
possible and let the future owner 
worry if he has to replace in a 
short time. 

Closet seats are made almost en- 
tirely by manufacturers who re- 
strict themselves to this one line. 
This is also the case with the flush 
valves used on closets and urinals 
in public installations. 

Ours is a natural gas territory, 
hence most water heaters sold are 
of the tank type, gas fired. Many of 
them are made by the full line man- 
ufacturers, but most are made by 
independent water heater manufac- 
turers. 


Most manufacturers make several 
grades represented by guarantees of 
one year, three, five or in some cases 
twenty year guarantees. The ad- 
justments and settlements under 
water heater guarantees, are often 
a source of grief for the contrac- 
tor, the wholesaler, and of course 
the manufacturer. 


Bathroom accessories such as 
towel bars, soap holders, etc., are 
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a profitable item. They are made 
usually by specialty manufacturers, 
most often in connection with medi- 
cine cabinets. 

The other big field in plumbing 
supplies is the “‘rough-in” material. 
Steel pipe, valves and fittings are 
a major item, but they can hardly 
be called plumbing supplies since 
they are sold in so many other lines 
such as hardware, mill supplies, oil 
well supplies, etc. 

Cast iron soil pipe and fittings 
together with the necessary caulk- 
ing lead sell in considerable volume. 
Unfortunately there is too much 
soil pipe manufacturing capacity 
for normal demands and the price is 
periodically subject to many and 
rapid changes. Caulking or ingot 
lead fluctuates with the lead mar- 
ket, which at times has equally vio- 
lent changes up or down. 

In recent years there has been 
a trend toward the use of copper 
tubing for water supply. This is in- 
stalled by use of copper fittings 
soldered to the tubing by sweat- 
ing instead of threading. While 
copper is higher in cost, many con- 
tractors feel that the saving in labor 
offsets this extra cost, and of course 
copper is more permanent than 
steel. 


Heating Potential 


There has also been some use of 
the larger sizes of copper tubing 
for waste lines in place of cast iron 
soil pipe, though ordinances in some 
cities do not permit it. Here the 
advantage is that a 3 in. copper 
waste line, being smooth and clean 
can be used instead of 4 in. cast 
iron line, and the 3 in. copper can 
be run up through a 2x4 studding 
wall. Again some contractors feel 
that the saving in labor offsets the 
higher material cost. 

Until a few years ago there was 
not much central heating used in 
the Southwest for other than pub- 
lic buildings. Our dependence was 
mainly on natural gas room space 
heaters and floor furnaces. Boilers 
and radiation were hardly used 
other than in public buildings. This 
is still true of boilers and radiation. 

But for residential use, there 
have been developed many types of 
warm air furnaces to be used with 
ducts to make a forced warm air 
system of heating. These have been 


very successful in the average home, 
Some are made by the full line man- 
ufacturers, but most are made by 
independent manufacturers. 


We also use a great many wall 
heaters—heaters built into a 2x4 
wall and with circulation features 
enabling them to heat one or more 
rooms. While not as satisfactory ag 
the warm air furnace, they do save 
the cost of duct work. 

There is also a trend towards the 
combination heating and cooling air 
conditioning systems. While not 
yet in general use, I am sure that 
their use will continue to increase. 
This is the most specialized of all 
plumbing items. 


Future Prospects 


The larger number of wholesal- 
ers in Texas has meant that a town 
of any size at all has at least one 
wholesaler. Hence wholesalers, who 
wish to sell in cities other than their 
home town, find that they have to 
allow freight. 

Some wholesalers wishing to 
cover a larger territory than they 
are willing to pay freight in find it 
cheaper to open a branch. On the 
whole, the plumbing and heating 
business is a highly competitive in- 
dustry. 

As to the future prospects for 
the industry, that will depend en- 
tirely on the trend of construction. 
All indications are that this year 
there will be as much building as 
last year. 

However in some localities resi- 
dential building is already catching 
up, particularly in the higher priced 
homes. The speculative builder is 
finding that his houses are not 
snapped up as soon as finished, as 
they were for a time. 

A considerable amount of com- 
mercial construction is likely to con- 
tinue. With the growing scholastic 
population, most communities find a 
need for more schools. Some areas 
are still short of adequate hospital 
beds; some cities still need office 
buildings. Commercial construction, 
if anything, is more competitive 
than private housing construction. 

If you do contemplate adding 
plumbing and heating to your other 
lines, I would suggest that you dis- 
cuss it with the wholesalers who 
are in your territory, and are of- 
ficers of their association. 
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Delivery Expense 





Part | 
by T. A. Clark, Jr. 


Buhrman-Pharr Hardware Co. 
Texarkana, Arkansas 


Trucking is a subject on which 
whole libraries have been written 
by experts and specialists. We are 
in the hardware business, and no 
other, so we are not specialists in 
truck operations. 

What I can tell you about truck- 
ing is only what our own experi- 
ence has taught us, and what our 
own costs have been in delivering 
merchandise to our customers by 
truck. 

Our experience with trucking 
goes back to 1933, which, as the 
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“*... Free truck delivery in our 
trade area has had more to do 
with the success of our business 
than any other factor.” 


older members will recall quite 
vividly, was an exceedingly rough 
time. It was necessary to do every- 
thing possible to keep costs down 
to a minimum, thereby keeping 
prices as low as possible in order 
that what solvent customers we had 
left could buy our merchandise, 
sell it at a profit, and pay their 
bills. 

Prior to 1933 we had employed 
private truckers to deliver our mer- 
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chandise, but when we found it 
necessary to cut corners in order 
to save money, Mr. Pharr decided 
to put on our own trucks and save 
the truckers’ profits. At the same 
time we would be getting the bene- 
fit of having our own employees 
come in contact with our customers, 
rather than the employees of an 
independent trucker who had no 
interest in maintaining cordial re- 
lations or building up good will for 
the firm. 

Frankly, I feel that pioneering 
in free truck delivery in our trade 
area has had more to do with the 
success of our business than any 
other factor. We feel that this 
phase of our operation is even more 
important today than it was when 
it was initiated because of the 
much greater percentage of costs 
now made up by freight rates. 
Freight rates have advanced more 
than any other one cost in the last 
few years and it looks like the rail- 
roads are still asking more in- 
creases. 


Nine Trucks Are .Operated 


We are now operating nine 
trucks. Five of them are 1'%-ton 
trucks and four are tractor and 
trailer type. We cover a radius of 
150 miles from our warehouse at 
Texarkana. In the past we have 
used Fords, Chevrolets, GMC, 
White, and International trucks. It 
is our opinion that we have had 
more satisfactory experience with 
Fords for the 114-ton trucks and 
GMC for the tractor-trailer work. 

The Government allows us & 
four-year life, or 25 pct annual de- 
preciation, on the light trucks and 
a five-year life, or 20 pct deprecia- 
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tion, on the larger ones. We find 
that the four and five year life is 
adequate for us to recover our in- 
vestment in the trucks. 

We do not service our own 
trucks; our repair work is done by 
a local garage with whom we have 
a working arrangement. We find 
this more satisfactory, at least in 
our case, than maintaining our own 
shop and mechanics. We have given 
some thought to the use of diesel 
trucks for some purpose and we 
understand that while diesels may 
permit operating economies in 
many respects, it is almost neces- 
sary to have your own diesel me- 
chanics to take care of them. 

One man can handle the work on 
the smaller trucks alone, but we 
furnish a helper on the trailer 


trucks. We pay the driver $50 per 
week and the helper $42.50. 

We carry public liability and 
cargo insurance on the trucks, but 
no collision insurance. Our losses 
from collisions for the past 20 
years have been less than $5,000 in 
total, or much less than what the 
insurance would have cost. 

Our trucks carry an average of 
780,000 lb. of freight per month 
and cover about 13,000 miles in 
making the deliveries. We figure 
on a 23,000 pay load on a trailer 
truck. The cost per trip for the big 
trucks will average approximately 
$50; for the lighter trucks, the cost 
will be about $22. This works out 
a cost of approximately 22¢ per 
mile per truck, and, in our case, we 
figure it costs 31¢ to deliver 100 Ib. 


of hardware, whether the haul is 1 
or 150 miles. 

The net cost of operating one’s 
own trucks will depend to some ex. 
tent on the amount of back-hauling 
that can be done. We do all that we 
can, but there are not so many 
items to pick up in our territory 

One problem we recognize, but 
have not been able to solve as com- 
pletely as we would like is that of 
arriving at a definite schedule go 
the customer would know exactly 
when he could expect our trucks. 

In some instances the salesman 
may not call every week but the 
customer may want deliveries every 
week and would probably order di- 
rect if he knew a truck would de- 
liver at his place at a regular, 
appointed time. 


Delivery Expense 


Part Il 
by C. E. Hamilton 


Vice-President 
Odell Hardware Co. 
Greensboro, N. C. 





**,.» Common carriers best'serve 
our needs. Our operation costs 
about 2 per cent.” 


The subject of delivery expense 
has been rather a sore subject with 
most wholesalers for many years. 
Before we actually went into the 
business of delivery, we studied it 
from various angles, even contact- 
ing and worrying some members of 
this association for bits of infor- 
mation regarding your methods of 
operation. 

After considerable investigation 
of the cost of trucks and equip- 
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ment, salaries of truck drivers, 
added warehouse personnel needed 
in the proper loading and handling 
of orders and the routing of ship- 
ments, plus insurance cost, upkeep 
and repairs, etc., we decided that 
in our particular case, the common 
carrier could best serve our needs. 

We are located near the center 
of North Carolina and also the 
center of the area which we serve. 
We are fortunate in having excel- 





C. E. HAMILTON 


lent railroad and motor freight 
facilities to serve us in all direc- 
tions. 

Prompt delivery service is of the 
utmost importance today. It is hard 
to sell an order, but the minute 
that you do,. your customer wants 
his merchandise delivered the next 
day. Working, as we do, in a com- 
plete radius from Greensboro, we 
felt that we could render better 
service by the aid of the dozen or 
more motor freight lines operating 
in our section than we could give 
by the limited number of trucks 
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and maintain. 

I am certainly not trying to aeil 
anyone on any one method of de- 
livery. Each firm must work out 
their own salvation, taking into 
consideration their location and the 
area which they serve and also the 
delivery facilities available in their 
particular area. I can readily see 
that a concern located in a coastal 
area would have difficulty using a 
similar method to ours. 

Our procedure is as follows: 
First we make three copies of each 
bill of lading; the first copy is 
mailed with our invoice to our cus- 
tomer; the second copy is filed for 
our permanent record; the third 
copy is given to the transportation 
company. 

The transportation company re- 
bills same and issues his actual 
freight bill from our bill of lading. 
We have an agreement with the 
various companies. serving us 
whereby they will either mail or 
deliver to us their freight bills on 
the day following pickup of the 
shipment. 

In the meantime, our invoice 
with the original bill of lading is 


which we could afford to purchase 





by E. R. Courtney 


Watkins-Cotrell Co. 
Richmond, Va. 





E. R. COURTNEY 
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mailed to our customer. Should 
the shipment become damaged in 
transit, the customer has complete 
information for the filing of claims 
which he handles with the trans- 
portation company. 

The freight bill which we re- 
ceive is entered as an actual cost 
item on our original charge ticket 
and becomes an integral part of 
our cost on that particular order. 
By that, we have a record of actual 
freight applying to each separate 
order. 


Freight Bill Paid Weekly 


For convenience, we have made 
arrangements with the trucking 
companies whereby we pay the 
accumulated freight bills once every 
week. This works out much better 
and saves considerable time and 
detailed work in our accounting 
department. 

Under these conditions, it is nec- 
essary that we require a certain 
minimum weight or a certain mini- 
mum dollar value per order for the 
customer to get the benefit of pre- 
paid shipments. 

Parcel post orders or orders that 
do not meet these requirements are 
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sold fob Greensboro. It is also nec- 
essary that we restrict certain 
types of heavy goods, which are 
sold fob Greensboro. 

In making up weight require- 
ments, we also try when possible to 
consolidate orders for future mer- 
chandise or back orders, which may 
have been received in the interim, 
with the regular stock orders. 

The added office expense involved 
in our sorting and applying the 
freight charges to each order is not 
very great and does not require a 
lot of time. On an average, it will 
require one girl half time or ap- 
proximately 20 hours per week. 

Some of you may be interested in 
our average percentage cost of this 
type of operation. It is approxi- 
mately 2 pct. However, this, too, 
would vary depending on the area 
of operation. In a large territory, 
the cost would increase. 


Back Order Problems 


“‘... Furnishing sales people with 


a list of short items; instructing 


them not to write orders on 


them keeps back orders to a 


minimum on merchandise.”’ 


Back order problems in our busi- 
ness are many and varied, and our 
company is no exception. I will try 
to outline some of the problems that 
we have with back orders in doing 
business, and if possible, something 
that might be helpful in overcoming 
some of them. 

The back orders that we have 


from general or regular orders are 
not so much of a problem, because 
this type of order, as a general rule, 
is filled very nearly completely. In 
most cases, the short items are can- 
celled instead of being back ordered. 

Back orders resulting from short 
items on special line orders, and es- 
pecially on orders booked for sea- 
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sonal goods for shipment at some 
future date, are where the back or- 
der problem catches up with us and 
causes much concern. 

For example, take an order for 
lawn mowers or electric fans, or 
any other item sold in the fall for 
delivery in the spring. The time ar- 
rives for shipment, and the factory 
with which you placed your stock 
order has not completed shipment to 
your warehouse. 

You may have two-thirds of the 
item on an order, and your source 
of supply has not given you a prom- 
ise regarding shipment of the bal- 
ance of your stock order. You then 
have the problem of deciding 
whether to ship two-thirds of your 
customer’s order and back order 
the balance. 

You can take the chance of the 
back order being cancelled, which 
often happens. You can’t hold the 
order, and write the customer for 
permission to ship the order at a 
later date, and try to get definite 
information from your supplier re- 
garding the unshipped items on 
your stock order. 

In either case, the problem of not 
being in position to ship the com- 
plete order on the date agreed upon 
at the time of the sale may result 
in a dissatisfied custumer, to say 
nothing about the extra expense in- 
volved in handling the order. 


One of the greatest problems that 
we have with back orders is the 
added expense in handling the or- 
der. It costs just as much to handle 
a back order for one item as it does 
a regular order for a dozen of the 
same item. 

In addition, after the order is 
assembled, packed and ready for 
shipment, invariably it will not 
weigh enough to make a freight 
shipment, and is left in the shipping 
room to go with the customer’s next 
order. Then the problem of space to 
take care of such orders in the ship- 
ping room arises, and this can be a 
real problem. 


Customer Irritation 


There is also the customer who 
has repeatedly told you never to 
back order anything for him. Either 
ship his order, complete, or cancel 
the short items. Then the clerk han- 
dling the order will forget one time 
and back order it for this customer, 
and in the next mail comes an in- 
sulting letter from the irritated 
customer. That is a problem result- 
ing from back orders. 

Possibly the most serious prob- 
lem in connection with back orders 
is the loss of business through can- 
cellations. You not only lose the 
business, but also have been put to 
the expense of making the back or- 


der as well. 

Back order business, as a rule, we 
have found to be unsatisfactory ag 
well as costly and, as far as possi- 
ble, we prefer not to back order. Of 
course, there are exceptions and 
some back order business is profit- 
able. 

We advise our sales force, every 
day, of the goods received in stock, 
and furnish them with a list of the 
short goods and instruct them not to 
write orders for goods we do not 
have. We have found this method 
keeps the back orders on general 
orders to a minimum, and all such 
orders fill very nearly completely. 

Unfortunately, we have not found 
a way to minimize back orders on 
special line goods, or seasonal goods, 
when sold in advance of the season 
and when a source of supply fails 
to complete specifications in time to 
ship a customer’s order complete at 
one time. But this may correct 
itself if the trend against future 
buying continues. 

We are finding it more and more 
difficult to obtain future orders 
from most of our customers, which 
brings up a very serious problem of 
having to guess how much of an 
item to buy, and when, and also the 
very great problem of having to 
carry a much larger inventory than 
normally. 


Incentive Plans 


by C. E. Roberts 
President 

C. D. Franke & Co. 
Charleston, S. C. 





When Tim McAllister asked me 
to prepare a paper on “Incentive 
Plans,” all I knew of such, so far 
as our operations were concerned, 
was that it was a wonderful idea 
but impossible on an equitable 
basis. I have changed my mind, 
and now feel that it is a wonder- 


110 . 


‘‘_.. Incentive plans create the 
desire to do and make more. 
Unions cannot thrive in business 


operated on such a basis... 


ful idea, and quite possible if a lot 
of time, study and sympathetic un- 
derstanding with our employees is 
devoted to this task. 

For the material used as a basis 
of this talk, I am entirely indebted 
to E. H. McGinnis of the Union 
Hardware and Metal Co., Los An- 
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geles, Calif. So far as we can find, 
this firm is the only one in our type 
of operation successfully using a2 
incentive plan throughout their or- 
ganization. 

Mr. McGinnis has been most co- 
operative in supplying details of 
their plan and has given informa- 
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tion that is the result of trial and 
error costing them much in time, 
work and money. 

It is quite apparent in starting 
such a program that we must not 
consider an incentive plan pri- 
marily as an expense reduction 
plan. This must be set up at the 
outset as a plan to benefit the em- 
ployees. An opportunity is given 
each one to increase his wages by 
doing more work. 

A basis of a fair day’s work must 
be established at prevailing wage 
rates and incentive pay added for 
the additional work performed. 
This program has been followed for 
years by the manufacturing indus- 
try in the piece work system. 

With the many different types 
of operations in our distributing 
setup, something more has to be 
added. Some of you, with complete 
cost records by departments will 
be able to figure out a plan with 
less trouble than those of us with 
smaller businesses where such de- 
tailed records have not been kept. 

Mr. McGinnis warns us however, 
that it cannot be done overnight, 
and to be impartially set up takes 
a lot of study. Their plan is the 
result of many years of work and 
adjustment. . 

The first thing they did was to 
install a personnel manager, a 
young man who had been with them 
quite a long time. His is the re- 
sponsibility of all hiring and firing. 

He is the contact man. He works 
with the office manager and the 
warehouse superintendent prin- 
cipally through the foremen. This 
man must be exceptionally good. 

Those employees doing work that 
is mostly routine, such as operating 
bookkeeping machines, typing and 
pricing were put on an incentive 
program based on labor cost per 
item or per line. Mr. McGinnis 
tells of one operator who increased 
her work by almost 100 pct. 

A study of their records showed 
that each bookkeeper posts around 
10,000 charges per month. Each 
operator is paid the base rate for 
this type of work plus incentive 
pay for the number of postings 
made per month. 

They use a figure of $6.21 per 
thousand postings less 30 pct. This 
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30 pct covers supervision and han- 
dling and is paid to the head book- 
keeper and the house auditor who 
keep track of the number of entries 
and check the work. 

This gives them the opportunity 
of eliminating any who are not 
able to do efficient work and in- 
creases the productivity of those 
who really want to work. 

Here is where they started and 
it paid off from the beginning, but 
you can see that there was a lot 
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of checking and figuring done on 
each type of work to establish a 
base rate and the percentage of the 
incentive rate. 

These are things that each of us 
would have to figure out for our 
individual businesses. I do not be- 
lieve that a set percentage that one 
of us would establish would be the 
same that another could use to their 
best advantage. 

Now it was fairly easy (I ques- 
tion that.) to get a plan to take 
care of those classifications men- 
tioned above. Let’s see what hap- 
pened in their warehouses with 
order pickers, checkers, packers, 
stockmen, etc. 

After much study of other dis- 
tributors’ methods, Union Hard- 
ware and Metal Co. decided on the 
“gang system.” Each department, 
worked by 10 to 20 people under 
a foreman, is paid a percentage of 
the sales handled through that de- 
partment. This sum is prorated 
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to each, based on certain qualifica- 
tions. 

When a foreman finds that he has 
more men in his gang than he 
needs, he notifies the superin- 
tendent and the excess man power 
is transferred to other depart- 
ments. Their superintendent and 
foremen have all been with them 
for 15 years or longer. They meet 
frequently and discuss the efficiency 
of all employees. 

You need some accurate figures 
before setting the percentage for 
this operation. Originally, Union 
Hardware and Metal Co. applied a 
different rate for each depart- 
ment. Experience showed however 
that the same incentive rate could 
be established for all departments. 

In 1942, they estimated a rate of 
3.90 pet of the sales as being a 
satisfactory figure. If the operat- 
ing cost for warehouse activities 
should drop to 3.25 pet then the 
difference .65 pct would be pro- 
rated among the employees. 


All Work as a Unit 

The men in a gang work as a 
unit. No one man puts away mer- 
chandise or picks out orders. It is 
to their advantage to see that stocks 
do not run out, that all stock is in 
its proper place and that orders are 
filled with dispatch. Anything that 
reduces the sales volume reduces 
their earnings. 

Telephone order clerks receive 
1 pet of the gross profit on all orders 
they write up, as an _ incentive 
bonus. This 1 pct is not deducted 
from commission if the account is 
solicited by regular salesmen. 

Mr. McGinnis’ records show that 
during the first few months after 
the incentive plan was started in 
a department the extra pay aver- 
aged 7 pct. After that it began to 
climb. During the war it went as 
high as 31 pct. Now it averages 
around 25 pet. They operate on a 
five day week, eight hours per day 
with a limited amount of overtime. 

After studying all the data avail- 
able I have attempted to separate 
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weigh them against the benefits. 

Cost records in each phase of our 
business are necessary. The proper 
person to administer the plan is 
going to take a lot of thought and 
careful selection. Percentages that 
can be paid without adding to the 
already excessive cost of doing 
business, must be checked and re- 
checked to be fair to the firm and 
the employees. 

What are the benefits of an in- 
centive plan? When properly set up 
and fully understood by the em- 
ployees, we get more work done in 
a shorter time. Overtime work is 
cut to a minimum. 

We instill a feeling of confidence 
that work well done will be re- 
warded in a way that everyone 
understands—more money. If 
everyone working in a department 
realizes that their extra pay de- 
pends on all work in that depart- 
ment being done promptly and cor- 
rectly, the shirkers and the ineffi- 
cient will be weeded out in short 
time. 

Stocks will be kept neat, and each 
man will make sure that merchan- 
dise is available to fill orders; any 
item struck from an order hurts 


the difficulties and problems con- 
nected with such a program and 


every man in that department as 
it cuts the volume of his depart- 


ment. 


Unions cannot thrive in a busi- 
ness operated on such a basis. 
Unions operate on the basis of more 
pay for less work. The incentive 
plan creates the desire to do more 


and make more. 

Union Hardware and Metal Com- 
pany has been in business since 
1880. In the early 1930’s they be- 
came aware of the necessity of hav- 
ing a satisfied group of employees 
and started their incentive plan. 
These employees now number more 
than 500. 


Purpose of Plan 


They have a sales force of over 
a hundred salesmen and 92 of these 
are general hardware salesmen sell- 
ing across the board. 

Ten salesmen do specialized sell- 
ing in three lines. This is quite in- 
teresting in view of the discussion 
that always develops concerning 
specialty selling against general 
selling. They also find that in their 
warehouse containing open or 
broken case stock, that women are 
much more satisfactory and efficient 
than men. 

Mr. McGinnis stresses this key 


thought that must be behind an ip. 
centive plan, the primary desire to 
pay the highest wages to the fewest 
number of employees. 

In addition to this incentive plan, 
Union Hardware and Metal (Co. 
pays a profit sharing bonus each 
December. This is usually 4 
month’s pay to all employees and 
two, three or more months’ salary 
to buyers and executives. 

This keeps the upper bracket 
boys from feeling left out. All this, 
to me, is a wonderful program. 

We have operated for many years 
with a profit sharing bonus paid 
at the end of the year. This, how- 
ever, does not fill the bill. If we 
make money and share it, that is 
fine, but our employees cannot 
count on it. 

A program giving them the op- 
portunity to better themselves by 
taking more interest in their work 
results in a pride in accomplish- 
ment that pays off in bigger pay 
checks. The business will benefit 
financially in the overall picture, 
too. 

But I can see that this program 
requires a lot of thoughtful study 
and careful analysis before it will 
function to the satisfaction of em- 
ployer and employee. 


Tubular Glass Rods 


by Lee J. Harter 
Sales Manager 

Pacific Laminates Co. 
Costa Mesa, Calif. 








LEE J. HARTER 


“*..+ The wholesaler must have 
specialty salesmen or watch 
certain departments fade 


away...” 


When presented with the oppor- 
tunity of giving this talk, I asked 
if it be permitted that I deal not 
only with “Glass Fishing Rods,” 
which is, of course, a subject most 
dear to me, but that I be given an 
opportunity to bring into the open 
various contingent points regard- 
ing tackle sales by the hardware 
wholesaler. 

I was granted this permission. 
Therefore, I will briefly deal with 
glass fishing rods; then on to two 





subjects which are as vital to you 
of the hardware wholesaling field 
as they are to those of us in the 
business of manufacturing and 
distributing tackle: policy and spe 
cialization. 

Basically there are but 
types of glass fishing rods. Those 
featuring individual filaments or 
hairs of glass, surrounded by 
some synthetic bonding agent or 
resin, commonly called “solid.” 

It is the considered opinion of 


two 
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most informed tackle people that 
owing to factors of weight, slow- 
ness, and inert center fibers that 
this solid type of rod is limited 
to the casting and light spinning 
field. 

The other type of glass fishing 
rod is that created from glass 
cloth—woven just as is the broad- 
cloth in your shirt from threads. 
These threads however, are spun 
from individual filaments of finely 
drawn glass. This cioth is then 
dipped (or impregnated), with a 
synthetic resin. 

This type of rod is called 
“tubular,” since the rod blanks 
are actually hollow, which, of 
course, conforms with a prime 
engineering principle which is 
that the tube is the strongest form 
of construction. 

It is truly a revolution that we 
have seen in these past few years. 
For glass rods, in but a few short 
years, have rendered obsolete 
those made of any other material. 

In solid rods there are varying 
degrees of quality. Some firms 
feature tapered ground shafts; 
others the wrapping of glass fibers 
around a solid core of some ma- 
terial such as balsa wood. The 
hardware and finishing technique 
vary as greatly as do the facili- 
ties of advertising and distribu- 
tion of these rods. 

Basically it is in these factors 
that are found the variances in 
price structure. There are many 
features of the solid glass rod 
that are superior to those of any 
material other than tubular glass. 

The resistance to action of ele- 


ments and of corrosion, the ca- 
pacity to resist taking a set which 
(though not in the same degree 
as in tubular glass rods) is greater 
and more to be preferred than on 
rods of metal or wood fibers. 

It is in the tubular construction 
that the glass rod has achieved 
its greatest perfection and popu- 
larity. Here one has the extreme 
lightness, quickness in recovery, 
and constant power that is at least 
the equal of rods made from any 
other material. Here too, are 
found more differences in basic 
materials, and in manufacturing 
techniques, than in the solid glass 
rods. 

There are various types and 
qualities of glass cloth as used 
by the makers of tubular glass 
rods. There are also all kinds of 
resins used in impregnating the 
cloth, obtainable in a great range 
of prices. 


Glass Rods Differ 


As a matter of fact, it is quite 
impossible for me to deal except 
most briefly with the basics. 

Suffice it to say that all glass 
rods are not alike. There is as 
much difference in the low end 
glass rod, be it tubular or solid, 
and the top quality glass rod as 
there is in the cheap barrel tumb- 
lers used in hash houses and the 
fine rock crystal stemware used 
in your own homes. 

It is in the differences, and 
vour buyers’ need for understand- 
ing these differences that make 
the stocking and selling of glass 
rods profitable to your firms. 


Southern 
Hardware 
Convention 








Merchandise of any character 
which does not stay sold, or the 
selling of which does not engender 
additional sales, is not desirable. 
It is also true that merchandise, 
which is subject to breakage, re- 
turn and replacement become un- 
attractive. 

To illustrate more thoroughly 
the differences in glass rods, my 
company has prepared some very 
interesting slide and sound pres- 
entations which are available to 
you. Numerous wholesalers have 
taken advantage of the availability 
of this; not only for their sales 
departments but for use with 
group dealer presentation. 

As previously mentioned, there 
are two additional points that I 
would like to bring to you. They 
are both of paramount importance. 

First: May I mention special- 
ization? Inasmuch as I have per- 
sonally carried the “big book” of 
the hardware wholesaler, I realize 
that all too often the general line 
man will ask the question, ‘““What’s 
on the want book today?” 

He will then go on his 
without making any specialized 
selling effort. This because he 
must make a certain number of 
calls per day in order to make 
his territory coverage. Therefore 
specialized selling in most cases 

(Continued on page 151) 


way 





3 
:] 

li 

: 


‘ 
by 


Jitu " a 


ca 





NATHAN BROWNELL 





Use of Nylon for Seine Twine 


Nathan Brownell, Brownell & 
Co., Moodus, Conn., explained 
how various synthetic fibers 
were investigated in order to 
determine the one most suitable 
for seine twine, which was 
nylon type 300, 210 denier. 

Mr. Brownell stressed the im- 
portance of the twisting tech- 
nique in developing a suitable 
seine twine. Much damage can 


consequently a black market ex- 


be done, he said, by the wrong 
type of twine. 

He also pointed out that 
nylon is still on allocation, and 


ists for the material. However, 
since the type of nylon used 
depends on its end use, the 
black market material, he cau- 
tioned, is usually not suitable 
for seine twine. 
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Industrial 





Attacks on a number of problems 
entailed in the manufacture and 
distribution of industrial supplies 
were high spots of the sessions of 
the annual Triple Industrial Supply 
Convention, in Miami, Fla., April 
13-15. 

Summed up in a few words, the 
reports of a number of Joint In- 
dustry Committees, representing 


ae 





Supply Convention 
Miami.. April 13-15, 1953 


Ralph M. Johnson, center, of the Norton Co., Worcester, Mass., chairman 


Sales Training 








many hours of concentrated com- 
mittee work, had to do with meth- 
ods for increasing distribution ef- 
ficiency while at the same time re- 
ducing operating costs. 
Educational aspects of industrial 
distribution were also outlined both 
by speakers and official reports. 
Despite the fact that the conven- 
tion entailed greater traveling on 



























of the Conference Booth Committee, gets an assist from two association 
presidents at the ribbon-cutting ceremony, which marked the opening of the 
Tuesday Conference Booth Program, at Dinner Key Auditorium, Coral 
Gables. J. A. Proven, at Mr. Johnson's right, was president of the American 
Supply & Machinery Manufacturers Association, and L. F. Perkins, right, was 
president of the Southern Industrial Distributors’ Association. 
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the part of the guests than other 
conventions of recent years, the at- 
tendance of 2,248 was a near rec- 
ord. 

The actual registrations were of 
1,158 members of the American 
Supply & Machinery Manufactur- 
ers’ Association; 345 members of 
the National Distributors’ Associa- 
tion and 175 members of the South- 
ern Industrial Distributors’ Asso- 
ciation. Wives and guests num- 
bered 671. 

One of the most productive parts 
of the three-day meeting was the 
Conference Booth program, held on 
Tuesday, April 14, when members 
of 289 manufacturing companies 
talked “shop” with representatives 
of the industrial distributing com- 
panies in their respective booths, 
in the huge Dinner Key Audi- 
torium, near Coral Gables, Fla. 


New York Meeting Set 


This was the first time that the 
annual Triple convention was held 
in the far south since 1940, and the 
Southern Distributors went to 
great efforts to provide the kind of 
hospitality for which Dixie is noted. 

Despite the lure of a warm surf, 
inviting golf courses and readily- 
accessible deep sea fishing, the con- 
vention guests manifested their in- 
terest in industry affairs by attend- 
ing sessions in large numbers. 

It was announced that New York 
City has been designated as the 
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Stressed by Suppliers 








meeting place for next year, with 
the Conference Booth program to 
be held in Madison Square Garden. 
The Waldorf-Astoria will be con- 
vention headquarters. 

Cleveland was selected as the 
spot for the 1955 convention. This 
city was selected because it was the 
place where the National Associa- 
tion was founded in 1855. The con- 
vention will return to Atlantic City 
in 1956. 

J. Robert Kelley, of Manning, 
Maxwell & Moore, Inc., Muskegon, 
Mich., was elected to the presidency 
of the American Supply & Ma- 
chinery Manufacturers’ Associa- 
tion, to succeed J. A. Proven, of 
the Porter-Cable Machine Co., 
Syracuse, N. Y. . 


Vaughn Heads National 


T. Gordon Vaughan, The W. M. 
Pattison Supply Co., Cleveland, was 
advanced to the presidency of the 
National Industrial Distributors’ 
Association. He succeeds Harold 
E. Torrell, Syracuse Supply Co., 
Syracuse, N. Y. 

B. S. Barker, Pye-Barker Sup- 
ply Co., Atlanta, Ga., is the new 
president of the Southern Indus- 
trial Distributors’ Association. His 
predecessor was L. F. Perkins, The 
Henry Walke Co., Norfolk, Va. 

President Proven, reporting on 
the American Association’s progress 
during the past year, cited two sta- 
tistical services which are expected 





to be of inestimable value to the eral Reserve Index since it gives 


industry, as well as to business gen- an indication of business trends 
erally. two months in advance of the F.R.I. 
The first of these is the New Or- The other statistical service 


which the association will under- 
take will be a business survey of 
the membership, which will pro- 
vide operating costs and similar 
data. A total of 144 manufactur- 
ing companies have already indi- 


der Index, of the association, which 
was reestablished last July after a 
lapse of about one year. He said 
that this index has proved its 
worth and is even more valuable 
as a business guide than the Fed- 
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T. GORDON VAUGHAN 


National Industrial 
Distributors’ Association 


cated a willingness to participate in 
the monthly survey which will pro- 
vide detailed information on six 
different categories of the indus- 
trial supply industry. 

Mr. Proven said the second func- 
tion of the association is education, 
and cited the benefits of three re- 
gional meetings of the seminar type 
which were conducted during the 
year. 

Progress was reported on an edu- 
cational project under which one or 
more colleges will provide special- 
ized courses of study on various 
phases of industrial materials sell- 
ing. 


A $412 Billion Business 


Mr. Proven pointed out that the 
Industrial Supply industry is a 
$414 billion business of which the 
public has little or no knowledge. 
He reported that a public informa- 
tion program has been inaugurated 
and from this the industry can ex- 
pect much greater recognition 
through ths press, radio and tele- 
vision. 

Mr. Proven in reviewing all the 
benefits of the work done by of- 
ficers and working committees con- 
trasted American trade associa- 
tions, which work for the improve- 
ment of their weakest members, to 
the European cartel system which 
makes the strong stronger and the 
weak weaker. 

Frank P. Green, Delta File Works, 
treasurer, reported the Association 
in the healthiest financial condition 
in its history. He pointed out that 
the Association officers have to pay 
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BENJAMIN S. BARKER 
Southern Industrial 
Distributors’ Association 


all their own travelling expenses 
when they have to make long and 
frequent trips on association mat- 
ters. 

Because of the growth in mem- 
bership and activities of the 
American Manufacturers’ Associa- 
tion, the Constitution and By-Law 
Committee reported that it had 
been decided that the administra- 
tion of the association should be 
revised somewhat. 

Under the new arrangement, as 
outlined by R. M. Johnson, Norton 
Co., Worcester, Mass., chairman of 
the Constitution and By-Law Com- 
mittee, the executive board will be 
expanded from 9 to 11 men. 

Five standing committees will 
also be constituted to carry on con- 
tinuing projects and coordinate ac- 
tivities with the distributive or- 
ganizations. ; 

Mr. Johnson reported the mem- 
bership at 377 firms. He also re- 
ported that 298 member firms par- 





New Presidents of the Industrial Supply Organizations 





J. ROBERT KELLEY 


American Supply & Machinery 
Manufacturers’ Association 


ticipated in the Conference Booth 
program. 

President Proven paid a tribute 
to T. D. Vander Voort, Clemson 
Bros., Inc., Middletown, N. Y., 
Chairman of the Marketing Meth- 
ods Committee and to Dan C. 
Swander, Jr., Columbian Vise & 
Mfg. Co., Cleveland, Chairman of 
the Research and Survey Commit- 
tee, for their work in developing 
the New Order Index. 

Other featured speakers of the 
convention were Frank W. Lovejoy, 
of the Socony-Vacuum Oil Co., and 
Samuel H. Ramsay, Secretary of 
the Tax Review Board, of Provi- 
dence, R. I. 

Benjamin Fairless, chairman of 
the board of U. S. Steel Corp., ad- 
dressed a joint session on the sub- 
ject of “Delivering the Goods.” 
Space limitations prevent present- 
ing Mr. Fairless’ address in this 
issue, but it will be published in 
the next issue. 


Product Data Bulletins Announced 


One of the most interesting as- 
sociation activities outlined at the 
convention was the new Industrial 
Product Data Bulletin program. 

Representing the efforts of a 
joint committee of the two distribu- 
tor organizations, a data book of 
basic product information has been 
developed. Eventually this book will 
comprise 20 chapters devoted to 
the most popular lines handled by 
industrial suppliers. 

While the project was only about 





half complete when it was pre- 
sented to the convention, the flood 
of orders received indicated the 
crying need for product knowledge 
of this type. 

A price of $69.50 has been estab- 
lished on the master binder and the 
20 product bulletins. In order to 
extend the educational work repre- 
sented in this project, the two dis- 
tributing associations decided to 
make the material available at a 
greatly reduced cost in less expen- 
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sive binders so that they can be had 
at a moderate price by sales and op- 
erating personnel of distributors. 

The price of the cheaper binders 
has not yet been determined by 
the committee. However, it is re- 
quired that purchasers buy a mas- 
ter binder at $69.50 before they may 
buy additional binders at the re- 
duced price. 

Tangible evidence of great labor 
on the part of the Product Infor- 
mation Bulletin Committee of the 
two distributors associations was 
presented in the form of an Indus- 
trial Product Data book, at a joint 
session of the National and South- 
ern Associations. 

This project, to accumulate the 
basic product information on all 
the important lines in the indus- 
trial supply business between the 
covers of a single binder was re- 
ceived with great interest by 
manufacturers as well as distribu- 
tors. 

Paul D. Rickman, Bard Steel & 
Mill Supply Co., Kalamazoo, Mich., 
chairman of the committee, who 
introduced the product data proj- 
ect, stated, “There is one very 
basic need that exists in our indus- 
try—a need for trained personnel 
who have a knowledge of the prod- 
ucts we handle. ‘ 

“We all know the value of having 
salesmen with good technical prod- 
uct knowledge. It is equally im- 
portant that our inside employees 
also know about the fundamentals 
of the products we handle. 


A Basic Understanding 

“Individual manufacturers, trade 
associations and distributors. have 
tried to do this job with varying 
success. Finally, we tried working 
with professional writers to solve 
this problem. The Product Infor- 
mation Bulletin Committee was 
formed, and today we are proud to 
submit our answer to the need for 
a basic understanding of the prod- 
ucts we handle. 

“Experience is said to be the best 
teacher, but experience is also the 
costliest teacher, and the slowest 
teacher. 

“Many of you say,” Mr. Rich- 
man continued, “that it takes five 
to 10 years to really know your 
way around in the industrial sup- 
ply business. Well, not many peo- 
ple will wait five to 10 years for 
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recognition and advancement. And, 
with costs as they are today, we 
are penalizing ourselves and our 
businesses by waiting for our em- 
ployees to learn the hard way- 
through experience. 

“To operate efficiently and well, 
and be good distributors of prod- 
ucts, we must train our people to 
do their jobs, and we must supply 
our people with the necessary prod- 
uct information. In other words, 
we must also be tutors, so we have 
coined the phrase—Distribu-Tutors 
of product information.” 


Industrial 


Supply 
Convention 








The other members of the com- 
mittee who are developing the 20 
chapters of product knowledge are: 
Ray C. Neal, R. C. Neal Co., Buf- 
falo, N. Y.; John C. Pye, Pye- 
Barker Supply Co., Atlanta, Ga., 
and T. Gordon Vaughan, W. M. 
Pattison Supply Co., Cleveland. 


They Developed Product Data Program 





The Product Information Bulletin Committee, a joint activity of the two 
industrial distributor associations, was caught by the Hardware Age camera- 
man in one of the frequent meetings it has held since the program was started 
last November. From left to right are: John C. Pye, Pye-Barker Supply Co., 
Atlanta, Ga.; T. Gordon Vaughan, W. M. Pattison Supply Co., Cleveland, O.; 
Paul D. Rickman, Bard Steel & Mill Supply Co., Kalamazoo, Mich., chairman, 
and Ray C. Neal, R. C. Neal Co., Inc., Buffalo, N. Y. 
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This is the master binder for the Industrial Product Data Book and a number 
of the separate chapters which have already been printed. When complete, 
the book will be composed of 20 chapters, covering as many categories of 


industrial tools and materials. 
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An Industry 
Approaches Maturity 





by H. E. Torrell 


President, 

Syracuse Supply Co. 
Syracuse, N. Y. 

and 

Retiring President, 


National Industrial Distributors’ Assn. 


My tour of duty has afforded 
some opportunity to learn how 
others look upon our industry as a 
group of individual distributors 
and as an association. 

Perhaps, as we recognize the 
other fellow’s viewpoint, we can 
gain confidence in their approval 
and profit from valid criticism. 

In 1955 the National Industrial 
Distributors’ Association will offi- 
cially celebrate its 50th birthday. 

We industrial supply distribu- 
tors as an industry association, at 
the tender age of 48, still have 
things to learn about the economic 
facts of life with apologies to no 
one in our search for wisdom. 

These facts may well bear upon 
the answers we find as we ponder 
upon ourselves as others see us. 


Looks at Distributors 


Beginning with one of our com- 
mon industrial supply distributor 
functions—that of carrying an ade- 
quate inventory for on-the-spot de- 
livery of individual items and the 
basketing of many items for one 
delivery at one time. 

Here, a large modern manufac- 
turer, a customer, taking a look at 
us distributors speaks like this: 
“We deal with many industrial sup- 
ply distributors in several states. 
What percentage of our purchase 
order by items for products the in- 
dustrial supply distributor pro- 
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‘‘... the industrial supply dis- 


tributor has come a long way in 
better service, better selling, 


better coverage and a realiza- 
tion of the part education must 


play...” 





H. E. TORRELL 


fesses to carry in stock by his own 
free choice can we always rely 
upon for on-the-spot delivery? Is it 
50 pet—75 pcet—90 pct—100 pct?” 

I then suggested he tell me what 
it should be. Listen to the answers: 

“We carry in a typical plant 
stockroom approximately 10,000 
items—most of it classified as 
M.R.O. supplies. We have estab- 
lished the fact that we can operate 
this plant successfully without 
serious effect on production if we 
have 1% pct of total stores items 
out of stock at any one time. If 
3 pet are out of stock at any one 
time the losses in production be- 
come serious. At 5 pet the sched- 
ules are completely disrupted, out- 
put is reduced and the purchasing 


department is 
miserable time.’ 

With the answers we industrial 
supply distributors find to this 
viewpoint comes the answer to 
many kindred ones based upon our 
stock carrying function. 

While we ponder upon the tar- 
get of 97 pct efficiency posed by 
such a large and important cus- 
tomer, we might turn to another 
viewpoint expressed by one of our 
manufacturing suppliers, some- 
thing like this: 

“You industrial supply distribu- 
tors have gimme-itis, you are al- 
ways wanting something, but not 
always willing to give in return.” 


having a_ grim, 


Customer's Needs 


It is conceivable that sensing an 
expressed customer’s need the in- 
dustrial supply distributor turns to 
his manufacturing sources for 
help occasionally. 

Let’s go back a few years. Do 
you remember the factory sales- 
man who came to you offering his 
line with a story something like 
this? 

“If you, Mr. Distributor, will 
take on my line, you only need tc 
carry in stock a few fast moving 
items, because we can ship direct 
the other items or get them to you 
fast. I will do selling for you too 
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with my salesman in your terri- 
tory.” 

There may have been times when 
industrial supply distributors be- 
lieved in Santa Claus. 

In recent years this same manu- 
facturer came back to see you. His 
viewpoint has changed. 

Does this sound familiar?— 

“Mr. Industrial Supply Distribu- 
tor, you are sending me too many 


small orders.” ‘You should carry 
more inventory.” “Your salesmen 
don’t know how to sell my line.” 
“Your customers don’t like you as 
well as they seem to prefer some 
of your competitors.” “I may want 
to add another distributor in your 
territory.” 

Have the industrial supply dis- 
tributors been growing up during 
the intervening years? 


Industrial a 
Supply \ 
Convention ay 7 





Here is the modern industrial 
supply distributor in action negoti- 
ating with this manufacturer’s 
prototype: “Mr. Manufacturer 
what is the reasonable sales po- 





Second Annual Advertising Awards Presented 


Manufacturing companies that prepared advertis- 
ing materials that best presented the advantages of 
purchasing products from industrial supply distribu- 
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E. C. Howell, left, of the 
Carboloy Dept., General Electric 
Co., shows the plaque awarded 
- his company for the “best series 
of direct mail pieces" to A. P. 
Fox, Lincoln Engineering Co., 
that took second honors. 


Joseph E. Waltz, left, Walt:- 
Dettmer Supply Co., who ac- 
cepted a certificate of merit in 
behalf of the Broderick & Bascom 
Rope Co., reads the plaque given 
for the best "manufacturer's or 
manufacturers’ association's house 
organ," and held by J. W. Sher- 


man, Armstrong Machine Works. 


G. P. Lonergan, left, The Bristol 
Co., winner of the plaque for the 
~ “best manufacturer's catalog’ ac- 
cepts the congratulations of C. 
C. Krogh, of Firth Sterling, Inc., 
winner of honorable mention. 


C. McDonald England, Jr., 
Logan Hardware & Supply Co., 
Logan, W. Va., chairman of the 
Joint Advertising Committee, pre- 
sents to J. A. Shellenberger, right, 
Yale & Towne, the award for the 
“best single direct mail piece.” 
Honorable awards in this cate- 
gory were made to the Carborun- 
dum Co. and to Henry Disston 
& Sons. 


Envious of the plaque awarded 
to S. S. Kahn, Parker-Kalon Co., 
for "the best business paper ad- 
vertisement,"" are the winners of 
certificates of merit. Seated is 
E. C. Howell, who accepted the 

< award for the Carboloy Dept., 
General Electric Co., and stand- 
ing are Walter Gebhart, Henry 
Disston & Sons, Inc.; Edmond A. 
Neal, Nicholson File Co., and 
Dan C. Swander, Jr., Columbian 
Vise & Mfg. Co. 


Alfred M. Street admires the 
plaque he received for Jenkins 
Bros., for the best series of busi- 
ness paper advertisements." Cer- 
tificates of merit were awarded ~ 
to J. Whiting Friel, Standard 
Pressed Steel Co., left, and Frank 
E. Tilley, New York Belting & 
Packing Co. 





tors, were honored at the Miami convention. Bronze 
plaques were awarded to the winners in six categories, 
and certificates were given to runners-up in each class. 
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tential for your product in my 
trading area?” 

“Is this great enough to justify 
a reasonably complete stock?” 

“What will it cost me to write 
off slow movers each year?” 

“Is that amount calculated into 
my marginal spread as an offset 
to small order losses you will be re- 
lieved of?” 

“My salesman will sell your line, 
but the more field training you can 
help us with the better.” 

“Are you prepared to help train? 
We don’t expect you to do my sell- 
ing job.” 

“If I attain a continuing rea- 
sonable share of potential, will you 
explain now under what circum- 
stances you may require another 
stocking distributor in my area 
later?” 

Yes indeed the industrial supply 
distributor is growing up, learn- 
ing fast, and his manufacturing 
sources are delighted. 

Another industrial supply dis- 
tributor function common to us all 
is the employment, equipping 
training and supervision of sales- 
men. 


Better Type Salesmen 


Where, in the past, selection of 
new salesmen by the industrial 
supply distributor was in prayer- 
ful hopefulness—the industrial sup- 
ply distributor still prays, but with 
increasing reliance upon scientific 
approaches. 

Higher initial standards, college 
and technical school backgrounds 
are sought. Together with a sound 
program for continuous training, 
the industrial supply distributor 
salesman of today becomes increas- 
ingly effective. 

This has already contributed 
towards lower unit costs for many 
distributors by virtue of higher 
profitable sales volume per man. 

Your association has taken a big 
step forward this year in the es- 
tablishment of our new Educa- 
tional Aids Committee; a program 
calculated, among other things, to 
bring our industry’s needs and 
methods before competent educa- 
tors in selected engineering schools, 
with plans to cooperate as an in- 
dustry in the formal educational 
processes, is rapidly taking form. 
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J. Robert Kelley, Manning Maxwell & Moore, Inc., Muskegon, Mich., 





seated center, was installed as the new president of the American Sup- 
ply & Machinery Association, Inc. He is flanked, at his right, by T. D. 
Vander Voort, Clemson Bros., Inc., Middletown, N. Y., Ist vice-presi- 
dent, and on his left, by Clarence B. Noelting, Faultless Caster —_ 
Evansville, Ind., the new second vice-president. Standing, left to right, 
are: F. P. Green, Delta File Works, Inc., Philadelphia, Pa., reelected 
treasurer; Paul Watts, Skil Corp., Chicago, and Fred C. Emerson, 
Spartan Saw Works, Inc., Springfield, Mass., new members of the execu- 
tive committee. 


There is much evidence to indi- 
cate that our manufacturers and 
industrial supply distributors alike 
may profit greatly in recruiting 
promising young men from college 
ranks equipped with authoritative 
knowledge and training in indus- 
trial distribution, along with basic 
engineering subjects, before we 
hire them. 

Another step in educational aids 
for the industrial supply distribu- 
tor by our association is advanced 
this year by our Products Informa- 
tion Bulletin Committee. 

Designed for beginners, store 
clerks, countermen, and warehouse 
personnel, a series of educational! 
bulletins with guides for their ef- 
fective usage dealing with specific 
commodities common to us all are 
made available at nominal costs. 

The industrial supply distribu- 
tor has come a long way in better 
service, better selling, better cov- 
erage, better specialization where 
needed, and a mature realization 
of the part education must play in 
his business. 

A few comments from competent 





observers of industrial supply dis- 
tributor operations have expressed 
themselves in this vein: 

“We find some industrial supply 
distributor firms with good selling 
and service facilities built around 
one or two key men, with no ap- 
parent long range plan for con- 
tinuity with younger men current- 
ly being trained in management 
duties for the future. They some- 
times engage in practices that 
might be justified in short range, 
but are harmful to manufacturers 
and other distributors with a long 
range program.” 


‘Jobber’ Was a Promoter 


In all the 48 years of our associ- 
ation’s growth we have heard the 
term “jobber” applied to indus- 
trial supply distributors. There is 
a good old fashioned reason for it. 

The original jobber was a rugged 
individualist —a promoter. He 
bought job lots on his own initia- 
tive, occasionally taking a large 
part of a single manufacturer’s 
output. This jobber followed popu- 

(Continued on page 146) 
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And here are five more good reasons why your 
best brush sellers have Du Pont nylon bristles : 


LONG, FINE TIPS. Each properly sanded fila- 
ment of Du Pont nylon has a long, thin, slightly 
curled tip that means excellent paint pick-up 
and fiow. 





SMOOTH PAINTING. Nylon bristles won't cut 
through paint film. They flow the paint uniformly 
.. . lay down a smooth, even coat. 


EASY TO CLEAN. Nylon brushes are easily 
cleaned with any commercial cleaner. 


BRISTLES WON'T BREAK OFF. Nylon is tough 
and durable. Bristles won't break off to mar work. 


LONG-LASTING. Nylon outlasts other type bris- 
tles 3 to 5 times. And nylon resists moths, vermin 
and fungi. 





-Oosss & 
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Whatever your customers’ painting jobs, you can rec- 
ommend brushes with Du Pont nylon bristles with 
confidence! That’s because nylon is ideal for all paints 
—including caseins and the new rubber-base paints. 
So emphasize this point. See how it pays off in extra 
brush volume. And remember: nylon-bristled brushes 
are made in all types and sizes by leading brush manu- 
facturers. Always have a full stock on hand. 






















Point out the name 














DU PONT NYLON BRISTLES 


GUPOND 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Better Distribution 





Southern Distributors’ Discussion 


Stress need for selling service 


and quality—not price 


The 5lst annual meeting of the 
Southern Industrial Distributors 
Association was highlighted by a 
three-act play that dramatized the 
selling problems facing industrial 
suppliers today. 

With all the roles taken by mem- 
bers of the association, the play 
emphasized the need for intelligent, 
helpful selling. 

L. F. Perkins, Henry Walke Co., 
Norfolk, Va., the Southern presi- 
dent, who presided at the meeting, 
reminded the gathering that the 
new political atmosphere in Wash- 
ington calls for a reorganization of 
business thinking in order to en- 


courage and strengthen an effec- 
tive free enterprise system. 

Mr. Perkins warned the distrib- 
utors to beware of sacrificing 
profits for the sake of making a 
sale. He stressed that it required 
a very large volume of sales to make 
up even a small price cut. 

The Southern president expressed 
the opinion that the Sales Builder 
Program has been one of the most 
valuable selling aids ever made 
available to the membership. He 
recommended wider use of it by 
members. 

Mr. Perkins told the meeting 
that he was not apprehensive of the 
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future. While there will no doubt be 
many new problems in the future, 
he said, an intelligent, constructive 
attitude will find the solutions. 

It was reported at the meeting 
that the association’s membership 
now stands at 189, including branch 
members. This is a new high for 
the association. 

The members also voted to es. 
tablish a new graduated scale of 
dues, based on gross volume of a 
member. 


Profits Being Squeezed 

Lloyd B. Mize, Industrial Supply 
Corp., Richmond, Va., also spoke at 
the meeting. His talk was entitled, 
“Are We Selling Products and Ser- 
vice or Price?” 

Mr. Mize stressed that the 
squeeze on _ distributors’ profits 
caused by fixed margins and stead- 

(Continued on page 138) 


Southern Distributors Elect Barke 
mers 








if 


B. S. Barker, Pye-Barker Supply Co., Atlanta, Ga., center, was advanced to the presidency 


of the Southern Industrial Distributors’ Association. 


Other members of the executive committee at 


the first official meeting, are, from left to right: Walker L. Wellford, Jr., J. E. Dilworth Co., Memphis, 
Tenn., and Alex. V. Davies, Moore-Handley Hardware Co., Birmingham, Ala., executive committee- 
men; C. McD. England, Jr., Logan Hardware & Supply Co., Logan, W. Va., Ist vice-president; 
L. F. Perkins, Henry Walke Co., Norfolk, Va., retiring president and executive committeeman; Mr. 
Barker, E. L. Pugh, Atlanta, Ga., secretary-treasurer; W. P. Marshall, Jr., Marshall Supply Co., 
Tulsa, Okla., and H. B. Tonsmeire, Turner Supply Co., Mobile, Ala., executive committeemen, and 
Paul J. Stine, Harry P. Leu, Inc., Orlando, Fla., 2nd vice-president. 
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DEAD LOCKS 


GING IN OR OUT 


No. K-615 
DISPLAY 
MERCHANDISER 


Now! Make more of those important “im- 
pulse” sales! Any way you look at it, the 
new K-615 Display Merchandiser is a 
powerful sales maker. Both sides are used 
to display 5 of Corbin’s fastest selling 
Night Latches: 


3A6, 356, 456-1/4, 360, and 456-34, 
plus the popular No. 1446 Deadlock. 


Finished in stunning “golden EAL” finish, 
a new, hard-wearing baked-on la=quer, the 
K-615 is a sure-fire attention getter. Get one 
in your store soon ... and watch how your 
night latch sales increase. ; 


CALL YOUR CORBIN JOBBER NOW! 














Manufacturers Get 
Distributors’ Slants 





Trends in Distributors’ Planning 
Outlined at American Session 


The manufacturers’ association 
were given the viewpoints of indus- 
trial distributors in talks presented 
on the subject, “Trends in Distrib- 
utors’ Planning,” by Eugene F. Mc- 
Carthy, Beals, McCarthy & Rogers, 
Inc., Buffalo, N. Y., and by Paul J. 
Stine, of Harry P. Leu, Inc., Or- 
lando, Fla. 

“Today we feel that the area we 
cover is determined by the kind of 
delivery service we can make and 
therefore, we have reduced the area 
we service in order to give more 
intensive coverage,” said Mr. Mc- 
Carthy, vice-president of the 127- 
year-old distributing firm. 


“We consider that our best ser- 
vice is to be the ‘central stockroom 
for industry.’ 


Decimal Packaging 


“The trend in inventories is defi- 
nitely upwards,” he continued, “and 
carrying $8,000 of inventory per 
employee indicates that we must 
look for new and better methods of 
storing and handling merchandise. 
One way is to look for more means 
to make decimal packaging pay off.” 

“Some years ago we started to 
eliminate competing lines. Today it 
is our policy that we will not han- 
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dle competing branded lines where 
we have satisfactory arrangements 
with a manufacturer.” 

Mr. McCarthy said that his com- 
pany can now get competent sales 
employees, but he pointed out that 
employers must provide adequate 
benefits in order to keep competent 
employees. 

Mr. McCarthy said ‘that a study 
showed that industrial supply sales- 
men only average about two hours 
per day in actual face-to-face sell- 
ing, which runs up the cost of sales 
tremendously. 

He reported that his company 
has attacked the problem of small 
orders in two ways. First, by dis- 
cussing the matter carefully with 
local accounts, and secondly, by 
making freight allowances to ac- 
counts in outlying areas. 


Vaughan to Lead National Distributors 





ie 


T. Gordon Vaughan (The W. M. Pattison Supply Co., Cleveland, O.) seated, center, was named 








president of the National Industrial Distributors Association. Attending the first —s of the 
new official family were, seated, from left to right, Harold E. Torrell, Syracuse Supply Co., Syracuse, 
N. Y., retiring president; Frank Cruger, Indiana Manufacturers Supply Co., Indianapolis, Ind., new vice 
president for the 3rd and 4th areas; Mr. Vaughan; R. H. Barr, Reilly Bros. & Raub, Inc., Lancaster, 
Pa., vice president for Areas | & 2; and C. E. Gollwitzer, Pratt-Gilbert Hardware Co., Phoenix, 
Ariz., vice president for Areas 5 & 6; and standing, Robert C. Fernley, secretary; Wallace Campbell, 
Campbell Industrial Supply Co., Seattle, Wash., newly elected representative for Area 6; J. H. 
Ruddell, Central Rubber & Supply Co., Indianapolis, Ind., a past president; Henry R. Rinehart, 
executive secretary; W. L. Rates , The W. L. Reynolds Co., Baltimore, Md., Area 2 representative, 
and Miles |. Stray, Charles A. Templeton, Inc., Waterbury, Conn., Area | representative. 
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Careful consideration has been given to the resale of 
Double Circle Tools. They are packaged in folding metal 

Carbon Steel Wood Bits containers, in stands, compact tool kit sets, in transparent 

Wigh Speed Motel Brits | tubes, convas rolls, transparent plastic pockets, plastic boxes 

ae and dispenser displays. A wide selection of selling arrange- 
ments . . . making it possible for Hardware Dealers to select 
the grouping best suited to their trade. This helpful pack- 
aging is a trade builder that helps move Double Circle Tools 
off a dealer's shelves. 


; QUALITY 
Straight Shank Drill Sets 
in Folding Metal Cases . Double Circle Tools are “top” quality . . . manufactured to 

meet the most rigid specifications. Each and every tool is 

carefully inspected many times during its manufacture to 
make certain that it is precise. When you sell Double Circle 
Tools you can be sure that you are offering your trade the 
BEST. Specify them by trade name. 

A COMPLETE LiNE 

TO MEET ALL TRADE REQUIREMENTS 
o\ . Whether your trade leans heavy toward the home workshop 
| | ] } | a or consists of local tradesmen and contractors, you'll find 


Drills for Tool Kits 


in Transparent Tubes 





just the selection of drills, reamers, countersinks, power 
auger bits, masonry drills and screw extractor sets to meet 
their requirements. Ask your Hardware Jobber for full 


Screw Extractor Sets es 2 A ss 
information on the Double Circle Line. 


with and without Drills 


ORDER FROM YOUR (©) CHICAGO-LATROBE 


HARDWARE JOBBER 





DOUBLE CIRCLE 
TOOLS 











DRILLS e REAMERS e COUNTERSINKS e COUNTERBORES © CARBIDE TOOLS © SPECIAL TOOLS 


HARDWARE AGE, APRIL 30, 1953 125 








Trends in Distributors’ 


Future Planning 





by Paul J. Stine 


Secretary-Treasurer, 
Harry P. Leu, Inc., 
Orlando, Fla. 


We are today entering into an- 
other period of uncertainty. Today 
we are at peace, if you call cold 
war peace. Tomorrow we could be 
at war. To attempt to foretell the 
future would be neither wise or 
sensible. Much of our prosperity 
over the past 14 or 15 years has 
been a war prosperity. From the 
looks of the money to be spent on 
the defense and support of the 
world for the next few years, we 
will certainly maintain the cold 
war prosperity for several years to 
come. I want to discuss the situa- 
tion from the distributor viewpoint. 

Everywhere I meet and talk with 
the better distributors, I find them 
planning and thinking of ways to 
improve their business and better 
merchandise the products you man- 
ufacture. 


Interests Are Mutual 


Handling of prices, advertising 
and policies by you as manufac- 
turers, are closely interwoven with 
the future of the industrial supply 
distributors. 

If you plan wisely and well, your 
industrial distributor will prosper 
and grow and make a wonderful 
outlet for the sale of your mer- 
chandise. On the other hand, if 
you do not, the distributor, who is 
actually a part of your organiza- 
tion, suffers and so do you. 

Would any of you go out in the 
plant and throw sand in the gears 
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‘‘... Without the $4% billion 
annual estimated gross volume 
of business done by industrial 
distributors, our industrial ad- 
vancement would be retarded.”’ 


PAUL J. STINE 


of your machines? No! You would 
throw up your hands in horror at 
such an idea, yet at times, policies 
have the same effect on the indus- 
trial distributor who sells your mer- 
chandise, and they are just as defi- 
nitely a part of your organization 
as the machine tool in your plant. 

I make nec claim that we as in- 
dustrial distributors are perfect. 
We are human; we make mistakes; 
but, bear in mind, we are still a 
part of your system, selling and 
distributing some $4% billions of 
your merchandise. Surely there is 
a plain, marked course of coopera- 
tion and improvement through 
close association and mutual help- 
fulness. 

Then let us think together: why 
the industrial distributor? The an- 


swer: because he is the most eco- 
nomical means of distributing the 
goods you manufacture. The in- 
dustrial distributor warehouses, 
displays, sells, advertises, and man- 
ages the distribution of your manu- 
facture. 

The sale is only 75 pct made 
when the material comes to rest in 
the distributors’ stock; the ulti- 
mate consumer must purchase and 
pay for the merchandise before 
true completion of the sale is per- 
formed. Therefore, there is & 
double dependability on the part of 
both parties, the manufacturer and 
the distributor, to furnish the best 
possible merchandise at the lowest 
possible cost. 

The distributors are your sales 
force. They are your points of con- 
tact; they stock your merchandise 
in every city and town. 


A 412 Billion Industry 


Without the $41 billion annual 
estimated gross volume of business 
done by industrial distributors, our — 
industrial advancement would be 
retarded to levels of technically | 
backward regions. America is in-* 
deed fortunate that the 1600 firms § 
who comprise this class of business 
are strong, expanding and progres- 
sive in their general management. 
It is conservative to predict that | 
future years will see an even larger 
expansion of public services ren- 
dered by this industry to the plants 
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Manufacturers of HOLTITE Fastenings For Every Purpose 
CONTINENTAL SCREW COMPANY, NEW BEDFORD, MASS., U.S.A. 








I . 


Hammers 


The Hammer 
Holds The Nail 
YOU ONLY DO THE DRIVING 
pea 


ao 100 


DEAL 


Send your order today 
for our new 1953 pack- 
age offer, the best buy 
in hammers we've ever 
made available. 


8 No. 938 hammers 16 oz. 
2 No. 937 hammers 20 oz. 
2 No. 944 hammers 18 oz. 
1 No. 938 hammer, 16 oz., 
display—at half price. 
1 Sales Maker demonstrator and sign— 
ee. 

Hammers supplied in either bell or octa- 
gon face. 


EXTRA — The New Cheney Nail Chart 
with each order. 


| CHENEY NAILED ¥ 


for use with 







Soles Representatives: 


JJOHN H. GRAHAM & CO., INC. 


New York, N. Y. 


SANFORD BROTHERS 
Chattanooga, Tenn. 


CORP. 


RETTRE FALLS. Ww. Y., U.S. A. 
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Nail Holding 





















and factories of the nation, 
wherever factory wheels turn. 

The distributors have recently 
spent some $30,000 in preparing a 
series of seven sales films to edu- 
cate their salesmen and personnel 
to sell your merchandise. They are 
constantly at work in the Research 
and Planning Committee, the Joint 
Educational Aids Committee, the 
Joint Industry Committee, the Ad- 
vertising Committee, Products In- 
formation Bulletins, and many 
others, to better educate their peo- 
ple to do a better and more efficient 
job of merchandising. 

Many hours of thought and labor, 


| and much expense, have gone into 
| the development of ideas. and their 
| final culmination 
| through these committees; and the 


into action 
spendid co-operation of your fine 
organizations. 


Regular Sales Sessions 


Let us look a little further and 
see how one of these ideas works 
in Our own company. We are hav- 
ing two meetings each week: One 
for the outside salesmen—Saturday 
mornings from 10 until 11 o’clock 
for the outside men, and one for 
the inside salesmen and entire 
force, including the floor salesmen, 
the ’phone salesmen, the shipping 
and receiving department, etc., on 
Monday nights from 7:30 until 9 


aoe We use the films every 
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other week, and the other times we 
discuss product information, etc. 

Many of the men have already 
asked for additional showings of 
the films. We believe in sending 
our men to sales schools at the 
various factories wherever feasible 
and possible. We appreciate the 
help of your factory trained men to 
help us put on our sales meetings, 
provided they are capable and know 
what they are talking about and 
can present the subject in a satis 
factory manner. I might suggest 
that each of you study carefully the 
small booklet, “Sales Helps,” re 
printed by the permission of the 
Syracuse Supply Co. This book 
gives a good outline of a sales meet- 
ing plus a check list for use of both 
the distributor and the manufac- 
turer, and if properly used, can 
mean much to all concerned. 

It would be a good plan if your 
representative would advise the date 
and the hour of arrival that he 
might be expected to call on the 
distributor and the time he -ex- 
pects to spend with the distributor 
so that his time can be put to the 
most constructive work. Time is 

(Continued on page 144) 


Something for the Ladies... 





A luncheon and style show, held in the Miami Municipal Audi- 
torium, was just one of several social events that were provided for 
nearly 700 feminine guests of the convention. The principal social 
event of the convention was a dinner-dance attended by about 


2500 people. 
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IN THE Profit Spotlight 


National Metal 


BRONZE WEATHERSTRIP 


—_SOLUMBIA 


BRONZE WEATHERSTRIP | 


a7 ran 


NATIONAL METAL PRODUCTS CO 
PITTSBURGH 12, PA. 


Packed To Catch The 
Homemaker’s Eye 


17 feet of bright, hemmed bronze in a 
clear plastic cause, complete with in- 
structions and nails. Simple, economical 
weatherstrip kit for one door or window. 
A quick, profitable sale for you. Assured 
satisfaction for your customer. 


Available 
OUT OF STOCK 
in these widths: 
1”, 1%", 1%” and 1%” 


NATIONAL METAL 
PRODUCTS COMPANY [iiieinsieedbamednel 


* Zinc and Bronze We otherstripping 


* Stampings * Bronze and Aluminum Awnings 
Aluminum Thresholds * Zinc Products 
* Window Guard Units * Quonset Hut Window 
ee for Mobile Machine Units 
Mouldings Shop * Industrial Polishing 





* Metal Frame Screens 
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YOU MUST 
MAKE MONEY 


PAINT 
ROLLERS 


because 


| GUARANTEE 
YOUR SALES! 


NOW EARN 


50% MORE with % 


iit 


DAVID 1. WELT LESS INVENTORY with 
Gen’l. Mer 


American rod. CO. this 6-Point PROFIT 


PLAN featuring: — 





He SALES GUARANTEE 
Ww FREE DELIVERY 
ke RAPID SHIPMENTS 
x TEN REPS. 
SIMPLIFIED 
MERCHANDISING 
we EXCLUSIVE SALES 
FEATURES 


Get all the details 
on this profit-making 
plan now. Just fill 
out and mail coupon 
below. 


@ Get this display without extra charge! 
It helps you sell. Holds a complete stock. 





@ Arsco Professional and Handyman 
kits, as well as Industrial Rollers 








have all the features that spell 

quick, easy sales for you. Stock 

up in time for the demand. 
ee 











: American Prod. Co., 3300 Edson Ave., New York ov, u.y. 9 
4 CD Please send Literature, Price Lists, and Discounts, g 
¢ (CD Hove your representative contact me. a 
i We ore Paint Declers (] We are Jobbers (1) H 
i Nome | 
z Address H 
J civ Zone Stote. a 

# 


Xesenees eee eee eee 





Manufacturers’ Plan To 


Improve Service —Cut Costs 





by James Y. Scott 


President, 


Morse Twist Drill & Machine Co., 


New Bedford, Mass. 





JAMES Y. SCOTT 


This talk is one that should be 
delayed until next year but the 
fact is that an important study is 
now being undertaken by the As- 
sociations’ Co-ordinating Commit- 
tee which report will be ready for 
presentation to the Associations’ 
Executive Committee at the fall 
meeting. 

This study is being carried on 
by Barrington Associates, New 
York City. The purpose of this 
study was and is to develop a plan 
for getting more positive action on 
projects pointed toward improving 
distribution service and reducing 
distribution costs. In other words, 
it is one more attempt to plug up 
the holes in the _ distribution 
pocketbook. 

Some of you will wonder why an 
outside consulting organization is 
making the study. The reason 
simply is that we wanted to be sure 
to get a completely objective and 
experienced viewpoint so that the 
facts that should be readily ap- 
parent but which are often cov- 
ered up in the mass of detail of 





every-day business will be clearly 
set forth. 

Likewise, your committee, in ap- 
proaching this study, has in mind 
that the new regime at Washing- 
ton is feeling much kindlier towards 
business in general. Sinclair Weeks, 
the new Secretary of Commerce, 
in an interview with Business 
Week, as of April 4, stated clearly 
that he has decided that the De- 
partment of Commerce’s greatest 
chance for usefulness lies in the 
area of distribution. 

He would like to set up a better 
inventory reporting system be- 
tween the factory door and the con- 
sumer’s hands. Likewise, he has his 
Undersecretary, Walter Williams, 
thinking about distribution prob- 
lems. Williams would like to turn 
the Department’s brand-new Office 
of Distribution into a device to 
push sales promotion to help in the 
period of more intensive selling 
that both Secretary Weeks and 
Mr. Williams see ahead as arms 
production tapers off. 


An Objective Study 


Now, it looks as if Barrington 
has secured a good picture of the 
situation within the industry, both 
from a manufacturer and distribu- 
tor standpoint. They have looked 
into what has been done in the past, 
and have formed conclusions as to 
why, with all the money that has 
been spent, it has not been more 
effective. It seems to be their feel- 
ing that the principal need is for 
more factual information on vari- 
ous types of projects, and making 
this information more readily 
available to association members 
and distributors who might be able 
to use it to advantage. 

They emphasized that they have 
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YOUR CUSTOMERS 
WILL CHOOSE THESE... 


Extra Durable 


| 


FOR LONG, HARD SERVICE 


It's the special analysis, fine grain steel, plus 
Klein-Logan methods perfected by almost one 


hundred years in forging experience that gives 
Red Head Hammers their extra durability. 


Retail customers automatically reach for them 
in preference to others, attracted by the beau- 
tifully polished, rich-looking stained hickory 


handles and bright red heads. 


A trial order from our complete line of styles 
and weights will prove the Klein-Logan Red 
Head's ability to make sales for you. See 
your jobber or write us for distributor's name. 





SINCE 1856 





Klein -Logan Co. 


South 13th and Breed Sts. - 


Pittsburgh 3, Pa. 


Reo-£-PAk CARTONS 
SIMPLIFY HANDLING AND 
WAREHOUSING 


Fullest protection is given to 
Klein-Logan Red Head Hammers 
packed in their convenient car- 
tons. From 4 to 6 handled tools 
can be accommodated in each 
Red-E-Pak. 



































Reo-£-PAk WITHOUT HANDLES, TOO 


Easier handling ... and more 
convenient warehousing are 
possible when you buy Klein- 
Logan Hammer Heads in 
Red-E-Pak. 


SALES REPRESENTATIVES 


Surpless, Dunn & Co. 


New York 7, NPY 


Chicago 6, Ill 


Louis Williams & Co. 


Nashville 3, Tenr 


E. R. Palmtag Co. 
Son Francisco 3, Calif 
Los Angeles 12, Calif 
Portland 9, Ore 
Salt Lake City, Utah 
Seattie 1, Wash 


The Austin Co., Albuquerque, N.M 





PICKS © MATTOCKS © HOES © HAMMERS © SLEDGES © BARS © WEDGES © MINING AND RAILROAD TRACK TOOLS 
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SUPERIOR 
IN TWO 
IMPORTANT 
FEATURES 


SPOT WELDED 
FLANGES 


SEAMLESS 
WELDED 
OUTER 

TUBE 


ONLY H-W 
EXTENSION 
CLOSET 
RODS 


HAVE THESE 


Exclustue 
SALES FEATURES 


New, exclusive, welded 
construction . . . vastly 
superior strength and 
sag-resistance give un- 
matched value to H-W 
Extension Closet Rods. 
Beautifully made of 
heavy steel tubing; 
bright zine rust-proof 
plated finish. Meets 
every need for capac- 
ity storage; fast and easy installation. Snug 
telescoping and precision assembly assures easy 
expansion and contraction. Outside tube diam- 
eter, one inch. Large end diameters provide 
maximum hanging security. 

4 sizes provide 18” to 120’ expansion. Individually 
packaged with screws. 6 rods to carton. 


all-Wessel 






COMPANY 


2116-26 W. Micholas St., Philadelphia 21, Pa. 


Canadian Sales Agents: Geo. S. Hall & Co. 
25 Grenville St., Toronto 1 


FREE CATALOG WANTED BY: 


NAME 








STREET 





CITY. STATE 
HAE-HW 203 12/52 














not delved into any individual 
projects in order to determine their 
merit. Whatever they have done 
along these lines is simply to get 
background information. 

In order to develop the factual 
data, they will likely recommend 
that the American Asssociation 
employ on its staff an industrial 
engineer or research technician to 
make studies and to present the re- 
sults of such studies in print to the 
membership generally. This man 
would work under a_ permanent 
Committee on Distribution Costs 
and Services. 

They think it is important that 
the American Association ap- 
proach this matter in a very factual 
and down-to-earth way, first recog- 
nizing that the possibilities for 
distribution cost reduction and im- 
provement in distribution service 
can only be accomplished through 


an approach of this kind. 

They emphasized the fact that 
there are wide differences in the 
types of products made by Ameri- 
can Association members, and that 
this precludes the possibility of the 
Association making recommenda- 
tions with respect to procedures 
and practices across the board to 
all its membership. 


No Dictation 


The Barrington group thinks the 
most that the Association can do 
is to show members the benefits 
that might be derived from certain 


procedures and practices; show 
them how some concerns have 
realized those advantages; and 


then leave it up to the individual 
members to decide whether they 
will adopt a part or all of the pro- 
cedures that seem to have been 
successful with others. 





Officers of the 
National Industrial Distributors’ Association 


President 
T. Gordon Vaughan 
The W. M. Pattison Supply Co. 
Cleveland, O. 


Vice-Presidents 
R. H. Barr (Areas 1 & 2) 
Reilly Bros. & Raub, Inc. 
Lancaster, Pa. 


Frank Cruger (Areas 3 & 4) * 
Indiana Mfrs. Supply Co. 
Indianapolis, Ind. 


C, E. Gollwitzer (Areas 5 & 6) 
Pratt-Gilbert Hardware Co. 


Phoenix, Ariz. 


Advisory Secretary 
George A. Fernley 
Philadelphia, Pa. 


Executive Secretary 
Henry R. Rinehart 
Philadelphia, Pa. 


Secretary 
Robert C. Fernley 
Philadelphia, Pa. 


Area Representatives 
Miles I. Stray (Area 1) ** 
Charles A. Templeton, Inc. 
Waterbury, Conn. 


W. L. Reynolds (Area 2) 
The W. L. Reynolds Co. 
Baltimore, Md. 

W. W. Radcliffe (Area 3) 
The E. A. Kinsey Co. 
Cincinnati, O. 

Samuel H. Clark (Area 4) * 
Samuel Harris & Co. 
Chicago, Ill. 

Charles L. Wheeler (Area 5) 
The Salt Lake Hardware Co. 
Salt Lake City, Utah 


Wallace Campbell (Area 6) * 
Campbell Industrial Supply Co. 
Seattle, Wash. 





Advisory Board 
B. H. Ackles 
The Rayl Company 
Detroit, Mich. 


H. H. Kuhn 
The Hardware & Supply Co. 
Akron, Ohio 


H. E, Ruhf 
The Cleveland Tool & Supply Co. 
Cleveland, Ohio 


William T. Todd, Jr. 
Somers, Fitler & Todd Co. 
Pittsburgh, Pa. 


John T. Potts 
The Galigher Co. 
Salt Lake City, Utah 


P, Ridings 
Syracuse Supply Co. 
Syracuse, N. Y 


R. C. Duncan 

R. C. Duncan Co. 
Minneapolis, Minn. 

W. T. Ryan 

Cutter, Wood & Sanderson Co. 
Cambridge, Mass. 


C. E. Curtis 
The Western Iron Stores Co. 
Milwaukee, Wis. 


A. J. Glesener 
The A. J. Glesener Co. 
San Francisco, Calif. 


Eugene F, McCarthy 
Beals, McCarthy & Rogers, Inc. 
Buffalo, N. Y. 


F. Marsena Butts 

Butts & Ordway Co. 
Cambridge, Mass. 

E. H. McLaughlin 

Union Hardware & Metal Co. 
Los Angeles, Calif. 


* Newly elected 
** Reelected 
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Other Patents Pending 


itotactured by: J. CHESLER & SONS, INC. + BROOKLYN 37, NEW YORK, U.S.A. 
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ALIN 


tHe Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


“Since 1857’’ Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the mostcomplete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 














































Write for your free copy 
of the Klein Pocket Tool 
Guide today! 


DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor: 
InternationalStand- 
ard Electric Corp., 
New York. 













02s K LE INS 


00 BELMONT, AVE. CHICAGO 18, Il 
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Industrial Distribution 


and Government 





by J. H. Ruddell 
Central Rubber & Supply Co. 


Indianapolis, Ind. 


B 


*,.. all of us who carry stocks 


have an obligation in times of 
real emergency to keep up our 


stocks...” 





J. H. RUDDELL 


Since we industrial distributors 
are individualists to the nth de- 
gree, we are all pleased by the re- 
moval of government. controls 
such as O.P.S., Wage and Salary 
Stabilization, Priorities and Con- 
trolled Materials. 

These are almost all removed 
from distributors except for the 
proposed ratings from manufac- 
turers working on direct defense 
contracts—-but, with this desirable 
change, we must not forget that 
we remain important to govern- 
ment and the welfare of our coun- 
try and that government action re- 
mains important to us. 

That government action is im- 
portant to us is obvious when we 
stop to think of income and excess 
profits taxes and their effect on 
our net profits. Then, besides the 


hundreds of other effects of gov- 
ernment activity on our businesses, 
there is the constant possibility of 
another national emergency that 
would bring back detailed con- 
trols. 

Because of the impact of gov- 
ernment action on us, it is my con- 
viction that we should maintain 
all of the contact possible with 
portance of our industry before 
the Commerce and Defense Depart- 
ments particularly. 

Part of this work can be done by 
secretary and committee contact, 
but one of the best single ways to 
make our importance known at 
Washington is to get more of our 
members to contribute figures to 
the Wholesale Trade Report of the 
Census Bureau. 

All governmental departments 
and agencies use this Wholesale 
Trade Report regularly. The list- 
ing of a large number of our firms 
and a large volume of our sales, 
plus showing the large investment 
in our inventories, would show our 
importance to all governmental 
units. 

Ninety of you not only know 
about this report but also con- 
tributed your figures to it and are 
receiving a copy monthly. Con- 
versely, this means that 600 of you 
are not sending in your figures. To 
these 600 members, I appeal to 
you to write the Bureau of Census, 
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are already giving the Revenue 


Department much more detailed 
and confidential figures, so that I 
can see absolutely no added danger 
in giving the Census Department 
sales and inventory figures. 

Now, let’s see how urgently ad- 
ditional contributors are needed to 


Department of Commerce, and say 
that you would like to contribute 
your sales and inventory figures 
to this Monthly Wholesale Trade 
Report and in return receive a copy 
each month. 
In answer to some who have ex- 
pressed fear concerning giving fig- 
ures to a government department, I 
can only say that I have not heard 
of a single case where the individual 
concern’s figures were not kept con- 
fidential or where the submission 
of figures brought any individual 
cks government attention. Really we 
of 
ur President 
J. Robert Kelley 
Manning, Maxwell & Moore, Inc. 
Muskegon, Mich. 
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Officers of the 
American Supply & Machinery Manufacturers’ Association 


Advisory Board (continued) 


The Columbian Vise & Mfg. Co. 


Cleveland, Ohio 


Roger Tewksbury 
The Oster Manufacturing Co. 
Cleveland, Ohio 


H. K, Clark 
The Carborundum Co. 
Niagara Falls, N. Y. 


H. P. Ladds 


The National Screw and Mfg. Co. 


Cleveland, Ohio 


Robert D. Black 
The Black & Decker Mfg. Co. 
Towson, Md. 


W. H. Gebhart 
Henry Disston & Sons, Inc. 
Tacony, Philadelphia, Pa. 


K, R. Beardslee 
Carboloy Dept. 
General Electric Co. 
Detroit, Mich. 


D. S. Brisbin 

Columbus McKinnon Chain 
Corp. 

Chisholm-Moore Hoist Corp. 

Tonawanda, N. Y. 


George H. Halpin 
Minnesota Mining and Mfg. Co. 
St. Paul, Minn. 


D. W. Northup 
Henry G. Thompson & Son Co. 


New Haven, Conn. 


R. G. Thompson 
The Lufkin Rule Co. 
Saginaw, Mich. 


F. J. Tone, Jr. 
The Carborundum Co. 
Niagara Falls, N. Y 


Theodore F. Smith 

Oliver Iron and Steel Corp. 
Pittsburgh, Pa. 

J. G. Geddes 

H. K. Porter, Inc. 

Somerville, Mass. 

Franz T. Stone 

Columbus McKinnon Chain Corp. 
Chisholm-Moore Hoist Corp. 
Tonawanda, N. Y. 


Ralph M. Johnson 
Norton Company 
Worcester, Mass. 


* Newly elected 








YOUR CUSTOMERS 
KNOW ..... the 
Nationally Advertised 


“STERLING SEXTET" 


— known to the nation's 
dealers as the “Money Makers." 


For areas closed to 


STERLING 


combustion . 
NON - FLAMMABLE 
5F5. 


+ Specify 





For irregular, hard 














to get to surfaces... - 
specify MUVIT. 
M 
-.s. ° 
For flat surfaces E 
and floors . . . specify ; 


economical LIKKETY 
KUT. 
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R For paint rollers 
S 


+ . Clean paint rollers 
in the ROLLER. 
KLEEN container. 








- ++ A paint remover for every job... 
A cleaner for every type brush or 
roller. 

Send for price lists today! 


STERLING PAINT 


& VARNISH CO. 


160 Commercial St. Malden, Mass. 
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GET FULL PROFIT 












POWER TOOLS 


As a Mall dealer, you deal directly 
with the factory representative. 
Factory-to-you distribution means 
FULL PROFIT for you—right down the 
line. You’ll be amazed when you see 
the actual figures. 


TTP QUAL 








POWER TOOLS 


Mall Tools are famous for superb 
quality—your assurance of customer 
satisfaction. You get a top name line 
PLUS lower selling prices (another 
result of factory-to-you selling). 


GET MORE VOLUME 








POWER TOOLS 


The Mall GuIDE-MASTER line includes 
dozens of tools for the home workshop 
plus scores of attachments. Every 
sale is an open door to profitable 
repeat business. 


40 Factor y-Owned Service Warehouses, Coast-to 
Coast, to Give You Fast, Dependable Service 








{ Send me complete details on how I can 
! become an authorized Mall Dealer. 


i) 
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1 Name 1 
! | 
Comp 

- 1 
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! Address 


re a cele) Gee) 17.1, bf 


7702 S. Chicago Ave. Chicago 19, Illinois 
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make a representative showing of 
industrial distributors. 

There are an estimated 7,304 
wholesalers or distributors of in- 
dustrial supplies in this country— 
and only 131 reported in February. 
This is less than 2 pct reporting. 

On a basis of sales volume, our 
industry is estimated at between 
$3 and $4 billion per year, which 
would be something like $300 mil- 
lion per month. The sales volume 
reported on the February report is 
only $18 million or about 6 pct of 
the total. 

The need for our industry to 
make a better showing on this re- 
port is certainly obvious. 

I would like to give you one 
more idea and that is that we dis- 
tributors have a definite duty and 
obligation to our government to co- 





operate with the military in all 
matters that have to do with in- 
dustrial production. 

As part of this duty, all of us 
who carry stocks, have an obliga- 
tion, in times of real emergency 
(and in my opinion we are in such 
an emergency right now), to keep 
up our stocks—entirely apart from 
our normal profit motives. 

Every individual distributor can 
certainly be smart enough, entire- 
ly on his own, to recognize changes 
for the worse, in the event that 
another war is in the offing, so that 
at the right time he will still fur- 
ther expand his inventories and 
stocks to better serve his country 
in an emergency. 

One of the things that our joint 
associations need to do, in my es- 
timation, is to contact the Muni- 





Officers of the 
Southern Industrial Distributors’ Association 


President 
B. S. Barker* 
Pye-Barker Supriy Co. 
Atlanta, Ga. 


Ist Vice-President 
McD. England, Jr.* 
Logan Hardware & Supply Co. 
Logan, W. Va. 


2nd Vice-President 
Paul J. Stine* 
Harry P. Leu, Inc. 
Orlando, Fla. 


Secretary-Treasurer 


E. L. Pugh 
Atlanta, Ga. 


Executive Committee 
Ashley DeWitt 
Briggs-Weaver Machinery Co. 
Dallas, Texas 


A. V. Davies 
Moore-Handley Hardware Co. 
Birmingham, Ala. 


H. B. Tonsmeire 
Turner Supply Co. 
Mobile, Ala. 


Walker I. Wellford, Jr. 
J. E. Dilworth Co. 
Memphis, Tenn. 


W. P. Marshall, Jr.* 
Marshall Supply Co. 
Tulsa, Okla. 


L. F. Perkins 
The Henry Walke Co. 
Norfolk, Va. 


Advisory Board 
J. A. Riechman 
The Riechman-Crosby Co. 
Memphis, Tenn. 


Ernest Howell 
Capital City Supply Co. 
Charleston, W. Va. 





C. C. Krueger 

San Antonio Machinery and 
Supply Co. 

San Antonio, Texas 


C. A. Dillon 
Dillon Supply Co. 
Raleigh, N. C. 


Robert S. Page 
The Henry Walke Co. 
Norfolk, Va. 


W. W. Doe 
Alabama Machinery & Supply 


to. 
Montgomery, Ala. 


D. D. Peden 
Peden Iron & Steel Co. 


Houston, Texas 


George Winship 
Fulton Supply Co. 
Atlanta, Ga. 


Edward F. Stauss 
Stauss & Haas, Inc. 
New Orleans, La. 


John B. Crimmins 
Mills & Lupton Supply Co. 
Chattanooga, Tenn. 


Howard M. Schramm 
Turner Supply Co. 
Mobile, Ala. 


Harry P. Leu 
Harry P. Leu, Inc. 
Orlando, Fla. 


Lloyd B. Mize 
Industrial Supply Corp. 
Richmond, Va. 


T. J. Kenny 
S. B. Hubbard Co. 
Jacksonville, Fla. 


George G. Weaks 
Weaks Supply Co., Ltd. 
Monroe, La. 


*Newly Elected 
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KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK + HOBOKEN, N. J. 
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METAL MENDER 
SOLDER / 
: KESTER 


METAL MENDER 


IT SELLS for you 
§1T SELLS again and again 


The original small package of Acid-Core Solder 
introduced 30 years ago! Often imitated but never equaled. 
The flux is of the Kester proven formula ... correct 
diameter (1/8th inch) for best work. 


Remember, Kester is not a solder with Jess Tin 
so that it can be offered to you at a lower price. 


FREE: “Soldering Simplified” 16 page booklet on 
how to solder most anything. Write for your supply. 


KESTER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 


Newark 5, New Jersey © Brantford, Canada 


SOLDER 





KESTER J 








tions Board, to call their attention 
to the importance of standby in- 
ventories of critical tools and sup- 
plies, and see if they would feel it 
worthwhile to encourage our indus- 
try in this direction by a Muni- 
tions Board action authorizing 
fast write-offs of slow-moving 
items. 

It has been a pleasure to serve 
on your Washington Contact Com- 
mittee, and here is hoping that 
the contact work will be continued 
and that we can at least triple the 
number of firms reporting to the 
Census Bureau for the Monthly 
Wholesale Trade Report. 





Better Distribution 


(Continued from page 122) 


ily rising operating costs demands 
a constructive, intelligent approach 
to selling problems. 

This squeeze, he pointed out, pre- 
sents a. real challenge to manage- 
ment that can be met only by the 
use of modern selling methods, with 
emphasis on service and quality, not 
on price. 

The three-act play that featured 
this meeting was entitled, “It Makes 
a Difference to You.” It was acted 
by Joe W. Pitts, J. H. McDonald 
and Robert L. Belk of Brown-Rob- 
erts Hardware & Supply Co. and 
Tom S. Humble of Weaks Supply 
Co., Inc. 


A Play on Facts 


The play, alternately serious and 
humorous, told the story of the 
“sorry salesman” who sold with 
price cutting and wild delivery 
promises that could never be kept; 
who refused to be “bothered” with 
carrying catalog sheets and who 
laughed at suggestions that he 
should have a knowledge of the 
products he sold. 

Contrasted to this was the “model 
salesman” who put emphasis con 
service and quality and who refused 
to be drawn into a buyer’s double 
play on prices; who made it his 
business to be kept informed of hew 
products and information on items 
in his line. 

The consequences of these two 
selling techniques on the buyer of 
industrial sales and on the manage- 
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ment of an industrial distributor 
was put over most emphatically. 

The reception the play received 
at the meeting led many observers 
to suggest that it should go on the 
road so that all distributors would 
have a chance to show it to their 
own salesmen. 


Suppliers Turn Actors 
Highlight of a Southern Distributors’ 
meeting was a three-act play showing 
the consequences of good and bad 
salesmanship. Here are some scenes 

from the play. 


re : ' emauae oes. AX | 
BUYERS ote 
| Beads _ 


Tom Humble (left), a plant P.A., 

listens to Bob Belk, the ''good" sales- 

man, as he explains why his house 
cannot make a price concession. 
ia ; 


Above—By contrast, the bad" sales- 
man, played by J. H. McDonald 
(right), offers price cuts and misin- 
formation to get an order. 
Below—Here the "bad" salesman's 
manager, Joe Pitts, explains how 
price cuts and impossible delivery 
promises hurt the house's business 
and profits. 
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ERIE Pipemaster 
Offset Wrenches, 
sizes 8” to 18” 


Guaranteed 
PIPEMASTER 
WRENCHES 


Erie PIPEMASTER WRENCHES 

combine maximum tensile 
strength . . . performance tested 

to exceed all Government specifi- 
cations .. . yet have much less tiring 
weight. Available in sizes from 6’ to 48”. 


Erie STILLSON © Riad 
WRENCHES 
The ever popular Stillson type Erie wrench with quality 


features that give greater gripping power and longer life. 
Available in 6” to 48” sizes. 


Write today for your FREE copy of our new Catalog and prices. 


TOOL WORKS 


735 WEST TWELFTH STREET, ERIE, PENNA. 


Manufacturers of Plumbers’, Steamfitters’, Machinists’ 
and Home Workshop Tools Since 1902 













SPRING and 
CHAIN DOOR 
STOPS- 


No.60 SINGLE 
Safety Compression 
Spring 


) No.6] DOUBLE 
Extension Springs 








HINGES sod BUTT. CUS 


ammm) Made of STEEL or 


STAINLESS 
STEEL 


Full Surface, 
Half Surface 


605 SS or Offset 


FULL MORTISE OR HALF SURFACE 


re FERUM 


COMPANY. INC. 
112 CHARLTON ST. NEW YORK, 14 
Manufacturers of 


BUILDERS HARDWARE 


For information, wire, 
write or phone WA 4-4257 
Ask for our new catalog 
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Plugging Holes 
In Your Pocketbook 





by Alex. V. Davies 


Moore-Handley Hardware Co., 
Birmingham, Ala. 

and 

Chairman, 

Joint Industry Committee 





ALEX. V. DAVIES 


Your Joint Industry Committee 
is composed of three members of the 
National Industrial Distributors’ 
Association and two from the South- 
ern Association. In addition, the 
chairman of the Research and Plan- 
ning Committee is an _ ex-officio 
member. 

We study trade conditions and 
especially policies and _ practices 
which tend to inflate distribution 
costs and bring these conditions to 
the attention of suppliers and our 
membership, with the view to their 
rectification. 

Two years ago, Ralph Johnson, 
president of the American Supply 
& Machinery Manufacturers’ Assn., 
set the stage for a strong construc- 
tive approach to the solution of 
many of our common problems. 

In particular, the American Asso- 
ciation sought to examine the 20 
fundamental policy questions in 


which industrial distributors, three 
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years ago, through an opinion poli 
dispelled the myth that distributor 
in one area of the country are no 
in agreement on fundamental pd. 
icy with distributors in other areas, 
It has been a long time since I have 
heard a manufacturer make the ex. 
cuse that “distributors themselve 


do not know what they want.” 


Independent surveys by the Amer. 
Co-ordinating 


ican Association’s 
Committee have been undertaken by 
outstanding executives of leading 
manufacturers who have, in pub 
lished reports, 
tributors’ viewpoint on three prin- 
cipal policy questions. 


Decimal Packaging—Two yearn 
ago, in a survey of our membershiy 
397 voted for decimal packaging ani 
3 voted against it. A report ap 
proved by the American Associ:- 
tion, and given by George L. Ab- 
bot, stated that some of the ai: 
vantages of decimal packaging are 
Reduces costs (up to 6% pct) ; pro 
vides better inventory control; eas- 
ier storage and handling; quicker 
service; larger average lot sale; 
reduced mistakes, and speeds w 
pricing and invoicing. 


Net Pricing—Two years ago, our 
association voted 397 Yes; 15 No 
and two abstaining, overwheln- 
ingly approving net pricing. In 4 
report, likewise approved by the 
American Association, W. C. Stav- 
ble says that some of the benefits of 
net pricing are: Order pricing eff- 
ciency increased over 300 pct; elim- 
inates price checkers; 25 pct labor 
savings in entering orders; 2% 
girls now do work formerly done 
by eight, and eliminates tension and 
monotony of repetitious work. 


Distributor Advisory Boards — 
The American Association approved 
a report by D. W. Northup advo- 
cating the appointment of Distrib- 
utor Advisory Boards. In his re 
port, Mr. Northup stated: “Re 
cently, manufacturers have show) 
a growing interest in the purposes 
and the desirable results obtained 
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from Distributor Advisory Boards. 
It is recognized that distributors, 
as 2 whole, are best qualified to ad- 
vise manufacturers concerning dis- 
tributors’ sales problems because 
of their knowledge and experience. 
The success of these boards, and 
the great understanding and good 
will generated between manufac- 
turers and distributors, has added 
impetus to this idea.” 


Economies—No Miracles 


These projects of your Joint In- 
dustry Committee to “Plug the 
Holes in Your Pocketbook” seem to 
make sense to all of us. We dis- 
tributors agree among ourselves 
that they result in economies, but, I 
am afraid, we too often expect 
miracles from our committees. 

A typical manufacturer may have 
150 distributors. 
sider that he will problably hear 
from only 5 pct of them when he 
makes a change in policy or sends 
out general inquiries for distribu- 
tor opinion, you begin to get some 
idea of the problem. 

You, as an integral part of the 
manufacturer’s own sales organiza- 
tion, are the most potent influence 
on sales policy available, and it is 
most unfortunate that you are also 
the most inarticulate part of the 
manufacturers’ sources of informa- 
tion. 

You may well ask why the manu- 
facturer does not take action when 
he sees such a vote as 371 to 15 on 
a question like net pricing. 

Fortunately, or unfortunately, 
manufacturers are still human’ be- 
ings, and, as such, resist changes 
and so they often make excuses 
among themselves that this vote 
does not apply to “my own distribu- 
tors.” 

Your Joint Industry Committee 
currently has under study three ad- 
ditional programs, which we feel 
will materially assist in “Plugging 
the Holes in Your Pocketbook.” 

Under the leadership of Henry 
Tonsmiere, a committee member, 
we took a vote of the distributor 
membership and found that 296 
were in favor of prepayment of 
freight by manufacturers; only 
four were opposed. A study is be- 
ing made to show definite savings 
through prepayment of freight by 
manufacturers where such manufac- 
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MOL aky that tell are labels that sell 
FLETCHERWARE-—the only enamelware 


line featuring brand-NEW, 4 color 
sales-tested Labels! 


* 
’ 
; 
id 


‘TITANIUM added 
for longer wear and 
Whiter-white 


e 





ENAMEL COMPANY: DUNBAR, W.VA. 





Merchandise Mart, Chicago 54, Illinois 


turer has a full freight allowance or 
a partial freight allowance policy, 

There are substantial savings to 
the distributor since there are no 
charge backs to be made on freight, 
substantially reducing the distrib- 
utors’ accounting expenses. 

In the case of partial freight al- 
lowances, the prepayment of freight 
by the manufacturer enables the 
distributor to have a delivered cost 
on the merchandise, including 
transportation, shown on the face of 
his invoice. This is a real advan- 
tage in view of the present high 
cost of transportation and frequent 





Frank P. Green, of the Delta File 
Works, Philadelphia, is seen as he 
reported as treasurer of the Ameri- 








can Supply & Machinery Manufac- 


turers' Association. He stated the 
association was in best financial con- 
dition in its history. 





changes in transportation rates. 

In this way, the transportation 
cost becomes a part of the invoice 
cost, instead of a cost which must 
be built up through a series of ex- 
pensive calculations where none are 
required if the freight is prepaid. 
Of course where only partial 
freight is allowed, the manufac- 
turer would add proper charges to 
the invoice. 

Our investigations have shown 
that in many cases the confusion 
resulting from errors in charge 
backs of transportation to manu- 
facturer, where he gives either a 
full freight or partial freight al- 
lowance, is more expensive than the 
added cost to the manufacturer by 
reason of additional invested capi- 
tal in prepaid freight. 

All of us have had the experience 
of not charging back enough, or 
charging back too much freight, re- 
sulting in expensive correspondence 
credits and adjustments on our 
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turers. 


manufacturer. 


for prepayment on some shipments 
and collect on others. As the whole 
purpose of our program is to de- 
velop the lowest possible operating 
cost to both manufacturer and dis- 
tributor, so that consumers can be 
served most economically. 


Opinions Are Sought 


We feel that to accomplish these 
purposes, any plan must be kept 
simple and uniform. We would ap- 
preciate letters of advice from both 
manufacturers and distributors to 
this committee concerning prepaid 
transportation. 

Under the leadership of Forrest 
Bennett and George Wuerthele, your 
committee is giving study to the 
distributors’ packaging problems. 
A large purchaser of industrial sup- 
plies and equipment recently stated 
that the last remaining frontier for 
large savings in industrial distrib- 
utor warehousing operations lies in 
getting manufacturers to package 
industrial supplies and equipment 
in reshippable cartons or boxes in 
distributor’s normal resale units. 


New Economies Needed 


Through the cooperation of ma- 
terials handling engineers, vast sav- 
ings have already been made by 
many distributors through use of 
fork lift trucks, conveyors and sim- 
ilar devices, to such an extent that 
many believe most of the future 
savings in warehouse operations 
must come from other economies. 

Preliminary studies have shown 
that the prepackaging of an item 
like 4% in. galvanized pipe ells can 
Save a distributor as much as 3 to 
5 pet on his selling price; or to put 
it another way, can increase his 
gross margin by 8 to 5 pct. 

Through the cooperation of the 
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pooks and on those of our manufac- 


We feel sure that distributors 
would like the prepayment policy 
adopted, and we are asking the 
American Association to make a 
similar study, which we believe will 
show that prepaid transportation is 
the cheapest method where full or 
partial freight is allowed by the 






Our committee recognizes that it 
would be difficult indeed for the dis- 
tributor to ask the manufacturer 
















No. 533 
Has 2 extension 
“warmer” shelves, fry- 
ing pan and 2 broiling 
racks. Size 12!/2x30x24” 
bh gh 





Barbeques, broils, fries 
Has windbreaker back 
and sides, 3 position 
grid. Size 12'/,x!8x21” 
high 












No. 531 
Copperized wire grid 
adjusts to 2 positions. 
Removable easy clean- 
ing ash pan. Size !2!/ax 
18x16” high. 








No. 37 
Another popular model, 
favored for camping, 
picnics etc. Light 
weight. Compact. Sire 
12x30x24” high. 





No. 117 
Upright griller, featur- 
ing frying pan and 2 
wire broiling racks. To- 
tal 246 sq. in. of cook- 
ing surfaces. Size 12x- 
30x24” high. 

Complete with Picnic 
Set consisting of: 

4 plates. Divided 9” 
4 cups. St. 

| coffee pot. 8 cup 
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Grill-Well 
gives you 
a complete 
line of 
promotional 


GRILLS 


FLETCHER'’s new complete line of Grill- 
Well, folding portable barbeque grills 
offers you five fast-moving, profit-making 
models, designed for real convenience and 
efficiency. Grill-Well’s are easy to sell— 
Plan your inventory now—so that you will 
be ready for this season’s volume. 


An assortment of GRILL-WELL Charcoal 
Grills will enable you to get more than 
your share of the profitable grill business. 
They will satisfy the requirements of every 
customer. Copstruction is sturdy yet free 
from bulk and excessive weight. Rust proof 
fire box (12%x18") is dark green por- 
celain enamel—WiILL NOT BURN OFF—with 
quick fire, fire starter and draft. Models 
attractively labeled in 4 colors, with ap- 
petizing pictures and explanatory draw- 
ings. Individually boxed in handy “tote- 
cartons.” 


Save on freight-—Ifi’s smart to 


buy the complete Fleicher Line 


Write for illustrated circular or ask your jobber 
to show samples. 
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LAUNDRY CART 


The Original “Sav-Ur-Bak” 


No woman likes to carry heavy, wet 
clothes...or continually stoop over 
to hang them up. That is why 
Cat-Dax Laundry Carts are such 
big sellers! Order fast-moving, 
profitable Cat-Dak Laundry Carts 
from your jobber. 


The Great New Name in Housewares 
Cal-Dak : Cal-Dak 






Nationally 
Advertised 


Cat-Daxk specializes in products that 

make living easier for your customers 

and selling easier for you. Join the ever- 

increasing number of stores that feature 
AK, 


Write for Full-Color Catalog Sheets on Complete Line 


CA L- D A K Chicago Hetghe’ illinois 
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presidents of our National and 
Southern Associations, a packaging 
advisory board of some 50 distrib- 
utors will be asked to submit in- 
formation as to what is a distrib- 
utor’s normal resale unit on various 
items of supplies and equipment. 

Many manufacturers tell us that 
they are seriously considering the 
adoption of decimal packaging. This 
proposed change provides distrib- 
utors with a splendid opportunity 
to give the manufacturers real fac- 
tual information on the quantity in 
the distributor’s normal resale unit, 
which we feel should be packed in 
a reshippable carton or box. 

Since many of the manufacturers 
from whom we buy also sell through 
wholesale hardware outlets, we in- 
tend to cooperate with the National 
Wholesale Hardware Association’s 
packaging committee as well as 
plumbing and electrical distributor 
associations. 

Your Joint Industry Committee 
has also given study to the prob- 
lems of improving the relationship 
between distributors’ and manufac- 
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turers’ representatives. Our vice 
chairman, Eugene F. McCarthy, has 
headed up this study. 

We find that many manufacturers 
apparently do not keep their sales 
representatives advised about the 
sales policy of their company. We 
hear complaints that some salesmen, 
and especially independent sales or 
manufacturers’ agents, often disre- 
gard company policy or make deci- 
sions on their own initiative, con- 
trary to manufacturer’s policy. 

Distributors have been reluctant 
to reports these conditions as they 
are fearful that their complaints 
may bring about a worse situation 
by causing the agent or salesman 
to become antagonistic or hostile. 

There is also a definite need for 
better training by the manufac- 
turer of his salesmen in the matter 
of conducting sales meetings. 


Trends in Distributors’ Planning 


(Continued from page 128) 


the only thing he as a salesman has 
to sell. It is your time and money. 
It is valuable and should not be 
wasted. 

The tendency of the dollar vol- 
ume sale to steadily decrease while 
the cost of doirig business contin- 
ues to increase rapidly closes the 
gap between the gross margin and 
the total expense, leaving, after 
taxes, a diminishing return to the 
industrial distributor. With the ad- 
vent of a smaller sales volume, some 
of the concerns have a tendency to 
cut prices, further reducing the 
net profit. 

Now the point I want to make 
here is that many of you have 
spent years developing your line to 
the best of your ability. Please 
then, don’t just give it to everyone 
who asks for the line, but be care- 
ful that you get the right type of 
representation so that you may be 
represented honestly in the field, 
with prices maintained. You know 
what your product is worth. Should 





it be sold at different 
throughout the country? 

A great deal more thought should 
be given on the part of the manufac- 
turer in giving the line to a small 
specialty house because, in many 
cases, the good, substantial indus- 
trial supply distributor is not only 
the one who has established his line 
in the territory but he can also still 
give you better representation. 
There are something like 1600 in- 
dustrial distributors selling your 
merchandise in the country. 

Why should a distributor who 
does not stock your line get the 
same discount as a stocking job- 
ber? Think about the cost of ware- 
housing, rent, taxes on inventory, 
cost of personnel to receive and 
ship, obsolescence, cost of money 
invested and the many other things 
involved in stocking your merchan- 
dise and then, for goodness’ .sake, 
do something about it. 

We find that it takes about twice 
the amount of dollars to stock the 


prices 
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game number of items that it did 
several years ago. The cost of all 
items of expense have increased in 
about the same ratio, including la- 
bor. Operating on a very high 
gross volume of business set up by 
artificial means, the industrial dis- 
tributor now finds that sales begin 
to level off. In the South, January 
of 19538 as compared with January 
of 1952 shows a 4 pct decline, as 
well as in the entire United States. 
The total 1953 sales for the United 
States as compared with the total 
sales for 1952 show also a 4 pct 
decrease. 








Lloyd B. Mize, of the Industrial Sup- 

ply Co., Richmond, Va., delivered a 

talk on “Are We Selling Products 

and Service or Price?" at a session 
of the Southern distributors. 





The Produce Reporter reports 
that it has more rating changes in 
its book for 1953 than in any other 
of its 52 years. Dun & Bradstreet 
shows a tremendous change in rat- 
ings in the past 60 days; credits 
are not so good; the customer is not 
paying his bills as promptly as he 
did some months ago. 

A recent bulletin of the Associa- 
tion discussing the cost of doing 
business per item set this cost at 
$2.82. I believe this figure now 
would be much greater. 

If you have not done so, I sug- 
gest that you read the recent bulle- 
tins entitled “Distributor Opin- 
ions.” These bulletins list a num- 
ber of questions of general interest 
to the distributor and show a tabu- 
lation of the votes of members of 
both the Southern and National 
associations on these questions. 

We find industry moving South 
and Far West, and statisticians 
show the trend will continue, con- 
sequently we should hold our own. 

Several national organizations 
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... the most 
| complete line of 

stainless 
steel hakeware available 


Stainless Steel has now proved 
its merit for BAKEWARE! There is 


nothing like it in performance, durability, 
appearance and easy to clean. 


in Fletcher's complete line of BAKE-WELL 


anything made of Stainless Steel. 


Each BAKE-WELL pie pan, cake pan, cookie 
sheet, etc., is labeled with a 4-color sales 
tested label, featuring appetizing 


ye - Save on treight—Ii’s smart to Buy 
_ .» the Complete Fletcher Line. 
. 18 popular BAKE-WELL 




















CHAMPION 






SIZE 
151/2"'x6!/" 





Dull Black Finish 


Many hardware dealers are 
selling CHAMPION Mail 
Boxes, an excellent product 
value at a reasonable price. 


You, too, can make sure 
your customers for Mail 
Boxes are satisfied by selling 
them CHAMPIONS. 


These Mail Boxes are abso- 
lutely rust proof and carry 
a good profit for you. 


Pages for jobber catalog 
will be furnished upon re- 
quest. 


Nearly all hardware jobbers han- 
dle some products in the big 
CHAMPION line. 


The 
CHAMPION HAS OWARE €0, 
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have advertised and maintained 
their prices to the ultimate con- 
sumer over a period of many years. 
They must have known what their 
goods were worth. It would be 
helpful if more manufacturers knew 
the value of their goods. 

There is a general feeling among 
distributors that a 2 pct cash dis- 
count for payment of invoices by 
the 10th prox. would be of great 
benefit. 

We realize that all manufactur- 
ers are not able to employ their own 
representative in the field and some 
are forced to use manufacturers 
agents. While we find many manu- 
facturers agents ethical and above 
board, we are finding some who are 
selling direct to the ultimate con- 
sumer and also setting up accounts 
that should never be set up on a 
distributor basis. The manufac- 
turers agent you employ should be 
thoroughly instructed in the policy 
of your company. If you employ, 
you should control. 

There is a definite question in the 
minds of many industrial distribu- 
tors. He is concerned about the 
manufacturer who _ establishes 
branches in his locality presumably 
as a better available source of sup- 
ply for the distributor and then 
proceeds to use this as a sales or- 
ganization to sell the ultimate con- 
sumer. 

Warehouses and branches encour- 
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age a lot of people to go into busi- 
ness without capital. 

They are also wondering just 
what the definition of an O.E.M. is 
supposed to be, and in all fairness, 
we hope that in the near future 
your organization will spell out who 
actually is entitled to O.E.M. prices, 
Many time the industrial distribu- 
tor spends time and money in de- 
veloping your lines in industry only 
to find that you then consider these 
accounts as O.E.M. and then at 
times you are willing to give the 
distributor 10 pct for handling 
from his stock. Did you ever try 
to do business on a 10 pct gross 
margin? 

While these two things are not in 
every one of your industries, they 
certainly are running wild in 
others, causing some very unhappy 
situations. 

There has been quite a lot of 
thought given to the matter of pre- 
paying freight. This holds many 
advantages for both the manufac- 
turer and distributor. 

Some manufacturers want dis- 
tributors to buy their advertising 
folders and stuffers. That definitely 
is a manufacturer’s expense. 


An Industry Approaches Maturity 


(Continued from page 120) 


lation and industry migrations. 
His job was to sell, to promote, to 
finance. 

The manufacturer he bought 
from cared very little about the 
jobber’s problems as long as he 
produced orders to keep the manu- 
facturer’s plant back home busy, 
and paid his bills. 

Times have changed, but the 
rugged individualist has not en- 
tirely disappeared, Thank God! 

Some of our members conduct 
relatively small businesses with a 
small closely knit organization. 

Perhaps the key individual 
broke away from a larger jobbing 
organization to go on his own, 
with new ideas. 

Be it to the everlasting credit 
of our national association that 
upon modest evidence of stability 


and responsibilities these new dis- 
tributorships have been sincerely 
welcomed into membership. They 
have added strength and virility to 
association programs. The record 
shows they have grown and pros- 
pered as industry generally has 
prospered. 

As in all growth industries, mis- 
takes are made in the scramble for 
elusive orders, under pressure of 
immediacy. 

Short cuts have been tried, blind 
alleys explored. 

In the process of growing, who 
has not occasionally lost sight of 
long range goals temporarily? 

This brings us to another of our 
functions as industrial supply dis- 
tributors and common to us all. 
It is the one most infrequently re- 
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Limited Offer! PLANE « TOOL MFG. CC 


K YOUR JOBBER OR SEND US YOUR ORDER TO | 
SHIPPED THROUGH ANY JOBBER YOU SPECIFY SHELTON, CONN. 
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CANS AND PAILS 





bom! 


There’s no end to the uses of WITT 
CANS and PAILS. You'll find them filled with 
flour in a bakery ... ashes in a boiler room 

. ++ paint in a manufacturing plant... 

plaster on a construction job. 

Wherever a durable Can or Pail is Cine 
required, there’s likely to be a } 
WITT. Known for their ruggedness... 
WITT CANS and PAILS are ai 
guaranteed to outlast 3 
to 5 of ordinary CANS. 














WITT CAN AND PAIL FEATURES 


with others on these points... 





STRAIGHT SIDES—assure extra resistance to rough handling. 
DEEP ROLLING CORRUGATIONS—run full length of Can adding 
further rigidity. 

HEAVY GAUGE STEEL—provides battleship rugged 
STRUCTURAL STEEL BANDS—protect top and bottom of Can and 
act as shock absorbers. 

HOT DIP GALVANIZING—a -hand process after fabrication, 
insuring heaviest possible rustproofi 

PINCH PROOF HANDLES—for easy handling. 

STURDY LiD—snug fitting yet easy to remove. 




















THE WITT CORNICE COMPANY 
2110 Winchell Avenue 
CINCINNATI 14, OHIO 









ferred to, because it is so simple it 
is axiomatic: 

The function of sound manage- 
ment of money to the end we shall 
all pay our bills (with the 2 pet 
cash discount); have money suff- 
cient to finance our current opera- 
tions at a high standard of ser- 
vice and with something left over 
to plow back, with which to grow 
on. 

When our customer friend ex- 
pressed this viewpoint: “I get good 
service from the industrial supply 
distributor on small and medium 
sized orders, but when I have a 








Carthy & Rogers, Inc., Buffalo, N. Y., 

distributors, explained to manufac- 

turers what his company is doing to 

improve the efficiency of service to 
their accounts. 





large quantity order, I ought to be 
able to buy at the distributor’s cost 
or better.” 

This customer is setting up an 
impractical formula. 

Most industrial supply distribu- 
tors acknowledge the merit of large 
unit quantity price differentials. 

The extreme in large single 
units of purchase whereby many 
distributors, gracefully or other- 
wise, might reduce his participa- 
tion to mere token compensation is 
understandable. 

Within my observation a great 
majority of our manufacturing 
sources have come to recognize the 
vital importance of backing up and 
strengthening the industrial sup- 
ply distributor position through 
sound distribution policies. All 
experience points to the soundness 
of entrusting ever larger responsi- 
bilities with competent industrial 
supply distributors. 

There remains for the indus- 
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HURRICANE SALES 
OUTLOOK BRIGHTEST 


IN HISTORY! 


JOBBERS REPORT SPECTACULAR 
SELLING SEASON AHEAD FOR ALL 
HURRICANE DEALERS! 


For another consecutive year, Hurricane Rotary 
Power Mowers have reached a new peak in popu- 
larity! The proof is plain to see. Many dealers 
are doubling — even tripling — their last year's 
inventory commitments. Everyone handling Hur- 
ricane has discovered that customers want a better- 
built, quality mower—and that’s exactly what 
the Hurricane line offers! 

If you want a power mower line that really sells, 
one that builds bigger sales volume year after 
year, take on Hurricane. Use the handy coupon 
below to get full particulars. 


eee _— 


ay 
4 






MURRICANE JUNIOR — a trim, lightweight, 18” copy 
of the big Hurricane that’s ideally suited for 
small and medium-sized city lawns. Here's a 
mower that builds business with every sale. Word- 
of-mouth advertising by satisfied customers brings 
prospects flocking to your store! Rugged con- 
struction, flawless mechanical design and economy 
of operation make Hurricane Junior a dream to 
handle. These mowers stay sold — customer com- 
plaints are a thing of the past! 





HURRICANE GLIDER —the economy model. A 
sturdy, powerful, 18” mower that fills the bill for 
the “price-conscious” customer. Like all Hurri- 
canes, it has a 2 h.p. gasoline engine, automatic 
governor, full-floating friction drive, adjustable 
cutting height, hinged safety guard and grass 
throwout, and vacuum-lift suction blade. These 
quality features make selling simple — give sales- 
people powerful points they can hammer home 
with profit-making results! 
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NATIONAL METAL PRODUCTS CO., INC. 


MURRICANE SENIOR — one reason Hurricane sales are up year after year. 
This big, sturdy, 20” powerhouse is just what the doctor ordered for 
heavy-duty work on large suburban and estate lawns. Proper mowing with 
a smooth-cutting, close-trimming Hurricane is as much a part of good lawn 
care as seed, sod, fertilizers and weed-killers. 


MURRICANE PARTS AND SERVICE 
are always available. There's 
good money for you in this side- 
line, too. Your parts order is 
shipped the day it’s received... 
there’s no long wait for delivery, 
no embarrassing delay to explain 
to customers. Replacement parts 
and new modifications fit all 
machines — from a 1946 model 
right up to the latest 1953 design. 


Hurricane is made hy 


Dept. H-24, 2722 Cherry Street 
KANSAS CITY 8, MO. 





MAIL NOW FOR COMPLETE 


NATIONAL METAL PRODUCTS CO., INC. 
DEPT. H-24, 2722 CHERRY STREET 
Kansas City 8, Mo. 


YES! Show me how Hurricane can boost my power mower sales and profits! 


INFORMATION! 
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vith PLUS VALUES 


“a One Source for all of your require- << 
PLU ments in hanging and fastening ’ 
VALUE devices. Saves you paper work — 

can save you on freight. 


Top-Flight Quality. The newest and best in manu- 


i 


PLUS 
VALUE facturing methods and quality control give you flaw- 
less products your customers like to use. 
PLUS Strong, Colorful Cartons with complete easy 
VALUE reading content identification. 
Customer Demand stimulated y 
PLUS with abundant promotion that f 
VALUE includes advertisements like 





Just one 
of Paine's 
family of 
products. 


For a line 
on the full 
line write 
for cotalog. 





AGING 


THE PAINE COMPANY, 5 Westgate Road, Addison, IIlinois 
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trial supply distributor, be he large 
or small, the bounden duty in ad- 
vancing his economic strength to 
fight for and fully justify his right 
and need for participation in large 
unit sales. 

Two association services by and 
for our membership—The Annual 
Cost of Doing Business Report, and 
The Current Survey on Salesman’s 
Compensation, is evidence enough 
of the industrial supply distribu- 
tor’s keen appreciation of his man- 
agement function in the wise ap- 
portionment of working capital. 

During wartime and in the pres- 
ence of national danger the indus- 
trial supply distributor has a splen- 
did record of cooperation with 
military production authorities at 
levels where production is under 
way. 

In Washington, among the mili- 
tary, away from direct contact 
with actual production, there has 
been rumored that the industrial 
supply distributor is just “a middle- 
man.” 

Except in the sense of being in 
the center of things where work is 
being done, the term “middleman,” 
when applied to the industrial sup- 
ply distributor, is a complete mis- 
nomer, as all of you well know. 

There remains, however, a duty 
for all industrial supply distribu- 
tors to get themselves as an indus- 
try clearly and properly identified, 
not only as to the character and 
essentiality of our work, but also 
as this refers to our number and 
strength. 





Travelog Shown On 
Distributor Operations 


One of the most interesting pre- 
sentations made at the National 
Association meetings was a slide 
film travelogue, narrated by Frank 
M. Cruger, Indiana Manufacturers 
Supply Co., Indianapolis, Ind. 
Every aspect of industrial distribu- 
tion was portrayed in actual photo- 
graphs made in a number of the 
warehouses of National Association 
members. 

Among the many phases of oper- 
ation shown were warehousing, con- 
veying, bookkeeping and account- 
ing, telephone order taking, order 
picking, inventory control, and 
mechanized equipment. 
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~ Southern 
Hardware 
Convention 





Tubular Glass Rods 


(Continued from page 113) 


is practically impossible to expect 
of him. Yet, specialized, selling 
competition is growing day by day. 

In full frankness, the hardware 
wholesaler of today must face this 
fact and must institute specialty 
units in his sales force. Either 
that or sit back and watch certain 
departments fade away. 

It is true, thankfully, that there 
are many, many, aggressive hard- 
ware houses who today do have 
specialty units, or at least spe- 
cialty salesmen. It is most not- 
able that it is from these whole- 
salers that the large, frequent 
orders come. 


General Man Gets Help 

There is a very real fact which 
should be brought out to the gen- 
eral sales force, which is that the 
specialty man is not only a friend, 
of the department whose goods he 
promotes, but is a very real friend 
of the general line man himself. 

For it is the goods which he 
promotes and starts on its selling 
path that soon crop up on the 
dealer’s want book, and are then 
written up by the general line 
man on his regular call. Don’t 
forget the very real need for the 
specialty effort. : 


Departments Benefit 


It may well be that this spe- 
cialty effort is actually the life 
line you need to throw to the de- 
partment drowning in the sea of 
competition. Primarily, of course, 
we ourselves are interested in the 
specialty force selling tackle. 

We know that your tackle de- 
partments will benefit in ratio to 
the amount of specialty selling 
applied. You wholesalers will prob- 
ably find that specialty forces are 
being regimented by the alert 
wholesalers in many other depart- 
ments as well. 

The last point that is probably 


HARDWARE AGE, APRIL 30, 1953 








GET READY / 


ror tt PROFIT PARADE 


= ——— “*S 


i PL - ea 





— 






$64 © 










WALL INDUSTRIAL 
SOLDERING IRONS 


The perfect production-line soldering iron. Designed to take punish- 
ment, so it appeals to all industrial users who are economy-minded. 
© Thermostatic action prevents tip burning! ® Built to withstand con- 
tinuous heavy duty! @ Heats 4 times faster than most other irons! 
© No radionic interference while in use! ® UL and Canadian Stand- 
ards approved! @ Successfully passed the 65° below zero test! 

© Precision wound on pure mica sheet! ® Heat-Control 
means greater economy! ® Complete size range . . . 20 host f 
to 1000 watt! © Operates on 110-120 volts, AC or DC! y 


OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 


WALL MANUFACTURING CO. 










GROVE CITY © PENNSYLVANIA 
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Just what sportsmen want and need . . . Champion Sprayon 
“Wet-Pruf” water repellent to protect sports apparel 

and equipment. Handy-size can with built-in spray valve 
has instant customer appeal . . . sure to prove one of the 
fastest moving items in stock. A natural “add-on” sale 
to just about every sporting goods purchase. 

“Wet-Pruf” is a stainproof liquid that puts a transparent 
protective coating on any material . . . flexible on 
fabrics and leather, harmless to equipment. Ideal for 
lengthening life and increasing effectiveness of gloves, 
caps, raincoats, tents, tarpaulins, windbreakers, nets, 
lines, sails, luggage, snowsuits, sleeping bags, camp 
furniture and countless other equipment. “Wet-Pruf” 

is quick-drying, won't run or change fabric colors 

«+. prevents moisture damage, rot and mildew... 
won't clog pores ... never greasy or sticky ... 
reduces wear and tear and cuts cleaning costs. 

Can’t fail to build repeat sales! 





CHAMPION BRONZE, POWDER & PAINT CO., Inc. 


CHICAGO 12, ILLINOIS 


2526 W. VAN BUREN ST., DEPT.H 














A light for every customer when you carry the complete “All-Pur- 
pose” line of Justrite electric lanterns. Handsomely packaged for in- 
stant sale. Nationally advertised. 


YELLOW FLASH 8 
Most powerful made . . . 2500 
ft. beam . . . Uses 8 standard 
flashlight cells or converts to 
6-volt lantern cell . . . Fits in 
glove comp., tool box ... 
Handy square shape, adjustable 
head, rugged metal case. 

List price. .$3.95 less batt- 


6-VOLT WORK LIGHT 
6-Volt lantern power in a com- 
pact 3” x 3” x 534” unit. Ad- 
justable headpiece . . . Focusing 
reflector . . . Square base for 
Standing . . . Uses 4 standard j 
flashlight cells. i 
List price. . $2.95 less batt. 





Model 2104 


# 


Model 2144-S 


New Advertising mats, Point of sale material available. Ask your jobber about the Just- 
rite All-Purpose line of electric lanterns. See the all new year-round Justrite ads in Argosy, 
Outdoor Life, Grit, Popular Mechanics and many other national magazines. 


Model 2108 


WARNING LIGHT 
Perfect Twin to Work Light .. . 





ALL PURPOSE LANTERN 
Twin bulb design . . . Emer- 


Designed to give all around | gency bulb instantly avail- 
light . . . Flasher and red liner | able . . . Strong spot beam 
give warning . . . Instantly con- 


. . . Light in all directions 
: . Globe protected by 
frame . . . Uses lantern 
battery . . . Sturdy handle, 


stand. 
List Price. $7.25 less batt. 


verts to steady white light... 
Uses 4 standard cells. 
List Price. .$4.95 less batt. 
Money saving Combination 
2104 and 2192 available as 
set in single display carton. 








Model 2192 
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more important than anything 
heretofore mentioned concerns 
that small but mighty word— 


policy. The best firm, the finest 
goods, the most superb salesman- 
ship, all are for nought if unsup- 
ported by policy. 

It is to your very best interests 
to search out the true policy of 
your supplier just as it is essen- 
tial that you properly establish 
your own fair policies for your 
dealers. Your merchandise should 
be purchased from firms whose 
selling policies are above re- 
proach. 


Check Firm's Policy 


Since you are wholesalers, it is 
logical that you purchase from 
manufacturers who have estab- 
lished the policy of sales to the 
wholesaler only. For to deal with 
those firms, who attempt that most 
difficult of all balancing acts— 
carrying water on both shoulders 
—is not only unfair to those man- 
ufacturers who do practice and 
perpetuate their ethical policies, 
but, it is actually unfair to your 
own firm. 

To continue to buy from those 
who may slightly lower price, 
though possessed of no ethical 
selling policy, is but perpetuating 
unfair competition. Purchases 
from firms such as this actually 
permit this “no policy” producer 
(by reason of your plus business) 
to continue to by-pass you when 
attractive dealer-direct or chain 
store orders present themselves. 


Policy Builds Business 


There are many old adages such 
as “Honesty Is the Best Policy” 
that though time-worn are still as 
true and vital today as ever. You, 
no more, can ultimately afford to 
buy from a firm of poor policy 
than you can to buy meat for your 
table from an unethical, heavy- 
handed butcher, for both take a 
cut of that which is rightfully 


yours. 
Buy from the manufacturer with 
a firm, consistent wholesaler 


policy for over the long haul, it 
is his goods that will build lasting 
business for you. 
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What other areas 
are doing 


Community Promotion Ideas 
TLE 


When an entire community of 
business men get together to boost 
business with community promo- 
tions, sales and good will are built 
for all merchants. 

Here are some reports of com- 
munity promotions that have been 
successfully staged across the coun- 
try. 


Teachers Study Industry 
Operating on the theory that 
teachers like to learn more about 
business, businessmen in Gales- 
burg, Ill., held a Business-Education 
Day last year to entertain more 
than 500 Knox County teachers. 
The guests were dined and taken 
on tours of various industrial 
plants and retail stores. 


businessmen report that the suc- 
cess of the program was such that 


event. 


Ham and Egg Show 


What is believed to be the larg- 
est Ham, Bacon and Egg Show in 
the country is held annually at 
Charleston, W. Va., under auspices 
of the Future Farmers of America 
with support of local business 
firms and residents of the area. 
Its intention is to offer high quality 
hams and bacon to the people of 
the state and to encourage farm 
boys in their efforts under voca- 
tional programs to produce better 
pork products for the market. 

Displayed pork products are 
judged by West Virginia Univer- 
sity professors. 


Monthly Baby List 


Merchants in Rockford, IIl., pub- 
lish a list of the names and ad- 
dresses 


(Continued on page 156) 
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Galesburg merchants and other 


they plan to make it an annual | 


of all babies born each | 


displays 
sell 
more 


CAMPBELL CHAIN, displayed on this 


compact, colorful merchandising 
stand, has eye appeal—reminds cus- 
tomers to get the chain they need. 
Various assortments of the most pop- 
ular types are available. The com- 
plete Campbell Line includes chain 
of every type ... in every grade 
and size. Ask your wholesaler, or 


write direct. 


Chain for every need .. . INDUSTRIAL 
FARM... MARINE... AUTOMOTIVE 


CAMPBELL CHAIN @Comzauy 


YORK, PA 


| MAIN OFFICE 


attractive 


Factories: York, Pa., and West Burlington 





lowa 


Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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propellents. 





“Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 











E. I. du Pont de Nemours & Company (Inc.) 
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erosol Sales Skyrocket When 


4 out of 5 Hardware 
Retailers Stocking 
Aerosols Say They’re 
Better And Tell Why 


The latest Du Pont nation-wide sur- 
vey of the aerosol market shows that 
hardware retailers stocking aerosols 
think highly of them. 

4 out of 5 of these dealers believe 
aerosol dispensing is better than 
other methods, and offer several con- 
vincing reasons why. In their opin- 
ion, aerosols are: 


. “easier to use” 
. “more convenient” 
. “quicker and do a better job” 


. “more thorough... spray evenly” 


Oa Wn = 


. “more economical” 


These favorable comments are typi- 
cal of those made by retailers in the 
other leading outlets for aerosols as 
well. They include drug stores—de- 
partment stores—food stores— 
variety stores—automobile supply 
stores—and service stations. This 
attitude toward pressure-packed 
products further proves that mer- 
chandisers recognize the clear-cut 
advantages of aerosols, and find them 
helpful in selling many customers. 

Put the plus values of pressure- 
packaged items to work for you. 
How? By highlighting them in store 
displays and in your sales talk. Shop- 
pers want to know more about this 
modern method of dispensing vari- 
ous products... how it can help them 
simplify many household chores. So 
explain the different uses of aerosols 
and play up their advantages.When 
you give these products a push— 
you'll find what a strong sales pull 
they have! 
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Pointers on Using Aerosols 
Build Repeat Sales 


Satisfied customers are the best kind. 
They’re the ones who buy the prod- 
uct again and again. You can often 
help build repeat sales and render a 
welcome service by giving customers 
a tip or two on 
how to use the 
2S aerosols they 
buy. 

For example: 
when you sell an 
aerosol paint 

6 — spray, here’s a 

pointer that will 

help keep it in proper working order. 
After using the spray, hold the aero- 
sol container upside down. Press the 
button or slide that opens the valve. 
This releases a small quantity of the 
propellent (without wasting any of 
the paint). Pressure cleans the valve 
so that no paint remains to clog it. 
Then, next time the aerosol paint is 
used, it’s sure to operate properly. 

A suggestion such as this requires 
but a moment of your time . . . yet it 
may mean the difference between a 
satisfied customer and a dissatisfied 
one. 





Selling Aerosols With 
Related Products 


Often, when you feature variousitems 
that are used for specific purposes, 
why not include one or more aerosol 
pressure-packed products? For in- 
stance, a counter or window display 
of vacation items such as fishing 
tackle, sun glasses, picnic kits, vacu- 
um bottles and other accessories 
might very well contain aerosol insect 
repellents, aerosol paint sprays, aero- 
sol water repellents and similar re- 
lated products that could be used at 








seaside or mountain resort. 

Other aerosols such as moth- 
proofers, room deodorants, garden 
sprays, and even pet sprays—are 
items often needed in every summer 
cottage or cabin. Feature them along 
with the many other vacation-time 
products your customers need or 
want. You’ll find it’s a smart way to 
ring up extra sales. 


Easy Way to 
Decorate Furniture 


Good idea for selling aerosol paints 


awe 





Pictured above is a new and novel 
way to decorate furniture, trays, cup- 
board doors and the like. Consists of 
a stencil held in place with masking 
tape and sprayed with an aerosol 
paint. Newspaper protects the sur- 
rounding areas. Ideas often help sell 
an aerosol product when they sug- 
gest still another way of using it. 


What Makes an Aerosol Work? 


Aerosols are pressure-packed, and the 
ingredient creating pressure is usual- 
ly a Du Pont ‘“‘Freon”’ propellent . . . 
a liquefied gas. When the valve is 
opened at top of the container, it al- 
lows the propellent to eject the con- 
tents in the form of a fine mist or 
creamy foam, depending upon the 
type of product. ‘“‘Freon’’ propellents 
are safe, nonflammable, nonexple- 
sive, virtually nontoxic. That is why 
they are used in the majority of 
aerosols. 
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“Kinetic”? Chemicals Division, Wilmington 98, Delaware 








“Fab-Spray” is a fabric- and sur- 
face-decorating material, pressure- 
packed in modern, aerosol contain- 
ers. Although comparatively new, 
it’s going great guns in many mar- 
kets because retailers are plugging it. 

A lot of merchandising-minded 
dealers throughout the country were 
quick to see the sales potential in 
this newcomer. Well aware of the 
importance given to such products 


brought customers into the store 
with full intention of buying. 
Carefully prepared television spots 
are used in many areas to illustrate 
the ease of application to the house- 
wife. These spots often form the 
backbone of complete campaigns, 
worked out by franchise distributors 
and retailers . . . newspaper ads, out- 
door billboards, window streamers, 
in-store pennants, demonstrations, 





by style-conscious custom- 
ers, they believed (and 
rightly so) that with good 
promotiontheproductwould 
sell like hot cakes. It did. 
One outstanding feature 
of several promotions was 
the advertisements dealers 
placed in local newspapers. 
Hard-hitting ads... packed 
with ideas and product- 
use suggestions . . 








One reason why sales of aerosol prod- 
ucts have grown by leaps and bounds 
is that they make tedious household 
jobs easy. Take mothproofers, for ex- 
ample. By simply pushing a button, 
you can effectively protect an entire 
garment against the pesky moth in 
just a minute or two. 

But this is just one of the many 
aerosol products forthe home. There’s 
adust-mop spray that makes the mop 
absorb more dust—a plastic spray 
that protects various metal fixtures 
—and aerosol paints that make 
bothersome jobs a cinch. 

For example: stack several win- 
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Aerosols That Make Work Easier 
Have Strong Sales Appeal 





puts. IEW: 
back in fabrics 





Typical retail dealer ads featuring “Fab-Spray.” Store displays tie in. 





¢ 


dow or door screens of the same size 
against a support. Spray them criss- 
cross fashion with the aerosol paint. 
Pressure carries the paint through 
the screens so that all of them are 
finished in a fraction of the time re- 
quired with a brush. Turn the screens 
around and spray the other side, and 
presto—the job’s done! 

Makespringtime your springboard 
for sales of household aerosols. Dis- 
play these pressure-packed products 
in your store. Remember: hidden 
items can’t sell themselves. So bring 
them out in theopen where customers 
can see them—and buy them! 


Backed by Effective Promotion 


“Fab-Spray” Story .. . another example 





Demonstrator in store sells idea of simplicity 
and effectiveness of product. 


counter and island table displays and 
various other sales helps. All of these 
put ““Fab-Spray”’ in the spotlight... 
pound home the idea that here is a 
product the customers should buy 
and try. Leaflets, folders and display 
cards are supplied free of cost by the 
product manufacturer, Henderize, 
Inc., Sacramento, California. 

Here, then, is another example of 
how pressure-packed aerosols can be 
sold .. . and quickly turned into the 
profit makers that most of them are. 
People everywhere are swinging to 
the aerosol method of dispensing all 
kinds of products, and it’s smart to 
display these new items whenever 
you can. 





“Yes...he buys an aerosol insecticide 


every week . . . understand he's chief 
gnat catcher of his Cub Scout den!!" 
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That Magnifies 
Your Paint 



















Robinson magnifies your paint brush profits by pursuing 
the policy of providing you, the dealer, with the finest, 
most saleable brushes along with effective merchandising 
ideas. 


The four big sales aids pictured here are just a few examples 
of point-of-purchase merchandising tools designed by 
Robinson to maintain an economical, profit-packed, self- 
selling program for you. 
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| 
| NEW SELF-SELLING 
| WALL BRUSH 
| ASSORTMENT WITH 
BRUSH-PAC*: 
i Individually packaged brushes for “Do-it- 
| Yourself” painters— Packages give helpful 
| painting tips . . . suggestions for acces- 
sories you sell . . . keep brushes factory 
l perfect . . . have important re-use value. 
l 





SALES BOOSTING 
MERCHANDISING 
BOARD 
Attaches to paint shelf—More 
“show”! More “tell”! More 
“sell”! — Eliminates under- 
counter inventory — Gives 
maximum turnover with 

















FAST MOVING SPRING 
ASSORTMENT 

12 Popular-sized 100% 

tipped nylon brushes in a 

sparkling, compact, sales- 

building carton—Your 


minimum inventory — Self- v8 . 
selling — Visual Inventory profit . . . 87% on cost! 
control. 


EYE-CATCHING SUPERB ASSORTMENT. 
Same big seller as Spring Assortment—Fea- 
tures 100% pure bristle brushes—You make 
65% profit in fast sales! Jobber and dealer 
inquiries receive prompt attention. 


*Pat. Pending. 







in COR PORATED 


—— P.O. Box 47 


AVE. + NUTLEY 10, NEW JERSEY 
Teleph = 


NUtley 2-4510 
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month in that city in a special page 
of a local newspaper. The same 
page also contains advertisements 
for the sponsoring merchants. 
This list helps merchants and 
groups wishing to build birthday 
lists to have accurate records. 


0? 


Honors Housewives 


In recognition of the efficient op- 
eration of homes in the area by 
housewives in all income brackets, 
the Broken Bow (Neb.) Chamber 
of Commerce stages an annual 
Homemakers recognition program 
and banquet. 

Highlights 
the area are 
events. 


of homemaking in 
stressed at these 


Farm Finance Clinic 
Farming is getting to be a big- 
ger business with many individual 
farmers having investments of as 
high as $50,000. Business men 
and farmers in Columbus, Neb., re- 
cently recognized the importance 
of the business of farming with 
a Farm Finance session to discuss 

the handling of farm incomes. 


Folk Dance Festival 


Rural people with light feet and 
an appreciation of good folk music 
get their chance at the annual 
Farm and Home Week, staged at 
Urbana, Ill. There are enough en- 
tries to assure a full day of com- 
petitive dancing. Music is pro- 
vided by five square dance bands. 
The dance festival is sponsored by 
the College of Agriculture, Univer- 
sity of Illinois, and brings thou- 
sands of farmers to Urbana, many 
of whom spend time shopping the 
city’s stores. 


Help Future Farmers 


Business men of Iowa are Co- 
operating with state and national 
authorities in sponsoring an an- 
nual Iowa Junior Lamb Feeding 
Project. The sales last year in- 
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One of the many NONE BETTER 
Alloy Steel Sets — 34 pieces, 12” 
and %” square Drive. Sockets are 
12 and 6 pt. for hex nuts, 8 pt. 
for square nuts. Selection of most 
useful Drive Parts. All in sturdy 
metal Kit Box. Other Sets in Ys", 
3%", V2" and %” Drives. 








































































Customers BUY when they SEE what 
they need in your store... remind them 
and you SELL them! That's the profit-making prin- Brttt® goo 
ciple behind this unbeatable array of NONE BETTER 
Tools and Sales Aids. Your customers see the hand- 
some, rugged construction of NONE BETTER Tools, 
feel the comfortable grips and perfect balance, and 
then—they buy! Thus NONE BETTER’s great line-up 
of popular Tools and eye-catching Displays makes 
Tool sales easy and profitable for you. Ask for the 
details today! 








WRENCHES AND SETS 
Drop forged of the finest Alloy Steel 
and Triple Plate, Chrome finished, 
these NONE BETTER Wrenches are 
designed to stand up under hard 
and constant use. Complete, matched 
Sets for practically every service need 
include Engineer’s Sets, 15° and 45° 
Box End Sets, Combination Box and 
Open End Sets and Tappet Wrench 
Sets. Each Set in sturdy, compact 
Leatherette Roll. 





Complete range of thin wall Socket Wrenches of finest Alloy 
Steel, carefully heat treated and precision broached. Triple 
Plate, Chrome finish. Openings from 3/16” to 2” in the pop- 
ular 4", 36", Y2" and 34” Drives. Available in 6 and 12 point 
openings for hex nuts and 8 point openings for square nuts. 
Also Flex Sockets in 36” Drive and Extra Deep Sockets in 4” 
ond 12” Drives. 


irr Tree W\eve?s ‘* 





ARR SAAT TERS? 
ike es e's jl 
CARBON TOOL SETS 
Quick-selling NONE BETTER Carbon 
Socket Wrench Sets packed for con- 
venience and security. Versatile 19 
piece combination with both 12” and 
M4" Drive Sets, 11 piece 12” Drive 
Set and pocket size 7 piece 2” Drive 
Set, each in Handle Lock Con- 
tainer of red enameled steel. 
Also compact 8 piece Set of 
2" Drive Ell Handle with 7 
Sockets “strung on” for easy 
storage. 





Available in “4”, 3’, ¥2” and 34” Drives, NONE BETTER Drive 
Parts provide sturdy, compact strength and hand-hugging 
grips without useless weight or bulk. Specially popular are 
the Reversible Ratchets, Flex Handles, Speeders and Univer- 
sal Joints. All Drive Parts with the NONE BETTER ‘Keyless 
Locking” feature and Triple Plate, Chrome finish for long, 
rust-free life. 
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THE NEW BRITAIN MACHINE CO.® NEW BRITAIN,& CONN. 
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Your emergency re- 
quirements are our 
special concern. 


204 CONNELL AVE. 







STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8’ O.D., 
gauges No. 28 to 3/8", stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After ALl/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 








\ JOLIET, ILLINOIS 





Facts prove that to cut-off, ream, and 
thread a 2” pipe by hand takes 7% 
minutes. With an Oster “Pipe Master” 
it takes about 1 minute—saving over 
6 minutes. Multiply those 6 minutes 
by the number of pieces you thread, 
and it really adds up. Time saved on 
sizes down to 4%” is comparable. 


Spent with a customer, the time you 
save with an Oster “Pipe Master” 
means more sales, greater customer 
satisfaction, and higher profits. The 
Oster “Pipe Master” assures profitable 
“pipe cut-to-sketch” business. 





multiplies 
your selling 
time 





For complete information on 
the “‘Pipe Master”’ call your 
Oster distributor, or send us 
the coupon below for a fully 
illustrated factual booklet. 


prt erences aquest & 
| THE @Sqgasd MANUFACTURING CO. 


2028 East 61st Street, Cleveland 3, Ohio 
Send me full facts on the Oster “Pipe Master”. 











Address. 





1893 + CELEBRATING 60 Years Leadership in the Threading Industry + 1953 
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cluded 5,112 lambs fed by 241 boys 


and girls. Extension animal hus- 
bandmen from Iowa State College 
assist in grading all the lambs be. 
fore the sales. The lambs are fed 
scientifically. 

The business men say such 
projects pay well because they pro- 
duce a higher type of efficient 
farmer. 


Knot Hole Club 


The Knot Hole Club is a public 
relations activity sponsored by the 
Galesburg, IIl., Chamber of Com- 
merce. Boys and girls of junior 
high and grade schools are being 
invited by the Chamber, through 
the courtesy of Knox College, to be 
guests at all the Knox home 
basketball games. 


V 
sy 
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Family Home Fair 

A Family Home Fair is staged 
annually by the merchants of 
Rochester, Minn. The Fair offers 
entertainment and_ educational 
demonstrations and the merchants 
make displays of their featured 
merchandise. Rochester is the 
home of the famous Mayo Clinic, 
too, and merchants each year stage 
a Nurses’ Party to show the Flor- 
ence Nightingales that they are 
welcome and appreciated. 
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HARDWARE HUMOR 
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"Get the car out, Junior, some- 

thing tells me I'm about to be 

sent after a pair of store- 
bought hinges.” 
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Out of Stock, 
Out of Pocket 


An editorial entitled, “Out of 
Stock, Out of Pocket,” appeared in 
HARDWARE AGE on page 8 of the 
April 2nd issue. This editorial dis- 
cussed the potential losses in sales 
by dealers due to outs. 

The editorial encouraged more 
attention to stock control and fu- 
ture orders. A number of readers 
wrote us expressing opinions on 
the thoughts in the editorial. Fol- 
lowing are two such letters, cover- 
ing a dealer’s and a wholesaler’s 
viewpoints. 


A Dealer's Viewpoint: 
Dear Sir: 
Your item under the heading 
“Out of Stock—Out of Pocket” is 
very interesting. 
It is almost impossible for a small 
merchant to operate a stock control, 
there are not enough hours in a 
day. 
If jobbers filled orders better and 
gave better service, having a com- 
plete stock would be easier. 
For instance, I place an order 
with a jobber’s salesman today, 
Tuesday. I wait until next Wed- 
nesday for a delivery and find some 
items cancelled. I try another firm, 
waiting another week for delivery 
and find three items cancelled, and 
so on, far into the night. 
It is a very rare occasion for one 
to have an order filled completely 
these days, not excepting the job- 
bers, who in bygone days never 
cancelled an item. 
Am still waiting for two thirds 
of my Hardware Week merchan- 
dise. 
The jobbers might well practice 
Mr. E. C. Simmons principles. 
Yours truly, 

A Dealer 


(Continued on page 160) 
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Set Screws 


Lag Bolts 
TOUGHNESS IN 
HOLDING POWER... 
The most important 
quality you look for 
in threaded fasteners. 
TRIPLEX fasteners are | 


unexcelled in tough- 


ness and assure extra * 


holding power. » 





Machine Bolts 


FREE RUNNING 
THREADS... 


For ease in assembly. 





Cap Screws Carriage Bolts 





Our handy wall chart 
and catalog are avail- 
able at your request. 





Semi-Finished Nuts Castellated Nuts 


TRIPLEX SCREW COMPANY 
ii: 


Subsidiary of 
The MEW RRADW Corporation of America 
CAP. AND SET 


5317 GRANT AVENUE « CLEVELAND 5, OHIO 


BOLTS, NUTS AND RIVETS 





SCREWS 
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Stillson Wrench 
with the new 
rust-resistant finish 
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DISTRIBUTORS 
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Genuine Sitillson 


For 84 years the Walworth GENUINE Stillson 
has always stood for the best of its type in pipe 
wrenches. Today, while the design remains 
basically unchanged, metallurgical improvements 
give the Walworth GENUINE Stillson even greater 
.. and all parts 


— Standard of Quality Since 1869 


strength, hardness and toughness . 


have a special electroplated zinc coating to resist rust 
and corrosion. You can tell a Walworth GENUINE 


Stillson by its world-famous diamond trademark and its 


red handle. It comes in sizes from 6 to 48 inches... 


and is sold through recognized wholesalers — order now. 


WALWORTH 


valves e fittings e pipe wrenches 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 


IN PRINCIPAL CENTERS THROUGHOUT THE WORLD | 









” PPA AAATTNNNNANNNNAATERY 
Letters to the Editor 
LARP 


A Wholesaler's Viewpoint: 


Dear Sir: 

I have read with particular in- 
terest the editorial in your April 
2nd issue, “Out of Stock—Out of 
Pocket.” 

Wholesale distributors cannot, of 
course, evade their own responsi- 
bility for carrying adequate stock 
to service their dealer needs. And, 
as I look at our own shorts, I am 
embarrassed at times by their 
number. And I know, too, that this 
is a problem of general prevalence 
among other wholesale distributors. 

It is emphatically correct, though, 
that dealers could contribute 
greatly to the soiution of this prob- 
lem if they would, as your editorial 
suggests, make an effort at antici- 
pating their needs for seasonal 
goods, in the form of future orders. 

It is extremely difficult for a 
wholesaler’s buyer to anticipate the 
requirements for seasonal goods of 
the trade unless he has a founda- 
tion of future orders which indi- 
cate changes and trends in the pref- 
erence of types and categories of 
merchandise. 

We don’t expect our dealers to 


anticipate their entire season’s 
needs by any means. We don’t 
think they should do that. But cer- 


tainly they could safely buy one- 
half, or even one-third, of the quan- 
tities sold in the previous season 
without risking excessive inventory 
or carry-over. And that kind of a 
base would provide a wholesale dis- 
tributor’s buyer with a most help- 
ful guide to his own purchases for 
stock. 

Younger dealers, many of whom 
have gone into business since 
World War II, seem particularly 
averse to placing future orders. 
They are reported to us by our 
salesmen as saying, “It is the job- 
ber’s function to carry stock and to 
have it on hand in advance of the 
season.” 

Yours truly, 
A Wholesaler 
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GRIFFIN" 
BUTTS 


4h 


m— 


When you sell high quality Griffin Butts you 
produce a satisfied customer . . . and satisfied 
customers mean repeat business. Griffin Butts 
are produced from fine steel, carefully rolled in our own mill 


and finished by experienced craftsmen. 
The entire line of Griffin fine builders hardware is designed 


to help you—by offering the best to your customers. 
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P 
RI IN al Every DOOR NEEDS THREE 
———————— 
ERIE © PENNSYLVANIA 
REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Market Street 4524East 60th Street 2611 Garrison Bivd. 
Chicago 26, Illinois San Francisco 3, Calif Seattie, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Rood 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE 6. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkwoy 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dallas 5, Texas Kansos City, Missouri St. Louis 9, Missouri 
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TWO WING 
SPRING-TYPE 
TOGGLE BOLT 


“my 


SPRING HEAD 
STEEL TOGGLE BOLT 
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RIVETED HEAD 
TOGGLE BOLT 
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LITTLE MAJOR TURNBUCKLE 
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FOUR-POINT HAND STAR DRILL 
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FOUR-POINT DRILL POINT 
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TWIST DRILL POINT 
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A-C-E EXPANSION SHIELD 


DOUBLE EXPANSION SHIELD 
a aeenenll 
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O-E EXPANSION SHIELD 
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MACHINE SCREW ANCHOR 
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STUD BOLT ANCHOR 
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LEAD SCREW ANCHOR 
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RUBBERGRIP 
DRILL POINT HOLDER 
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Sold Through Distributors only 


1600 N. Boone Ave. 
ARRO EXPANSION BOLT CO. @ Marion, Ohio 
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-% Washing ton 
—— and VIEWS 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


Budget Cuts Will 
Affect Census Data 


Prospects of a sketchier output 
of business information from the 
U. S. Census Bureau confront the 
nation’s manufacturing and min- 
eral industries. Tentative budget 
reductions voted by the House Ap- 
propriations Committee trim future 
outlays for compilation of this type 
of information from $21 million to 
$11.5 million. 

Even deeper cuts may be voted 
when the huge Commerce Dept. ap- 
propriation bill reaches the House 
floor, but the Senate is talking un- 
officially about restoring some of 
the deleted funds. Affected are 
censuses covering the manufac- 
turing, mineral, and _ transporta- 
tion industries. 


Rate Rise Would Add 
151 Million to Mail Bill 


About $151,000,000 would be 


| added to the public’s annual mail- 


ing costs if the Post Office Depart- 
ment succeeds in pushing through 
its fourth class mail rate increases. 
The department is waging a stub- 
born fight for the increase as part 
of its program to put the Govern- 
ment’s postal operations on a self- 
sustaining basis. 

The Interstate Commerce Com- 
mission, last month, was receiving 
pro and con arguments on proposed 
increases. Public hearings started 
in mid-April. Arrayed against the 
postal officials were a number of 
spokesmen for business, labor and 
the public in general. 

Postal officials were waging their 
fight along three fronts. One was 
a proposal for a 35 pct increase in 
parcel post zone rates. Another 
would boost present catalog mail- 
ing rates by about 34 pct. Still a 
third part of the rate proposal 
would increase by 10 pct the mail 
rates for certain classes of maga- 


| zines. 


Increased rates for catalogs 
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would affect only those of 24 pages 
or more, weighing over 8 ounces 


and issued regularly at least four 


times a year on a free-for-the-ask- 
ing basis. This would account for 
only a relatively small percentage 
of the additional income being 
sought, however. Heaviest burden 
would fall upon general parcel post 
—about $140,000,000. 

Opposition of business is based 
largely on the argument that much 
of the deficit is self-induced or the 
department’s own fault. It is 
argued that postal returns could be 
increased by restoring the old sizes 
and weights, more efficient operat- 
ing procedures, and a more equi- 
table distribution of rates. 


Trade Cost Studies Not 
Illegal Price Fixing 

Cost studies made by trade as- 
sociations are not, as such, evidence 
of illegal price-fixing, the Federal 
Trade Commission has ruled. 

The commissioners held unani- 
mously that a cost study made by 
the Vitrified China Assn. was 
made for the purpose and with the 
effect of revising basic lists used 
as one of several factors in calcu- 
lating individual prices. Prices to 
purchasers were not uniform, be- 
cause of differences in discounts 
and packing charges, and because 
the products were sold f.o.b., with 
buyers paying the actual shipping 
costs. 

There was no intent on the part 
of the association, the FTC ruled, 
to fix prices, nor was there any uni- 
formity or any fixed relationship as 
to the prices charged by individual 
companies. 


Capitol Economy Cuts 
Federal Payroll List 

Eisenhower economy moves are 
beginning to produce tangible re- 
sults. New Civil Service figures 
Show that the Administration 
lopped 7800 workers from Federal 
payrolls during its first month in 
office, thus bringing the total num- 
ber of government employees in the 
Washington area to the lowest 
point in 2 years. 

This trimming does not reflect 
the dismantling of control agen- 
cies. 

(Resume reading on page 11) 
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YE ROUND PROFITS 


Set consists of: Heavy Aluminum 
chuck to take all Hi-Carbon Cad- 
mium Steel blades . . . No. 2 
Recessed; Ye" Diameter; 3/16" Di- 
ameter; V," Diameter, all enclosed 
in two-tone amber handle. 


YOURS FOR \ 


x 
- —s 
Here's the Fuller NY 
Hardware Week Spe- 
cial you called “ter- 
rific” . . . yours now 
for quick profits all year 
‘round! Yes, by popular 
demand Fuller is now fea- 
turing this proven seller as 
a regular special number. 













Regular Retail $1.35 set 


now *1.. 


peater's cost °8 Doz. 










FREE DEALER 
MATS ARE AVAILABLE! 
JOBBERS: Write today for wide 
margin catalog sheets. 








3522 WEBSTER AVENUE NEW YORK 67 
BW orld’s Largest Producers of Unbreakable Amber Handle Tools 
Export Sales Dept.: John H. Graham Co., 105 Duane St., N.Y. 





One Source 


for nails, tacks and 
allied items means 
LESS PAPER WORK 
PROMPTER SHIPMENTS 
EASIER TO INVENTORY 
Buy ATLAS 


and have 24,000 items 
to choose from! 





Shown here are but a few of the thou- 
sands of fasteners made by ATLAS to 
! meet your customers’ needs. One order 
to one wholesaler will keep your bins full 
of fast selling items such as tacks, nails, 
rivets, staples, glazier points and allied 
products. Ask your wholesaler to show 
you how ATLAS “One Source” buying 
can bring you multiple profits. 








vee ATLAS vw 


TACK CORPORATION 


FAIRHAVEN, MASS. + HENDERSON, KY. 


Makers of the largest variety of tacks 


and nails in the world 
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3-5 Alabama Assn. 
3-5 Mississippi Assn. 
3-5 Louisiana Assn. 
24-27 Winter Sports Show 


June 
9-10 Carolinas Assn. 
9-11 Aviation Trade Show 
11-13 Texas Wholesale Hdwe. Assn. 
11-13 Texas Hardware Boosters 
22-July 2 Int. Home Furnishings Market 


July 
13-16 Nat. Retail Hardware Congress 
13-17 Nat. Housewares and Home 
Appliance 
13-17 Housewcres Show 





Convention Check List 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








For complete details about the convention listed by dates, below, see 
the alphabetical listings following this quick check list. 


August 


3-14 Merchandise Mart Gift Show 
3-14 Chino, Glassware, Pottery Market 
9-14 Nat. Fishing Tackle Show 


October 


5-9 National Hardware Show 
11-14 Atlantic City Hdwe. Convention 


1954 


January 


12-14 Garden Supply Show (Chicago) 
17-20 Nat. Sporting Goods Show 


February 


2-4 Garden Supply Show (New York) 
9-10 lowa Assn. 
16-18 Michigan Hdwe. Assn. 








National Events 


American Hardware Manufacturers 
Assn. annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is executive 
secretary of the wholesalers’ asso- 
ciation with headquarters at 1900 
Arch St., Philadelphia, Pa. 


Aviation Trade Show (Second Inter- 
national), June 9-11 at the Hotel 
Statler, New York City. Sponsored 
by Aircraft Trade Shows, Inc., 
Hotel McAlpin, Broadway at Thirty- 
fourth St., New York City. 


China Glassware & Pottery Market, 
Aug. 3-14 at the Merchandise Mart, 
Chicago, Il. 


Garden Supply Shows (National) late 


in October, 1953, on the West Coast; 
Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, 1954, 
at the 7ist Infantry Regiment Ar- 
mory, Park Ave. and 34th St., New 
York City. Sponsored by the Na- 
tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti- 
more, Md. George E. Perry, director. 


Gift Show, Aug. 3-14 at the Merchan- 
dise Mart, Chicago, III. 


International Home Furnishings Mar- 
ket, June 22-July 2 at the Merchan- 
dise Mart, Chicago, includes fur- 
niture, floor coverings, housewares, 
major appliances, electric house- 
wares, radio and TV, toys, games, 
and wheel goods, china, glassware, 
and pottery, and gifts. 


Housewares and Home Appliance Ex- 
hibit, July 13-17 at the Auditorium, 
Atlantic City, N. J. Sponsored by 
the National Housewares Manufac- 
turers Assn., 1140 Merchandise 
Mart, Chicago 54, Ill. A. W. Bud- 
denberg, secretary. 


HARDWARE AGE, APRIL 30, 1953 





Materials 
at Conv 
Pa. Sp 
Material 


National | 
tion, Oc 
torium, | 
by the N 
Assn., J¢ 
director, 
of Archi 
Mathews 
Adminis‘ 
groups, 
York 17, 


National F 
annual, 
Hilton I 
by The £ 
Manufac 
Washing 
Holmes, 


National H 
Grand C 
City. Fis 
of Natio: 
held at 71 
St. and I 
5-8. Spor 
ware Sho 
New Yor 
rector. 


National H 
pliance § 
Atlantic 
City, N. 
tional H 
Assn., 11: 
cago. A. 
secretary. 


Texas Who! 
tion and : 
the Texas 


Alabama Re 
vention a 
the Tutw 
Secretary. 
1006-7 F 
mingham 


Carolinas, H 
tion, June 
S. C. Sec 
Masten, 1 
lotte, N. ‘ 


Iowa Retail! 
conventior 
at State F 
Iowa. C 
Savery H 
Jacobson, 


Louisiana R 


HARDWARI 








llied 
p-to- 
issue 


ee 


Show 
y Market 


w 


vy 


nvention 


fhicago 


Yew Y ork) 





est Coast; 
otel Sher- 
2-4, 1954, 
iment Ar- 
1 St., New 
r the Na- 
Marketing 
St., Balti- 
r, director. 


Merchan- 


ings Mar- 
Merchan- 
udes fur- 
usewares, 
ic house- 
s, games, 
rlassware, 


iance Ex- 
iditorium, 
1sored by 
Manufac- 
rehandise 
W. Bud- 


30, 1953 





Iowa Retail 
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Materials Handling Show, May 18-22 
at Convention Hall, Philadelphia, 
Pa. Sponsored by the American 
Materials Handling Institute. 


National Builders Hardware Exposi- 
tion, Oct. 4-7, 1953, at the Audi- 
torium, Cleveland, Ohio. Sponsored 
by the National Contract Hardware 
Assn., John R. Schoemer, managing 
director, and the American Society 
of Architectural Consultants, W. A. 


Mathewson, executive’ secretary. 
Administrative offices of both 
groups, 420 Madison Ave., New 


York 17, N. ¥. 


National Fishing Tackle Show, second 
annual, Aug. 9-14 at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by The Association Fishing Tackle 
Manufacturers, 430 Bond Bldg., 
Washington 4, D. C. John M. 
Holmes, secretary-treasurer. 


National Hardware Show, Oct. 5-9 at 


Grand Central Palace, New York 
City. Fishing and Hunting Division 
of National Hardware Show to be 
held at 7ist Regiment Armory, 34th 
St. and Park Ave., New York, Oct. 
5-8. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank Yeager, di- 
rector. 


National Housewares and Home Ap- 


pliance Show, July 13-17 at the 
Atlantic City Auditorium, Atlantic 
City, N. J. Sponsored by the Na- 
tional Housewares Manufacturers 
Assn., 1140 Merchandise Mart, Chi- 
cago. A. W. Buddenberg, executive 
secretary. 


Store 


National Retail Hardware Assn. Con- 


gress, July 13-16, at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis, Ind. 


National Wholesale Hardware Assn., 


annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan, at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the whole- 
salers’ association with headquar- 
ters at 1900 Arch St., Philadelphia, 
Pa. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 


Sporting Goods Show and Convention 


(National), Jan. 17-20, 1954, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., One North LaSalle St., Chi- 
cago 2. Secretary, G. Marvit Shutt. 


Sports Show, National Winter Sports 


Show, May 24-27 at the Hotel New 
Yorker, New York City. Manager, 
J. Andrew Squires, 23 E. 26th St., 
New York 10, N. Y. 


Modernization, Building and 
Maintenance Show, June 9-12 at 
Madison Square Garden, New York. 
Sponsored by Store Modernization 
Institute. 


Regional Events 


Texas Wholesale Hardware Associa- 


tion and annual joint meeting with 
the Texas Hardware Boosters Club 


June 11-13 at the Plaza Hotel, San 
Antonio. Secretary, Nat M. John- 
son, P. O. Box 386, La Feria, Tex. 


State Events 


Alabama Retail Hardware Assn., con- 


vention and exhibit, May 3-5, at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-7 Frank Nelson Bldg., Bir- 
mingham 3. 


Carolinas, Hardware Assn. of, conven- 


tion, June 9-10, at Myrtle Beach, 
S. C. Secretary, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte, N. C. 


Hardware Association, 
convention and exhibit, Feb. 9-10 
at State Fair Grounds, Des Moines, 
Iowa. Convention headquarters, 
Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


Louisiana Retail Hardware Assn. in 


1953 


Michigan Retail 


joint convention with Mississippi 
Retail Hardware Assn., May 3-5, 
at the Buena Vista Hotel, Biloxi, 


Miss. Secretary, David O. Mans- 
field, 226 S. State St., Jackson, 
Miss. 


Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel, exhibit, Civic 
Auditorium. Harold W. Schumacher, 
Olds Bldg., Lansing 8, manager. 


Mississippi Retail Hardware Assn., in 


joint convention with the Louisiana 
Retail Hardware Assn., May 3-5, at 
the Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 











For 
CUSTOMER 


Satisfaction 


SELL ‘em 


MILFORD 


HACK SAW BLADES 






































































MILFORD Flexible Rezistor Hack Saw 
Blades are built to take it and come back 
for more . . . just like your customers 
will, once you've sold ‘em MILFORD. 
Who wouldn't ask for a blade that has 
teeth as sharp and hard as any power 
blade, teeth that will cut almost anything 
in the average home or shop? 

Who wouldn't be happy with a blade 
you don’t have to “baby”, because its 
tough, flexible back withstands twisting 
or cramping in the ‘tight’ spots and its 
exclusive Easy-Starting teeth get the cut 
going at almost any angle? 

MILFORD Flexible Rezistor Hack Saw 
Blades mean satisfied customers . ° 
“satisfied” because they got their money’s 
worth many times over when you sold 
them MILFORD, the blade that makes 
“pro's” out of amateurs. 


STANDARD OF QUALITY ... 
THE WORLD OVER 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS 
FOR OVER ZS YEARS 


NEW HAVEN 5 CONNECTICUT 


Profile Blades and Bond Sow Blades 
and ond Power Hack Sow Blades 
MILFORD BLADES ARE SOLD ONLY 
THROUGH RECOGNIZED AND LISTED 


WHOLESALE HARDWARE HOUSES 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 169. 


(Continued from page 13) 
2052LS, 20 in., retails for $59.95. 
Fans are finished in two-tone baked 
enamel. Lau Blower Co. 


For more data circle No. 8 on postcard, p. 169 


Driveway Markers 


Made from the 
used on highways and 
these driveway or snow 


same material 
railroads, 
markers 





have more than 20,000 reflecting 
lenses in each unit, stainless steel 
frames that will not fade, rust or 
corrode, and 36 in. solid birch 
shafts. They come in red, amber or 
silver. Single face unit retails for 
$1.50, double face unit for $1.95. 
Reflexite Corp. 


For more data circle No. 9 on postcard, p. 169 


Water System 

Here is a jet package water sys- 
tem, called the Rapidayton 3-Star 
Champion, which can be converted 
from a shallow to a deep water well 
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by using the same ejector equip- 
ment, with nothing extra to buy. 
It has new Quad-Volute design with 
four volutes instead of one, result- 
ing in a smaller, lighter pump with 
less friction loss. It is a 1/3 h.p. 
model, complete with convertible 
ejector and air charger, mounted on 
a 13-gal. horizontal heavy-duty gal- 
vanized tank. It has’ standard 
NEMA make motor, and pump is 
equipped with bronze impeller, brass 
venturi and nozzle, and rotary seal. 
Retail price is $99.50. Dayton Pump 
& Mfg. Co. 


For more data circle No. 10 on postcard, p. 169 


Paint Brush Cleaner 


Called Secons, this wet-brush 


quick-cleaner permits fast change 
from color to color or a quick clean- 
up after a job. Also a roller cleaner, 
it can handle a 7 in. roller by re- 
moving cap, pouring off half of con- 
roller, 


tents, inserting recapping 





and shaking. It also keeps brush 
or roller in good condition. Secons 
may be used over and over. Paint 
residue settles to bottom and clear 
liquid can be poured off for re-use. 
Hanlon & Goodman Co. 


For more data circle No. 11 on postcard, p. 169 


Cabinet Hardware 


Called Ranch Craft, this cabinet 
hardware is designed for ranch 
homes. Made of wrought steel, 
toughened and hardened by cold 
rolling, it is finished in antique 


brass. Display No. DB530 is in- 
cluded in cabinet hardware package 
No. 530A. Display, 21x12 in., has 
place for free literature and holds 
12 items, including ring pull or door 
knocker, $1.25; surface latch, $1; 
surface hinge, $1 per pair; cabinet 
latch, $1; cabinet pull, 50¢ and 65¢ 
each; cabinet knob, 55¢; semi-con- 


j Caan), Z eed 
Ranch Crafy 








cealed hinge, 75¢ per pair; and 
strap hinge, $1.40 per pair. Stanley 
Works. 


For more data circle No. 12 on postcard, p. 169 


Stair Tread 


Made of rubber, this new type 
carpet-finish stair tread assures 
full coverage of 98 pct of all instal- 
lations with its overall tread, nose 
and riser dimensions. Creating a 
continuous carpet effect, it comes 
in overall tread length of 18% in., 
134 in. nose, and 6%4 in. riser. 
Treads are made in 18, 24 and 36 in. 
widths, and can easi:y be trimmed 
to smaller sizes. They can be ce- 
mented or nailed to stairways. Fre- 
mont Rubber Co. 


For more data circle No. 13 on postcard, p. 169 


Moth Killer 

Cedarized to give garments a 
pleasant odor, Mothrox kills moths, 
mildew, roaches and silverfish. Bag 
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You're linked to 


steady sales with 
HODELL CHAIN 


There’s always a demand for chain, the year around. 
Whether you sell to home or farm or industrial customers 
... you'll want a dependable source for a complete line 
of chain to meet the demands. You'll find that Hodell ... 
with a full line of high-quality welded and weldless chain 
... can fill all your needs. 

Hodell helps you sell by making a variety of chain 
assortments and many hardware specialties for your 
profitable chain merchandising. 

Leading hardware distributors will take your order now 
for Hodell Chains. For complete information on the 
Hodell line, write for your Hodell catalog today. 


barnxi 32 ite iy 

« WY Peat h nh 
- Wan Pse fe 
— nt Sai * bean 4s 


vee 






Home and Farm 

















TYPES OF CHAIN: Jack, woven sash, safety, pump, Bulldog, Samson, 





register, stamped sash, BBB coil, proof coil, Liberty machine, Liberty Industrial 
coil, passing link. 
HARDWARE SPECIALTIES: Dog and halter chains, cow ties, log 
chains, porch swing chain sets, tie-outs, kennel and exerciser chains, 
anti-cow kickers, wagon and utility chains, chainvenders, household 
chain assortments. 
ATTACHMENTS: Swivels, snaps, eyebolts, S-hooks, toggles, ceiling 
hooks, grab hooks and slip hooks. 
Marine 





HODELL CHAIN COMPANY e Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





EMolionad 


° 


! 


CHESTER HOISTS 


axrrxraze’ 


FASTENERS S/ HODELL CHAINS 





WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 169. 


is placed in garment bag, storage 
container or chest and in closets for 
effective use. It is long lasting and 
leaves no persistant odor. Mothrox 
bags are packed in attractive coun- 
ter display box. Suggested retail 
price is 79¢ per bag. Dryrox, Inc. 


For more data circle No. 14 on postcard, p. 169 


Trailer Attachment 

Solid and secure attachment for 
utility and boat trailers is provided 
by this No. 29 Frame-Bumper 





Hitch. Model, shown here, fits most 
cars; it attaches to rear cross-mem- 
ber of car frame and to rear 
bumper. Heavy steel frame support 
reinforces rear frame member, no 
frame drilling required. Tie bands 
are standard equipment for added 
strength. Fulton Co. 


For more data circle No, 15 on postcard, p. 169 


Adjustable Saw 

This multi-purpose saw has Roto- 
Index action for instant adjustment 
of blade to any plane and angle 
combination. When locked blade can 
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be used as mitre rule and square. 
Blade is easily removable. Called 
Super Saw, blade is of tempered al- 
loy steel with hardened teeth and 
flexible back; handle is of die-cast 
alloy, chrome plated, and of pistol- 
grip design. Saw comes in coarse, 
medium and fine, with 10, 14, 18 
and 24 teeth per inch. Allway Mfg. 
Co. 


For more data circle No. 16 on postcard, p. 169 


Cedar Mothproofer 

Drawers, chests, trunks and fur- 
niture can be mothproofed with 
Cedadisk, which is compounded of 
pulverized genuine cedar wood fort- 
ified with many times the moth-re- 
pelling oils of natural cedar wood 
itself. It has pleasant odcr and 
lasts up to a year. Disks retail for 
25¢, or a box of four at $1. Cedacote 
Corp. 


For more data circle No. 17 on postcard, p. 169 


Auxiliary Lock 
Security-convenience feature of 

this auxiliary lock, called Saf-T- 

Lock, combines a deadlocking latch 





bolt and“one-hand operation. Line 
includes five models. Merchandis- 
ing kit No. 102-S consists of attrac- 
tive four-color permanent display 
for wall or counter, with five differ- 
ent models attached; envelope fold- 
ers, and back-up assortment con- 
taining nine locks in colorful boxes. 
Newspaper mats, radio spots and 
electros also available upon request. 
Sargent & Co. 


For more data circle No. 18 on postcard, p. 169 


Crack Sealer 

Called Crak-Seal, this flexible 
plastic strip seals the space between 
the wall and any tub, sink or similar 
plumbing fixture. It provides a neat 
edge trim and pre-forms corners 
and end-pieces. Each carton con- 
tains separate end or corner pieces 
for a neat job at these problem- 
points. Each package includes 15 
ft of this waterproof strip, plus 


J 





cement and applicator, corners and 
ends, and retails at $1.69. Leonard 
Co. 


For more data circle No. 19 on postcard, p. 169 


Kitchen Ensemble 

Packed in a carton resembling an 
old treasure chest, this ensemble, 
called the Burrite-Ware Treasure 
Chest Set, consists of a four-piece 
canister set, salt and pepper shak- 
ers, cookie jar and bread box. Sets 
come in desert tones of coral, 


chartreuse, gray and turquoise and 
in jewel tones of red, green and 
Suggested 


yellow. retail $9.95. 





Catalog sheets, reproduction photos, 
news mats and electros available. 
Burroughs Mfg. Corp. 


For more data circle No. 20 on postcard, p. 169 


Spoon Measuring Set 
Called No. 582 “6-In-4,” this kit- 
chen spoon measuring set has six 
measurements in four spoons, which 
measure 1, 14, % and 1 tablespoon. 


(Continued on page 172) 
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A NEW 
HARDWARE AGE SERVICE 


A successful hardware dealer 
keeps up to date on What's 
New in merchandise. The new 
Quick Check Card on the 
bottom of this page will help 
you get more information on 
new products described in 
this issue, quickly and easily. 
HARDWARE AGE brings 
you more new product de- 
scriptions than any other 
magazine. The new Quick 
Check Card service will now 
get you all the information 
you need, quickly. 


Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 























No postage necessory if mailed jn the 


BUSINESS REPLY CARD 


United States 





y 
, 





Use this card for more 
information. Give full 
Name and Address 





Postcard valid 8 weeks only. After that use own lerrert 


Please send me further information on the WHAT'S NEW items, cod 


POSTAGE WiLL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


8 9 10 11 12 13 14 
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FIRM ADDRESS . 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 


K/NnnnnN 656» 
S44aaaynyhnn0. 66> 


Here is the new Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


Be sure to give your full name and address on the post card. 


Print or type it clearly. We cannot service post cards with in- 
complete addresses. 


4/30/53 


Please send me further information on the WHAT'S NEW items, code numbers 


for which | have circled below. 


A big help for busy 
dealers. Use this card 
for free information 
on new products de- 
scribed in this issue. 





1 2 3 4 5 6 7 8 9 10 #11 2 #1 4 5 
1% 617 «18 «19 «6206 «(21 22 23 24 +25 26 27 +28 29 30 
31 32 33 34 #=%35 36 37 #38 39 #440 #41 #42 #43 «44 45 
46 47 #48 49 «2450 ~= «541 52 583 54 55 56 57 58 59 460 
61 62 63 64 65 66 67 68 69 70 71 72 73 =F 75 
76 #77 #78 #$4%7 #«+%$80 81 82 83 84 85 86 87 ' 88 89 90 
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PERMIT NO. 36 
(Sec. 34.9 P.L&R.) 
New York, N. Y. 

















BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 








POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Be sure to give your 
full name and your 
full address. 
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“SHINYHEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
—— finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile a 90,000 p .s. i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size — not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel—heat treated 
—threads rolled or cut—finished 
to extremely close thread and 
body tolerances — body ground 
where specified. Expertly made 
by the pioneers in producing con- 
necting rod bolts by the cold 
upset process. 






“THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD °¢ 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in produc- 
ing Cup Point Set Screws by the 
cold upset process. Cup points 
machine turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style—to blue print 
specifications — hexagon head 
hard; polished if specified — 
threads soft to close tolerance — 
points machine turned; flat and 
chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth 
and ground to close tolerances. 
Thread end annealed. Supplied in 
various head shapes, with oil 
holes and grooves of different 
kinds, and flats accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
——S covered. Finish: plain, 
¢ plated, cadmium plated. Size: 
9/16" 3/4”, 15/16” across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hex- 
agon nut fits snugly into shell. 


e CLEVELAND 13, OHIO 


hi Se Se te 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 











SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATIONS 












WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 














DESMOND-SIMPLEX 


gives you more 


Customer Appeal 


Heavy, rugged appearance, and high lustre 
red enamel finish give Desmond-Simplex 
Utility Vises extra eye appeal in any dis- 
play. Your prospect can quickly see the 
extra features that make these vises best 
buys for home, farm, or shop. Four sizes 
meet all requirements. 





DESMOND. SIMPLEX 


gives you more 
Customer Value 


(1) Hardened steel jaws—replaceable. 

(2) Pipe jaws. 

(3) Hardened steel cut-off tool. 

(4) Anvil with horn for pounding. 

(5) Steel channel slide, enclosed main 
screw. 

(6) Swivel base, locks in position. 

(7) Steel handle, non-pinching type ends. 





DESMOND. SIMPLEX 


gives you more 
Customer Pre-selling 


Desmond’s National Advertising in “Pop- 
ular Mechanics” and “Better Homes & 
Gardens” builds acceptance for Desmond- 
Simplex advantages, helps you capitalize 
with attractive display stand, posters, and 
pennants. Ask your Hardware Wholesaler 
for details on the Desmond Sales-Proven 
Vise Display Deal .. . THE DESMOND- 
STEPHAN MFG. CO., URBANA, OHIO. 
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WHAT'S NEW 








They have conventional round bowls 
for easy scooping, cleaning and ac- 
curate leveling. Large and legible 
measurements are on spoon han- 





dles. Set comes in red, yellow, green 
and blue, four colors per set. Sug- 
gested retail price is 10¢ per set. 
Federal Tool Corp. 


For more data circle No. 21 on postcard, p. 169 


Chrome Aerator 


Mel-O-Flo Jet-Aerators now come 
mounted on three-color card with a 
sales message and packed in a 
sturdy pliofilm package as part of 





a self-selling display. Jet-Aerator 
fits all faucets, attaches internally 
and adds only 1 in. to length of 
spout. It provides a soft, oxygen- 
enriched, splashless flow. Model No. 
101, it has solid brass all metal con- 
struction. Aerator with adapter re- 
tails for $1.25. Melard Mfg. Corp. 


For more data circle No. 22 on postcard, p. 169 





Swivel Caster 

This swivel caster does not need 
a king bolt. New design principle 
employs swivel plate, floating within 
bearing assembly, that carries both 
radial and thrust loads. Called Dean 


Caster, it is durable, reduces 
maintenance, and gives greater 
swiveling freedom under heavy 


loads. Swivel is waterproofed by 





means of a special seal of swivel 
bearing that also acts as a grease 
retainer. Caster also has greater re- 
sistance to shock. Lansing Co. 


For more data circle No. 23 on postcard, p. 169 


Cabinet Space Heater 
This cool cabinet space heater 
creates a rapid circulation pattern 
of heated and cold air through it. 
Cold air internally cushions the 
back, top and sides, making it safe 
to touch on all sides, except the front 
where heated air is expelled for- 
ward. Danger of drapery and up- 
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ALL PURE BRISTLE 


36 Wall Brushes 
to Retail for *36:;22! 


Reg. Value 


12 Brushes, 3" Size, $1.00 Ea., to Retail for 75e= 9.00 
12 Brushes, 31/2" Size, $1.50 Ea., to Retail for 1.00 12.00 
12 Brushes, 4" Size, $2.00 Ea., to Retail for 1.25 = 15.00 























% Brushes, — Regular Value $54.00..... -_ To Retail for $36.00 
ALL 
Dealer's Cost Only $24.00 11a Fe 









WITH 212" 


gut OR REFUND 
cM? oF BRISTLE LENGTH 


Ae, 
*"Guaranteed by © 
Good Housekeeping 


M NS 
SAS apvepristd THES 







A PACKAGED DEAL 
36 Brushes to a Carton Ready to Re-ship. 


Carton contains 2 boxes 3’, 2 boxes 31/2", 





¥ FOR OVER A QUARTER CENTURY OUR 
MANAGEMENT HAS MANUFACTURED AND 
MERCHANDISED POPULAR PRICED BRUSHES 
+++ IN FACT, IT'S OUR THIRTY-FIRST YEAR! 


2 boxes 4" each containing 1/2 dozen 









Weeeieiee COUPON TO : 
Kindly Send Us: 











ea aii Cartons at $24.00 each (dealer's cost) 


10th ANNIVERSARY WALL BRUSH SPECIALS 
packed 1 dozen each 3", 32" and 4" 







COLONIAL BRUSH MFG. CO., INC. 
160 WASHINGTON STREET, NO. 
BOSTON 14, MASS. 


NAME 










STREET 












ON tiie. ee STATE 
(if You Are a Dealer, Please Write the Name of Your Jobber in the Margin Below.) 


ge — Southern Hardware — Hardwar orld —- New England Hardware 














Telephone: Richmond 2-2515 





Keystone Aluminum Insect Wire Screening can 
be sold by you with confidence. Will not stain 
or discolor woodwork or masonry. Improves 
home appearance. Light, strong, durable and 
pleasing to the eye. 


GALVANIZED STEEL 


Keystone Electro Galvanized Insect Wire 
Screening, made of specially selected copper 
bearing steel wire, gives strength and rust re- 
sistant qualities. 


QUALITY BRONZE 


Keystone Bronze Insect Wire Screening, both 
Bright and Antique finish, woven from high- 
est quality commercial bronze wire of 90-10 
analysis (90% Copper, 10% Zine Alloy) com- 
bines beauty, hardness, strength and resistance | 
to atmospheric conditions. 
It pays to sell KEYSTONE—top quality insect 
wire screening for every requirement! 


Lr00e Wig t FREE calilog lodag 


KEYSTONE WIRE CLOTH CO. 


Tol taelal> Pm Olalie 





Hanover, Pa. 
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WHAT’S NEW 





@ For more information on these products and services 
use free post card on page 169. 


holstered furniture scorching is 
eliminated and greater safety to 
small children is possible. It has 
high circulation efficiency without 
the use of mechanical parts. Un- 
vented gas heater type, it comes in 
19,000, 29,000 and 39,000 btu. input 
models. Cabinet is of brown colored 
porcelain enamel on _ steel, and 
hearth, side reflectors and dress 
guard are of chrome. Temco, Inc. 


For more data circle No. 24 on postcard, p. 169 


Flashlight Bulb 


New flashlight bulb contains two 
filaments, one producing a broad 
flood of light for nearby seeing; the 


| other, a narrow beam for seeing at 





a distance. Spot and flood beams 
may be turned on independently by 
a three-position push button—one 
for spot, one for flood and one for 
off. Special two-cell flashlights are 
being designed to accommodate the 
bulbs. Called PR-14, bulb is 7/16 
in. in diameter and 1 3/16 in. in 
length. Lists at 27¢, plus tax. Gen- 
eral Electric Co. 


For more data circle No. 25 on postcard, p. 169 


Improved Grinders 


Oil-sealed, double shielded, preci- 
sion ball bearings are now standard 
equipment in belt driven tool and 
sickle grinder lines at no extra cost. 


Electric models also feature the ball 
bearings. This gives grinders 
longer life with smoother, friction- 





free operation. Tool grinders come 
in 6, 7 and 8 in. wheel sizes; sickle 
and tool grinders come in several 
sizes and models for use on farms, 
in maintenance shops and work- 
shops. Wissota Mfg. Co. 


For more data circle No. 26 on pos:card, p. 169 


Electric Dehumidifier 


Added to the Air King line, this 
electric dehumidifier operates ef- 
ficiently in an enclosed area up 
to 10,000 cu. ft. Called the Dri- 
Aire, it measures 13x18x20 in. And 
it will draw from 2 to 38 gal. of 
water every 24 hours. It has a 





3 gal. capacity drawer type con- 
tainer, removable from front, as 
well as 14 in. fitting for use with 
permanent drain. Finished in ma- 
hogany, it has swivel-type, rubber 
covered casters for easy moving, 
and entire dehumidifying mechan- 
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TE—FOR PROFITS SAKE! 


AT NO EXTRA COST on our four top models 
ue features that make tend Boy trimmer- 






expense, but the solid profits that come 
| can guarantee all the way. Our top-notch 
extra assurance of reliable delivery and satis- 






ENGINEERED FOR TOP PERFORMANCE 


5-TIMES STRONGER permanent mold aluminum castings, 
extra tough but light in weight, safety designed on all 
four sides. 


BRIGGS & STRATTON or CLINTON engines with high 
power ratings. 


SCIENTIFICALLY BALANCED and with ball-bearing wheels 
for easier handling. 


EASILY ADJUSTABLE both for cutting height and for 
XN 


\ 




















Ww vo SP 


operator's comfort. 
\, 


THE STRONGEST 
NAME IN ROTARY 


POWER MOWERS 





Investigate for Profit’s Sake! 
WRITE TODAY TO DEPT. HA 





3907 BROADWAY 
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‘(AF PULVERIZERS AT NO EXTRA COST /| 

















KANSAS 












THESE FOUR 
MODELS HAVE 


LEAF 


PULVERIZERS 


INCLUDED 





OUR BIG FOUR 


B33) MODEL sPs01-3—20" self-pro- 
pelled with 2/4 H.P. 4 cycle engine, 


leaf pulverizer included. 


F2] MODEL B400-3—20" belt drive 
model with 2 H.P. 4 cycle engine, 


leaf pulverizer. 


.MODEL B200-3—18" belt drive 
model with 1/4 H.P. 4 cycle engine, 


leaf pulverizer. 


f8) MODEL vs701-3—20" direct 
drive model with 2 H.P. 4 cycle en- 


gine, leaf pulverizer. 
47 VV 4 a WER 


F9 MopEL = vs301-3—18" direct 
drive 4 cycle engine. List price $94.50 
f.o.b. Kansas City, Mo. 


FR MopEL £600-3—16" electric; 

DELCO or WESTINGHOUSE motor. 

List price $4950 f.0.b. Kansas City, 
Mo. 


SOLD ONLY 
THROUGH HARDWARE 
WHOLESALERS 


CITY, MISSOURI 
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Increase your profits by investing one square foot of your valuable 
floor space in a Wagner display. You'll find that the Wagner will 
earn more profits for you per square foot than most items. 


Here's why! 


When you show your customer that only the Wagner has Mov-O- 
Matic Combs that move in and out of the brush to keep it clean so 
it can sweep clean, she'll not accept anything less. And Mov-O- 
Matic Combs are just one of the ten exclusive features found only 
in a Wagner. wt) 


Boost your sales by selling that "extra something" found only in a 
Wagner! 


You need a Vacuum Cleaner once a week 


YOU NEED A 









Dept. HA, Milwaukee 16, Wis. 





KOMBED-KLEANED SWEEPER 


E.R. WAGNER MANUFACTURING CO. 











WHAT'S NEW 


ism is permanently oiled and her- 
metically sealed. It lists for $139.95, 
Berns Mfg. Corp. 


For more data circle No. 27 on postcard, p. 169 





Sink Strainer 

Called the Dripless, this polyethy- 
lene sink strainer has a double bot- 
tom that holds the liquid drippings. 





It is non-breakable and not harmed 
by cleansing products. Known as 
the No. 100-PE, it will not chip or 
crack and cannot be distorted by hot 
water. Available in red, white and 
yellow, it has a suggested retail 
price of 69¢. All-Power Mfg. Co. 


For more data circle No. 28 on postcard, p. 169 


Pet Feeders 


For any household pet, these pet 
feeders are three-footed and have 
openings at base for easy handling 
without getting fingers in the eat- 
ing section. Steep sides prevent 
food from being pushed out to floor. 
Made of high impact polystyrene 
plastic, they are silk screened with 
attractive designs. Available in 
red, yellow and green, No. 240 
Cocker Dish retails for 49¢; No. 244 
Cat and Dog Dish, 39¢; No. 248, Big 
Dog Dish, 79¢. Colonial Moulded 
Plastics, Inc. 


For more data circle No. 29 on postcard, p. 169 
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Brush Reconditioner 


Called Liquid Savabrush, this 
formula, rich in lanolin, puts new 
life into hard paint brushes, is a 








brush-wash between colors, and can 
be used as a brush preserver after 
painting. It can be used over and 
over again since there is less than 
1 pet evaporation. It is harmless 
to the finest natural, nylon, neoceta 
or synthetic bristles, and comes in 
pint, quart and gallon cans. Schalk 
Chemical Co. 


For more data circle No. 30 on postcard, p. 169 


Paint Mixer 


Model HB-7, this counter model 
point mixer rejuvenates old paint 
and keeps new paint fresh, as well 
as mixing colors. Placed on a coun- 
ter it can be used as a display. It 
shakes 4 pints to 1 gal. and has 
double duty, balanced twin cradles 
which shake two different size cans 
at once or will operate with one 
cradle empty. It needs no bolting 
down and will not creep or crawl, It 
has rubber cushioned spring legs, 
jet black aluminum finish, and re- 
tails for $109.50. Harbil Mfg. Co. 





For more data circle No. 31 on postcard, p. 169 
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UNBREAKABLE 
TOOLS 






There are good reasons, 


your profits do show, 


why ESTWING sales 


continue to grow. 


Comfort, balance and 


much longer wear, 


are exclusive features 


hard to compare. 


ESTWING 


MFG. CO., ROCKFORD, ILLINOIS 


SOLD THROUGH RELIABLE DISTRIBUTORS ONLY 
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MUK-LUK JUST DOESN’T KNOW 
WHEN TO STOP SINCE HE GOT 
THOSE WONDERFUL 6-W ICE TOOLS! 








































No doubt about it! G-W Ice Tools—the 
complete line—are the easiest to handle. 
seserers', Whether you’re building a cool ranch 
house, or just a cool profit you'll find 
that G-W Ice Tools move faster— 
do a better job! 
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Ice Aprons 
Scoops * Scales 


Write for bulletin on— 
Creepers * Chippers 




















TONGS CHISELS SHAVERS Hooks * Picks & Sheaths 
Tamping Poles * Saws 
Gi£FoRD-Wooo Co. Snowscropers 
Since 1814 Mauls * Forks * Axes 
HUDSON, N. Y. Bars * Breakers 
New York 17, N. Y. St. Lovis 1, Mo. Chicago 6, III. 


GP e902 


420 Lexington Ave. Railway Exchange Bldg. 565 W. Washington St. 











IS BY LONG ODDS 
THE BEST LINE TO HANDLE! 


A thoroughly complete line for every hand-spraying and dusting 
application. 

Sold only through jobbers — with the same square deal for 
everybody — assures quick delivery and a full 50% mark-up. 





Finest designs and workmanship — products of the 
most modern factory manufacturing sprayers exclusively. 


Backed by sensible and effective merchandising aids. 

* 
Ask your jobber for complete details. You'll 
agree that UNIVERSAL is by long odds the best 
line to handle. 





UNIVERSAL METAL PRODUCTS CO.’ 


SARANAC, MICH. sg 
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WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 169. 





Brushless Paint 


Called Kerpro Spray Coat, this 
brushless paint comes in a non- 
clogging container with a detach- 


WO MORE BRUSHED -MESS-~ WASTE... 





able sprayhead. A plastic protec- 
tive paint, it dries in five minutes, 
Available in 20 weatherproof col- 
ors, it can be used on farm equip- 
ment, toys, radiators, screens, 
kitchen furniture, bicycles, etc. Pro- 
tective Coatings Corp. 


For more data circle No. 32 on postcard, p. 169 


Caulker-Sealer 


This Dutch Brand caulking and 
sealing compound is attractively 
packaged in a colorful counter dis- 
play with transparent front in the 
individual packages so _ contents 
can be seen. Compound can be used 
for sealing cracks in tile, around 
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Makes Delicious Ice Cream 
Automatically! 









°*NO SALT! 
°NO ICE! 
°*NO MESS! 












Nationally advertised. 


home aich 
INCLUDED 
Home-Aid Freezer makes rich, smooth- 


‘= Where Applicab/ 
No wonder everybody wants one! LOOK AT THESE FEA TURES! 
textured home-made ice cream .. . 


: s F FEDERAL TAX 
The amazing new ENTERPRISE 
without hand-churning! without ice! 


Handsomely styled. 
Takes little shelf space. 


° - H ° 
without salt! Trouble-free! Compact. Portable 


So easy to use, children can make Cold-proof, water-proof motor. 


their own desserts. For information, Works in any electric refrigerator. 


Easy to clean. 


call your distributor or write us today! 


Join the profit parade! Makes 9-12 servings (112 quarts). 





y 2 
Good Housekeeping 
* oy . 









Made by the oldest manufacturers of food processing equipment in the country 


3rd & Dauphin Sts. 
e Philadelphia 33, Pa. 


* 
45 aovearisto WS 


The ENTERPRISE MFG. CO. of PA 
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Soll the best... 
UPSON- 





WALTON 


fackle blocks 


HIGHER SAFE 

WORKING 

LOADS (at no cost!) 
with Upson-Walton wood 
shell and oval steel manila 
rope blocks, because of their 
flattened steel hooks. HAND- 
SOME green enameled steel 
parts; clear lacquered, mar 
resistant, hardwood shells. 





@ Upson-Walton blocks 
are sold nationally 
through selected dis- 
tributors. Write for 

free catalog. 





THE UPSON-WALTON COMPANY 
12500 ELMWOOD AVENUE « CLEVELAND Il, OHIO 
New York «¢ 


Chicago * Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S LONG 
EXPERIENCE—ESTABLISHED 1871 
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WHAT'S NEW 


edges of bathtub, around windows 
and as a caulk for masonry. It can 
be pressed into place by hand; it 
will not dry out or crack, it is 
lighter in color and has no odor. 
Display contains four smaller in- 
dividual 5 oz. boxes of 16 lineal ft. 
3/16 in. cord at 29¢ each or four 
for 98¢. Van Cleef Bros., Inc. 


For more data circle No. 33 on postcard, p. 169 





Play Table 


Added to the Cosco juvenile line, 
this Feed-N-Play table folds flat 
for easy carrying and storage. It 











features all-metal construction, all 
edges rounded or turned under, 
one-piece steel top with no-drip 
raised edge, adjustable seat and 
back upholstered in washable 
Duran, and chromium legs with 
easy rolling casters. Available in 
two models and six color combina- 
tions, Model 14-F features baked- 
on enamel finish;, Model 14-G has 
five-ply Coscoat finish in limed oak, 
wood-grain pattern; retail prices 
are $19.95 and $20.95, respectively, 
slightly higher in Florida, Texas 
and 11 western states. Hamilton 
Mfg. Corp. 


For more data circle No. 34 on postcard, p. 169 


Baseballs 


These officially approved Little 
League and Pony League baseballs 
have cushioned cork centers and 
are wound with fine quality wool 
yarn. They are covered with alum 
tanned horsehide and stitched with 
red waxed thread. The Little 
League baseball, DB36C, carries the 
signature of Carl E. Stotz, presi- 
dent of Little League; the Pony 
League baseball (illustrated), DB- 





your 
customers 


Why not make \. 
sales easy by sell-— “as 
ingg yOur custom 
ers STAR Hack- 
saw Blades. Frames and Metal Cut- 
ting Band Saws 

Here's w/) STAR sales are easy 
to make — for over 70 years, your 
customers have been buying 
STAR Blades with confidence in 


Today, STAR Blades 


for oftener than any 


their guulity 
are asked 
elestaamelarters 

With the STAR line, the first 


sale is easy, repeat sales are €asler. 


fonly throueh 


f distributors 


akers of Hand and Power Hack 
aw Blades, Frames, Metal Cutting Band 
aw Blades and Clemson Lawn Machines. 


@ 1028 
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WHAT'S VEWM 


35C, carries the signature of Lewis 
W. Hays, commissioner of Pony 
League. Draper-Maynard Co. 


For more data circle No. 35 on postcard, p. 169 


Aluminum Locks 

Previously available in limited 
locations due to material shortages, 
Luster Sealed aluminum locks are 
now available for delivery through- 
out the country. Locks are non- 
tarnishing and _ non - corroding. 
Through electrolytic action the 
aluminum is given a_ glass-hard 
surface that never needs polishing. 
Special displays and descriptive 
folders are also available. Schlage 
Lock Co. 


For more deta circle No. 36 on postcard, p. 169 


Handsaws 


This complete new line of Key- 
stone handsaws is priced from $2.50 
to $4.75 each. All models feature 
squarely centered handles, perfect 
hang and balance and_ straight 
blades. Teeth are uniformly set and 
sharpened for clean, smooth cut- 
ting. Henry Disston & Sons, Inc. 


For more data circle No. 37 on postcard, p. 169 
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New Literature 
and prices available 


LIFE-TIME 


SETS 


2 


SQ. DR. PARTS 


SOCKETS 
Complete NEW line — produced — packaged — priced 
exclusively for the hardware trade! Fits Every Store 

Every Customer — Every Sales Situation! 

Includes 12 Point, Double Hex Sockets in Standard and 
Deep Wall patterns — 8 Point, Double Square Sockets — wide 
assortment of Parts such as Reversible Ratchet, Speeder, 
Extensions, Universal Adapters, Flex Handles. Compact sets 
in 8 most popular assortments, in attractive metal tool 

boxes which build sales and profits for you! 


Sockets and Parts forged from alloy steel and heat 
treated for strength and durability — chrome plated and 
polished with a striking and lasting rust-resistant finish. 
Openings accurately broached and machined to give proper 
fit. This NEW Life-time Line is an eye-appealing, 
popularly priced, quality product. 


The SOCKET BUY of a LIFETIME! 








You Make 
More Money On 


CASTERS 


when you 
carry the 


FINEST! 







Today more people are caster-con- 
scious than ever before. 

This TV age makes it essential that | 
furniture be easy to move. More and | 
more people want furniture that can 
be easily rearranged. These are just | 
two of the reasons for the increased | 
caster demand. 

So make sure you have the easy-roll- 
ing, quiet Bassick “Diamond-Arrow” 
and “Diamond-Dart” Casters on hand. 
They're sure to satisfy ... because 
they're the most efficient ball-bearing 
swivel casters made. 

Get the full advantage of today’s big 

demand by displaying Bassicks on 
your counter. Ask your jobber for 
this Bassick Display 
(HD-10) if you’re not 
already using it. 
THE BASSICK COM- 
PANY, Bridgeport 2, 
Conn. In Canada: 
J Belleville, Ont. 


Bassick 


A DIVISION OF 
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WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 169. 





One-Hand Tape Tacker 


Called Trig-A-Tape, this one- 
hand tape tacker feeds, cuts and at- 
taches a strip of pressure-sensitive 
tape to any surface in a single mo- 
tion. Easy to load, each complete 
lever stroke applies strip 1 to 14 
in. long; half strokes feed out tape 
of longer lengths. It can be used 





for sealing and tacking, and pric- | 


ing, coding and identification tag- 
ging. It uses white paper or cello- 
phane tape, the former can be writ- 
ten on in pencil, ink or crayon. 
Trig-A-Tape Corp. 


For more data circle No. 38 on postcard, p. 169 


Single-Shot Pistol 

Ruggedly built service gun for 
home, trappers, farmers and out- 
doorsmen, this single-shot pistol is 
chambered for all .22 cal. rim-fire 














| 
| 
| 


| OF CLAY BACK WALL HEATERS 


ic) 
NOW IS THE TIME 
BUY YOUR HEATERS: 


Unless you buy your gas heaters 
NOW you will miss a lot of prof- 
itable business this fall! Every 
fall we are swamped with or- 
ders we cannot possibly fill. 
We lose business and so do 
you, when you do not order 
early enough to have them 
in stock when the big season 
comes around.—ORDER NOW! 











A complete range of sizes and 
styles from one reliable source 


.-- SAVES FREIGHT, TOO! 





| VENTED CIRCULATORS 


20, 30, 35, 40, 50, 60 and 75 thousand 
BTU. 40 and 60 thousand BTU models 
with radiants. 





UNVENTED, COOL CABINET 
20 and 40 thousand BTU, 


UNVENTED CIRCULATORS 


15, 24, 30 thousand BTU. 20 and 28 
thousand BTU with radiants. 


GAS LOGS 
20-inch and 24-inch. 


VENTED WALL HEATERS 
25,000 BTU single. 50,000 BTU dual. 


UNVENTED WALL INSERTS 
8 and 12 thousand BTU. 


COMPLETE LINE 












THE COMPLETE ROYAL LINE 
HAS AN OUTSTANDING RECORD FOR LONG 
LIFE AND TROUBLEFREE OPERATION. 

Folder on request — WRITE NOW! 






CHATTANOOGA IMPLEMENT 
AND MANUFACTURING CO. 


TENNESSEE 


CHATTANOOGA 6, 


PERMANENT DISPLAY 1119-A 
Merchandise Mart, Chicago 54, Ill. 
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WHAT'S NEW 





munition. Called the Knocabout, it 
is built on the tip-up principle and 


features a 5 in. medium-weight al- | 


loy steel barrel; anti-jerk, squeeze- 


type trigger; flat, compact design | 
and sturdy action; and dependable | 


sights. It also has oversize rotary 
bolt safety and positive ejector. Re- 


tail price is $17.95. Sheridan Prod- | 


ucts, Inc. 


For more data circle No. 39 on postcard, p. 169 


Electric Tool Kit 


Electric woodworking tools now 
come in a complete kit with acces- 
sories for sizing and triple-hinging 
all doors and jambs for the average 
house in less than two hours. Model 
112 Kit includes high-speed port- 
able electric router and electric 


cartridges including high-speed am- | 








































plane, both using one interchangable | 





hinge - butt 


adjustable 
templet; attachment for sharpening 
cutters; and other attachments. Set 
with carrying case seils for $154.95. 
Model 111 Kit, without hinge-butt 
templet in separate case, sells for 
$105. Porter-Cable Machine Co. | 


motor ; 


For more data circle No. 40 on postcard, p. 169 


Squeak Preof Door Hinges 


Bearings made of nylon have re- 
placed ball bearings in this new line 
of door hinges. Bearings assure 
easy and silent swing of doors, and 
they need no lubricating, create no 
vibration, and are not affected by 
corrosion or rust. Hinges are ex- 
truded bronze except for pin which 
is stainless steel. Entire interior 
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“THIS IT?” 


Hunting is fun. So is mountain climbing in 
the opinion of some people. 


But combining the two within your hardware store 
is strictly for the birds! 

Yet many hardware dealers today are still stocking and selling 
bolts, nuts and screws the hard way. They spend many 
wasted minutes a day searching for just what the customer wants. 

In the lower right hand corner of this ad is the 
ideal remedy for this situation: the LAMSON 
Self-Service BOLT BAR. 


In the bar are 106 of the fastest-moving sizes of bolts, nuts 
and screws. Each in a separate compartment 
and marked with retail prices. 
And talk about turnover! Tests show the average 
is 6 times a year. 

Ask your Lamson distributor 
about this modern way to sell bolts, 
nuts and screws, or write us 
for the whole story. 





1971 West 85th Street 
Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio 
Birmingham + Chicago 





106 most popular sizes 


The modern way to sell bolts and nuts 








3 easy steps 


TO INCREASE 


YOUR MOUSE AND 
RAT TRAP SALES 


Here’s what many 
successful dealers do... 





1. Stock a nationally advertised, 
widely accepted brand like victor 
—the leading name in mouse and 
rat traps. 





2. Use attractive counter displays. 
This colorful Rhyme Clock Display 
really catches a customer’s eye, and 
makes vicTorR Auto-Set traps 
best sellers. 





Press down bow 
with hand 


Trap is set 


- 5 Demonstrate to customers. It’s 
easy to show the operation of this 
vicToR “Little Champ’’. Customers 
snap it up when they see how 
simply it works. 


For bigger sales and better profits, 
sell victoR Mouse and Rat 
traps—“‘the traps that people 
know.”’ Order a complete stock of 
VICTOR traps from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 
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of barrel is bushed in nylon. Flange 
of bushing then acts as a bearing. 
| Flange bearings are securely at- 








tached in each knuckle and cannot 
fall out when hinge leaves are sep- 
arated. H. S. Getty & Co., Inc. 


For more data circle No. 41 on postcard, p. 169 


Hurricane Lamp 

This versatile hurricane lamp 
can be used on table or as pin-up. It 
is styled in colonial black iron with 





brass trim and produces soft light 
accents for decorative effects. It 
has full-frosted glass chimney, eye 
in back for hanging, and operates 
on 110-120 volts, AC or DC. It re- 
tails for $4.95, or $9.85 per pair. 
West Bend Aluminum Co. 


For more data circle No. 42 on postcard, p. 169 


@ For more information on these products and services 
use free post card on page 169. 


Curtain Screen 

Called Regency, this Pul-o-matic 
curtain screen is made of solid 
brass and has ornate applique 
with matching design legs and pull- 
chain handles. Filigree base with 
andiron openings complements Re- 
gency motif. Brass rods trim cur- 
tain screen mesh at opening points, 








Sereen is 38 in. wide and 31 in. 
high. No. 223P, it lists for $65 
Wilshire Mfg. Co. 


For more data circle No. 43 on postcard, p. 169 


Portable Electric Hacksaw 


Here is a heavy-duty self-con- 
tained portable electric hacksaw, 
Model 414 Sawzall, that has a % 
in. stroke and operates at 2,250 
strokes per minute. It cuts through 
any substance including wood, tran- 
site, galvanized sheet and other 
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All Dressed Up for Sales 
Roller Skates’ 


New, Colorful Package 
with Eye- and Buy-Appeal 
















Kaew K KKK KKK KKK 










| Hurry and | 

Dress Up your 

| counters, shelves and 
windows with 


TVitel | 


HAROWAR y 


| 
} 
| 
IWiW! 
| 
| 
| 
; 





HARDWARE COMPANY 
IWEGITY Roller Skates 
are. dressed with a 
definite place to go — right into the waiting 
hands of your customers. Place this colorful (red-white- 
blue-yellow box) on your shelf and, presto! you’ve an eye-stopping 
advertisement — a point-of-sale producer. | 






































Roller Skates’ 
striking package 
—and watch your sales 
and profits zoom 


Union Roller Skates are a terrific product j 
with the “right dress!” 


to handle. For roller skates are staple — never 
deteriorate. You’re not bothered with new 
‘models; worried over trade-ins. Yes — year 
after year, you sell Union Roller Skates to the 
younger generation. 





Kaa KKK KKK KKK 





Torrington, Connecticut 


Since /826 


Little Kids love 
offe . 

Lillgrulians 
Union’s Lilliputian Roller Skates 
are the perfect keyless skate for 
small fry learning ‘‘to roll.’”’ Heel 
and toe plates scientifically de- 
signed to fit children’s shoes. High 
back and strong red leather heel 
and toe straps insure firm grip 
and safe skating. 





Merrily they roll along 
on No. 5’s 


You’ll win every time selling 
Union Roller Skates with oscillat- 
ing trucks with live rubber cush- 
ions plus the famous self-con- 
tained, double ball bearing wheels. 


—the Sports Brand 
Millions Demand! 


BRISTOL HORTON, INC. 
THE SPRINGFIELD CO. 
THE T. H. WOOD CO. 


UNION HARDWARE CO. 
RAIN-BEAU PRODUCTS CO. 
JOSEPH T. WOOD CO. 
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PROFITS! 


round point 
open back 
shovel... 


ENOURANCE 


Built To Take It 


PROFITS 


Built To Make It 


A popular type 
—priced right. 
Customers have 
a choice of three 
well-known 
Magor brands. 
Arrow, Bull’s Eye 
and Gold Target. 
Whichever they 
buy, you know they’ll be satisfied. 
And satisfied customers mean repeat 
sales! Eliminate inventory confusion 
—let Magor’s simplified line build 
profits for you. Send for illustrated 
price list today. 






CAR CORPORATION 
Pips SHOVEL DIVISION 

MAGOR 50 CHURCH ST., NEW YORK 7, N.Y. 
BRANDS 







MASTER + POWER + DIGWELL + ARROW 


BULL'S EYE + GOLD TARGET 
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metals, Formica, Masonite, etc. 
Unit is 14% in. long and weighs 
634 lb. It is powered by 110 volt 
universal type motor and has life- 
time lubricated ball, roller and anti- 
friction bearings throughout. It 
has lockable type trigger switch in 
handle. With set of assorted saw 
blades and all steel carrying case, 
retail price of unit is $84.50. Mil- 
waukee Electric Tool Corp. 


For more data circle No. 44 on postcard, p. 169 


Electric Alarm Clock 


In attractive blond finish wood 
case, this electric alarm clock, called 
Sphinx, comes in modern and tra- 
ditional designs. Also available in 
mahogany finish, it has gold feet 
and bezel, bell alarm, felt-cushioned 
feet, sweep hand and current inter- 
ruption signal. Only 4% in. high, 
it comes with plain or luminous 
dial. No. 985, mahogany finish and 
plain dial, retails for $7.95; No. 
1021, blond finish and plain dial, 





$7.95; No. 986, mahogany and lumi- 
nous dial, $8.95; No. 1022, blond 
and luminous dial, $8.95. Westclox 
Div., General Time Corp. 


For more data circle No. 45 on postcard, p. 169 


Portable Radios 

Two new three-way portable mod- 
els have been added to the 1953 out- 
door radio line. The Playmate, 
shown here, comes in burgundy and 





cloth-o’-gold color combination; 


Companion comes in jade-green and 
cloth-o’-gold. Both operate on bat- 
teries, AC or DC, and have built-in 
Magnetenna to bring in distant sta- 





tions clearly. Each has five tubes 
plus solenium rectifier and a 4 in. 
Alnico V speaker. Handles fold flat 
when not in use. Playmate retails 
for $29.95, less batteries; Compan- 
ion for $32.95, less batteries. Arvin 
Industries. 


For more data circle No. 46 on postcard, p. 169 


Spear Point Glass Drill 


Improved spear point type car- 
bide drill is designed for producing 
better holes in glass and comes in 
a complete range of sizes. It cuts 
cleaner, trues holes without crack- 
ing or spalling the glass at either 
end of the hole. It is designed to 
provide for many regrinds and still 








drill its original size. Re-sharp- 
ening service is also provided at 
moderate cost. Super Tool Co. 


For more data circle No. 47 on postcard, p. 169 


(Resume reading on page 13) 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


—— 
(Continued from page 13) 


Center punch-out at top of carton 
permits withdrawing rope without 
removing coil from box. Rope can- 


not be kinked by improper uncoil- 
ing, and coil in carton has no inner 
lashings to be cut. American Mfg. 
Co. 


For more data circle No. 48 on postcard, p. 169 


Reel Parts Service Manaal 


For easy reference, this reel parts 
service manual’s interchangeable- 
parts list is divided into three sec- 
tions, covering fly reels, level-wind 
baitcasting reels, and salt water 
and big game reels. Each section 
is preceded by an illustration of 
parts included in reels of that classi- 
fication. Available free, manual 
contains explicit directions on how 
to use the parts list. Ocean City 
Mfg. Co. 


For more data circle No. 49 on postcard, p. 169 


Glide Display 

Rubber-cushion furniture glide 
display shows customers easy slid- 
ing action of glides. Sturdy wood 
unit comes in counter and wall 
types and is 5x11¥% in. It features 
section of wood furniture leg at- 
tached by a chain to display. One 
end of leg has rubber-cushion glide, 
other end has none. Printed mes- 
sage invites shoppers to glide both 
ends over square of carpeting fas- 
tened to display. Unit shows five 
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WINTER 


GEORGE 


GARDEN TRACTORS 


ARE BIG PROFIT 
MAKERS FOR YOU! 


SELF PROPELLED 


GeUNGE EASY TO USE 


WRITE TODAY! 


GEORGE GARDEN TOOLS DIVISION 


\ 


22B10 SNOW BLADE 
Shpg.wt.20!bs.,$11.25 


22B6 FURROWING 


Shpg.wt.10 ibs., $8.75 


ae 
ey 


(WL 


22B13SNOW BLOWER 
Shpg.wt.45 Ibs.,$39.50) 


“ie 
< 
:) 


22B15 LAWN MOWER 
Shpg.wt.34 ibs.,$34.50 
be: 
y 


22B5 DISC HARROW 
Shpg.wt.15!bs.,$15.7 


22B3 FLOATING 
TOOL BAR 
Shpg.wt.10 ibs., $4.5( 
22B12 LAWN MOWER] 
HITCH 


Shpg.wt. 5 Ibs., $4.5 


22B11 SHOVEL 
WEEDER 
15 tbs.,$15.00 


22B7 HILLING PLO 
AND COULTER 
Shpeg.wt.10 ibs.,$15.0 


22B4 SHOVEL 
CULTIVATOR 
Shpg.wt.10 Ibs., $8.79 


es 
Re 
pet 
«g@ 


2288 SICKLE BAR 
MOWER 
Shpg.wt.30 Ibs.,$42.5 


ve x 
\ 
\ 


22B9 ROTARY TILLER 
Shpg.wt.40 ibs.,$42.50 


20” ROTARY MOWER 
22814, Shpe. wt 
50 ibs. $42.50 








Setting 
a record! 


WORLD’S STRONGEST 
PALMER HAMMER 
—chalking up big 
sales coast to coast 


The greatest 
striking and 
pulling power. 


A result of 
PALMER’S 
perfect balance 


PAL 
ort: 


A FINE 
HAMMER AT 
A POPULAR 

PRICE 





Most Patterns List 
at $L95 


Complete line 


PLAIN AND BELL FACE 
CURVED AND RIPPING 
CLAWS. ALL WEIGHTS 
AND FINISHES IN 
4 PRICE GROUPINGS. 










r PERFECT 


‘ 
i 
‘ 





Manufacturers of 
WELLOCT PLIERS 

Get our illustrated 

descriptive literature 





PALMER@E@S3TOOL CORP. 
MEADVILLE, PENNA., U. S. A. 
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@ For more information on these products and services 
use free post card on page 169. 


sizes of glides, from % to 1% in. 
Three sizes of nail-type for solid 





wood legs and two socket-type for 
legs with grip-neck caster sockets. 
Bassick Co. 


For more data circle No. 50 on postcard, p. 169 


Gun Tacking Display 

This gun tacking display board 
enables customer to demonstrate 
tacker by using board for tacking. 
Two models are displayed on board, 


EW FD RATIIIT ore bent ewer ated 
GOW TRCKERS 





one shoots staples up to 5/16 in. 
and the other shoots heavier, longer 
staples up to 9/16 in. Attractively 
printed, illustrated card backdrop 
simulates a house showing animated 
tacking and nailing uses for gun 
tackers. Dealer profit angle Rent 
or Buy is featured on backdrop. 
Display board is free in new extra 
profit package deal. Arrow Fastener 
Co., Inc. 


For more data circle No. 51 on postcard, p. 169 


Foilware Display 

Eight sizes of Foilware disposa- 
ble baking, freezing and serving 
dishes are included in this display 
assortment. Plates and dishes are 
sturdily constructed of seamless 
pure aluminum foil, washable and 
reusable. Packed three to 12 of a 
size in reusable transparent plastic 
refrigerator bags. Assortment con- 
sists of 50 bags and includes free 





eight bags of 8 in. party plates that 
when sold, cover cost of wire dis- 
play. Retail value of assortment is 
approximately $32. Ekco Products 
Co. 


For more data circle No. 52 on postcard, p. 169 


Pocket Knife Display 

This shadow box display card has 
a dark, wood-effect frame with a 
red background that sets off a three- 
dimensional, actual-size photograph 
of the 808 pocket knife. It can be 
hung on wall or can be used with 
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SAVOGRAN ATTRACTS the growing “do-it-yourself” 
market with attention-getting advertisements featuring its 
Strypeeze, Wood Putty, Crack Filler and Kwikeeze. By 
using MECHANIX ILLUSTRATED for its selling message, 
Savogran is creating a vast national pre-sold market for its 
fine products among MI’s more than a million male readers. 

























Build Your Own Outdoor Furniture! 


Whenever you're painting, you need 


SAVOGRAN 


6. v.38 ’ 

at better pamt & hardwate stores 
rite for free helptul literature 
dw Mustoxe Aor. Ceian 1 Wane 





























ATLAS PRESS COMPANY adds smart merchan- 
dising know-how to its advertisements for the fine 
Atlas line of home workshop equipment. In a full- 
page ad in the May MI, Atlas Press offers a new 
plan book showing outdoor equipment that is easy 
to make with an Atlas Workshop Eight-inch Saw. 
In addition, Atlas dealers are being offered a spe- — 

cial bargain on the saw— which adds up to a natural Makes An 
opportunity for more sales...and more profits. Atlas. 3’ SAW 
More Valuable Than Ever 


3 “nN 

EVANS HAS A STORY to tell My 

about its “White Tape”—and it’s 

telling it to MECHANIX ILLUS- RUSH THIS COUPON) — 
TRATED’s vast audience of “do- 
it-yourself” enthusiasts with a 
regular series of eye-catching 
advertisements. By letting MI’s 
readers know of its quality prod- 
uct—and its bargain price— Evans 
is assuring its dealers of a ready 
turnover on this good profit item. 
















Evans White-Tape” has 
you'll tind im tapes cost 
W—phos 


ATLAS PRESS COMPANY 












DEPENDABLE QUALITY TOOLS Semce 19 






















TING », 
OF Go, 
Own Lo 
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pow: 


SUPER- 
























IMPROVED 


new LOK-BLOK 


HANDLE CONSTRUCTION— 


TWIST AND IMPACT 
PROOF... Another 
Outstanding and 
Exclusive Feature... 
PLUS Chrome-plated Satin- 
finish Blades * Super- 
tension Gripper Fingers 
* Blades Finest Chrome 
Vanadium Steel * 
Hand Ground Bits 
* Unbreakable, 
Insulating 

Handles 





















Models for Slotted and 


Recessed Head Screws 


Specially Designed 
Bit Fits Both Recessed 
He id Types 


HOLD-E-ZEE 


The Original 
Automatic Grip 


SCREWDRIVERS 


ORDER THRU YOUR JOBBER 





UPSON BROS., INC., Rochester 14, N. Y. 
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TO HELP YOU SELL 





easel on counter or in window. The 
808 model has a sturdy, stagged 
handle; clip, sheepfoot and pen 


‘| blades; nickel silver bolsters and 


shield; brass linings and milled 
backs. Packed in an attractive case, 
it retails for $4. Card is offered 
free upon request. Schrade-Walden 
Cutlery Corp. 


For more data circle No. 53 on postcard, p. 169 


Electric Blender Display 


This special full-color display 
publicizes the cookbook premium 
given free with each Osterizer 
liquefier-blender. Called “Mary 
Meade’s Magic Recipes for the Elec- 
tric Blender,” the cookbook, which 
regularly sells for $3, contains over 





500 blender recipes. Author is 
Ruth Ellen Church, home economics 
editor of the Chicago Tribune. 
John Oster Mfg. Co. 


For more data circle No. 54 on postcard, rp. 169 


Pump Brochure 

The Submerga pump is presented 
in this brochure with a special cello- 
phane type overlay. In four colors, 
each page unfolds a different section 
of the pump until the entire pump 
has been disassembled. It shows the 
quality and precision construction 
of the pump, which can be sub- 
merged under water in deep or shal- 
low wells. Brochure is available 
upon letterhead request. Red Jacket 
Mfg. Co. 





For more data circle No. 55 on postcard, p. 169 


Price List-Calculator 

Here is a retail price list and 
Jiffy Calculator that enables deal- 
ers to see at a glance suggested re- 























tail prices of R-V-Lite and Vimlite, 
for all measurements up to 50 ft. 
Lithographed on 81x11 in. sheet, 
one side of calculator lists prices 
per lineal foot for 12 R-V-Lite prod- 
ucts and a description of each. Re- 
verse side shows 500 suggested re- 
tail prices. Calculators are enclosed 
in every roll of R-V-Lite products. 
Also enclosed is coupon to be mailed 
to the manufacturer for free sales 
aids for dealer. Arvey Corp. 


For more data circle No. 56 on postcard, p. 169 


Bolt Displays 

No. 113 eye bolt display, illus- 
trated at left, is of heavy litho- 
graphed metal, 1014x12 in., in red, 
yellow and black. Has _ built-in 
hooks, one for each size bolt; sizes 
marked plainly; ruler at base for 
quick selection of length; hole at 
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AAI Se. 


So 
r 
list and 
- aa the quality, 
ested re- 
re value and ex- 


clusive features 
that make Dominion 
outstanding... 


Vimlite, 

o 50 ft. 

. sheet, 

3 prices 

te prod- The BIG VALUE in Coffee Makers — 
automatic — adjustable — jewel signal 
light—large 9-cup—all for only 
$18.95 retail. 

(Slightly Higher in the West) 


mailed : . . . 

: we STE seamar yi — | 
2e sales tony ow hines: 3 Ri 
agin ee i 4 


r 


rd, p. 169 


, illus- 

litho- 
in red, 
built-in 





Deep Fryer and Cooker—double 
utility — E-Z Cook Guide on cover — 
automatic with signal light — 4-quart 
capacity — at $26.95 retail. 

(Slightly Higher in the West) 


A COMPLETE BUY-APPEAL LINE “Dominion ELECTRIC CORP. mansrisio, onto 
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ITEM ADDED SALES 
—CHECKOUT SPEED 


YOURS with a 


McCASKEY 
CASH REGISTER 









“ Fog” CUSTOMER'S 
PRINTED 
RECEIPT 


This customer’s Cash Receipt 
shows him items purchased—you 
retain the same information on 
your day’s detail strip: 

® hardware, paint and sport 
goods Itemized, Item-Added, 
Explained! 

You register any number of items 
in the same way — McCaskey 
modern, item-adding, hardware 
sales checkout. Self-Service- 
Checkout is coming fast in the 
hardware business. 





Model 
D-81, one 

of many de- 
signed to pro- 
vide complete, 
accurate rec- 
ords adapted to 
hardware store 


@ Make certain 
needs, 


you know what 
McCaskey has for you in mod- 
ern cash registers, 

- in charge account 
control,in sales | 
books and printed | 
forms for modern | 
record permanence | | 
—check your inter- 
ests, mail coupon. 











CUSTOMER'S Modern Charge 
{ Printed Receipt Account Control 
CHECKOUT item-adding Soles Books and 
| cosh register systems Printed Forms 
] NAME l 
} cw ZONE STATE ! 









THE McCASKEY REGISTER CO. 
ALLIANCE, OHIO . 
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TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 169. 


top for hanging and built-in easel 
stand for counter use, and comes 
prepacked with 1 doz. each of 10 
different sizes of bolts with nuts 
assembled, in zinc finish. No. 575, 
“U” bolt dispiay, illustrated at 
right, of lithographed metal, 1014x 
12 in., has ruler base for measuring 
and each hook shows catalog num- 
ber and pipe size. Assortment in- 
cludes 1 doz. each of five different 
sizes, with plates and two hexagon 
nuts assembled. Washburn Co. 


For more data circle No. 57 on postcard, p. 169 


Merchandising Leaflets 
This series of six Profit-Maker 

leaflets gives pointers on improving 

merchandising 


retail techniques. 





Each leaflet presents a different 
phase of retail store operation, in- 
cluding location of wrapping coun- 
ter, building mass displays, pricing 
of merchandise, showmanship, store 
lighting and use of mirrors. Issued 
once a month, the Profit Makers are 
produced by Carl Luther, Pol- 
mer-ik Sales Manager. Archer- 
Daniels-Midland Co. 


For more data circle No. 58 on postcard, p. 169 


Floor Covering Manual 


This complete manual on con- 
sumer installation of smooth sur- 
face floors and walls is now avail- 
able to homemakers. Titled “Install 
the U-Do-It Line of Gold Seal 











TIPS ON 






The first step to 
bigger profits is to 
stock what your 
customers want. 
Be ready to sell 
your trapper-cus- 
tomers famous 
VICTOR traps, “the 
traps that trap- 
pers know.” Here’s 
a trap they always 
ask for—the 
victor 1VG Stop 
Loss. 





Look for advertising support. vicToR’s 
constant and effective advertising in 
national farm and outdoor magazines 
pre-sells a large potential market for 
you. Take advantage of it! Here’s 
another best-selling vicror trap to 
show your customers—this No. 2 Victor 


Double Spring. 


Use a colorful and at- 
tractive display for 
selling support at the 
point-of-sale. It helps 
the undecided cus- 
tomer make up his 
mind— increases prof- 
its from impulse sales, 
This eye-catching 
victor Log Display 
is yours when you 
order five dozen 
VICTOR animal traps. 


VicTOR’ 


STEEL TRAPS 





e For bigger sales and better 
profits—sell vicror animal traps! 
Order a complete stock of Victor 
traps from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 


HARDWARE AGE, APRIL 30, 1953 





Products,” 
ers prepar 
and insta 
linoleum, Vv 
tile, and fe 
section on 

designing 

chart for ¢ 
tiles neede 
goleum-Na 





For more data 


Hand T« 


This ful 
priced me 
available t 





and parcel 
trates an 
tools and | 
facture as 
factory g 
in two co 
914x18%4 

6x31 in. s 
illustratio1 
store impr 
letterhead 


For more dat: 


Fishing 
Three 1 
window 0 
signed to ] 
ing lines. 
they illu: 
monofilam 
casting, § 
troliing li 
moderate 
Also avail: 


HARDWABF 









TO HELP YOU SELL 


Products,” the 14-page booklet cov- 
ers preparation of the underfloor, 
and installation instructions for 
linoleum, vinyl, rubber and asphalt 
tile, and for Congowall. There is a 
section on maintenance, features on 
designing your own floor, and a 
chart for calculating the number of 
tiles needed for a given area. Con- 
goleum-Nairn, Inc. 



























































For more data circle No. 59 on postcard, p. 169 


Hand Tool Folder 


t step to This full line folder on popular- 


a aon priced mechanic’s hand tools is 
"S$ want. available to dealers for mailing, bill 
r to sell 
pper-cus- 
famous 
aps, “the 
at trap- 
.”’ Here's 
y always 
r—the 
YG Stop 





Also larger than 
usually listed hex 

ead and flat 
head cap screws. 





oe 


‘TOR’S 
ng in 
azines 
et for and parcel enclosures, etc. It illus- | 
dere’s trates and describes Challenger 

tools and includes details of manu- 
facture as well as reproduction of 
factory guarantee. Lithographed 
in two colors, two-sided folder, is 
9145x1814 in. and comes folded to 
6x34 in. size. It has more than 90 
illustrations and allows space for 
store imprint. Available free upon 
letterhead request. Penens Corp. 


For more data circle No. 60 on postcard, p. 169 








ip to 
/ictor 






We depend on reputable dis- 
tributors and dealers to han- 
dle the bulk of our standard 
products. Your inquiries are 


Fishing Line Banners welsumne. 
Three new “glow banners” for 


window or wall display are de- CLEVELAN D Ty Cluabdg FASTE N t RS 
signed to help promote sales of fish- Gp 

ing lines. In bright glowing colors, 
they illustrate Spinner braided 
or monofilament for spinning and light 
casting, Sea Braid round nylon 
troliing line, and Flat Braid, new 
ERICA moderate priced nylon surf line. 
Also available are banners showing 
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and profits 


BECAUSE BUYERS KNOW 
JENKINS 





GOES FURTHER 


GUARANTEED FOOTAGE — You get full meas- 
ure with every roll. Tapes up tight to the last inch. 


NO WASTE— Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surfaces. 
HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 
LASTING “TACK"’— Gold Seal sticks to the job 
under toughest conditions of cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 









FRICTION and RUBBER TAPES 
In either 10-roll cartons or single 
rolls. Every roll sealed in cello- 
phane, stays fresh. Jenkins Bros. 
(Rubber Division), 100 Park 
Ave., New York 17, 


Fane \ 

JENKINS 
MARK 

Dormers ire 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover—for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber Tapes 
also, which meet ASTM Specifications. 
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@® For more information 
on these products and 
services use free post 
card on page 169. 


Castmaster, Surf King, Stream 
King, and Flexon soft monofilament. 
Sunset Line & Twine Co. 


’ For more data circle No. 61 on postcard, p. 169 


Costume Catalog 


This 1953 costume catalog has 
action illustrations pointing up the 


designs. In black and orange, and | 


built around a masquerade party 
theme, 24-page catalog contains 
wide selection of costumes for every 
age from two-year-olds, teenagers, 





to adults. New fabrics, designs and 
decorations are offered. Also in- 
cluded is the Halco playsuit line, 
masks, jute and/mohair wigs, and 
complete line of Santa Claus cos- 
tumes, wigs and beards. J. Halpern 
Co. 


For more data circle No. 62 on postcard, p. 169 


Masonry Drill Circular 


This four-page illustrated circu- 
lar describes and lists regular spiral 
and Fastlead masonry drills and 
sets. Both types drill easily and 
quietly in concrete, cement, brick, 
slate and all types of masonry ma- 
terials. Prices, specifications and 
model numbers are given for these 
carbide tipped drills in the circular, 
free upon request. Whitman & 
Barnes, Div. of United Drill & Tool 
Corp. 


For more data circle No. 63 on postcard, p. 169 





PROFIT POINTER 


Order 


Titan 


PICNIC GRILLS 








Model 201 


* DRAFT CHECK opens for fast fire 
starting — closes for even cooking 
FLAMELESS heat. 

te LARGE 19” Firebed cooks for a 
couple or a crowd. 

* CONVERTIBLE WIRE GRILL becomes 
meat-turner in an instant. 

* PORTABLE COMPACT. Detachable 
legs and meat-turner grill fit neatly 


Saves charcoal. 


in handy carrying case. 
oe Flameless grills are the newest big 
thing in outdoor cooking. Your cus- 
tomers will demand them because they 
provide tasty, mouthwatering meats 
every time. Ordinary vented grills burn 
too fast and too hot — burning the meat 
and losing the delicious juices. Titan 
DRAFT CHECK gives you even, controlled 
heat for wonderful Flameless cooking. 
Now is the time to get ready for those 
picnic Send today for full 
information and FREE copy of “How to 
Become an Expert Chef First Time.” 
MFG. 


DO TITAN “: 


BUFFALO 10. N. Y. 


profits. 
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Pump Parts Display 


Selection of pump parts is sim- 


chase display made of sturdy card- 


es eta 
BBA ae 
ee PARIS, 


Jef 








board in yellow and green. Top 
rack of display, holding many fast- 
moving parts, often enables cus- 
tomer to quickly locate needed part 
without looking through catalogs. 
Handy parts guide is attached to 
side of display for identifying parts 
not on rack. Deep bin in front 
keeps frequently needed parts with- 
in easy reach. F. FE. Myers & Bro. 
Co. 


For more data circle No. 64 on postcard, p. 169 


Upholstery Nail Deal 


Special introductory deal fea- 
cellophane wrapped boards packed 
in three self-displaying cartons. 
Assortment consists of 1 doz. brass 
plated furniture nails (small round 
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plified by this new point-of-pur- 











| 
| 


ou cant 


handle a better 
line of bolts 


HERE’S WHY...1. Circle © bolts are 
made from high quality selected steel by 
the most modern methods and machines. 
2. Circle ® bolts are packed in clearly- 
labeled, sturdy corrugated board con- 
tainers that simplify your handling and 
stocking. 3. Circle © bolts are concisely 
cataloged in a useable book that makes 
specifying and ordering easier, faster and 
more efficient. In addition, this complete 
line of quality fasteners, with all the 

plus features, is no high- 
er than ordinary 
bolts alone. 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE ® PRODUCTS 
BOLTS e NUTS e RIVETS AND SPECIAL FASTENERS 


NUMBER 51 identifies the latest 
catalog available. If you don’t 
have a copy, we'll gladly send you 
one upon request. 

















































SINCE 1912 
OCC mC MUETL Say 


SC] 







































MASONRY 


INSTANT 


= WATERPLUG 


STOPS THE LEAKS 


In every type usable below-grade room, 








tunnel, dam, water-supply system and 
cellar, Ask for Circular No. 14, 


THOROSEAL 


SEALS THE SURFACE 
Against entrance of meisture into masonry, 
prevents mildew, which causes sour odors 
in interior rooms. Ask for Circular No. 16. 











vet QUICKSEAL 


Qnickses! ’ In pastel shades for finish coat over THORO- 
SEAL base applications. Ask for Circular 
No. 15 and Color Card 32-8. 








TO HELP YOU SELL 





head), antique finished daisy head 
nails, antique finished hammered 
head nails, nickel plated furniture 
nails (large round head), and 2 
doz. Leatheroid upholstery nails, in 
six popular colors. All boards sell 
for 10¢ each. American Tack Co. 


For more data circle No. 65 on postcard, p. 169 


Cleaning Kit Offer 


As part of Universal’s JET 99 
spring cleaning campaign, a free 
Home Cleaning Kit is offered to 
every customer making the special 
10 Day Free Home Trial of the 
JET 99 cleaner. Valued at $3.69 
and costing dealer $1.59, each kit 
includes a waste paper basket, a 
plastic bowl cover, Beacon Floor 





Wax, Beacon Wax and Dirt Re- 
mover, Glass Wax, Brillo, Vernax 
Furniture Polish, Ivalon Sponge, 
Expello Moth Crystals and Glad 
Rag polisher. If customer returns 
cleaner after 10 days, she keeps kit 
as gift; it customer retains cleaner, 
dealer offers special bonus of a 
Universal Chest-O-Seat valued at 





Write for Pictorially 


described literature 
"HOW TO DO IT” 




















$24.95 as a trade-in on her old 
cleaner. Landers, Frary & Clark. 


For more data circle No. 66 on postcard, p. 169 


Automatic Fan Display 


This action display demonstrates 
the automatic action of the T-1 
Twin-Fan Ventilator in turning it- 
self off and on to adjust to tem- 
perature changes. As the mercury 
in the display thermometer rises 


@ For more information on these products and services 
use free post card on page 169. 


and falls, the fan automatically 
goes on and off accordingly. Dis- 





play cost to dealer, $7.50. General 
Electric Co. 


For more data circle No. 67 on postcard, p. 169 


Power Saw Manual 


This 24-page manual on cutting 
applications with a portable power 
saw is called the “Skil Saw Prob- 
lem Solver.” It lists 30 different 
materials and the most effective 
method of cutting each with a Skil 
saw. Includes information on 
proper blade selection and on 
proper cutting technique. Contains 
many helpful hints and sugges- 
tions. Skil Corp. 


For more data circle No. 68 on postcard, p. 169 


Hanger Packaging 


Add-A-Shelf hangers are now at- 
tractively packaged in a new car- 
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ton. Three pair of easily installed 
hangers can give up to 18 ft. of 
storage space. Suggested retail 
price of the three-pair carton is 
$2.50. Carton can also be used as 
an effective counter display. Kim- 
berly Products Co. 


For more data circle No. 69 on postcard, p. 169 


Three See-Safe Deals 


A counter display assortment of 
See-Safe frozen food packages, con- 
tains transparent plastic bags, 
boxes, freezer kits, poultry bags, 
roll wrappings, and freezer tapes. 
New units selling at lower prices— 
from 49¢ to $2.98—are featured in 
three-tier display rack, free with 
purchase of assortment. Dealer’s 
price, $50.00, and rack holds $80.90 
worth of merchandise. Second deal 
features all-purpose plastic covers 
in two sizes, 9 x 12 and 6 x 9 ft. 
Three free transparent paint brush 
bags are given with each cover. 
Retail prices for covers are $2.98 
for larger one: $1.29 for smaller 
one. Third item is a special counter 








display holding 115 transparent 
plastic garment bags in four sizes 
with retail value of $82.85; cost to 
dealers, $50.00. Mehl Mfg. Co., 
Div., Sydney Thomas Corp., Cincim- 
nati, Ohio. 


For more data circle No. 70 on postcard, p. 169 


Hand Tool Catalog 


This hand tool catalog illustrates 
a line of tools for craftsmen. It de- 
scribes auger bits, drills, chisels, 
gouges, spiral screw drivers, punch 
drills, and other tools for profes- 
sional or amateur use. Copies free 
upon request. Greenlee Tool Co. 
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(Resume reading on page 14) 
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’ HARDWARE \ 


DEALERS 
SUPREME 


BRAND 


CHUCKS 


NEED A NEW CHUCK ? 
Reploce + ith « precision geer-type 


@ Replacement business for SUPREME Brand 

CHUCKS is profitable. They are interchangeable with other makes ... require a 
small amount of counter space ... have steady customer demand. In addition, 
SUPREME Brand CHUCKS are sold with a special offer including an attractive 
display that is a traffic stopper. 


SPECIAL OFFER TO DEALERS 

















Model Thread Suggested Cost Total 
Quantity | Number Capacity Size Resale Ea. Each Cost 
3 1A %," %-24 $4.96 $3.47 $10.41 
1 1A—for display Y,” Ye-24 4.95 No Charge 
1 4B %" Y,-20 5.20 3.64 3.64 
1 5B Y," Y2-20 6.95 4.87 4.87 
2 110Adaptors for %" drill %-24 25 ws 
1 Counter Display No Charge 
—— = — 
ae ~ Total Cost $19.28 
Suggested Resale \ 





a * 


S_ $32.45, _-” 


=-——oe ORDER FROM YOUR JOBBER 
69 BRAND 


SUPREME cnucks 
THE CHUCK THAT LIVES UP TO ITS NAME. 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Illirois 


. - SUPREME 
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Schlafer’s Hardware Named 
Top Brand Dealer of Year 


Karl M. Haugen, president 
of Schlafer’s, Inc., Appleton, 
Wis., entered retailing’s Hall 
of Fame by being awarded 
the Retailer - of - the - Year 
plaque as top winner in the 
hardware store category of 
the Brand Names Founda- 
tion’s 5th annual national 
competition. 


Runner-up Certificates of 
Distinction were also 
awarded to H. Jackson Clark, 
president, Jackson Hardware, 
Inc., Durango, Colo., for 
second place honors; O. H. 
Morgan, retail manager, Can- 
ton Hardware Co., Canton, 
Ohio, for third place honors; 
John R. Ewing, vice-pres- 
ident, A. E. Ewing Co., 





Olean, New York, and Gar- 
land W. Cooper, owner of 
Smith’s Hardware Co., Terre 
Haute, Ind. 

The awards were made at 
a dinner in the Grand Ball- 
room of the Waldorf-Astoria 
Hotel, New York, attended 
by 1700 business and govern- 
ment leaders. 

The awards were made in 
recognition of outstanding ac- 
complishment in presenting 
manufacturers’ brands to the 
public during 1952. Winners 
came from 29 states and 
Canada. 

Keynote speaker Charles 
A. Halleck, Majority Leader 
of the House of Representa- 
tives, was present to congrat- 





Karl M. Haugen, president, Schlafer’s, Inc., Appleton, 


Wis., the Brand 


receiving 


Name Retailer-of-the-Year 


plaque from John W. Hubbel, vice-president, Simmons 
Co., retiring chairman of the Board of the Brand Names 


Foundation, Inc. 
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ulate the 110 winners of the 
Foundation’s Brand Name 
Retailer-of-the-Year awards; 
and to salute the organiza- 
tion’s founding members who 
had returned to Brand 
Names Day for a special 
Tenth Anniversary Lunch- 
eon. 

Amendments to the 80-day 
injunction clause and two 
other key provisions of the 
Taft-Hartley Act, and the 

(Continued on page 200) 





List New Officers Of 
Lake Erie Hardware 


Ernest G. Fruend, president 
of the Lake Erie Hardware 
Co., Cleveland, Ohio, whole- 
saler, has announced that he 
is retiring after 55 years in 
the hardware business. 

As of May 1, Mr. Fruend, 
who will remain as chairman 
of the board, will be suc- 
ceeded as president by his 
son, C. F. Fruend. The rest 
of the officers, as of that date, 
will be F. J. Heller, vice- 
president; M. L. Woehrman, 
secretary and sales manager, 
and J. Woodford, treasurer. 

At the same time it was 
also announced that the com- 
pany added two salesman to 
its staff. Mr. Bedford will 
travel South of Cleveland, 
and Mr. Mahaly will travel 
East of Cleveland. 





Hardware Briefs: 





Plan Special Train to 
July Housewares Show 


For the fourth successive 
year, a special through train 
from Chicago to Atlantic 
City will be operated by the 
Pennsylvania Railroad for 
visitors to the National 
Housewares Exhibit, July 13- 
17, according to A. W. Bud- 
denberg, executive secretary, 
National Housewares Manu- 
facturers Association. 

The special will go directly 
through to Atlantic City, 
saving travelers the incon- 
venience of changing trains 
at North Philadelphia. First 
class accommodations will be 
available throughout the 
train. 

Leaving Chicago’s Union 
Station at 3:15 p.m. (Day- 
light Time) Saturday, July 
11, the special will go directly 
through to Atlantic City for 
arrival at 9:55 a.m. (Day- 
light Time) Sunday, July 12. 

On the return trip, the 
train will leave Atlantic City 
at 5:20 p.m. (Daylight) 
Friday, July 17, and arrive 
in Chicago at 10:00 a.m. 
(Daylight) Saturday, July 
18. 


Reservations may be made 
with Fred J. Nolan, passen- 
ger representative, Pennsyl- 
vania Railroad, 16 S. La 
Salle St., Chicago 3, Il. 


Open Ace Store in South Bend, Ind.; Burned 
Out Virginia Store Re-Opens After Two Weeks 


South Bend, Ind.—A new, 
modern Ace Hardware Store 
was recently opened at 215 
Dixieway North. The new 
store has two full sales floors 
in a new building, 40 x 100 
ft., with modern fixtures and 


lighting. 
The first floor displays 
tools, paint, hardware and 


housewares, while the lower 
floor carries garden goods, 
power mowers, power tools, 
unfinished furniture and 
other items. 


The store front has open 
type windows that extend 
almost to street level to per- 
mit passing people to see 
into the interior of the store. 





Waynesboro, Va. — Corner 
Hardware, Inc., which suf- 
fered heavy damage as the 
result of a fire March 21-22, 
has reopened for business in 
the Pattie Building. 

R. W. McGann, store 
manager, announced that the 

(Continued on page 212) 
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McGowin-Lyons Names 
McClure, Herring 


R. C. McClure has been 
named assistant to the presi- 
dent at the recent board of 





R. C. McCLURE 


directors’ meeting of the 
McGowin-Lyons Hardware & 
Supply ‘Co., Mobile, Ala., 
wholesaler. F 

The company also an- 
nounced the appointment of 
Robert P. Herring as man- 
ager of its Builder’s Hard- 
ware Dept. 

Except for two separate 
tours of duty with the U. S. 
Air Force, Mr. McClure has 
been with the McGowin- 
Lyons organization continu- 
ously since 1936. 


He began his career with 
the wholesale firm in the 
Order Dept. and has served 
progressively in the Shipping 
Dept. and Sales Dept. Since 
last October, he has assisted 
the president of the company 
in matters of organization, 
personnel, sales and_ sales 
promotion. He is presently 
devoting most of his time to 
sales development and re- 
arrangement of sales terri- 
tories. 

Mr. Herring has been as- 
sociated with the Builder’s 
Hardware Dept. for the past 





ROBERT P. HERRING 


five years, and has been as- 
sistant manager of the de- 
partment for the past two 
years. 


Geo. Worthington Co. Establishes New Order 


Service Dept.; Name R. 


Establishment of a new 
order service department to 
speed up handling of orders 
and customer shipments has 
been announced by The Geo. 
Worthington Co., Cleveland, 
Ohio, hardware wholesaler. 

The department, centrally 
located in new offices on the 
firm’s third floor, will imme- 
diately take over and stream- 
line company functions pre- 
viously handled by several 
individual divisions. It will 
open mail, register orders, 
approve credit, prepare order 
copies for invoicing, issue 
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H. Bicker Dept. Head 


orders for filling, reassemble 
filled orders for checking, 
prepare shipping tickets and 
bills of lading. 

Department manager will 
be Robert H. Bicker, whose 
title will be manager of op- 
erations. 

It is estimated that this 
centralizing and unifying of 
functions related to order 
handling will speed up cus- 
tomer service from 20 to 
25 pet according to N. F. 
Leukens, secretary and trea- 
surer of the Cleveland whole- 
sale firm. 
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Elect Brooks Vice-President Of 
Brown-Camp; Andrews Retires 


Brown-Camp Hardware 
Co., wholesalers of Des 
Moines, Iowa, which is now 
observing the 100th anni- 
versary of its founding, has 
announced a number of ex- 
ecutive personnel changes. 

Fred G. Brooks, formerly 
of Seattle, Wash., has been 
elected vice-president and 
general manager. Mr. Brooks 
was with the Marshall-Wells 
Co., wholesale hardware firm, 
for 30 years in western 
United States and Canada, 
and most recently was man- 
ager of the Seattle branch. 





FRED G. BROOKS 


G. B. Andrews, former 
president and general man- 
ager, has retired after 37 
years with the company. 

Robert H. Finkbine, who 
was chairman of the board, 
has become president. 

Other officers are Fred R. 
Green, chairman of _ the 
board’s executive committee; 
R. L. Rockholz, vice-presi- 
dent; W. L. Englebrecht, 
secretary, and E. A. Ed- 
wards, assistant secretary. 

Earle L. Drottz was pro- 


moted from comptroller to 
treasurer. 
In connection with the 


company’s 100th anniversary, 
it has organized a Centennial 


Jubilee Dealer Promotion 
Program, and announces that 





G. B. ANDREWS 


200 dealers have signed 
agreements to participate for 
one year. 


Rose, Kimball & Baxter 
To Rearrange Divisions 


With the sale of the busi- 
assets of Burhans & 
Inc., of Syracuse, 
N. Y., to Rose, Kimball & 
Baxter, Inc. hardware 
wholesaler of Elmira, N. Y., 
the former’ firm will con- 
tinue to operate as a divi- 
sion of the latter until July 
1, when it will be moved to 
new quarters in Syracuse. 

After that date, however, 
the hardware division of 
Burhans & Black will as- 
sume the name of Rose, 
Kimball & Baxter with 
Charles Malcolm of Elmira 
as general manager. 

The industrial division, 
however, will continue to use 
the name of Burhans & 
Black, and will operate as a 
separate and distinct divi- 
sion under the name of Bur- 
hans & Black Industrial Di- 

(Continued on page 202) 
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Yale Forms New Central Sales Organization 


For Lock & Hardware Div.; Managers Named 


The establishment of a 
central sales management or- 
ganization for the new Yale 





T. E. DAVIDSON 


Lock & Hardware Div. of 
the Yale & Towne Mfg. Co., 
Stamford, Conn., was an- 
nounced recently by James 
D. Young, general sales man- 
ager. 

The new organization is 
responsible for the sale of 
hardware products made by 
the Stamford; Salem, Va.; 
Gallatin, Tenn., and Lenoir 
City, Tenn., plants of Yale & 
Towne. 

Promoted to direct the na- 
tional sales of Yale lines of 
products were T. E. David- 
son as manager of contract 
hardware sales; Philip A. 
Snyder as manager of indus- 
trial lock sales; and Robert 
A. Dunlap as manager of 
automotive products sales. 

Carl M. Lynge, Jr., who 
joined Yale & Towne in 1950 
as advertising manager of 
the Stamford and Salem 
plants, has been advanced to 
the post of director of ad- 
vertising and sales promotion 
of the Yale Lock & Hardware 
Div. 

In addition, Mr. Young an- 





PHILIP A. SNYDER 
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nounced seven other sales 
staff promotions and appoint- 
ments: 

John Schuster as product 
manager of builders’ locks; 
Walter J. Cyr, product man- 
ager of door closers; S. Ralph 
Antonille, special assistant to 
the general sales manager; 
Henry Peter as_ builders’ 
hardware consultant; D. Eu- 
gene Shaub as assistant to 
the manager of staple prod- 
ucts sales; John Byxbee, di- 
rector of sales training; and 
Jerome J. Delott as director 
of market research. 

The new manager of 
contract hardware sales, Mr. 
Davidson, has been a mem- 
ber of the Yale & Towne 
sales organization for 30 
years. He served as a sales- 
man of both Yale industrial 
and contract hardware prod- 





ROBERT A. DUNLAP 


ucts, New York State ter- 
ritorial sales manager and 
northeastern sales manager. 
A charter member, and sub- 
sequently a director, of the 
American Society of Archi- 
tectural Hardware Consult- 
ants, Mr. Davidson also was 
the first president of the 
Empire State Builders’ Hard- 
ware Club. 

Mr. Snyder, the new man- 
ager of industrial lock sales, 
is another 30-year veteran of 
the Yale & Towne sales or- 
ganization. Starting as a mis- 
sionary salesman in the Chi- 
cago office, he has_ served 
variously as a_ salesman, 
manager of specialties sales, 
and general sales manager of 
the Salem plant. He is a 
member of the Central States 
Hardware ‘Club. 

Starting with Yale & 
Towne’s Chicago office in 
1926, Mr. Dunlap, newly ap- 
pointed manager of automo- 


News of the Trade 





tive products. sales, has 
served as a salesman in 
Indiana, Illinois and Wiscon- 
sin, and since 1939 has been 
regional industrial sales 
manager of the territory 
comprising Ohio, Kentucky, 
Tennessee, and parts of 
Michigan, Pennsylvania, and 
West Virginia. 





Jensen to Head Sales 
For Scott-Atwater 


Appointment of George M. 
Jensen as vice-president in 
charge of sales of Scott-At- 
water Mfg. Co., Inc., Minne- 
apolis, Minn., was announced 
by H. B. Atwater, president 
of the outboard motor com- 
pany. 

Mr. Jensen has assumed 
executive responsibility for 
all marketing operations, in- 
cluding direction of the sales 
organization and distributor 
relations. Until recently 
vice-president and director 
of the Maico Co., Minne- 
apolis, Mr. Jensen was pre- 
viously with General Motors 
and for 13 years was asso- 
ciated with the home appli- 
ance division of Nash-Kel- 
vinator Corp. 





R. W. Minett, Jr., Gets 
Post at Moe Light, Inc. 


Verrall Moe, vice-president 
of Moe Light, Inc., Fort At- 
kinson, Wis., has announced 
the appointment of R. W. 
Minett, Jr., as sales promo- 
tion and advertising man- 
ager. 

Mr. Minett has been asso- 
ciated for the past six years 
with the Moe Bros. Northern 
Co., Appleton, Wis., electri- 
cal distributor, where he was 
vice-president and sales man- 
ager. Prior to that he held 
various key positions in the 
sales department «at Moe 
Light, Inc. 





Officers Elected By 
Sanson & Rowland, Inc. 


Aaron I. Sanson, III, has 
been elected president of 
Sanson & Rowland, Inc., Phil- 
adelphia, Pa., at the recent 
annual stockholders’ meeting 
of the firm. 

Other officers elected at that 
time include: Earl Goodby, 
vice-president and treasurer; 
Richard W. Goodby, secre- 
tary and sales manager; 
James G. Pepper, assistant 
secretary and director of pur- 
chases. 


Three Promoted By 
Clinton Machine Co. 
Three eecutives — headed 


by Jim Davidson — stepped 
up into the three top sales 





JIM DAVIDSON 


and sales and service posi- 
tions in the Clinton Machine 
Ce., Maquoketa, Iowa. 

Mr. Davidson was named 
director of sales and service. 
At the same time, Clete Er- 
lacher went up from assis- 
tant, to sales manager, while 
Ray Oehler rose from field 
engineer to service manager. 

Mr. Davidson’s promotion 
climaxes seven years of work 
in the Clinton Machine com- 
pany, during which he was 
employed in virtually every 
department of the business. 

Mr. Erlacher joined the 
Clinton company as a worker 
in the plant, soon shifted 
into sales work where he 
rose from sales engineer to 
assistant and finally sales 
manager. 

Mr. Oehler joined Clinton 
as field representative and 
later was named _ service 
manager. 


Black & Decker to Build 
Addition to Md. Plant 


The Black & Decker Mfg. 
Co., Towson, Md., will build 
immediately a 126,800 sq. ft. 
addition to its Hampstead, 
Md., branch plant. In 
making the announcement, 
Alonzo G. Decker, president, 
pointed out that this will 
more than double the present 
size of the Hampstead plant. 

Completion of the plant 
is scheduled for November. 
However, it is expected that 
the new addition will go into 
partial operation as early as 
September. .The new addi- 
tion will be all on one floor 
level. 
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WEW STANLEY ‘SALESMAKER’ 


saves time and space... helps you make more _ 
on sales of STANLEY DRIVERS 


Metal Display FREE with Unit #1 or #2 
Check These “Self-Selling” Features_ 


SHOWS MORE—SELLS MORE 

—aA complete Driver department in less than 4 
sq. ft.— boosts impulse sales, saves valuable bin 
space..30” high and 19” wide. Displays a care- 
fully selected stock of most-wanted Stanley and 
Defiance Drivers. 






















VERSATILE “SALESMAN” 

—Sells on sight from your wall or counter. 
Sturdy easel back. Rugged design for a long 
profitable selling life. 


SAVES TIME 

on every sale. Drivers clearly priced and num- 
bered. Customers can see what they want... 
and the price . . . and buy. Price cards are easy 
to remove, revise and replace as needed. 


SIMPLIFIES HOUSEKEEPING 

—makes re-ordering easy. There's a spot 
for every driver—stock is always in place, 
looks neat. You can check stock at a glance. OR Oss GROUND 




















And costly pilferage is minimized. ACCURACY 













Balanced assortment of 80 top quality 
Stanley and Defiance Drivers in two price 
ranges. All Drivers have tough plastic handles 
to withstand continued hard use—will not 
conduct electricity or soak up oil or water. 
Unit 1 includes— 


UNIT No. 1 
$64,30 LIST 


30 Drivers — 4” — 6” 
20 Drivers — 3” — 8” 
21 Phillips Drivers in pop- 
viar 1 & 2 point sizes 
9 Special Purpose Drivers 








Your profit in 
one stock turn 














UNIT No. 2 


(illustrated) 
$59. 30 LIST 


48 Drivers — 4" — 6" 
22 Drivers — 3” — 8” 
9 Phillips Drivers in pop- 
viar | & 2 point sizes 
3 Stubby Drivers 


Put these new sales tools to 
work for you now. . . Send coupon 
to your wholesaler 


Carefully chosen selection of 82 Stanley and 
Defiance Drivers—wood and plastic handled. A 
complete stock for every need in 3 price ranges, 


Unit No. 2 includes— 
$19.75 







Your profit in 
one stock turn 









FOR PROMPT DELIVERY, SEND THIS 
COUPON TO YOUR WHOLESALER 


Ship Us (_) Stanley Screw Driver Unit #1 
(] Stanley Screw Driver Unit #2 


Stanley Tools, New Britain, Conn. 


THE TOOL BOX OF THE WORLD 


['STANLEY]] 


Reg. U.S. Pat. Off. 


HARDWARE e TOOLS e 
STEEL STRAPPING e@ 








aletenten etait 
2 
3 


ELECTRIC TOOLS 
STEEL 
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Send for our FREE catalog TODAY! 





Hirsh-Standard 


Pre-bilt 
UNITS 
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News of the Trade 





Dallas, Tex., Investors Purchase Dearborn 


Stove Co.; D. O. Tomlin Named New President 


Dearborn Stove Co. of 
Dallas, Tex., and Chicago, 
Ill., changed ownership re- 





D. 0. TOMLIN 


cently when a group of Dal- 
las investors, headed by D. 
O. Tomlin, C. A. Sammons 
and T. A. Rose, Jr., pur- 
chased the firm from the 
former owners, most of whom 
resided in the Chicago area. 

The purchase, at an undis- 
closed figure, involves manu- 
facturing plants and other 
facilities in both Dallas and 
Chicago. 

D. O. Tomlin, one of the 
group of investors who pur- 
chased the company, has been 
named its new president. 

Mr. Tomlin began his busi- 
ness career with the Amer- 
ican Zine, Lead & Smelting 
Co. He was assistant man- 
ager of the zine smelter at 
Dumas, Tex., when he re- 
signed to become treasurer 
of Briggs-Weaver Machinery 
Co., Dallas, in 1946. He re- 
signed this position to as- 
sume presidency of Dearborn 
Stove Co., effective Feb. 1. 

C. N. Hinds, director of 
sales, has been elected vice- 
president in charge of sales. 
Mr. Hinds was the first sales- 
man hired by Dearborn when 
the company was organized 
in 1937. His territory was 
the entire United States. 

Other new officers of Dear- 
born are Charles E, Struwe, 
former controller, who has 
been named secretary-trea- 
surer. Mr, Struwe joined 
Dearborn in December, 1948, 
becoming controller in 1949, 

Other Dearborn officers 
who will continue in their 
present positions are: R. H. 
Norris, executive vice-pres- 
ident; C. D. Allison, vice- 


president in charge of Dallas 
manufacturing; A. L. Van 
Brunt, vice-president in 
charge of Chicago manufac- 
turing. 

E. S. Kleinmann, formerly 
Southern Div. sales manager, 
has been named merchandise 
manager. Mr. Kleinmann 
joined Dearborn in 1940, as 
a salesman in Los Angeles. 
In 1949 he became assistant 


general sales manager in 
Dallas. In 1950 Kleinmann 


was named sales manager of 
Dearborn’s Southern Div. 

Joseph J. Peters is heading 
Dearborn’s expanded water 
heater division. 





Rose, Kimball & Baxter 
To Rearrange Divisions 


(Continued from page 199) 
vision. M. L. Bregande, Jr., 
is its general manager. 

The new quarters, located 
on Court Street Road in 
Syracuse, comprise a brand 
new 44,000 sq. ft. one-story, 
streamlined warehouse. Most 
all lines of merchandise will 
be maintained, but some new 


lines will be added from 
Elmira. 
Mr. Malcolm has _ been 


with Rose, Kimball & Bax- 
ter, Inc., for 15 years, and 
has traveled for many years 
as a hardware salesman for 
the concern. 

Mr. Bregande, Jr., has 
been with the Burhans & 
Black organization for 24 
years. He was formerly vice- 
president and secretary of 
that organization, and has 
managed the industrial di- 
vision for seven years. 


Illinois Firm Renamed 
Thor Power Tool Co. 


The stockholders of the In- 
dependent Pneumatic Tool 
Co., Aurora, IIl., have voted 
to change the name of the 
company to the Thor Power 
Tool Co. 

The change was voted be- 
cause the firm felt that its 
name no longer adequately 
described all its products. 
The company’s products have 
long been identified by the 
trade mark Thor, and it is 
felt that the use of that word 
in the new corporate name 
will more readily identify 
them with the company. 
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Culberg, Casey Get 
Promotions at Ekco 


Jack J. Culberg has been 
named to the new position of 
assistant vice-president in 





JACK J. CULBERG 


charge of housewares sales, 
it was announced by John G. 
Brooks, vice-president in 
charge of housewares sales 
for Ekco Products Co., Chi- 
eago, Ill. 

At the same time, Mr. 
Brooks announced the pro- 
motion of Henry Casey to 
sales manager of the newly 
established giftwares divi- 
sion, and Richard St. George 
as the firm’s San Francisco 
territory district sales man- 
ager. 

Mr. Culberg, who has been 
manager of the firm’s pre- 
mium and specialty division, 





HENRY CASEY 


will continue to head that di- 
vision in addition to his new 
duties. He has been with 
Ekeo since 1947, having 
started as a salesman and 
later named sales manager 
in the Chicago territory. He 
then became Chicago district 
superintendent before being 
named to head the premium 
and specialty sales division. 


News of the Trade 





Mr. Casey, district sales 
manager in the firm’s San 
Francisco territory, is being 
transferred to the main office 
in Chicago, where he will as- 
sume his duties as sales man- 
ager of the giftwares divi- 
sion. For six years he rep- 
resented Ekco in San Fran- 
cisco, the last year as district 
manager. 

Mr. St. George will suc- 
ceed Mr. Casey at San Fran- 
cisco. Having been with 
Ekco for seven years, he was 
most recently a sales repre- 
sentative in the firm’s Los 
Angeles office. 





Kramer Bros. to Hold 
Toy Show May 10 to 18 


The Kramer Bros., Balti- 
more, Md., distributor, will 
hold a toy train show and 
combined hobby-crafts dis- 
play at the Sheraton-Belve- 
dere Hotel in Baltimore, 
May 10 through 18. 

The entire second floor of 
the hotel is reserved for the 
show, which has been ex- 
tended two days to include 
two Sundays. As a special 
event for dealers, compre- 
hensive merchandising clin- 
ics are being planned to be 
held .daily. 


Camfield Mfg. Co. Adds 
Stever to Sales Staff 


B. F. Stever has joined the 
Camfield Mfg. Co., Grand 
Haven, Mich., sales staff as 
a representative, it was an- 
nounced by W. H. Anderson, 
general sales manager of the 
company’s Consumer Goods 
Div. - 

Mr. Stever, who will main- 
tain headquarters in Syra- 
cuse, N. Y., will cover all of 
upstate New York. He was 
formerly associated with the 
Morris Distributing Co., 
Syracuse, and the General 
Electric Co. in Erie, Pa., and 
Syracuse. 


Adolph Kiefer Forms 
Rubber Mfg. Division 


Adolph Kiefer has an- 
nounced the formation of the 
Rubber Mfg. Div. of Adolph 
Kiefer & Co., Glenview, Il. 

The new division is de- 
voted exclusively to the man- 
ufacture of a line of swim 
flippers, swim masks and 
goggles. 
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_ Miracle “Brite Magic” Merchandiser — colorful metal 


cabinet. Yours without extra charge with this assort- 
ment of Miracle “Brite Magic’ Adhesive: 


1 doz. large (5 oz.) tubes @ $4.68} Total Cost 
2 doz. small (1% oz.) tubes @ $4.76 


“as described in Reader's 


° MIRACLE 


$ 9.44 
Tetal retail $15.72 


YOUR PROFIT $ 6.281 


Digest’’ 





HESIVES CORP. 


53rd STREET, NEW YORK 22, N. Y 
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Forty Members of Tennessee Retail Hardware 
Association Join in Advertising Campaign 


Forty Memphis hardware 
retailers, all members of the 
Tennessee Retail Hardware 
Association, have signed up 
on a six months’ cooperative 
newspaper advertising pro- 
gram. The program started 
with two full page advertise- 
ments in Memphis news- 
papers, the first appeared 
April 17; the secund on 
April 20. 

One or more full page ads 


appear each month through- 
cut the six months’ cam- 
paign, and the ads will in- 
clude bargain specials to 
build store traffic with sea- 
sonal items predominating as 
much as possible in the bal- 
ance of the advertising space. 

The idea of this coopera- 
tive advertising program 
originated at the annual con- 
vention of the Tennessee Re- 
tail Hardware Association 


News of the Trade 





and was sparked by a speech 
given by Ed Orgill, president 
of Orgill Bros. & Co., Mem- 
phis wholesaler. 

A committee of seven re- 
tailers was formed to handle 
the details of the program 
and the Stratton-Warren Co., 
also a Memphis whwaesaler, 
tugether with Orgill Bros. & 
Co. set up the entire pro- 
gram on a working basis. 

The program was sched- 
uled to start in coordination 
with IRHA Hardware Week, 
April 17 through 25. 





Shown here are members of the original committee which carried out plans for the 
initial series of advertisements for Memphis retailers. Standing, left to right, are: Mor- 
ris Jones, secretary of the Tennessee Retail Hardware Association; Carl Higginbottom, 
General Hardware; Ted Malone, Best Hardware: Warren Barry, O. J. Pierce Hard- 
ware; Brooks Whitten, Whitten Hardware, and Charles Church, Church Hardware. 


Seated, same 


order, are: Ed Orgill, president of Orgill Bros.; Charles Long, Long 


Hardware; Howard Morris, Howard Morris Hardware, and George Stratton, Stratton- 


Warren Hardware. 


/ 





A. A. Riehl to Handle 
Remington Promotion 


R. H. Coleman, vice-presi- 
dent and director of sales, 
Remington Arms Co., Inc., 
Bridgeport, Conn., has an- 
nounced the appointment of 
A. A. Riehl as manager of 
Remington and Peters trap 
and skeet shooting promo- 
tion activities. 

Mr. Riehl] joined Reming- 
ton’s staff of field represent- 
atives in 1931, making head- 
quarters at San Francisco, 
Calif. While most of his 
field activities have been 
confined to the West Coast 
area, Mr. Riehl is well known 
to the shooting fraternity 
throughout the entire coun- 
try, having served as cashier 
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at many major tournaments, 
including the Grand Amer- 
ican Handicap tournament, 
the Pacific Indians shoot and 
the National Skeet Shooting 
Championships. 

Mr. Riehl will make his 
headquarters at Bridgeport. 
He succeeds C. G. Peterson 
whose work as manager of 
Remington’s law _ enforce- 
ment officers promotion sec- 
tion has been broadened. 





William DeWitt Joins 
Shoe Form Co., Inc. 


William DeWitt, Jr., has 
joined the Shoe Form Co., 
Inc., Auburn, N. Y., it was 
announced by Frank P. 
DeWitt, president and gen- 
eral manager of the firm and 


head of its Bill DeWitt Div. 

Mr. DeWitt, Jr., son of 
the founder of the company, 
will at present concentrate 
on the manufacturing pro- 
cesses of the firm. 





Longenecker Elected 
Head of Yard-Man, Inc. 


E. A. Longenecker has 
been elected president of 
Yard-Man, Inc., Jackson, 
Mich., hand and power mow- 
er manufacturer. 

Mr. Longenecker was for- 
merly president of the LeRoi 
Co., Milwaukee, Wis., and 
the Lauson Co., New Hol- 
stein, Wis. More recently he 
was with the Jacobsen Mfg. 
Co, Racine, Wis. 


Kline, Dillon Advanced 
By Boston Woven Hose 
Charles W. Kline has been 


named New England Div. 
manager and Martin T. Dil- 





CHARLES W. KLINE 


lon has been named New 
York Div. manager for the 
Boston Woven Hose & Rub- 
ber Co., Boston, Mass. 

Mr. Kline, with Boston 
Woven Hose for 17 years, 
will be responsible for the 
entire New England sales 
force. He was industrial rep- 
resentative in the New York 
area from 1936 to 1944. 
From 1944 until his present 
appointment, he served as 
product manager of the belt- 
ing department. 

Mr. Dillon, with the com- 





MARTIN T. DILLON 


pany for 30 years, has de- 
voted his entire career to 
sales in the New York area. 





Diamond Opens Branch 


The Diamond Expansion 
Bolt Co., Inc., Garwood, 
N. J., will open a new dis- 
tributing branch at 329 Fort 
Pitt Blvd., Pittsburgh, Pa., 
on May 1. 

W. T. Christman will su- 
pervise the new branch. 
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with GOLDBLATT Tools 


Goldblatt has no salesmen; sells direct to dealers. 
The Goldblatt line includes everything for the 
plasterer, bricklayer, cement mason, tile-setter and 
the masonry contractor. You'll get faster turnover 
— greater profits — satisfied customers — repeat 
sales — with Goldblatt Tools. 








Order all your tools 
and equipment for the Trowel 
Trades from Goldblatt. It’s Easy— 
One Order .. . It’s Economical— 
One Shipment . . . It’s Simple— 
One Invoice. The fame and quality 
of this nationally known line make 
it easy for you to sell. 


Send TODAY for FREE Catalog 


For full information on direct-to- 
dealer sales policy, write today for 
your FREE copy of Goldblatt’s cur- 
rent Catalog and Price List. 


GOLDBLATT Manufactures a com- 
plete line of Tools for the Trowel Trades. 
GOLDBLATT Distributes a supple- 


mentary line of equipment for the Trowel 
Trades. 



























Goldblatt Tool Co. 


1920A Walnut St. Kansas City 8, Mo. 







CHOICE OF THE 
TROWEL TRAD 







INCREASE YOUR TURNOVER 


with DIAMOND TOOL MERCHANDISER 


The Diamond No. 53 revolving tool merchandiser has beauty 

to catch the eye. Diamalloy tools have the quality to clinch 

the sale. 
Eight square feet of panel 
display space rests on one 
square foot of counter 
space. Display stand is 
bright red baked-on enamel. 
Packed in carton with tools, 
weight 70 lbs. 





DIAMOND TOOLS 
SOLD BY 
LEADING JOBBERS 
EVERYWHERE 











Display has four easily as- 
sembled panels 12” x 24”, 
and consists of the following 
fast-selling Diamalloy tools: 
13 wrenches, 31 pliers, 2 
staple pullers and 8 snips. There is no charge for the display stand. 


**There is nothing finer than a Diamond”’ 


WE | DIAMOND CALK HORSESHOE CO. 





4622 GRAND AVE. DULUTH, MINN. 
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Westinghouse Supply 
Appoints J. T. Urban 


John T. Urban has been 
appointed to the new position 
of central regional manager 
of consumer products for the 
Westinghouse Electric Sup- 
ply Co., New York, it was 
announced by J. F. Myers, 
president. 

Formerly genera!) sales 
manager of consumer prod- 


ucts, Mr. Urban will soon 
move his headquarters to 
Chicago. 


In his new post, he will 
be responsible for all con- 
sumer product operations in 
seven WESCO sales districts 
covering 19  northcentral, 
midwestern and southeastern 
states. Mr. Urban has been 
affiliated with the Supply 
Company for 19’ years. 

Prior to joining the supply 
firm, he was employed by the 
Westinghouse Electric Corp. 
as merchandise sales man- 
ager of its Indianapolis of- 
fice. He transferred from the 
parent company to WESCO 
in 1934 as merchandise man- 


ager, remaining in Indian- 
apolis. In 1944 he was ap- 
pointed general sales man- 
ager of consumer products at 
the Supply Co.’s headquar- 
ters office at 40 Wall St., 
New York City. 





Elect Alderman Head Of 
Mullins Merchandising 


C. D. Alderman has been 
elected the new vice-presi- 
dent in charge of merchan- 
dising for Mullins Mfg. 
Corp., Warren, Ohio, maker 
of Youngstown Kitchens. 

Mr. Alderman has _ been 
selling Youngstown Kitchens 
since he joined the company’s 
kitchen sales department in 
1938. In 1940 he was ap- 
pointed assistant regional 
sales manager in the Wash- 
ington - Philadelphia - New 
York area, and later that 
year was named regional 
sales manager there. 

In 1948 he was advanced 
to the post of sales manager, 
and in October, 1950, was 
named general manager of 
merchandising. 


News of the Trade 





Coleman Co. Opens 
Chicago Zone Office 


Establishment in  Chica- 
go’s Merchandise Mart of a 
zone office has been an- 
nounced by the Coleman Co., 
Wichita, Kan. 

Martin G. Raake has been 
named manager of the Chi- 
cago operation which will 
serve Coleman distributors 
in eight of the midwestern 
states. 

Assigned to the Chicago 
zone are J. R. Montgomery, 
Mark Darmer and Tom Po- 
letti, as regional sales man- 
agers; Reginald Randall and 
Charles W. Barchers, as ser- 
vice engineers, and J. R. 
MacDowell, as water heater 
specialist. 

C. L. Burrows, vice-presi- 
dent and national sales man- 
ager, said the move was the 
first in a series of zone op- 
erations which are intended 
to place Coleman sales man- 
agement closer to its dis- 
tributors and to assist them 
in handling technical mat- 


ters, service programs and 
dealer education activities. 
Mr. Raake joined the Cole- 


man company in 1938 fol- 
lowing several years of sales 





MARTIN G. RAAKE 


and management experience 
with Schlatter Hardware 
Co., Fort Wayne, Ind. Prior 
to becoming zone manager, 
Mr. Raake was regional 
sales manager for Coleman 
with headquarters in Colum- 
bus, Ohio. 





Full Profit Soldering Trous! 
Here’s the line you sell at competitive prices — 
with full markup for you! Drake quality — 


Drake saleability. Better order now! 


DRAKE No. 703 


150 WATT IRON WITH 114” TIP 


2 Ideal for garages, machine shops, and heavier 
home use. Highest quality nichrome wire 
wound on amber mica in sealed element. Ra- 
diating fins keep handle cool. Chrome Plated. 
Complete with six foot cord and stand. 
Weight in carton: one pound, ten ounces. 


DRAKE No. 701 
100 WATT IRON WITH 7%” TIP 


Recommended for medium automotive and 
general household use. Highest quality 
nichrome in sealed element. Has baffle 
plates to keep handle cool; is Chrome 


Plated. Complete with six foot 
cord and stand. Weight in 
carton: one pound, 

four ounces. 


DRAKE No. 700 
80 WATT IRON WITH %” TIP 


A lightweight iron for general use in small automo- 
tive work and household light soldering. Chrome 
Plated, with radiating fins to keep handle cool. 
Complete with six foot cord and stand. Weight in 


carton: one pound. 


Represented by: 


SURPLESS, DUNN & CO. 


THE RUGER COMPANY 


in Canada: JOHN R. ANDERSON & SON LTD., Montreal 
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DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVENUE, CHICAGO 13, ILLINOIS 


DRAKE 
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Schaefer to Represent 
Mirro in California 


William Schaefer has been 
appointed retail sales repre- 
sentative in southern Cali- 





WILLIAM SCHAEFER 


fornia for the Aluminum 
Goods Mfg. Co., Manitowoc, 
Wis., maker of Mirro alu- 
minum ware. 

Mr. Schaefer formerly was 
housewares manager of a 
Hollywood department store. 
Previous to that he was 


a manufacturers’ representa- 
tive. In his new position, he 
will maintain headquarters 
in Sherman Oaks, Calif. 





Food Machinery Buys 
English Pump Firm 


Food Machinery & Chem- 
ical Corp., San Jose, Calif., 
announced that it had ac- 
quired controlling interest in 
Varley Pumps & Engineer- 
ing Limited, Brentford, Mid- 
dlesex, England. 

The English firm produces 
gear-type pumps used prin- 
cipally for pressure lubrica- 
tion service, for circulating 
machine tool coolants, and 
on tank trucks for unloading 
gasoline. 

The transaction, whereby 
Food Machinery obtained 87 
pet ownership of the pump 
company, was completed at 
a meeting at which FMC 
was represented by its board 
chairman, John D. Crum- 
mey, and by vice-president 
William de Back, who is resi- 
dent manager of Interna- 


News of the Trade 





tional Machinery Corp. in 
Belgium. 

Plans indicate that the op- 
eration will continue under 
its present management: Jo- 
seph H. Bentley, chairman 
and managing director, and 
R. C. Chapman, general 
manager. 





Allen Made Executive 
At Bingham-Herbrand 


Jack G. Allen has joined 
the executive staff of the 
Bingham-Herbrand Corp., 
Fremont, Ohio, as a _ vice- 
president of the corporation 
and general sales manager 
of the Herbrand Div. 

Mr. Allen was formerly 
vice-president of the Plomb 
Tool Co., Los Angeles, Calif., 
which he joined in 1947, fol- 
lowing six years of military 
service. 

Prior to that he was a di- 
rector and general manager 
of the F. H. Nobel Co., Chi- 
cago, with which he had 
been associated for a period 
of 15 years. 






Elect Cooper Head Of 
Floor Machinery Group 


Ernest Cooper, of the 
Clarke Sanding Machine Co., 
Muskegon, Mich., was elected 
president of the Floor Ma- 
chinery Manufacturers’ As- 
sociation at its twentieth 
Annual Meeting held re- 
cently in the Conrad Hilton 
Hotel, Chicago. 

Mr. Cooper succeeds A. P. 
Boller, of S. C. Lawlor Co., 
Chicago, who has held the 
office for the last two years. 





Ben-Hur Mfg. Co. Holds 
Dealer Service Schools 


John J. Janesko, Ben-Hur 
Mfg. Co., Milwaukee, Wis., 
service manager, introduced 
the freezer firm’s new service 
slide film, “One Call Servic- 
ing,” at three service schools 
for Monroe Hardware Co. 
dealers, held recently at Mar- 
shall, Tex., Shreveport and 
Monroe, La. 

Approximately 75 dealers 
attended the three one-day 
schools. 
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What prospect of yours could resist 
the appeal of these typical Dandy 
Boy sales features? And if you ex- 
plained that he gets them all at no 
extra cost, you’d cinch the sale in a 


minute. 


Move up into another income bracket 
with an exclusive dealer franchise. 
Sell 2, 3, and 5 hp. Dandy Boy Power 
Units .. . each with 23 sales features. 
Send coupon for complete story. 
















DEALER ADVANTAGES: FARM 
AND GARDEN IMPLEMENT 
BUILDERS SINCE 1911 . 
COMPETITIVELY PRICED. . . SUB- 
STANTIAL FACTORY GUARANTEE 
- . . EXCLUSIVE FRANCHISE... 
EFFECTIVE NATIONAL AND 
LOCAL ADVERTISING . . . PROF- 
ITABLE DISCOUNTS . . . ACTIVE 
FIELD REPRESENTATIVES 


THE MIDLAND CO., Dept. HA-4, South Milwaukee, Wis. 


Send me complete dealer information. 
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Sales Features in mtoLAND BYsY 
Power Units 


Under New 
Protective 
Franchise 


Quick-Change 
hitches front 
and rear save 
lots of time 
and effort. No 
tools needed. 







Five speed 
changes, from 
1% to 9 mph., 
permit user to 
match correct 
speed to each 
new job. 


New-principle 
reverse ends 
back-breaking 
pull-backs! 
Yet Dandy 
Boy Power 
Units cost no more than most 
old-fashioned models. 





















Brink & Cotton adVISES 
you to stock fast-selling 


<SVISES 


superior in quality and budget- 
priced for quick sale... profits! 


Brink & Cotton has been making vises for 
over a quarter of a century. The only trouble 
with BC products is they last too long! Yes, 
thousands of BC vises over 25 years old, are 
still in service. You can’t beat that for cus- 
tomer satisfaction. 






SWIVEL 
VISES 


Combination swivel action. 
Binding screw provides numer- 
ous swivel positions. Base fin- 
ished in black Japan and body 
in red baked enamel. Packed 
in individual set-up boxes. 


No. 153—Opens to 24”. 


WOODWORKER'S 


VISE 


Perfectly balanced, ruggedly 
built for hard use. Will not 
loosen or slip. Guides are cold 
rolled steel. Finished in green 
baked enamel. 


No. 176—Opens to 414”. 


BENCH 
VISES 


Patented design, 
suited for home, 
garage or farm. 
Jaws accurately 
machined, pol- 


ished and lacquered. Finished 
in green baked enamel. Packed 
in individual set-up box. 
No. 149—Opens to 134” 
No. 150—Opens to 212”. 








See your jobber or write 


tHe BRINK & COTTON mec. co. 


33 POLAND 





1420) }a aol.) 


Manufacturers of clamps—Vises—Hand Tools for 
Production, Maintenance, Service, Since 1925. 











Winners of the Black & 
Decker Mfg. Co.’s_ recent 
Utility Display Contest have 
been announced by the Tow- 
son, Md., manufacturer. First 
prize of $250 cash for the 
best window display featur- 
ing Black & Decker Utility 
portable electric tools went 
to Ankcorn Hardware Co., 
Palouse, Wash. 

Second prize of $100 cash 
was awarded to lLyman- 
Hawkins Lumber Co., Akron, 
Ohio, on the basis of the 
photo it submitted of its 
Christmas window display. 

The West Coast produced 
the third prize winner of $50 
cash — Maxwell Hardware 
Co., Oakland, Calif.—and 
also the fourth prize winner, 
Grand Lake Hardware, Oak- 
land, which won a Utility 
sander-polisher. Sander- 
polishers also went to the 


News of the Trade 





Ankcorn Hardware Wins $250 First Prize 
In Black & Decker Window Display Contest 


fifth and sixth prize win- 
ners: Rappl & Hoenig Co., 
Rochester, N. Y., and Bel- 
lingham Hardware Co., Bel- 
lingham, Wash. 

Seventh through tenth 
prizes of B&D Utility %-in. 
drills were won by: Clark 
Lumber & Supply Co., Inc., 
Plymouth, Pa.; C. B. Coburn 
Co., Lowell, Mass.; Korger’s 
Hatchery & Farm Store, 
Chippewa Falls, Wis.; and 
T. Miller & Sons Building 
Supply Co., Lake Charles, 
La. 

More than 100 entries 
came from Black & Decker 
dealers located throughout 
the continental United States 
and Canada. Final winners 
were judged for originality, 
novelty and actual _ sales 
value, as determined by a 
panel of merchandising ex- 
perts. 





Name Bogan Sales Head 
Of Nesco Appliance Div. 


John E. Bogan has been 
named sales manager of the 
electrical appliance division 
of Nesco, Inc., Milwaukee, 
Wis., it was announced by 
E. P. Altemeier, vice-presi- 
dent in charge of sales and 
merchandising. 

Mr. Bogan was formerly 
merchandise manager of 
Hotpoint, Inc., Chicago, and 
earlier was sales manager 
for Cribben & Sexton’s Uni- 
versal gas appliances. Be- 
fore the war he served as 
sales and merchandising 
counselor for the National 
Association of Appliance 
Manufacturers, planning 
promotional programs for 
utilities and appliance dis- 





JOHN E. BOGAN 
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tributors and appearing as a 
speaker before numerous ad- 
vertising and sales organi- 
zations. 

Mr. Bogan will make his 
headquarters at Nesco’s ex- 
ecutive offices in Milwaukee. 





Benjamin Electric Gets 
Assets of Chicago Firm 


The purchase by the Ben- 
jamin Electric Mfg. Co., Des 
Plaines, Ill., of certain as- 
sets of the Leader Electric 
Co., Chicago, was announced 
by Hoyt P. Steele, executive 
vice-president of Benjamin 
Electric. 

As of April 6, the Leader 
line has been manufactured 
and sold by the Leader Div. 
of the Benjamin Electric 
Mfg. Co. The following 
classifications of Leader 
products are included: In- 
candescent and fluorescent 
commercial lighting equip- 
ment, Leaderall illuminated 
ceiling, Leader Troffers in- 
cluding incandescent boxes, 
Striplite units and Indus- 
trial fluorescent lighting 
equipment. 

Expansion of facilities for 
the manufacture of the Ben- 
jamin company’s Leader line 
at the Benjamin 77-acre 
plant in Des Plaines is being 
undertaken immediately. 
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SPEEDY SPRAYER 890 
Diaphragms eliminate oily pis- 
tons. % h.p. motor delivers 2 cu. 
ft. of clean, oil-free air at 30-40 


ibs. pressure. Never needs oiling. 
With gun, lens motor, retail $36.50 


EYE APPEAL Sa ae- 
© COBALT BLUE SEAMLESS HYDE NO. 703 3 aii ; 9 - © a 


LE 
a SALES MERCHANDISER SPEEDY SPRAYER 444 


No job too big! 4 cu. ft. of 


e . 
MIRROR FINISH Flamingo Color No job top bial 4 cv, fof 
e TOOLS DISPLAYED ON Background pressure. Va - Rg hy 
pd ngine. ' * , 
A FLAMINGO COLORED 12” high—11” wide—61/p” deep retail” $66.00 
DISPLAY 40% DEALER DISCOUNT 
1 doz. No. 3E-11/,” Putty Knives $6.60 
FAL 1 doz. No. 3S-11/,” Putty Knives 6.00 og 
BUY APP 1 doz. No. 3E-3” Scrapers 10.80 ; TA MOBILE SPRAYER 950 
1 doz. No. 3S-3” Scrapers 10.20 ; co By By idoet Automatic Sask, sprayer Oo 
. i m rf commerca . e 
© LOW IN PRICE a — 7 Sipe her —y with Y h.p. compressor. 
hose. Retail Removable wheels ond handle. 


FOR DO-IT-YOURSELF BUYERS DEALER $22.00 With gun, less motor, retail $97.50 
© HIGH IN PROFIT COST $20.16 


© TOUGH — FEATHERWEIGHT DEALER 


PROFIT $13.44 
ORDER NOW FROM YOUR JOBBER 


~~ W. R. BROWN CORPORATION 


H Y D F M A N T F A ( T 1 R | N ¢ ( 0. 2665 Normandy Ave., Chicago 35, il. 
Specialists in Portable Sprayers for Over 30 Years 


SOUTHBRIDGE, MASS., U.S.A 
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Miller Mfg. Co. Buys Bonney Forge & Tool 





Joseph W. McDougal, seated left, president of 


Works, Which Will Operate as Subsidiary 


Miller 


Mfg. Co., is shown accepting final papers from Arthur 
J. Male, president of Bonney Forge & Tool Works, dur- 
ing the transaction that saw Bonney purchased by the 
Miller firm. Standing, left to right, are: Joseph E. Killian, 
vice-president and sales manager, Buckeye Forging Co.; 
Ellis J. Wright, Miller vice-president and sales manager; 
Ralph W. Simonds, Miller board chairman; William J. 
Griffin, Miller legal counsel], and Fred S. Durham, Jr., 


Bonney vice-president and secretary. 


The Miller Mfg. Co., De 
troit, Mich., recently sc- 
quired full ownership of the 
Bonney Forge & Tool Wurks, 
Allentown, Pa., according to 
Joseph W. McDougal, presi- 
dent of ‘1e Miller company. 

Mr. McDougal said the 
acquisition of Bonney rep- 
resented another important 
step in Miller’s program to 
enlarge and diversify its 
manufacturing and mar- 
keting. 

Bonney Forge & Tool, now 
a subsidiary of Miller, man- 
ufactures mechanics’ hand 
tools. Since Bonney was 
purchased in 1906 by J. Ed- 
ward Durham, three genera- 


tions of the Durham family 
hive participated in its own- 
ership and management. 

Other Miller subsidiaries 
are Monroe Steel Castings 
Co., Monroe, Mich.; Preci- 
sion Mfg. Co., West Branch, 
Mich., and Buckeye Forging 
Co., Cleveland, Ohio. 

Under Miller ownership, 
Bonney management will be 
directed by Mr. McDougal 
as president. Arthur J. 
Male, former president of, 
Bonney, will be chairman of 
the board of directors. Fred 
S. Durham, Jr., a grandson 
of the founder, will continue 
as vice-president and _ sec- 
retary. 





Cavert Wire Co. Now 
Under New Ownership 


The Cavert Wire Co., Ell- 
wood City, Pa., has been 
taken over by new owners. 
The new principals are 
Meyer L. Swimmer and his 
son, Wolford Swimmer, of 
Uniontown. Pa. 

Meyer Swimmer will serve 
as president while his son 
will act as general manager. 
The Swimmers are familiar 
with the wire business, hav- 
ing operated a steel wire 
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hanger plant in Uniontown 
for a number of years. 

The new owners intend to 
develop and produce new 
wire products in the near 
future. 





Lindh, Pelizzoni Get 
Atkins Saw Div. Posts 


Stanley B. Lindh has been 
appointed sales promotion 
manager of the Atkins Saw 
Div. of the Borg-Warner 
Corp., Indianapolis, Ind., 


News of the Trade 





and Eugene A. Pelizzoni has 
been named works manager 
of the division. 

Mr. Lindh was formerly 
assistant sales manager for 
the Morse Twist Drill & Ma- 
chine Co., New Bedford, 
Mass., and sales and adver- 
tising analyst for Lever 
Bros., Cambridge, Mass. 

Mr. Pelizzoni, until re- 
cently assistant works man- 
ager of the Mack Mfg. 
Corp., Allentown, Pa., will 
assume complete control of 
all manufacturing opera- 
tions at the Atkins plant. 


Mercer Tube, Sawhill 
Appoint J. E. McFate 


The Mercer Tube & Mfg. 
Co. and the Sawhill Mfg. Co., 
Sharon, Pa., have appointed 
J. E. McFate as district sales 
manager in their Michigan 
territory. 

Mr. McFate has been as- 
sociated with both the Mer- 
cer and Sawhill companies 
for several years as assistant 
district sales manager in this 
territory, which includes the 
entire state of Michigan and 
the extreme northwestern 
section of Ohio. 

District office for the com- 
panies is located at 535 Gris- 
wold St., Detroit, Mich. 


Robeson Cutlery Adds 
Oden to Sales Staff 


Daniel G. Oden has been 
appointed to the sales staff 
of the Robeson Cutlery Co., 
Perry, N. Y., it was an- 
nounced by Emerson Case, 
president of the firm. 


Mr. Oden will cover the 
states of Alabama, Missis- 
sippi, Kentucky and Ten- 
nessee. 





DANIEL G. ODEN 
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Desmond-Stephan Names 
Zimmerman and Roth 


Fred H. Zimmerman and 
Al Roth have been appointed 
by the Desmond - Stephan 





a 


FRED H. ZIMMERMAN 


Mfg. Co., Urbana, Ohio, as 
factory sales representatives 
of Desmond Simplex steel 
slide vises and_ grinding 
wheel dressers and cutters. 
Mr. Zimmerman, Dallas, 
Tex., will handle the prod- 








Ci" 


AL ROTH 





ucts in the State of Texas. 
Mr. Roth, Wheat Ridge, 
Colo., will travel the States 
of Colorado, Utah, Wyoming 
and Montana. 

Both men have been train- 





ed in the product, policy and Die cast, c 
merchandising of Desmond enamel c 
products. Sales meetings, black nx 
sales promotions and service brake. Re 


calls will be made by them 
whenever requested by a dis- 
tributor. 





Reynolds Distributor 


The Hardware & Metal 
Supply Co., Philadelphia, 
Pa., has been named dis- 
tributor for architectural 
aluminum mill products of 
the Reynolds Metals Co., 
Louisville, Ky. 
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of Rule Tapes, 
Utility Knives, and 


LEADERS 


ATLAS wicks are pre- 


Padlocks is a ane by more dealers 
A i th 
perennial favorite. eee trent. They on 


the choice of custom- 
ers everywhere be- 
cause of their superior 








NO. 505C quality and depend- 
-RMAN able service. 
50 ft. Steel Tape in Chrome or Zinc 
Ohio plated finishes. GLASWIK The leader in 
, as Mash taal 
2 reputation and distribution. 
sentatives The original spun glass wick 
lex steel NO. 45 PADLOCK and the only wick that is 
grinding Plated Steel shells and shackles. se of ae Sarees several 
cutters. ordinary wicks. 
| Brightly colored centers. Various 
, Dallas, yoni Fenn with each lock. FLAMEMASTER America's 
the prod- F leading asbestos wick. 








Woven of wire reinforced 
high grade asbestos yarn. 


SPECIAL FLORENCE SETS 
Also for Aeroflame in both 
Glaswik and Flamemaster. 


BESWIK A woven asbestos 
wick that gives long depend- 
able service. Economical in 
price but equal in quality to 
other wicks. Attractive dis- 
play cartons make a favor- 
able impression on customers. 


TOP NOTCH Perfectly woven 
of highest quality cotton fitted 
into a metal carrier. Fits Per- 
fection, Miller, Nesco and other 
cook stoves and room heaters. 
A good "repeater." 


FASTHEAT “Accordion fold" 
construction makes FASTHEAT 


2) 8 

@ NO. 101 PADLOCK 

ih Die cast, rustproof, baked enamel 
‘finish. Many sizes to choose from. 











A popular, all-purpose knife with § 
adjustable replacement blades to retail at 75¢. 
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f Texas. y y . 
Ridge a universal wick . . . fits any 
: standard range burner. 
: States It is a fast seller and 
/yoming strong repeater. 
n train- NO. 406W WRITE FOR 
licy and Die cast, chrome plated or baked COMPLETE DESCRIPTIVE 
esmond enamel cases. White tape with LITERATURE 
eetings, black markings. Automatic ASTH 
a brake. Replaceable blade. 
y them t i nee 
y a dis- 
- ASBESTOS 
—" COMPANY [eraay 
delphia, JOBBERS XX 
ed dis- 
ctural NORTH WALES 7, PA. 
: o, 31 YEARS OF PROGRESS IN ASBESTOS TEXTILES 
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FAL .. GROWING 


RETAIL DEMAND FOR 
[ALLEN KEY SETS" 
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ALLEN SALES AID MEANS 
PLUS BUSINESS FOR YOU 




























"hs 


It’s all our fault . . . we admit that Allen has been 
promoting the use of Allen-head Socket Cap and Set 
Screws for manufactured products, so that now the 
household handy man can’t do business any more 
without a set of Allen Hex Keys. He needs popular 
sized socket head screws for replacement, too, and he 
wants them for his workshop projects. 


Allen got the handy man into this fix. Allen is getting 
him out by making it easy and inexpensive to buy the 
screws and keys he needs in his retail hardware store. 


You profit without effort. Counter displays of Allen Key 
Sets, plus counter screw merchandisers, make Allen 
products sell them- 
selves. Ask your 
Allen distributor 
about the many re- 
tail sales aids he 
provides to help you 
make a profit on the 
Allen line at retail. 
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HARDWARE BRIEFS 





(Continued from page 198) 
location will only be a tem- 
porary one pending arrange- 
ments for permanent location 
of the business. 





Sumter, S. C-—The Shuler 
Brothers have opened a mod- 
ern hardware store at 348 
Broad St. Jimmy and Hoyt 
Shuler will be assisted by 
Herbert Meyer in the new 
store. 

The new building is of 
brick and steel construction, 
with glass front and plate 
glass windows 24 ft. down 
one side. 





Coldwater, Mich. — The 
Kerr Hardware Co., of this 
city, has opened a hardware 
store in Battle Creek re- 
cently. The new store, to be 
known as Kerrs, Inc., is lo- 
cated at 52 E. Michigan Ave. 





Lovington, N. M. — The 


| Marshall Furniture & Hard- 


ware Co. recently held for- 
mal opening of its store at 
First and West Central in 
the Yarbro Building. Leo 
Jones, who owns the Jones 
Hardware Store in Sweet- 
water, is manager of the new 
store. In partnership with 
Mr. Jones is W. T. Reeves. 





Stratton, Colo. — Ralph 
Grubbs and his son, Dean, 
have purchased the Dillon 
Hardware Co. store. The 
store is now known as Grubbs 
Hardware. 





Martinsburg, W. Va. — 
Frank L. Dunn and Holland 
C. Burgan have purchased 
the Taylor hardware store, 
235 N. Queen St., from T. 
N. Taylor. The sale included 
only the stock and equip- 
ment; the building remains 
the property of the Taylor 
family. 





Kaukauna, Wis. — Fire, 
which started in the base- 
ment, caused heavy damage 
to the Gamble hardware and 
appliance store. The store is 
owned by Robert Vaneven- 
hoven and Leo Driessen. 





Columbus, Miss. — J. C. 
Mauldin recently purchased 
Syd’s Hardware from Sidney 





Thweatt and re-named the 
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store Mauldin’s Hardware. 
The store, at 125 N. Market, 
will continue to feature hard- 
ware, housewares and sport- 
ing goods. 





Houston, Tex.— The third 
David’s Hardware store, at 
6403 South Park Blvd., re- 
cently held its grand opening. 
David Denenberg is owner of 
the store, and Paul Thorp is 
store manager. 





Springfield, Ohio — The 
new Koehler Super Hard- 
ware store, 1731 E. Main St., 
owned by Robert and Helen 
Koehler, recently held its 
grand opening. The store re- 
places the former Koehler 
Bros. Hardware which was 
severely damaged by fire last 
June. 





Ute, Iowa—Grover Sander 
has purchased the Daasch 





Hardware from Warren 
Daasch. 
Spokane, Wash. — Arthur 


I. Torvie has opened a hard- 
ware store at E2908 29th in 
Lincoln Heights. 





Flint, Mich.—The Hamady 
Hardware Co. store at 2920 
Flushing Rd., has been pur- 
chased by Cecil M. Haliandal. 
The new owner will operate 
the store under a different 
name that is as yet un- 
decided. 

Dan R. Hamady, president 
of Hamady Hardware, an- 
nounced that the firm’s other 
store at 3010 Corunna Rd., 
will continue to operate. 





Bemidji, Minn.—The Mar- 
kus Hardware store, 321 
Beltrami Ave., has been sold 
to Byron Eggen by Frank 
Markus. 





Pekin, Ill. — Fire caused 
heavy losses at the L & W 
Hardware store, located in 
Marquette Heights. The store 
is owned and operated by 
George Laughlin. 





Antioch, Calif. — Construc- 
tion of a building to house 
the Antioch Paint & Hard- 
ware store has been started 
at Walter Way and Railroad 
Ave, 
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Home Oftice and Factory 
STOCKS IN THE FOLLOWING CITIES 





Keres MACHINE 


SCREW ANCHORS 


INC. 


BOLT 


DIAMOND EXPANSION BOLT CO., 


Garwood, New Jersey 





STAR TYPE DRILLS 








FENCE STRETCHER 


SPLICING 


prospect . . « boost your Sales! 
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Unconditionally 
GUARANTEED! 


Nationally Advertised . . more than 
60,000 Golden Rods sold to date! 
Sell the Golden Rod Fence Stretcher on a 
“Satisfaction or Your Money Back” guar- 
antee. Sell more fencing,.make more friends 
and bigger ‘profits this year! 

The Golden Rod has powerful, easy-to- 
operate mechanical “dogs” on strong hooks; 
grips any kind of wire—never slips! 

Rugged main bar, 
thick; full 24” ratchet action. 
drawing and holding both wire-ends for 
splicing—faster! Wt., 8 Ibs. Pulls half a ton! 


Order through Your Jobber or write 
us for Your nearest Distributor 


DUTTON-LAINSON CO., Mfg. Div., Dept. 33, Hastings, Nebr. 
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“RiGeltb” means 
most service for 


your money 
















Rital(b> 
Spiral 
Reamer 









Already a top seller— 







this new 
























Spir al for extra 
easy reaming 


* No wonder your customers go for this new improved 
Spiral—it reams burr from pipe as fast and cleanly as 
if it were wax . . . and makes quick work of enlarging 
conduit box outlets or cutting holes in sheet metal 
—and does it without chatter. 

* Improved ratchet handle—cutting edges of heat- 
treated tool steel for long service. It can’t be beat for 
performance—or for fast profitable turnover. Order 
today! 


Remember also rita LonGrip Reamer with extra-long taper. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 




















FAIRBANKS-MORSE 


You're selling the oldest and most dependable 
name in the field when your scales bear the label— 
Fairbanks-Morse! Your customers know they can 
have complete confidence in this scale to guard 
. . give sustained accuracy. 

This is the heavy-duty, portable platform scale— 
Model 1124—one of the broad line of Fairbanks- 
Morse Scales. It’s of an all-metal design with metal 
clad platforms, with loops, bearings, pivots, and 
weights “Parkerized” to make them rust resistant 

. . assure long life and accuracy. 

For complete information, write Fairbanks, Morse 


profit margins . 


& Co., Chicago 5, Illinois. 





‘FAIRBANKS-MORSE 


@ name worth remembering when you want the best 





Model 1124... has 
cast aluminum beam 
with raised figures, 
graduated 100 x ' Ib. 
with loose weights to 
provide 1000 Ibs. ¢ca- 
pacity. 





SCALES © PUMPS © DIESEL LOCOMOTIVES & ENGINES « ELECTRICAL MACHINERY 
RAIL CARS *e HOME WATER SERVICE EQUIPMENT © FARM MACHINERY * MAGNETOS 
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Aberdeen, S. D.—The re- 
cent opening of the Parsch 
Hardware marks the firm’s 
86th year of operation at the 
same location, 515 S. Main, 
with the exception of one 
year, 1952. 

The store was totally des- 
troyed by fire on New Year’s 
Day of 1952 and had to be 
rebuilt and restocked. 





Le Roy, N. Y.—The Vic 
Blood Hardware Store on 
Main St. has been given a 
new and modern front across 
the entire ground floor of the 
building. The store, owned by 
Vic Blood, now has a single 
center entrance instead of the 
previous two entrances. 





Santa Fe, N. M.—The Ray 
Smith Hardware & Supply 
Co., owned and operated by 
Ray Smith and Ray Shollen- 
barger, has opened its store 
at the corner of Cerrillos 
Rd. and Manhattan. 





Little Falls, Minn. — A 
three-day grand opening 
event was held at the Earl 
Else Hardware, 109 Broad- 
way West. 





Merced, Calif.— The Tur- 
ner Hardware Co., of Stock- 
ton, has opened a store at 
312 W. 17th St. Robert Phil- 
lips is the manager. 


Bay City, Tex.— William 
E. Ferguson and David B, 
Nance have purchased the 
Taulbee Hardware Co. from 
Bretch Taulbee. 





Detroit, Mich.—Art Miller, 
store employee, has_ taken 
over the management of 
Bill’s Hardware, 12888 E, 
Jefferson, following the re- 
cent death of the owner, Bill 
Hemme. 





Wisconsin Rapids, Wis.— 
The Badger Paint & Hard- 
ware Store, 251 W. Grand 
Ave., recently held its for- 
mal opening. The store is 
managed by Bob Schoonover. 





Madrid, Neb. — Mr. and 
Mrs. Vic Shafer have pur- 
chased the business building 
south of the Gauger Store 
and have moved in their 
store formerly located in the 
Bullock Building. 





Albany, Ga.—Dixon Hard- 
ware Co., Inc., held its grand 
opening at 148 N. Slappey 
Drive. B. W. Dixon is pres- 
ident and general manager. 





Edmore, Mich.—The Bosch 
Hardware, operated by Sid 
Bosch, who purchased the 
Wert Hardware, _ recently 
held its official grand open- 
ing. 





Northwest Club Hears 
Talk on Selling 


Bill Gove, Minnesota Min- 
ing & Mfg. Co., St. Paul, 
Minn., was the speaker at the 
April meeting of the North- 
west Hardware Club, held at 
the Curtis Hotel in Minne- 
apolis on April 10. 

An authority on salesman- 
ship, Mr. Gove combined 
humor with serious sugges- 
tions on improving sales tech- 
nique. He stressed three car- 
dinal attributes for success 
in that field: be yourself; 
cultivate the faculty of being 
a good listener, and suggest 
that the prospect buy. 

Declaring there is no typ- 
ical salesman, he pointed out 
that many men who lack 
extravert characteristics usu- 
ally associated with salesmen, 








are successful because they 





possess sincerity, knowledge, 
and great perserverance. 

Robert Phillips, H. L. Judd 
Co., Wallingford, Conn., 
chairman of the golf commit- 
tee, announced the following 
dates for the summer sched- 
ule: June 8, Golden Valley; 
July 6, Midland Hills, and 
August 14, Minneapolis Golf 
Club. 





Correction 


In the caption for the 
photos of several exhibits at 
the recent Do It Yourself 
Show in New York, pub- 
lished on page 150 of the 
April 2 issue of HARDWARE 
AGE, identification for the 
second picture from the bot- 
tom was inadvertently omit- 
ted. This picture shows the 
exhibit of DeWalt, Inc. 
Lancaster, Pa. 
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HARDWARE 


no. 388 Casement Operator 


A Heavy Duty Operator, unsurpassed by anything on the market. 
Incorporates over seventy years experience in desi igning and 
manufacturing. Heavier, stronger construction and materials assures 
smooth, trouble-free operation. Comparison with others proves its 
value. Standard finishes on Wrought Steel or Brass. 


no. 350 Adjustite Catch 


An automatic Closer and Catch with many uses. Features adjustable 
tension with pull of five to ten pounds. No mortising necessary. 
Reaches out and draws in snugly, any casement or standard inside 
door. Made of Wrought Brass and Wrought Steel in all 

Standard finishes. 


no. 340 Adjustite Jr. Catch 


Similar in design and construction to No. 350, but of smaller size. 
Adjustable tension of 24% to 44% pounds. Ideal for cupboards and 
small doors. 


for the EXTRA QUALITY Touch! 


COMPETITIVELY PRICED -» ORDER FROM YOUR WHOLESALER 
THE H. B. IVES COMPANY NEW HAVEN, CONNECTICUT, U.S.A. 



























THE*ORIGINAL" 
HEAVY DUTY 

















































...@ small investment with a big return! 


bedrooms, kitchens, and nurseries for 


You pay less . . . make more when you 
curtain ties, towels, dish cloths, and 


sell Kimble Glass Bars. 
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A, Kimble Button-End Glass Bars— 
crystal or opal glass with adjustable 
metal fiftings. 18°’ long. 


B. Kimble Double-Purpose Gloss Bare— 
crystal glass with adjustable 
fittings for partial or full-length 
use. 24” ong. 


C. Kimble Bent-End Glass Bars— 
¥)‘* crystal or opal glass with 
strong, modernistic metal fittings 

18" and 2 “* lengths. 

D. Kimble Deluxe Glass Bors— 

ate crystal-clear glass with heavy, 


RE 


metal fittings. 19” 
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: of Owens-Illinois Glass oa 


Tremendous production facilities at 
Kimble make it possible for us to sell at a 
low price to give you a big profit margin. 

Stock Kimble Glass Bars, display them 
in your window and on your counter. 
You'll see how quickly shoppers snap 
them up once you point out how helpful 
Kimble Glass Bars can be in bathrooms, 


shoe bags. 
With their sleek crystal-clear glass 


and polished, gleaming metal fittings, 
Kimble Glass Bars are attractive in any 
room... Stay clean . . . never rust. 
Order Kimble Glass Bars—the quality 
line with quantity demand—from your 


wholesaler, today, or write to us direct. 


KIMBLE GLASS BARS WON'T RUST... 
STAY NEW-LOOKING! 


KIMBLE GLASS COMPANY 









Toledo 1, Ohio 
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Here is a complete tarpaulin department in a profit- 
saves valuable floor space 
and you sell more Eagle 


making d 


. saves selling time .. . 





aw’ 
oor *” 
ly 3 sq- ft. 


isplay rack... 


Farm Tarps and Truck Tarps. 
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Justin K. Munger Forms 
Company in Michigan 
Formation of the Munger 


Co., serving the Detroit, 
outstate and Toledo areas 



















.. 
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only No 
only No 
only No 
only No 
only No 


et et et et 


1 ONLY METAL DISPLAY RACK ($10 VALUE) FREE 


*UNIT CONSISTS OF THESE 


COMMERCIAL SIZE EAGLE TARPAULINS 


Retail selling price 


- 1 Eagle Farm Tarp 6x8 
. 2 Eagle Farm Tarp 8x10 
. 3 Eagle Farm Tarp 10x12 
. 4 Eagle Farm Tarp 10x14 
. 2 Eagle Truck Tarp 8x10 


$ 7.10 each 
11.95 each 
18.00 each 
20.90 each 
14.65 each 


J 


‘ 


















Saag FARM TARPS & TRUCK TARPS 


Unit comes to you completely assembled, tarps already in place. 
OFFER GOOD APRIL 1 TO JULY 1, 1953 
Order today from your regular wholesale supplier. 
EAGLE TARP ASSORTMENT—Item No. ETA 
Dealer cost $48.40—Shipping weight 65 Ibs. 


Mfd. by H. WENZEL TENT & DUCK CO., ST. LOUIS. 4, MO. 











JUSTIN K. MUNGER 


as manufacturers’ represen- 
tatives, has been announced 
by Justin K. Munger. 

Until office arrangements 
have been made in Detroit, 
Mr. Munger will make his 
headquarters at 215 N. Riv- 
erside Ave. in suburban St. 
Clair, Mich. 

Until recently Mr. Munger 
served as sales manager of 
the electrical division of 
Rival Mfg. Co., Kansas City, 
Mo. Previously he was na- 
tional sales manager of 
Ekeo Product Co., Chicago, 
Ill., and eastern zone man- 
ager for Toastmaster Prod- 
ucts Div. and Schick Inc. 

Mr. Munger and his newly 
formed company will repre- 
sent the electrical division of 
Rival Mfg. Co. and other 
manufacturers of house- 
wares, electrical appliances 
and premium promotional 
items. 


Plas-Tex Corp. Adds 
Three Representatives 


Three new sales represen- 
tatives have been appointed 
by the Plax-Tex Corp., Los 
Angeles, Calif., plastic 
housewares manufacturer, 
according to Howard D. 
Wolfe, vice-president and 
sales manager. 


George J. Wenskus, Chi- 
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cago, Ill., will handle the 
Plas-Tex line in Illinois, In- 
diana, and the Milwaukee 
area. Morey White, Denver, 
Colo., will cover the Rocky 
Mountain territory. F. Whit- 
man Ingraham, Rochester, 
N. Y., will now represent 
Plas-Tex in upper New York 
state. 


Henry Fitzhugh Joins 
Hardware Items, Inc. 


Henry Fitzhugh has re- 
signed from Shapleigh Hard- 
ware Co., St. Louis, Mo., and 
has become associated with 
Hardware Items, Inc., also 
of St. Louis. 

Hardware Items, Inc., cov- 
ers Missouri, Kansas, Ken- 
tucky, Tennessee, Alabama, 
Mississippi, Louisiana and 
the southern parts of Indi- 
ana and Illinois. 





Toppel to Cover Five 
States for Adams-Rite 


Jerry Toppel, Denver, 
Colo., has been named repre- 
sentative for the Adams- 
Rite line of builders’ hard- 
ware in the states of Mon- 
tana, Wyoming, Colorado 
and New Mexico. 

Mr. Toppel will handle all 
builders’ hardware products 
of the Glendale, Calif., con- 
cern including its specialized 
locks for sliding, glass and 
screen doors and all-brass 
hardware trim. 

Mr. Toppel maintains of- 
fices at 1172 Troy St. 
Denver. 





JERRY TOPPEL 
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WHZOGAW 


AMERICA’S FIRST AND FINEST 
RECIPROCAL ACTION SAW 

















Dominion Electric Names 
Fred C. Wood Co. 


The Fred C. Wood Co., 


San Francisco, Calif., has 
been named West Coast rep- 





FRED C. WOOD 


resentative for the Dominion 
Electric Corp., Mansfield, 
Ohio. 

The Wood Co. will cover 
California, Oregon, Wash- 
ington, Nevada, Hawaii and 
Alaska for Dominion. 

The Wood Co. has branch 
offices in Seattle, Wash., 
which is under the manage- 
ment of Sam J. Maizels, and 
in Los Angeles, Calif., which 
is under the management of 
Fred L. Lestoe. 





Hoffman Products Name 
G. L. Hall Associates 


George L. Hall Associ- 
ates, Inc., San Francisco, 
Calif., has been appointed 
by Hoffman Products, Inc., 


Miami, Fla., to handle its 
products in eight western 
states. 





Two Named to Handle 
Pennwood Numechron 


S. G. Sherman, Detroit, 
Mich., and Herbert Sierk & 
Co., Dallas, Tex., have been 
named to handle the entire 
Numechron line of electric 
clocks for the Pennwood 
Numechron Co., Pitsburgh, 
Pa. 

Mr. Sherman will cover 
the territory of Toledo, Ohio, 
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and the state of Michigan. 
Sierk & Co. will cover Ar- 
kansas, Louisiana, 
sippi, Oklahoma, Texas and 
western Tennessee. 

Other representatives han- 
dling the Numechron line 
are Milton S. Paris, Chi- 
cago, Ill.; Morris Bergman, 
Philadelphia, Pa.; £. I. 
Shurack, New York, N. Y.; 


and J. S. Sweet, San Fran- | 


cisco, Calif. 





Royal Electric Names 
Medill Sales Co. 


The Medill Sales Co., Den- 
ver, Colo., has been ap- 
pointed to cover the Moun- 
tain States territory for the 
Royal Electric Co., Inc., 
Pawtucket, R. I. 


The Medill firm, headed 


by Leighton and Malcolm | 


Medill, will handle all of the 
Royal lines. 





Rogers to Represent 
Speed Way Mfg. Co. 


The Speed Way Mfg. Co., 
Cicero, Ill., has appointed Ben 
Rogers, Moorestown, N. J., 
to represent the firm in east- 
ern Pennsylvania, Maryland, 
Delaware, the southern part 
of New Jersey, and the Dis- 
trict of Columbia. The ap- 
pointment becomes effective 
May 1. 


W. A. Disch to Handle 
Electric Sprayit Line 


William A. Disch, 
cago, Ill., has been named 
by the Electric Sprayit Co., 
Sheboygan, Wis., to handle 
its line of portable sprayers 
in northern Illinois and 
northern Indiana. 





Sloane Moves Office 


Burt Sloane, manufactur- 
ers’ agent, has announced the 
removal of his office to 57 
Somerset Dr., Great Neck, 
N. Y 

Burt Sloane represents 
Lau Blower Co., Mell-Hoff- 
mann Mfg. Co., and Salton 
Mfg. Co. 


Missis- 
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WHIZ-SAW 
Model #1 © 


Table $18.95 













the all purpose 
cutting tool 


@ RIP 
Whiz-Saw is one of the most ver- @ CROSSCUT 
satile cutting tools ever invented. 
It cuts with amazing speed—wood, ¢ SCROLL 
bone, plastic, fibre, asbestos board, e KEYHOLE 
pressed wood, hard rubber — in 
thicknesses up to 1”. Whiz-Saw is ¢ COPING 
precision built to do precision work. e BAND 

| It's designed so cutting blade can 
e JIG 


make inside cuts without first bor- 





ing a starting hole. 


Whiz-Saw Model +2 
combines all the exciting 
features of model number 1 
with greater cutting ca- 
. this more pow- 


a= 


cuts 2” planks. 








Whirl-Saw — This Ss 
duty saw cuts to any speci- 
fied depth from 0” to 
1%”. A 4%” circular 
blade enables you to cut 
many times faster than by 
hand. 


If not available at your jobbers, write to Forsberg Manu- 
Connecticut — U.S.A, 


ANOTHER FJopshe) 7) PRODUCT 


Mokers of the Famous Whole & vine Tools 











Three more reasons 
why NATCCO bathroom 


cabinets outsell others! 


NATCCO Cabinets are leaders because 

they represent quality plus economy. National 
offers features that no other company has. And 
National Steel Cabinet is the largest exclusive 
manufacturers of bathroom cabinets. 





































Here's a counter display that will fit anywhere. 
a4 Made of sturdy materials, it displays the fast 
moving 1102FL GARFIELD model. 
It requires no assembling. It 
has a pocket for ‘‘take one” 
literature. You buy only one 
model 1102FL to obtain it. 











LIMITED 


OFFER!, a 
ry 


how pet 


This well designed, four color 
floor display zooms cabinet 
sales. It attracts attention to any 
part of your store — where it 
effectively displays four cabi- 
nets — two lighted and two 
unlighted models. This beau- 
tiful display is furnished you 
free-of-charge with each 
order of 3 each of models 
1102FL, 802, 1902FL and 
1902P. Easy to set up— 
takes less than 5 minutes. 






o NATCCO offers a complete line of 
handouts, mailing pieces, mats, catalogs, 
reprints, sale sheets—everything necessary for 
complete promotion of National Cabinets 

to your customers. All furnished free of charge. 











promoted to thousands of architects, builders and other 
contractors. National advertising through trade and 
consumer magazine and direct mail tell the 
NATCCO quality story for jobbers and retailers. 

SEND FOR THIS 

PROFIT MAKING STORY! 
Read further details of how 
the NATCCO line of quality 
bathroom cabinets means 
more profits for you. Your 
letterhead will bring 
complete details. 





ne 


| 
| 
\ 
























G. D. Corry Promoted 
By Sloane-Blabon Corp. 


George D. Corry has been 
named assistant midwest re- 
gional manager of the 
Sloane-Blabon Corp., New 
York. His headquarters will 
be at 18-124 Merchandise 
Mart, Chicago, III. 

Mr. Corry joined Certain- 
teed Products Corp. in 1920 
and was assistant sales man- 
ager for the company in the 
St. Louis, Mo., district from 
1928 to 1931. When Certain- 
teed merged with Sloane- 
Blabon, Mr. Corry was ap- 
pointed a district manager, 
and served the company in 
that capacity in Philadel- 
phia, Buffalo, Cleveland, 
Pittsburgh and Chicago. 

From 1946 to 1951, Mr. 
Corry was president of the 
Corry-Nordgren Co., Chi- 
cago, wholesale distributor 
of smooth surface floor cov- 
ering. He returned to Sloane- 
Blabon Sept. 1, 1951, as Chi- 
cago district manager. 





Wheeling Corrugating 
Names W. T. Henderson 


W. T. Henderson has been 
appointed manager of the 
Wheeling Corrugating Co. 
branch at Richmond, Va., 
succeeding James F. Daut, 
who retired recently. 

Mr. Henderson previously 
served as assistant to the 
manager. 

Mr. Daut retired after 40 
years of service with the 
Wheeling firm, the last 28 
years as manager at Rich- 
mond. At a luncheon given in 
his honor, Mr. Daut received 
a certificate of meritorious 
service presented by E. B. 
Carter, vice-president of 
Wheeling. 





Cleveland Hobby Firm 
Approves Name Change 


The Cleveland Model & 
Supply Co., Cleveland, Ohio, 
has changed its name after 
one-third century of opera- 
tion. 

E. T. Pachasa, president, 
reported the registry of the 
new corporate name—Cleve- 
land Model Products Co.— 
has been approved by the 
secretary of the state of 
Ohio and in the future the 
corporation shall be so 
known. 


News of the Trade 
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Mr. Pachasa said that 
there has been absolutely no 
change in management since 
the inception of the firm in 
1919, and no other change, 
financial or otherwise, is tak- 
ing place. 





Cuneo Named to Board 
Of Fairbanks-Morse 


At the annual meeting of 
the shareholders of Fair- 
banks, Morse & Co., Chicago, 
Ill., held recently, J. A. 
Cuneo, general sales man- 
ager of the company, was 
elected to the Board of Di- 
rectors. 

At the subsequent meet- 
ing of the Board of Direc- 
tors, Orren S. Leslie was 
elected vice-president in 
charge of manufacturing, 
and G. J. Malone, formerly 
controller, was elected vice- 
president-controller. 





Noble Rejoins Cory 
Executive Staff 


J. W. Alsdorf, president 
of Cory Corp., Chicago, IIl., 
has announced the return of 
Max Noble to the firm’s ex- 
ecutive staff. 

Early last year, Mr. Noble 
was given an indefinite leave 
of absence to accept a gov- 
ernment post. He became a 
unit chief of the Electric 
Fan & Lamp Unit, Con- 
sumer Durable Goods Div., 
of the National Production 
Authority in Washington, 
D. C. Prior to 1952, he was 
assistant sales manager of 
the Fresh’nd-Aire Co., a di- 
vision of Cory Corp. 





Elect Warren President 
Of Distributors Group 


The Congoleum-Nairn Dis- 
tributors Council recently 
held its annual two-day 
meeting with company offi- 
cials at the firm’s general 
offices in Kearny, N. J., and 
elected as its chairman R. D. 
Warren, vice-president of 
Stratton-Warren Hardware 
Co., Memphis, Tenn., whole- 
saler. 

A. F. Stanton, president 
of the Great Eastern Sales 
Co., Philadelphia, Pa., was 
elected secretary of the 
Council. 
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Modern Displays Inc. 


Volume Sales 
for You! 


Hanging Fixtures 





Versatile, inexpensive wall hangers 
in a choice of over 200 styles! 


Here’s your chance to supply an urgent need in every 
home, office, workshop and garage! With more 


than 200 different types of Handy-Hook Fixtures, 





there is a fixture for every item in every room in 


every house. THE HOTTEST ITEM THIS YEAR! 


Perfect storage for 


All tools 
Garden implements | 


Auto equipment 







Save hats from crushing 
Take shoes off the floor 


Increase closet space! 


The only really flexible 





system of universal Hang- 
ing Fixtures. 


Ask your jobber or write for full information today or 
Phone WAlnut 1-5381, Detroit, Michigan. 


6825 MILLER AVENUE * DETROIT 11, MICHIGAN 
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Get Big 
Father's Day 
Volume 


with the finest drill kit ever assembled 
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Cummins BALL-RITE 
PORTABLE ELECTRIC 
WORKSHOP 





95 


over 


50 pieces 





New —and loaded with gift appeal. Specially assembled 
to gather in those Father’s Day gift dollars. Here’s the 
“Cadillac” of drill kits—-Cummins Ball- Rite Kit No. 4404. 
It is professional quality in every detail — made-to-order 
for the man who loves fine tools, and for that crowd of 
buyers in search of the outstanding gift value! 

It’s built around the famous Ball-Rite 44 industrial 
quality drill. Compare with drills in the $40 price range! 
Over 50 workshop accessories. Kit includes new 6-piece 
spade-type wood bit set in sizes from 54” to 1”, 13 other 
assorted steel and wood bits, 6 sanding drums, 10 sanding 
discs, big 51-inch polishing bonnet, grinding, polishing 
and wire wheels, polishing rouge, paint mixer, drill stand 
and metal case. ? 

Coupon offer in The Post and Successful 
Farming. Cummins pushes the customers right 
into your store with a coupon offer blast in Sat- 
urday Evening Post and Successful Farming. 
Complete point-of-sale dynamite! Free—everything you 
need to focus the huge national advertising pulling power 
right on your store. You get a special counter display, win- 
dow and wall banners, two sell-packed ad mats. 

Order now —Father’s Day is June 21. Order Ball- 

Rite Portable Electric Workshop No. 4404 from your Job- 

ber today. If he does not stock, write direct to Cummins. 


Cummins 


CUMMINS-CHICAGO CORP. 
4740 North Ravenswood Avenue * Chicago 40, Illinois 
334 Lauder Avenue * Toronto, Canada 





















Schiafer's Top Brand 
Dealer of Year 
(Continued from page 198) 


postponing of tax reductions 
until a balanced budget is 
achieved, were described as 
among the immediate goals 
of the Eisenhower admin- 
istration by Congressman 
Charles A. Halleck. 

Mr. Halleck was cautious 
and hopeful in his prediction 
of the future courses to be 
followed by the Republican 
administration. Commenting 
en the current debate in 
Congress over the tax reduc- 
tion bill introduced by New 
York Congressman Daniel 
Reed, Halleck said: 

“Newhere does the Repub- 
lican platform say that a tax 
reduction had first priority 
in the legislative program. 
To me, consideration of a 
tax bill is really a question 
of timing. We are committed 
to a responsible fiscal policy. 
Sueh a policy involves main- 
taining our solvency and pro- 
tecting the value of our dol- 
lar. 


“The budget submitted by 
the previous administration 
can and will be reduced. It 
seems logical and sound pro- 
cedure that we move in a 
business-like fashion to learn 
what our minimum spending 
obligations are going to be 
and then act accordingly as 
far as tax revision is con- 
cerned.” 

With reference to the fu- 
ture of the Taft-Hartley Act, 
Mr. Halleck said: 

“We have never insisted 
that it must not be amended. 
The 80-day injunction clause, 
the issue of industry-wide 
bargaining and the non-com- 
munist affidavit are all being 
carefully studied and before 
this session is over, we will 
come up with proposals for 
amendments which are fair 
and adequate. 


“We are not going to 
wreck the law. I believe the 
Taft-Hartley Act has never 
been given a really honest 
chance to operate; and I 
would like to see it operate 
under a friendly, fair admin- 
istration.” 


Mr. Halleck told his au- 
dience that he had introduced 
legislation in the House de- 
signed to provide for the 
creation of a commission to 

dy the whole field of 

eral-state relations, as the 
first step in the administra- 
tion’s battle to reverse ‘the 
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HARDWARE AGE was host to the Brand Name Retailer-of-the-Year and winners of 


Brand Name Certificates of Distinction at a special luncheon in the Peacock Lounge 
of the Waldorf-Astoria Hotel. In the photograph at the top, are, left to right: Karl 
M. Haugen, president, Schlafer’s, Inc., Appleton, Wis.; R. S. Wild, merchandising 
editor, HARDWARE AGE; Mrs. Garland W. Cooper and Mr. Cooper, owner, Smith's 
Hardware, Terre Haute, Ind., and A. V. Crary, Jr., advertising manager, Smith's 


Hardware. 


In the photograph at the bottom, are, left to right: J. R. Ewing, vice- 


president, A. E. Ewing Co., Olean, N. Y.; O. H. Morgan, retail manager, Canton Hard- 


ware Co., 


Canton, Ohio; 


K. A. Heale, feature editor, 


HARDWARE AGE; S. E. 


Maples, advertising manager, Schlafer’s, Inc., and H. Jackson Clark, president, Jack- 
son Hardware, Inc., Durango, Colo. 





steady drift toward centrai- 
ization of power in the na- 
tion’s capital.’ ; 

“We must determine which 
areas of activity shall be 
preserved as the proper 
province of the _ federal 
government and which shall 
be restored as the rightful 
prerogatives of states and 
their sub-divisions. 

“Citizen responsibility and 
state sovereignty are key- 
stones in the Constitutional 
arch, Big government is the 
mortal enemy of personal 
freedom and undermines the 
will and ability of our states 
and home communities to 
exercise their own rights and 
to meet their own obligations. 

“Restoration of rightful 
authorities and responsibil- 
ities from Pennsylvania Av- 
enue to Main Street may well 
be recorded as one of the 
major contributions of this 


Congress and the Eisenhower 
Administration to the history 
of American constitutional 
government.” 





Gillespie Addresses 
Florida-Georgia Group 
William P. Gillespie, sales 
manager of the hardware 
division of Henry Disston & 
Sons, Inc., Philadelphia, Pa., 
has addressed a combined 
meeting of the Florida and 
Georgia hardware retailers 
at the Hotel George Wash- 
ington, Jacksonville, Fla. 
The meeting, held April 
14, was sponsored by the In- 
dependent Retail Hardware 
Association. Mr. Gillespie’s 
talk, entitled Management 
Charts a Course, explained 
the seven basic principles by 
which a manufacturer can 
obtain his share of business. 





Universal Mfg. Begins 
Production in Kentucky 


The Universal Mfg. Co, 
Berkeley, Calif., has begun 
production of its line of 300 
pumps and water systems in 
its newly constructed plant 
at Louisville, Ky. 

The new plant will dis- 
tribute Universal products 
throughout the area east of 
the Rocky Mountains 





Doeblin Appointed By 
Hamilton Beach Co. 


R. Gray Doeblin has been 
named regional representa- 
tive by Hamilton Beach Co., 
Div. Scovill Mfg. Co., Racine, 
Wis., for southern Pennsyl- 
vania and Delaware. 

Mr. Doeblin’s headquarters 
are in Drexel Hill, Pa. 
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William Goldenblum 
William Goldenblum, 


blum & Co., Brooklyn, N. Y., 
| 


Z 





WILLIAM GOLDENBLUM 


86, 
founder of William Golden- 


wholesaler, died April 15 in 
his New York City home 
after a long illness. 

Mr. Goldenblum was for 
50 years head of the firm 
that bears his name. 

Survivors include two sons, 
Ira and Arthur, who have 
been active in the business 
for more than 25 years and 
who will continue as man- 
agement. 





William B. MacFarlane 


William B. MacFarlane, 
eastern sales representative 
for Savage Arms Corp., 
Lawn Mower Div., Chicopee 
Falls, Mass., died suddenly 
on March 25. 

Mr. MacFarlane was with 


News of the Trade 





Savage Arms Corp. 35 years, 
30 of which were served in 
the firms Firearms Div. and 
five with the Lawn Mower 
Div. He was one of the 
East’s most prominent skeet 
shooters and an active and 
devoted leader in the sports 
of hunting and fishing. 





John K. Dyer, Sr. 


John K. Dyer, Sr., 67, sec- 
retary-treasurer and_ sales 
manager of the Doherty 
Hardware Co., Ltd., Baton 
Rouge, La., died April 2 
after a brief illness. 

Mr. Dyer had been asso- 
ciated with Doherty Hard- 
ware since 1907, having 
started with the firm as an 
office boy. He was active in 
the Southern Hardware As- 
sociation, and at one time 
served on its executive com- 
mittee. 





Zeller, Harsin Given 
Promotions at Maytag 


The Maytag Co., Newton, 
Iowa, has announced the ap- 
pointment of two new re- 
gional managers to serve the 
New York City area of the 

Maytag field organization. 

’ Fred Zeller, former assis- 
tant te the Maytag range 
sales manager, will serve as 
sales regional manager and 
Duane Harsin, former ser- 
vice supervisor in the May- 
tag Cincinnati branch, will 
be service regional manager 
in the New York City terri- 
tory of the Newark branch. 
Both men will be working 
with the Maytag Atlantic 
Co., with William Leck as 
city distributor for the area. 

Mr. Zeller replaces R. J. 
Sink, former sales manager 
for this area, who has been 
transferred to Washington, 
D. C., in the Richmond 
branch. A Maytag regional 
sales manager since 1937, 
serving in Missouri and New 
York, Mr. Sink has been as- 
signed to five counties in 
Maryland, two counties in 
Virginia and the District of 
Columbia. 

Robert Phinney, former 








range promotion supervisor 
in the Newark branch, has 
assumed regional manager 
duties in south central New 
York state in charge of 
eleven counties. 


LeRoy Horsman, former 


range promotion supervisor 
in the Maytag Kansas City 
branch, has been assigned to 
a regional manager territory 


in northeast Arkansas in 
charge of 25 counties. 
James W. Sargent, Jr., 


former regional sales man- 
ager in northeast Arkansas, 
has taken over simila: duties 
in St. Louis. He has as- 
sumed the territory of the 
late Dewey B. Hutton. He 
is in charge of two counties 
in Missouri. 





Republic Steel Names 
Three to Kitchen Sales 


Expansion of the recently- 
launched Republic Steel Kit- 
chens sales program was 
announced with the _ ap- 
pointment of three additional 
district sales representatives. 

The men recently com- 
pleted an intensive sales 
training program at _ the 
Canton, Ohio, plant of Re- 
public Steel Corp.’s Berger 
Mfg. Div., where the new 
kitchen units are rolling off 
assembly lines. 

The district representa- 
tives and territories assigned 
to them include: 

Dale Corey, most of Ohio 
and West Virginia, portions 
of Indiana, Kentucky and 
Pennsylvania, and two coun- 
ties in Maryland. 

Herbert Steinkamp, Wash- 
ington, Oregon, California 
and Idaho, most of Nevada, 


HARDWARE AGE, APRIL 30, 1953 





seven counties in Montana, 
and British Columbia and 
Alberta, Canada. 

Richard E. Lautzenheiser, 
North Dakota, South Dakota, 
Minnesota, the upper penin- 
sula of Michigan, portions of 
Montano, Wyoming and Wis- 
consin, and Saskatchewan, 
Manitoba and western On- 
tario, Canada. 














Survivors include his 
widow, three daughters and 
a son. 


Adolph C. Nuechterlein 


Adolph C. Nuechterlein, 
69, of Nuechterlein Supply 
Co., Frankenmuth, Mich., 
died March 5. 

Mr. Nuechterlein, in 1911, 
after 10 years as a tinsmith 
and plumber for other firms, 
opened his own business 
which became the _ oldest 
hardware and plumbing firm 
in Frankenmuth. 

Active in community and 
trade affairs, Mr. Nuechter- 
lein was a member of the 
Michigan Retail Hardware 
Association and the Hard- 
ware Old Timers Associa- 
tion. In 1951 he was hon- 
ered by the Michigan Retail 
Hardware Association on the 
observation of his 50th year 
in hardware retailing. 





Dexter Co. Appoints 
West Coast Salesman 


Clyde Allen, West Coast 
regional sales manager for 
the Dexter Co., Fairfield, 


Iowa, has announced the ap- 
pointment of Wayne Dins- 
more, Jr., as his assistant to 
cover the Southern Califor- 
nia area of his territory. 





John Frey, Belle Fourche, S. D., left, was elected presi- 
dent of the South Dakota Retail Hardware Association 
at its recent annual convention. Second from left is O. 
R. Bailey, Sioux Falls, secretary-manager. To Mr. Bailey's 
right is O. T. Finsand, Lemmon, new vice-president, and 
E. M. Barber, Britton, retiring president, and new mem- 


ber of the advisory board. 


Other advisory board mem- 


bers are W. A. Parsch, Aberdeen, and N. Thormodsgaard, 


Canton. 


Executive board members are Ed. Stedromsky, 


Wagner; H. T. Benson, Chester; E. S. Peterson, Bradley, 
and Gordon Thune, Mitchell. 





221 











¢ i 











ow’; 








JB 











The Business Outlook—Markets and Price News 


(Continued from page 14) 

10 of the 12 Federal Reserve Dis- 
tricts. Dallas area stores reported 
the biggest gain with sales up 18 
pet over the like 1952 week. 

Philadelphia merchants reported 
the only sales drop last week: their 
dollar volume was down 4 pet. 
New York department stores sales 
were unchanged from a year ago. 


| Manufacturers’ Sales 
-Advanced 4 Per Cent 


Manufacturers’ deliveries in Feb- 
ruary advanced 4 pct over the Janu- 
ary rate to a new high, with new 
orders registering a similar in- 
crease and inventory book values 
relatively unchanged, reports the 
Office of Business Economics, De- 
partment of Commerce. 

Here’s how the Office breaks it 


down: 
Sales of all manufacturers in 
February totaled $24,100,000,000. 


After seasonal allowance, sales of 
both durables and _ non-durables 
were higher than in January, with 
durable goods sales accounting for 
most of the gain. Durable sales 
rose 6 pet and non-durables 2 pet. 
New orders in February rose 4 
pet above the preceding month. 
Book value of manufacturers’ in- 
ventories, totaling $44,200,000,000 
at the end of February, was up 
slightly over January totals. 


Gross National Product 
Reaches New Level 


The House-Senate Economic Com- 
mittee reports the gross national 
product, the value of all goods and 
services, rose to an annual rate of 
$363 billion. This is a jump from 
$339,700,000,000 in the first 1952 
quarter and $360,100,000,000 in the 
last three months of last year. For 
the year 1952, the figure was $346- 
000,000,000—a new high. 
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Phillip Reed Sees 
Economy Improving 


The trend of the nation’s econ- 
omy is up, “not sidewise or 
down,” contends Philip D. Reed, 
chairman of General Electric Co. 
He sees some fluctuations in the 
near future, but says they are 
inherent to the nation’s economy. 











Total Retail Sales At 
1212 Billion in February 


Total sales of retail stores in 
February amounted to $12,500,- 
000,000, 7 pct higher than a year 
ago, reports the Department of 
Commerce. 

After adjusting for seasonal 
factors and trading day differ- 
ences, sales in February rose about 
3 pet from January. 

The largest increase in Febru- 
ary was shown by the automotive 
group, in which sales were up 11 
pet over the previous month. 
Furniture and appliance sales also 
rose. 


Record Debt on Autos 


The amount of money owed on 
instalment purchases of automo- 
biles reached a new mark in Janu- 
ary, at $5.3 billion—an increase of 
34 pet from a year ago. 


Credit Should Be Tightened Now, New York Bank 
Advises; Says It Would Stretch Prosperity 


Warning against an “excess of 
business optimism,” the National 
City Bank urges the government 
and the Federal Reserve Board in 
its monthly letter to immediately 
consider tightening credit. 

The New York bank reports the 
demand for credit now is in ex- 
cess of supply and says the prob- 
lem of public policy “is to spread 
prosperity out in time, not to let 
optimism carry to excess and burn 
itself out in a speculative spree.” 

The letter says the “obvious 
remedy lies in tightening up the 
supply of credit.” It suggests cur- 
tailment of the mortgage buying 
operations of the Federal National 
Mortgage Association and expira- 
tion of the Reconstruction Finance 
Corp. These would be constructive 
moves toward ending speculation, 
the bank says. 

In addition, the bank advises, the 
Reserve Board should consider in- 
creasing the discount rate—the 
rate which member banks borrow 
from the Federal Reserve System. 

“There is little question but that 
such action would have some jolt- 
ing effect on the money and capi- 
tal market and give reason to bor- 
rowers to re-appraise expansion 





and financing plans,” the bank says. 
“The authorities will have to con- 
sider whether a cautioning jolt 
would be in the best interests of 
the nation.” 

Another ready weapon for tight- 
ening credit, the letter says, “lies 
in the Administration’s program 
for extending part of the public 
debt over longer periods. 

“Some fear that re-entrance of 
the Treasury into the long-term 
investment market will have a con- 
strictive effort on the supplies of 
funds available for mortgage, cor- 
porate and municipal bond mar- 
kets,” the bank reports. However, 
the letter argued that this was the 
best reason for getting started on 
such a program. “Scaled with 
moderation,” it can force deferral 
of projects which the economy will 
be better able to handle later on,” 
the bank contends. 


Appliance Store Credit 
Totals 20% Higher 


Household appliance stores show- 
ed a slight upward movement in 
instalment accounts outstanding 
during February. Balances out- 


standing at the end of February 
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Recommend 


SMOOTH-ON No.1 


for These Repairs 


| 


MAKE 
LOOSE PARTS TIGHT 


TIGHTEN LOOSE SCREWS 
AND BOLTS 


Recommend Smooth-On 
when your handyman 
customer asks how to anchor 
bolts in concrete; how to tighten loose metal, wood or 
plastic parts; how to seal cracks in metal; or how to 
tighten loose screws and fixtures in wood, metal or tile. 
You—and he—will never be sorry. 






With Smooth-On all you do is mix and fix. When this 
iron cement in powder form is mixed with water 
to a putty, it hardens like metal and expands as it sets. 
Forced into crack, crevice or cranny it thrusts hard against 
surrounding surfaces and makes things tight and fast. 
Smooth-On is not an adhesive. It does its job from inside 
the repair, and almost becomes a part of what it fixes. 


FREE seine aip 


In addition to our national advertising 
campaign in leading hobby, industrial, and 
home-maker magazines we have spent 
thousands of dollars in planning the well 
known Smooth-On Repair Handbook—free 
to you and your customers. These are 
packed in every Smooth-On carton, and 
more can be had for the asking. Forty 
pages, 170 illustrations, simple directions 
tell your customer how to make time 
and money saving repairs. 
SMOOTH-ON MFG. CO., DEPT. 78 
572 Communipaw Ave., Jersey City 4, N. J. 











1 OAKLAND 12, CALIF. *s 


CASH IN ON GROWING 
“DO-IT-YOURSELF” MARKET 


"HOLT 


SANDERS, 
. EDGERS, 4 
_ POLISHERS if 





Equipment Quickly Pays for 
Itself, Builds Store Traffic, 
Helps Sell Wax, Paint, 
Sandpaper, etc. 


HOLT 


WHEL WIND 





@ HOLT Rental Sanders and 
Edgers rapidly find favor with 
“do-it-yourself” customers be- 
cause they sand floors so easily 
and quickly. In addition, you'll 
often rent HOLT Polishers for 
regular waxing, polishing, floor 
scrubbing and steel wooling at 
regular intervals. And every 
rental requires paint, varnish, 
wax, sandpaper, steel wool, etc. 
You profit two ways—(a) from 
rentals, (6) from related sales. 





Rent HOLT Polishers 
and increase your 
wax sales. 


Why let competition reap this 
profitable, traffic-building trade? 
HOLT rental equipment is safe, 
simple to use, built to take rental 
abuse. For HOLT Rental Plan, 
catalog and prices, write your 
name and address in margin of 


this ad and mail NOW. 





Rent HOLT Edgers for 
sanding edges, cor- 
ners, stairs, closets, 
boats, etc. ° 


HOW 


. 


MANUFACTURING 
COMPANY 


272 BADGER AVE. 
NEWARK 8, N. J. 





669 - 20TH ST. ne 



















































ae ae dramatic ______COLOR 
KEY KITS Ei ; 
4. practical UTILITY 
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self-service DISPLAY 


THEY'RE ALL IN THE NEW 


Sharon 


PROFIT BUILDING SW-7-D 


COLOR KEYED 


KEY KITS 


© 7 sizes from .050" to 3/16" across flats 
© Alloy steel, heat treated 
® Each key color sized 


© Selector chart sealed in polyethylene 
case 


® Fits 32 sizes hollow head fasteners 


ASK YOUR JOBBER OR WRITE US 











-‘ xacto. 


HANDICRAFT KNIVES * BLADES * TOOLS 





Another NEW 


pert W % propir 
PRODUCER 
THE SENSATIONAL 


UTIL-A-BRUSH 


With Flexible Bending Unit For Painting 
Hard-To-Reach Places 
This revolutionary, quality brash, made 
to sell at popular price, actually paints 
around corners. For home, shop, factory, 
etc., there’s a great demand for UTIL-A- 


No. 205 HOBBY WORK BENCH 
(size: 20” x 10” x 1512”) — 

with complete selection of X-acto 
Hobby Tools and Knives—List $48.00. 





Every Progressive Hardware 
Store should have a Hobby 
department. 


Retailing from 25¢ to $30.00 


Write today for our new Illus- 
trated Catalog of fhe complete 
X-acto line. 


X-acto Crescent Products Co., Inc. 
| 440 Fourth Avenue, New York 16, New York 





BRUSHES. 


© Flexible, durable. Sta et any angle. 
© 1'/2'' pure bristle abies. inet 
® Displayed on 3-celor cord. 


See Your Jobber or Write 


FERN-WEY CO. peor. Ha 


11705 Detroit Ave. Cleveland 7, O. 
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were about 20 pct above a year ago. 
The ratio of collections during 
the month to first-of-month ac- 
counts outstanding- decreased at 
household appliance stores. The ra- 
tio of 10 pct was 1 point below the 
January ratio, but, was 3 points 
above February of last year. 


Dept. Stores Had Better 
Profit Margin. in 1952 

Department stores.showed slight- 
ly better profits in. 1952 than they 
did in the previous year when they 
were lower than they had been in 
19 years, according .to the year-end 
report of the Controllers’ Congress 
of the National Retail Dry Goods 
Association. i. 

The gain for department stores 
with annual sales of’ more than $1 
million was 0.2% over 1951. Their 
profit last year was 2.3 pct. 

The gain was a‘rather general 
one with 102 of 179 stores surveyed 
showing greater net profit or 
smaller losses than in 1951. 

Gross margin was 35.7 of net 
sales as compared to 35.5 pct in 
1951. 


Korean Truce No Bar 
To High Spending Rate 


The Administration’s economist 
group reports that a Korean truce 
in itself would not mean huge re- 
duction in Federal spending for 
the next fiscal year. Even without 
a truce, they estimate, next year’s 
spending might be cut to the $70- 
$75,000,000,000 range.- 

As for private investment, the 
economists say a truce should not 
alter plans of businessmen. Plans 
should be on a long-range basis, 
rather than being tied to the 
Korean war, they say. 


Flanders Says Peace 
No Cause for Cutback 


Sen. Ralph E. Flanders (R. Vt.), 
reports government economists see 
a healthy business period ahead 
even if the Korean War ends soon. 

The senator says the real danger 
is an unjustified psychological reac- 
tion to an end of the war, which 
might cause “widespread retrench- 
ment in anticipation of reductions 
in government demand.” 
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FLY KIN 
every maj 
Point of 
Mats furni 


Order 
FLY KING 
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World's largest selling 
fly trap made history 
in hardware stores 
last year. CASH IN 
NOW! New low price 
guarantees greater 
sales. 


FLY KING ends all 
muss and fuss for the 
housewife. No more jars 
to wash out and re-use. 
Scientific research by 
our entomologists prove 
that a quart jar is the 
only size for household 
use. FLY KING 
fits all standard 
mayonnaise and 
mason quart jars, 


Retails at. . 


FLY KING 
and KILLS 
disease-bear- 
ing flies 

aa TRE ObLy 
HY TRAP Using Twente ! 










Wonder Chemical 


FLY TOXIN 


brings sure death to all flies. 
FLY TOXIN REFILL in handy 
shaker can. Season’s supply retails 


“4 


—/ gant! tut 








Counter 
display 


EXTRA 
PROFITS. 


ORDER 
TODAY 


KING weight — 
8 oz. ea. 


FLY KING sweeping the nation with ads scheduled in 
every major newspaper in National Advertising; 
Point of Sale Displays, Leaflets, Window Streamers and 
Mats furnished every retailer. 





rench- 
ctions 
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Order 
ik ae BERCHIN ENTERPRISES, INC. 
mole §=63324 W. VICTORY BLVD. 
me BURBANK, CALIFORNIA 
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the little “extras” 


mean extra fan sales 


Only Murray's Deluxe line of attic 


fans offers sealed ball bearings 


throughout—in both fan and motor— 


lifetime bearings which never 
require lubrication. Install ‘em and 
forget ‘em. It's these exclusive little 
“extras” in the Murray Deluxe line 
that insure another hot fan season 


for dealers and jobbers. 





MURRAY’S DELUXE 


\ 
VERTICAL PACKAGE UNIT , 
Complete with fully automatic shutter. \ | 
Fan guaranteed for 5 years—belt ei 


and motor, | year. 


MULLAY 


COMPANY OF TEXAS, INC., ATLANTA, GA. 
ventilating & window fans 


H. C. BIGLIN COMPANY, INC. 


177 HARRIS ST., N.W. 





write for free 
catalogue, 
fan file and prices 
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ATLANTA, GA. 
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HC-70 
with CD-70 
Counter Display 







Here is a new tool that handymen, small 
shops and service men buy on sight. A drop 
forged, heat treated, alloy steel, gear and 
wheel puller . . . that makes tough jobs easy 
- +. that every household can afford. 

No. CD-70 Counter Display Carton carries 6 
individually boxed No. HC-70 Pullers (Dia. 
52'*; Reach 3''; Screw /2"' x 7''). 

your counter or in your window this dis- 
play carton will bring you extra sales and 


its. 
PrWrite for Catalog Sheet and name of your 
nearest jobber. 


ARMSTRONG-BRAY & CO. 
5348 Northwest Highway, CHICAGO 30, U.S.A 








Midwest 
Compound Lever Snip 








far 

better 

—by actual 
work 


tests 


Designed by 
master craftsmen 
for more work in less 
time with less fatigue. Order 
today from your wholesaler. 


always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 
for money making ideas 
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Record Employment Ahead 
Says Labor Secretary 


Labor Secretary Durkin reports 
the nation “well on its way toward 
another record employment year.” 
The record, attained in 1951 and 
matched in 1952, is 62,600,000. 

The Labor Secretary says those 
areas with long-standing economic 
problems have not solved them and 
have serious employment worries, 
but “the overall employment pic- 
ture in the major employment cen- 
ters is very good.” 

Mr. Durkin’s optimism is based 
on a survey of employment condi- 
tions in 182 major labor market 
areas and eighteen smaller ones. 
The survey, he reports, showed 
area employment higher and the 
labor supply in better balance in 
March than in March a year ago. 

Big labor surpluses were found 
in 17 areas—principally in New 
England textile and shoe centers 
and Pennsylvania anthracite min- 
ing communities. 

Five areas with labor shortages 
are: Hartford, Conn.; Aiken, S. C.; 
Augusta, Ga.; Battle Creek, Mich.; 
Joliet, Tll., and Wichita, Kan. 


February Wholesale 
Sales Gain 2 Pct 


The Department of Commerce 
reports that total wholesalers’ 
sales during February reached an 
estimated $8,200,000,000, a 2 pct 
gain over January. 

Durable goods dealers sold 
$2,600,000,000 worth of merchan- 
dise in February, the government 
bureau finds. In the durable goods 
field, wholesalers’ sales of house 
furnishings were almost 13 pct 
above the previous month and auto- 
motive sales 10 pct higher. 

Declines of 2 pct each are re- 
ported for lumber and building ma- 
terials and jewelry. 

Inventories of all wholesalers at 
the end of February are estimated 
at a book value of $10,200,000,000. 
On a seasonally adjusted basis, 
total inventories were slightly 
above January. An increase of 
over $100,000,000 at durable-goods 
establishments was partially offset 
by a decline in non-durable goods 
holdings. 
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NEW PROFITS 





TEENUTS 
sell on sight to 
home handymen 


Nationally advertised . . . proven in industrial use 
. .. now available for you to sell . . . TEENUTS pro- 
vide steel threads in wood. 


‘~! TEENUTS are ideal for metal-to-wood ap- 
plications and where old screw holes have become 
useless, provide flush mounting without counter- 
boring. User simply drills hole size of TzENuT bar- 
rel and its steel prongs provide rigid, permanent 
anchorage. Same size hole for bolt. Complete line 
to fit standard bolt sizes. Carded put-up retails for 
15¢... packed in eye-catching display carton. We 
are covering the trade as fast as we can. Check with 
your jobber, today. 


COLUMBIA FASTENER CoO. 
Chicago 8, Illinois 





WE’RE ALL DRESSED UP... 
aud going places / 


E 
ATTRACTIV 
PACKAGE 


Colorful cello- 





, 

* @ won't clog! 
KWIKSAND, the modern way to sanding 
speed and ease is its own sanding block. 
Conforms naturally to ANY surface— 
regular or irregular. Sells because it saves 
time and energy! BIG PROFITS! 

SEE YOUR JOBBER 
OR WRITE 


529 MERCHANTS ROAD 
ROCHESTER, N. Y. 
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ever hear 


the!, story about this 





traveling salesman?” 


fs 
* 
© © 
Your H-I man is not just another 
5 salesman. He’s a businessman 
dealing directly with another 
coy 


businessman—you—for mutual profit. 


You can rely on him to provide you with sound 
advice, based on his wide experience, in selecting 
and selling fishing tackle that’s right for your 


store and area. 


He'll show you why you'll be money ahead when 
you feature and sell H-I—America’s largest, fastest 
selling line of fishing tackle (29,000 items for 


every fisherman and every kind of fishing.) 


Again in 1953, the industry's most telling and 
selling advertising is being done by H-l. Let your 


H-| man show you how you can tie in—and cash 


Dept. 3 


in! See him now—or write us direct for his name. 


<Z 


Manufacturers of the Largest Line of Fishing Tackle in the World 









The FLY TRAPS Your Customers 
RELY ON Because They'te ... 


Scientifically Sound! 


BIG STINKY 
Outdoor FLY TRAPS 


Your customers know Big Stinky through : 

years of advertising in such leading national 

publications as: 

Saturday Evening Post Popular Mechanics , 

Better Homes & Gardens a 
re 


Parade 

Good Housekeeping Time \ 

and many others. x 
« A & e ‘9 








Buyers understand that Big 
Stinky is escape-proof—that Big 
Stinky lures, traps, kills flies by 
the gallons. 


And only Big Stinky Outdoor 

Fly Traps offer all these extra 

scientifically engineered features: 

Baffled top forces draft down through 
jar for positive scent scavenging. 

Blackout feature in top—to prevent 
escape. 

Chemistry of Control Fluid provides 
ideal atmosphere in jar for luring, 
trapping, killing flies at maximum 
efficiency. 

Specially made gallon and 12 gallon 
jars—guaranteeing most effective 
luring and trapping — by using 
large quantities of flies to catch 
flies. Here's how it works: 


Big Stinky Control Fluid in- 
cluded with trap, plus water on 
the starting bait produces a gas 
generation that attracts a few 
filthy flies. These in turn are 
digested to produce the potent 
scent attractive to thousands of 
other vicious flies. From then on 
the trap is self-regenerative— 





CONTROL rue 


literally feeding on flies. @ STi, 
BIG STINKY FLY TRAP with gal. jar and 8 oz. Fly TRAP 
bottle Control Fluid....... retail price $4.95 
Same as above with 2 gal. jar..... 


retail pr 


ice $4.49 








LITTLE — WEE STINKY 


Slightly smaller 
trap less jar, 
with 142 oz. Con- 
trol Powder .. 
retail price .... 


$1.69 


Trap less jar, 
with 3 oz. Con- 
trol Powder .. 
retail price... . 

$2.95 


peepee etes 


oD Kt d 
\ % ~ 


Mfd. by: DIOPTRON COMPANY, Milwaukee, Wis. 


ORDER THE BIG STINKY FAMILY NOW — 
FOR GREATER SUMMER SALES 








BALLALBABEBEBEEBEEEEESEEEER EE SE SES 
§ DAZEY ADVERTISING consistently 4 
¢ appears in the following magazines— 
¢ American Home, Cosmopolitan, Good 
é Housekeeping, Household, Ladies’ Home 
y ournal, McCall’s, Parents’, Redbook, 
g House Beautiful, Saturday Eve. Post, 
¢ Sunset, Family Circle, Today’s Woman, 
§ Woman’s Home Comp., Better Living, 
H Woman’s Day, Better Homes & Gardens, 

Capper’s Farmer, Country Gentleman, 
Farm Journal, Successful Farming. 


Beats, Blends, Mixes 
Perfectly! 
















Whips . 


SBVeesVseeeesaeeeaaaaaaa 


Adjustable handle for 
right or left hand use 
.. Stainless steel 
blades . . . mixes any- 
thing mixable. At 
hardware, home fur- 
nishings, and depart- 
ment stores 
If your dealer can't supply you 


—write us for literature and 
price list. 


The better eceseater $ 5 95 


“BLEND-R-MIX” 
In colors 


cs 3 DAZEY 


ST. LOUIS 7, MO 
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Faeaaaa 





eye for 
plus sales? 

Visible 
profits with 
INVISIBLE - 


at me 
* 
Alumi-gard 
The all-weather plastic coating that 


PROTECTS BRIGHT METALS 


For the countless spruce-up 
chores of spring and summer, 


ec > more and more of your cus- 

tomers now want amazing 
| 

| 





new clear liquid Alumi-gard 
because it’s so easy to apply 
for l-a-s-t-i-n-g protection 
of storm windows, car chrome, 
tools, etc., against the rust, 
corrosion and pitting that 





half pints attack all bright metals. 
pints 
quarts @ Window and counter displays, 
gallons tie-in ad mats and literature 


are free with our special intro- 
ductory offer. Get details of the 
Big Profit Story now. Write, 
wire or phone— 


ALUMI-GARD COMPANY 


1638 West 79th Street * Chicago 20, Ill. 
Telephone TRiangle 4-3400 





Greatest Steel Output 
Recorded in Ist Quarter 


The nation’s steel producers set 
a new high production record in 
March of 10,153,000 tons of ingots 
and steel for castings. This brought 
production for the first three 
months of the year to a new quar- 
terly record of 28,981,137 tons. 

Expanded capacity accounted for 
the gain in March. The March to- 
tal topped the previous monthly 
record, set in January, by about 
256,000 tons. Output for the first 
quarter was 6.6 pct higher than 
the like 1952 quarter. 

The American Iron and Steel In- 
stitute reports the amount of steel 
turned out in March “would yield 
almost twice as much in finished 
steel products as was shipped to 
makers of guns, tanks, ammunition 
and associated products during the 
years 1951 and 1952 combined. 


Steel Inventories 
Near Adequate Level 

Bay Estes, director of commercial 
research for United States Steel 
Corp., predicts a decline in steel 
production in the second half of 
1953. Steel production in 1953 
should match the record total of 
105 million ingot tons produced in 
1951, but steel inventories should 
reach an adequate level sometime 
around the middle of this year and 
a decline in steel operations is al- 
most inevitable, Mr. Estes con- 
tends. 


Tin Prices Continue 
Downward Trend 


Tin prices decline again in the 
second week in April. Standard tin 
for immediate delivery on the Lon- 
don Metal Exchange slumped 5¢ a 
pound, and three months’ futures 
were down 43%¢. 

In New York the decline was 
even sharper. Losses ranged from 
four to six cents a pound, depend- 
ing on delivery dates. Main factor 
for the decline was anticipation by 
user of a sharp decline in use of 
tin for defense work if a peace 
should come in Korea. The lower 
prices might reflect in finished dur- 
able markets within three months. 





————-AN ARTMOORE PRODUCT———; 











ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





Your customers want 
the Artmoore Collapsible 
Tripod Clothes Dryer. 
24 Feet of Drying Rods 
—Selected, smoothly fin- 
ished hardwoodse—Snag 
proof — Metal parts 
rust-proof plated. Lift 

the Rod Holder and 
Tripod Legs open auto- 

matically. Collapses 
compactly for quick storage in small 

space. Ideal for in-between washings, 
lingerie, diapers, etc. A step saver 

alongside ironing board. Suggested retail 
only $3.75. Slightly higher West of the 
Rockies. 

See your jobber or write 


ARTMOORE CoO. 


Dept. HA-44, 1913 North 3rd Street 
Milwaukee 12, Wisconsin 














DEPT. H 





best Seller- 


for spring and summer 





Time now to stock up on this hot 
weather best seller! Finest quality. 
No-Splash spray or massage head. 
Fitsall connector—fits all faucets. 
Attractively packaged. Popularly 
priced for fast turnover, top 
profits. Write now for prices and 
new DAISY Catalog. 


SCHACHT RUBBER MFG. CO. 
HUNTINGTON, INDIANA 
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3. Pleased users develop added sales. 


It’s fast, safé’. . . no open flame. Heats, 
blisters paint, easily scraped clean with 
putty knife on flat surfaces; with wire 
brush from moldings; with knife from 
wet, steamed wallpaper. Perfect job on 
boats. Used indoors or 
out. Heating element 
guaranteed for one 
year. See your whole- 
saler. 





RETAILS AT 


3 reasons why you can sell 


“MR. BLISTER™ 


THE ELECTRIC PAINT REMOVER 


1. The big, growing “do-it-yourself” market. 
2. Proven quality ... guaranteed full heat. 



























REMOVES PAINT, 
WALLPAPER, PUTTY 


THE B & L TOOL and MACHINE CO. 
PLAINVILLE, CONNECTICUT 


SOLD ONLY THRU WHOLESALERS 





Get EXTRA Sales = 
Ns @) ol ace) fs gees 











ee 


me PAINT THINNER! 


TANDROTINE: is preferred by both painters and 
home-owners for use. wherever a high grade paint, 
enamel, or varnish thinner is needed. 


IT’S PROVEN That is because TAan- 


IT’S ECONOMICAL 
IT’S a Quality THINNER 


DROTINE is such an excel- 
lent thinner and cleaner 
of brushes, as well as a 
remover of grease. It also 
dissolves wax and does a 
hundred other household 
tasks. TANDROTINE has a 
high flash point, a pleasing 
odor, long leveling and 
even flow. It is slow drying. 










ORDER 
TANDROTINE Today! 


Get ready for 
EXTRA Sales, 
MORE Profits. 


ree. 


TURPENTINE & ROSIN FACTORS, INC. 


SAVANNAR GEORGIA 






Get your supply now! 
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Actual Statistics 


From A Recent Store Survey 


There's a tremendous growing paint market created by 
thousands of new home-owners ‘‘Doing it themselves’’. 
To sell this market you must give them the added service 
of machine mixed paint! Build your paint profits with a 
Harbil HB-6 or HB-7. Combining spectacular display with 
a sound business investment. America’s finest Paint Mixers. 


WRITE NOW TO DEPT. HA-2FOR FREE BROCHURE 


HARBIL MANUFACTURING COMPANY 


325 WEST OHIO ST., CHICAGO 10, ILL. 
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SABBASAA AsV Be eBeeeeest 
DAZEY ADVERTISING consistently ¢ 
appears in the following magazines— , 
American Home, Cosmopolitan, Good 
Housekeeping, Household, Ladies’ Home 
Journal, McCall’s, Parents’, Redbook, 
House Beautiful, Saturday Eve. Post, 
Sunset, Family Circle, Today’s Woman, 
Woman’s Home Comp., Better Living, 
Woman’s Day, Better Homes & Gardens, 
Capper’s Farmer, Country Gentleman, 
Farm Journal, Successful Farming. 


SBVBeweeeeeeeeanaanaa 


Stainless steel, 

§ and rustproof 
‘Se parts. At hard- 
‘| ware, home fur- 
nishings, and de- 
partment stores. 


If your dealer can’t supply you 
—write us for literature and 
price list. 


DAZEY $ 95 
ICE CRUSHER e to $10.95 
In colors 


Be 


TAS a 


$y DAZEY 


ST LOUIS 7, MO 





SINK DRAINS OPEN 


Requires no tools or mechani- 


cal skill . . . works without 
mess or muss .. . every home 
needs one. The “Magic” ball 
can be sold for use with gar- 
den hose or furnished with 
special hose set. Write for com- 
plete details on this amazing 
invention. 


WAGNER MANUFACTURING CO. | 


Box AS53, Cedar Falls, lowa | 








Farm Wages Decline Offset by Rise In 
Manufacturing; Personal Income Remains High 


Personal income in February 
was at the annual rate of $280,- 
500,000,000, slightly lower than 
January totals, but to all extents 
and purposes, “unchanged,” re- 
ports the Dept. of Commerce. 

Stability of personal income re- 
flects cross-currents of wages in 
farm and non-farm areas. Farm 
wage declines were offset by wage 
gains in manufacturing and other 
non-farm industries. 

Manufacturing payrolls were 
slightly higher in February, with 
employment gains centering about 
such industries as metals, ma- 
chinery and transportation equip- 
ment. Employment gains in trade 
and construction industries in 
February also contributed to the 


private industry payroll increase. 

Government payrolls in Febru- 
ary continued stable. Since last 
August a slight reduction in Fed- 
eral government payments to mili- 
tary and civilian personnel were 
counterbalanced by gains in State 
and local payrolls. 

The February decline in farm 
income reflects a “more than sea- 
sonal” drop in the volume of crops 
marketed under Government loan, 
the bureau says. 

Income of non-farm proprietors 
in February, at the annual rate of 
$29,000,000,000, was $500,000,000 
higher than in the previous month. 
The rise resulted from expanded 
retail sales—particularly of auto- 
mobiles. 








Closer Screening Of 
Credit Seekers Urged 


R. Manning Brown, assistant 
vice-president of New York Life 
Insurance Co., urges mortgage 
bankers to screen credit applica- 
tions carefully and be spared “some 
bad collection of headaches in an 
economic setback, however slight.” 

Mr. Brown says these are rela- 
tively good times and, if an appli- 
cant doesn’t qualify for loan under 
today’s conditions, the loan should 
not be made. 


G.E. Appliance Sales Up 
10% in First Quarter 


Clarence H. Linder, vice-presi- 
dent and general manager of the 
Major Appliance division of Gen- 
eral Electric Co. reports retail sales 
of major appliances for G. E. up 
10 pct in the first quarter of 1953, 
compared to the same 1952 period. 
Retail sales of refrigerators, heav- 
iest selling item in the line, were 
up about 3 pct, he says. 

Mr. Linder reports still greater 
gains in March as compared with 
the like 1952 month. Retail sales 
in March were up 20 pct and refrig- 
erators up 6 pet. 

The G. E. executive predicts re- 
tail sales for the year might ap- 
proach a level 20 pct ahead of 1952, 
if present consumer buying trends 


continue. He notes that inventories 
at all levels of distribution are 
lower than at this time in 1952. 
Automatic clothes dryers and 
washers paced sales at retail during 
the quarter with increases of 40 to 
50 pct from the like 1952 period. 
This bears out the belief that these 
two items will be the fastest grow- 
ing appliances in the 1953 line. 


Space Heater Output Up, 
Inventories Lower 


Manufacturers shipped 23 pct 
more units of kerosene, gasoline and 
fuel oil space heaters in January 
than they shipped in the same month 
of 1952. The value was an esti- 
mated 29 pct higher, the Bureau of 
the Census reported. 

Manufacturers’ inventories were 
only 143,983 in January as com- 
pared to 182,494 in January 1952. 

Kerosene, gasoline and fuel oil 
types represented about 52 pct of 
the total space heater shipments 
made in January, compared with 
approximately 40 pct of the total 
in January 1952. 


More Business Failures 

Business failures were higher in 
February than they had been in 10 
months. Failures were 7 pct more 
than in January and 12 pct above 
a year ago. 
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EXCLUSIVE 100% 
FEATURES Completely 
Ver aef * Efficient 
Fast 

















Newly designed, 
pliable, non-scratch- 
rubber brush cap 


| Seller! 
ww 








| 






4 “ag 
SS PG, S 
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INTERCHANGEABLE 


| Weler ove 
BRUSH 


Every car owner, every 
home needs one! E-ZEE 
soaks as it cleans, as it 
rinses! Floats dirt away! 
Makes difficult, major, 
around-the-home wash 
jobs easier, quicker, eco- 
nomical, and does them 
all better. 





E-ZEE brushes, both 
horsehair and plastic 
bristle, flare to 4/2" 
diameter; have five 
water holes in head 
for perfect rinsing 
action. Flushes br 

clean as it floats 
dirt away! 
























Newly perfected wa- 
ter shut-off valve is 









to control water flow 
from off to full-on. 
Standard on Model 
5336 only. 











INDIVIDUALLY _ nal 3 
i 












EXTENDIBLE 
HANDLE & 






MODEL 5336 


Complete as pictured with 
exclusive E-ZEE pliable 
rubber brush cap for 
instant brush change; 
horsehair brush with five 
water holes in head; 36” 
featherweight extendible 
handle with water shut-off 
valve. (Extra section to 
elongate handle to 72” 
at slight extra cost.) 


$495 


Feather weight, pre- 
cision jointed for ex- 
tending Model 5336 
handle to 72” in 
length and Model 
5310 to 42’. (Exten- 
sion sections availa- 
ble at small extra 
cost.) 
























FOR WASHING 
CARS - WINDOWS 
SIDING 





MODEL 5310 - $3.75 


This model has 10’ ex- 
tendible handle without 
shut-off valve. Same brush 
cap and brush as Model 
5336. (Shut-off valve and 
extension handle available 
at slight extra cost.) 


SPARE PARTS 


= Shut-off valve for Model 
| 5310, each, $1.25. Plastic 
bristle brushes and ad- 
ditional horsehair brushes, 
each, $1.50. 33” light- 
weight, leak-proof ex- 


E BA 2 [ACO — 
peek Your Yobber on Write to 


LAITNER BRUSH CO. 


DETROIT 26, MICH. 














ATTACHES TO GARDEN HOSE 











2000 BROOKLYN ° 
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0. HARDWARE 
SET 
OF OVERHEAD DOOR EQUIPMENT 





AMERICA’S MOST POPULAR 

















vestitaeoe 


— 


USE THIS VERSATILE HARDWARE WITH 
CUSTOM OR MILL-MADE GARAGE DOORS 


Equally “at home” on carpenter-built or mill-made 
doors, Frantz No. 80 Series* overhead garage door 
hardware will lift any door weighing up to 150 lbs. 
—is a favorite with architect and contractor alike. 
Features (shown at right) include: (1) Automatic 
opener, (2) Powerful spring 
which does all the lifting, 
(3) Sturdy formed steel 
arms, (4) Steel weather- 
stripping, (5) Positive latch, 
(6) Angle iron brace to pre- 
vent warping. Steel hangers 
and ball-bearing wheels 
assure smocth, quiet opera- 
tion. Set comes complete 
with chrome handle, brass 
cylinder lock, track sup- 
ports, braces and lags. 
Simple, easy to erect. 


*No. 83 for doors 8’x6'6” 
No. 839 for doors 9’x6’6” 
No. 80 for doors 8’x7’ 
No. 809 for doors 9’x7’ 


FRANTZ 





GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
231 












 - «- 
The “‘ladies’ favorite.” | 
Dome top welded : dye air | 
tank. 16” curved brass j 
extension. Light i. 
weight. Extra long, 5 
ft. hose and adjustable 
nozzle enables user to 
spray trees, gardens or 
flowers with no effort. 
Long or short distance 
2. Brass pump 





~ «| 
od seller. Highly 


i 
popular. 


Complete line of sprayers and deme. 


As advertised in House & Garden, House 
Beautiful ond Many other National Publications 








D. B. SMITH & CO. 


426 Main St., Ytica 2, N.Y. 


* Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Cancda 














BUILD PROFITS, 
REPEAT SALES with 


en STEEL WOOL 





TAYER-BUILT PADS 


Big, cushiony, workmanlike 
tools for cleaning, 
rubbing, polishing and smoothing. 





JEX HOUSEHOLD PADS 


Economical, sanitary, full-bodied pads for 
cleaning, scouring and polishing pots, pans 
and kitchenware. 


BULK POUND TUBES Fo 


The homemaker's and professional work. 
er's economy buy for home, shop and general 
industrial use. 


—— quality in all 





” write for catalog. 


SUN RAY STEEL WOOL PRODUCT 


THE WILLIAMS COMPANY 
215 W. FIRST STREET, LONDON, OHIO 
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Bicycle Institute 
Has National Promotion 


“Bicycling is Fun for Every- 
one,” has been adopted as the of- 
ficial slogan of the bicycle indus- 
try, to signalize the promotion of 
the pleasurable aspects of cycling 
in an industry-wide campaign 
being launched this year. 

The campaign will derive its 
main impetus from the Bicycle In- 
stitute of America’s new publica- 
tion, “Bike Fun,” a 68-page book 
of illustrated bike games, races, 
crafts, tours, camping and field 
day activities. 

Dealers can procure a free copy 
of “Bike Fun” from the Bicycle 
Institute of America, 122 E. 42nd 
St., New York 17, N. Y. They are 
urged to display the book promi- 
nently in their stores and to en- 
courage patrons to put its con- 
tents to practical use. 

The institute suggests that re- 
tailers sponsor community con- 
tests through local groups, the 
press and schools. 


National Campaign 
On Disston Saw Set 


The theme of the 1953 promo- 
tion of Henry Disston & Sons, 
Inc., Philadelphia manufacturer 
of saws and garden tools, is “Hand 
Pick Your Handsaw.” 

The customer is encouraged to 
pick his saw to fit the purpose 
and to look for such factors as 
straightness of blade, even set of 
the teeth, centering of handles, 
balance, taper ground, and sharp 
filing. 

The campaign is built around 
the No. 4 Handsaw Merchandising 
Unit, which consists of four, low- 
priced saws. Consumer advertising 
broke in the Saturday Evening 
Post, April 18. 


Ocean City, Montague 
Offer Fishing Courses 


The Ocean City Mfg. Co. and 
Montague Rod & Reel Co. has pre- 
pared a promotion kit for use of 
YMCA and YMHA angling classes. 
It was based on a successful 8- 
week fishing course conducted last 
spring by the Central YMCA of 
Philadelphia, which attracted in- 
terest of numerous “Y” organiza- 
tions from coast to coast. 


Consumers’ Price 
Index Again Lower 


The consumers’ price index 
dropped for the third straight 
month, with living costs down 0.7 
pet during the month ending Feb. 
15, according to the National In- 
dustrial Conference Board. 

The all-items index for 39 cities 
in February, 1953, was 179.0, com- 
pared with 180.3 in January, 1953 
and 177.7 in February 1952. (Base 
date is January, 1939=100.) 

* In spite of recent declines in 
food prices they are still 10.1 pct 
over their pre-Korean level. 


Permaglas Dealers 
To Attend Sessions 


The Permaglas-Heating Division 
of A. O. Smith Corp., Milwaukee, 
has launched a nationwide series 
of more than 100 training and in- 
formation meetings for distribu- 
tors and dealers. 

Some 20 teams from the Perma- 
glas-Heating Division’s home base 
at Kankakee, IIl., will conduct 
these meetings for more than 14,- 
000 dealers handling Permaglas 
water and house-heating equip- 
ment. 

The meetings will precede an 
advertising campaign that starts 
in trade and general magazines on 
June 8. 


Westinghouse Begins 
Six-Week Promotion 


The Westinghouse Electric Ap- 
pliance Division has launched its 
second annual national dealer pro- 
motion, Freedom Fair. The 
“Fairs” are open houses that deal- 
ers will hold to bring the public 
into their stores during the six- 
week event. 

A 32-piece display set is avail- 
able to dealers. 


Retail Stocks Up 


After allowance for seasonal 
variations, the book value of in- 
ventories increased $350 million 
during February. Retailers’ stocks 
increased $200 million. There were 
sizable increases in retail stocks 
of durable goods, in all categories, 
the Office of Business Economics 
estimated. 
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“Thars Gold 
inthemthar |! 
hills..’ they grow: 


























Anpb there's gold for you in the 
greater natural toughness in 
Tennessee grown Hill Hickory 
handles. They're preferred by 
good workmen all over the world. 
Yet they cost no more than 
ordinary handles . . . Stock them. 
Display them. And watch your 
handle volume and handle profits 
grow. 




















For all the facts about Hill Hickory Handles, and the name 


of your nearest Hill Hickory Jobber, write today. 


a =e 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, 


TENNESSEE 
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_.. U8 6 of one 
or hall a dozen 
of the other/ 


SOUTHERN 


WOOD SCREWS 


(Slotted or Phillips Heads) 


Southern Wood Screws don’t just happen to 
meet Federal Specification FF-S-111a, they are 
carefully made to meet this exacting government 
standard, 





Uniformly made of the highest quality ma- 
terials, in one of the most modern plants of its 
kind, Southern screws are of government ap- 
proved single-thread construction, with threads 
that are cut—not rolled—for sharpness. Slots are 
accurately milled, not struck, and shanks are full- 
size for greatest strength. With their sharp gimlet 
points, Southern screws start quickly, bite cleanly 
into wood without tearing the fibres, and then 
hold tight for the life of the product they fasten. 
Wide range of sizes from 3/16” No. 0 to 6” No. 
30, in steel and brass. Write today for interesting 
literature on types of wood screws—and for the 
Southern Wood Screw catalogue. 


FACTORY WAREHOUSES 


4100 Dell Avenue 
North Bergen, N. J. 


641 Stewart Ave., S.W. 
Atlanta, Georgie 


325 W. Ohio Street 
Chicago 10, Ill. 





SOUTHERN SCREW COMPANY 
104 Rickert St., Statesville, N. C. 




























£0 Tis 
a C ON EM! 


@Bright, 2-Color 
Printing 

@Clear, Selected 
Wood 

@Easy, Depend- 
able Action 

@Automatic or 

Slot Set. 










McGILL METAL PRODUCTS CO. 
MARENGO- ILLINOIS 











Build Lawn Supply 
Sales AGS 7 with 


@ Capitalize on the popularity of this 
handy lawn tool! Saves time and sore 
backs...cramped fingers. Makes edging 
fun, easy! Continuous scissor action. 4°’ 
rubber wheel. 48’’ hardwood handle. 


MAGIC 


ie “ Shearing 
Action! 


with patented spring-set 
blade trims clean through 
grass or weeds ... never 
digs or plows! The secret 
is in the spring. 


Dealer Sales Helps 


include colorful floor display stand, sales 

folders, catalog sheets and free news- 

paper mats... all to boost your sales! 
WRITE TODAY for complete details 
on three models and Bulletin HA430. 


ENGINEERING, INC. 
Am lex NEW CASTLE, ‘INDIANA 


Fair Trade Loses 
Ground in Legislatures 


With the legislative season at an 
end in most states, it appears that 
Fair Trade has lost ground this 
year. 

While repealer bills failed in sev- 
eral states in which they were in- 
troduced, the Fair Trade cause was 
lost, at least temporarily, in two 
states, Georgia and Michigan, which 
previously were numbered among 
the 45 Fair Trade states. 

Fair Trade lost in Georgia by a 
Supreme Court decision. In Michi- 
gan, the proponents of Fair Trade 
lost in an effort to secure passage 
of legislation which would have 
bound non-signers to observance of 
fair trade contracts. As matters 
now stand in that state, only Fair 
Trading manufacturers who have 
contracts with practically all of 
their retail outlets can hope to main- 
tain their minimum prices. 

In one of the stormiest sessions 
of the Vermont legislature, a Fair 
Trade bill was lost in the Senate 
by a vote of 21-8, on April 14. 

Efforts to secure a Fair Trade 
law in Texas are also believed 
doomed for at least two more years, 
when the legislature meets again. 
A proposed measure was worked 
over and then was referred to the 
attorney general for a ruling on its 
constitutionality. It is not expected 
that a favorable report will be re- 
ceived before adjournment, sched- 
uled for May 15. 

There are now 43 states in which 
Fair Trade legislation can be en- 
forced, but court tests are being 
made in a number of states. 


Cosco Advertising 
In June Magazines 


Promotion to help retailers 
achieve summer volume on Cosco 
utility tables will be made during 
June by the Hamilton Mfg. Co. 

Half-page color ads will be used 
in June issues of Better Homes & 
Gardens, House Beautiful and 
House & Garden. 





| Dura-Broom Price Drops 


Modglin Co., Los Angeles, has 
lowered the price of the Dura- 
Broom from $2.39 to $1.98 at retail. 
The plastic bristle broom was in- 


| troduced nationally in January. 








e 
Bt 
LAWN MOWERS 


New England 
Since 1879 


18” Rotary Mower 


Also available: 21” and 18” Reel 
Power Mowers and a full line of 
fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 














GRAND 
DOOR HOLDERS 








MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

in Stock for Immediate Delivery 


GRAND SPECIALTIES CO. 
3101 W. Grand Ave. Chicago 22, IMine*s 














Masonite or Plywood Tops. Various lengths and 
widths. Benches to match. Write for Catalog 
B-53. 


HARRY M. WOLFE, 666 Lake Shore Drive, Chicago 11 











His Hardware Age 
Ad. Brought Results 


"As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in December. With 
best wishes for your continued success.” 








Sincerely yours, 
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A Satisfied Advertiser 
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Dollars 
For You... 


Wherever there are floors—there are DIRTY 
FLOORS. And no matter what the floor... 
or where you find it . . . you’re sure to have 
the right cleaning equipment, engineered 
for the job — 


When You Feature... 





FLOOR CLEANING EQUIPMENT 


Here’s the outfit for the 
many users who 
prefer a round 
metal bucket. 
Built to stand 
up under hard- 
est use. Wringer 
with either hard 
wood or steel rollers, 
foot operated for 
greater pressure 
and easy handling 
of mop. 18- or 
24-quart sizes. 
Write for Catalog No. 153. 















WHITE MOP WRINGER CO. 
2 Mohawk St., Fultonville, N. Y. 
Canadian Factory, Paris, Ontario, Can. 
WHITEY MOPZUM SAYS: 
Your Customers know... 
It's RIGHT . .. if it’s 




















A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 
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Blue Whirl Offers a Ready-Made Market 
for Faster Turnover — Increased Profits. 


Three generations of American house- 
wives know Blue Whirl and ask for it by 
name. They prefer Blue Whirl’s famous 
ball-bearing action—so smooth, so quiet, so 
efficient! And especiaily its modest price! 
Write now for complete information. 


Blue Whirl is only one of T & S famous Blue Line 
Kitchen Time Savers that include such best sellers 
as the Deluxe Superwhirl Die-Cast Beater and the 
New and Improved Westco 66 can opener. 


QUALITY PRODUCTS Ts S FOR OVER A CENTURY 


The Turner & Seymour Mfg. Co., Torrington, Conn. 
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Gun Tacker 
New! 

Shoots 
longer 


Powerful! 
heavier, 
Wedge- 


pointed staples up to 
9/16”—.050 wire. 


T-32 Gun 
Tacker 


Well-known, 
widely used 
model for lighter 
tacking. Shoots 
staples up to 
5/16” —.032 Wire 





Write for catalog and prices 


ARROW FASTENER CO., INC. 
1 Junius Street, Brooklyn 12, N. Y 








L TREAT 


CENTRATE — 


PREVENTS RUST 
REMOVES RUST 
MAKES PAINT STICK 


, Packed 1 
in display bm 








For prices and sample, write 


THE KLEAN-STRIP CO., Inc. 





2340 S. Lauderdale, Memphis 6, Tenn. 







236 


National Promotion 
On Riegel Work Glove 
The Riegel Textile Corp., New 


York City, is using Saturday Eve- | 
ning Post, Popular Mechanics and | 


Business Week, during the last week 
in April, to promote its Plastic-Dot 
work glove. 

One of the features of the pro- 
motion is a contest open to jobber 
salesmen. Awards will be made for 
the best window and interior dis- 
plays set up by retailers, with dis- 
tributor salesmen receiving dupli- 
cate awards. 


Westinghouse Increases 
Price on Roaster Oven 


A price increase of its roaster 
oven and three accessories was an- 
nounced by the Westinghouse Elec- 
tric Appliance Division. The new 
prices are effective April 6. 

The roaster oven was increased 
to $44.95 from $42.95, roaster cab- 
inet to $21.95 from $20.65, broiler 
grid to $8.95 from $8.50, and timer 
clock to $12.95 from $11.65. 


Aerowax Campaign 
Uses Three Media 


A consumer advertising campaign 
for Aerowax that emphasizes that 
it contains twice as much wax as 
hard-finish waxes will be made in 
newspapers in key cities, beginning 
this month. Radio and TV will also 
be used extensively by Boyle-Mid- 
way, Inc. 





HARDWARE HUMOR 
By Hardware Age 


aa 
Gao 
OA —$———— TY 














"My stars! If we waited for the 
men to do things around here 
nothing would get done.” 





ELECTRIC 
SPRAY GUN 


the single unit that plugs 
in and sprays everything! 
FOR HOME & INDUSTRY 
Nationally advertised; 
world’s selling all 
self - contained 
Spray Gun! Cord and 
Plug UL approved. 
oe Ves? ee 
erature ani jealer : 
discounts $12.95 recta 


CHAMPION IMPLEMENT CORP. 
175 East 87th Street, New York 28 











CARTON 
ASSORTED 
NIPPLES 


25's and 100's—!/g" to I" Sizes 
Write for Catalog 


PITTSBURGH NIPPLE WORKS, INC. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
4H 


NeW 











Gripper Clips 


Registered U. 8. Fat. Office 






TOOLS, INC. 
Orange, Mass., U.S.A. 






















"Out of this Wold PROFIT 
wit BIG VOLUME |. 


AGRICULTURAL SYuay 


SNA 


SPRAYER PARTS ®& 


Hypro Nylon Roller Pumps, 
Sherwood Gear Pumps, Agricul- 
tural Chemical Hose, Tee Jet 
Nozzles, Pressure Gauges, Relief 
Valves, Strainers, etc. Complete 
Rn . e CG. py 


Boom and Trailer Sprayers 
| Write fer Di 














COMPANY 
DAKOTA CITY, NEBRASKA 














* EASIER TO USE 
* LASTS LONGER 
* CLEANS BETTER 


i 


SUNSHINE 


REG. U.S. PAT. OFF. 


FRENCH PROCESS 
CHAMOIS 


GENUINE OIL TAN 
MADE IN USA. 


y DOUBLE DUTY 


ASK YOUR JOBBER 
FOR OUR 
DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE 
s CONSUMER 











HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 














MANUFACTURERS AGENTS WANTED 


TOPPER 


TRADE MARK REGISTERED 
NON-PENETRATING—WASHABLE 
FLAT OIL PAINT 


The tops for all porous and rough surfaces and eeilings 
Stands up to 50% reduction. The greatest value on to- 
day’s market. 


GILLESPIE VARNISH CO. 
131 DEY ST., JERSEY CITY 6, N. J. 
By the Makers of Bulldog Remover 
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RETAILERS—MANUFACTURERS 


Don tDeface Your Merchandise 
h TRIG-A-TAPE 


the new one hand 
PRICE ATTACHER 





A simple squeeze of the 
trigger and an adhesive 
price label is automatic- 
ally attached to glass, 
metal, wood, plastic or 
paper surface. Price 
label has non-tacky edges for easy 
Will not damage surface. 

Uses self-adhesive paper tape rolls 34" wide 
—Supplied in blank tape so that you can 
write on it or printed with price, name, etc. 
Two models —one attaches tabs approxi- 
mately |'/g" long, the other 5" long. 

Very handy for tacking up signs, notices, 
etc. Plain transparent tape supplied for use 
in same models. 

All steel sturdy construction with rubber 
base fittings making it safe for use on all 
surfaces. Finished in attractive grey ham- 
mertone. Light weight. Fully guaranteed. 


Send for complete information 


TRIG-A-TAPE CORP. 


117-02 New York Blvd. Jamacia 34, N. Y. 
Dept. HA LAurelton 8-1300 





removal. 








ADJUSTABLE CUTTING 
















. 
A ° 
' ° 
. 
\ EXPANSIVE BITS * ADJUSTABLE HOLE 
a CUTTERS 
Cut any size hole %to3” in « Cut holes % to 2%” 
soft or hard wood! * Tool ¢ in metal, wood, 
Steel Blades * Rust Resist- * plastics * High- 
‘ ¢ speed steel blade— 
ant * Quick, Accurate stays sharp longer—cuts 
Adjustment ¢ Self- °* ey, ° bp nee al 
F * one Clark tool replaces 
Clearing Lead Screw. , many fixed radius cutters. 
Y J 
. 
e@eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ene eee 
m 
* 
HOLE CUTTER KIT ADJUSTABLE CIRCLE CUTTER 
Colorful, new, e Cuts 1% to 8” holes 
plastic protective . in sheet metal, 
case contains two e« wood or plastics. 
Clark adjustable « Combination drill \. 
Hole Cutters with e pilot and 
acutting range e high-speed steel 
of % to2%”. © cutting blade. GY 4 
_ < 





Order from your jobber or write 


[ctark @) currers| 
Robert 1 Clark 


9720 Santa Monica Bivd. © Beverly Hills 4, Calif. 
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NEW FAST SELLER FOR 


SMALL PARTS STORAGE 


KLEER-VUE 
PLASTIC 
































E-2Z-€ STORAGE CABINETS 
with 2"INCH DEEPER DRAWERS 


Here’s the newest, low-cost multi-purpose storage 
cabinet—strong enough to hold 15 drawers full of 
lead, yet minimum light in weight. The see-thru 
clear plastic drawers (34” deeper than average 
size) show at a glance the parts or equipment they 
are storing. Increased convenience from the deeper 
drawers—15 drawers hold any and all parts, office 
supplies, etc.—removable dividers in each drawer, 


safety catch prevents any spilling, drawer dimen- 
sions 274” wide x 6” deep, cabinet 155%” wide x 
834” high x 64%” deep. 





Electric Weld All Steel 
Cabinet—in baked enamel 
gray finish. 


Name plate slot in each 
drawer — easily identifies 
contents. 

Packaged Individually, shipping weight approx. 81 lbs. 


Order Now—thru your wholesaler—or write: 


MANUFACTURING 
COMPANY 


KLEER-VU 


636 H PENN AVE. 





PITTSBURGH 22, PA. 
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CHAIN 
TONGS 


“Reversible,” “Standard” and “Ideal” types, 
in all sizes. Jaws are drop forged from spe- 
cial steel, are carefully milled, heat treated, 
hardened and tested. The Handles are forged 
spring steel. The Chains are proof-tested to 
2/3 catalog strength (1,200 Ib. to 40,000 Ib.). 
“Reversible” Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle and forged-in chain guides. The 


“> “Ideal” Tongs have V Shaped 
/ write tor’ teeth for a sure grip on irregu- 
( Coteleg | ilar shapes—fittings, etc. 


‘The Tool Holder People” 


ARMSTRONG BROS. TOOL CO. 
5214 W ARMSTRONG AVENUE + CHICAGO 30, ILL. 








ARMSTRONG BROS. 











(Advertisement) 


HOW TO SELL 
COMPETITIVELY 


Today your customers want a 
top quality scythe at a rock bottom 
price. If you are to get their scythe 
business you must have a product 
competitively priced that gives com- 
plete satisfaction. North Wayne’s 
“Swift Cutter” is it. 

Blade is one piece, roll ham- 
mered, high carbon steel, factory 
ground sharp with natural abrasive 
stones. This means a longer last- 
ing cutting edge. Also has exclusive 
“Monitor Heel” feature and perfect 
hang and balance. 

Available in plain set, half set, 
full set and single or double bead, 
in assortments of: Grass 26”-30” to 
34”-38”; Bush 14”-18” to 20”-22”; 
Weed 20”-24” to 28”-30”. 

Don’t miss scythe sales. Sell the 
“Swift Cutter” which gives your 
customers better results at a lower 
price. Order through your whole- 
saler. 

Write for free catalog on com- 
plete line. 


FREE SHIRT 

Attention, Mr. William D. Karch of the Mill 
Hall Hardware Co., Mill Hall, Pa. Did you 
read this advertisement? If so, we'll send you 
a famous Hathaway shirt, absolutely FREE. 
Just let us know your shirt size. 

NORTH WAYNE TOOL CoO. 

Oakland 1 Maine 





Price Raised On 
Powder-ene Cleaner 


The new retail price for a three 
pound can of Powder-ene Cleaner 
will be $1.25. The Powder-ene Ap- 
plier Brush will sell for 69¢. These 
retail prices will be fair traded, and 
become effective April 1. This is 
the first increase on Powder-ene 
Cleaner since the product came out 
in 1940. The trade discount for 
both dealers and jobbers has been 
changed, too, according to the Von 
Schrader Mfg. Co., Racine, Wis. 


More Money for Plants, 
Equipment This Year 

Commerce Secretary Weeks pre- 
dicts capital expenditures for ma- 
chinery, plant and equipment this 
year would be slightly higher than 
the 1952 level of $26% billion. He 
also expresses “solid confidence” in 
the business outlook. 


Calling All Men—for 


By narrowing its window appeal, 
Coast Hardware, Studio City, 
Calif., designed an interesting dis- 
play that served as a shopping 
guide for men in search of dis- 
tinctive Mother’s Day gifts. 

Eye-catcher was the large “For 
Men Only” lettering on a panel of 
chartreuse display paper. A pylon 
of green check wallpaper led the 


New Scotch Tape Is 
Heavily Advertised 

The heaviest advertising schedule 
in the history of transparent tape 
is being used to promote a new 
“Scotch” brand cellophane tape that 
“sticks at a feather touch.” 

The Minnesota Mining & Manu- 
facturing Co. claims its new tape 
sticks six times tighter. 


BMC Offers Helps 
To Back Advertising 


BMC Manufacturing Corp., Bing- 
hampton, N. Y., has expanded its 
advertising schedule and is using 
half-page ads in two colors regu- 
larly in the Saturday Evening Post. 

In addition to free 4-color cata- 
logs, BMC is offering mailing stuf- 
fers, ad mats, electros, and reprints 
of Post ads, window decals and 
streamers. 


Mother's Day Gifts 


eye down to the tilted table which 
dramatically displayed three place 
settings of green dinnerware, yel- 
low glassware, and flatware on a 
light green table cloth. At the base 
of the window were other gift 
items, including electric house- 
wares, and china and pottery of 
modern design —all suitable for 
Mother’s Day gifts. 





This display aided men in purchasing Mother's Day gifts. 


(Resume reading on page 15) 
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Looking for a good 
house number? 


HY-KO has it! 


© Light reflect- : 
ing with Night 
and Day Visi- 
bility. 
© Weather re- 
sistant top 
quality alu- 
minum. Won't 
break, fade or 
rust, 
Reversible . . 
cuts dealer's 
stock in half. 
Plus COLORFUL 
DISPLAY RACKS 
AND FREE WIN- 
DOW SIGNS. P 


REFLECTING HOUSE NUMBERS 
LETTERS ¢ SIGNS 


A complete letter assortment in 
addition to our sign assortment 
. » over 70 signs to select from. 


Write today. 


Products Company 
1260 West Fourth St. 
Cleveland 13, Ohio 














PERFO MATS 


CORRUGATED & PERFORATED 
AND 
ALL LINK STYLES 


NO SELLING SPACE REQUIRED 
NO INVENTORY! 


You simply take the orders. 
We make and ship—plain 
mats in 2 weeks, custom- 
built mats in 3 weeks. Your 
clients’ designs accurately 
reproduced in any color 

or combination of colors. STETSON HATS 
Perfo Mats add distinction 
to both exterior and interior 
floors of stores, hotels, 
restaurants, apartments, 
homes and institutions. 


Non-skid surface prevents @ ANY SIZE 
mud-tracking and costly @ ANY COLOR 
falls, @ ANY DESIGN 


Send today for Dealer’s Price © ANY SHAPE 
List and Illustrated Folder Dept. HA 


PERFO MAT & RUBBER CO., INC., 28] FIFTH AVE., N.Y. 16, N. Y. 
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GABLE-TOP 
TOOL BOX 











GENERAL 


ur 


REASONS WHY 
YOU ACHIEVE 


HEAVY-DUTY 
CARPENTER’S BOX NESS, YET GREATER STRENGTH. 


































1. GUARANTEED QUALITY —FINEST WORK- 
MANSHIP AND DESIGN. 


2. 30 YEARS EXPERIENCE. 


3. NATIONALLY ADVERTISED... SOLD. 
USED. 


4. COMPETITIVELY PRICED. NEVER SUCH 
QUALITY PRODUCTS FOR SO LOW A PRICE. 


5. EYE-CATCHING BEAUTY. . . BAKED GREEN 
ENAMEL FINISH. 


6. GREAT DURABILITY .. REINFORCED... 
EMBOSSED. 





7. ESPECIALLY DESIGNED FOR EXTRA LIGHT- 


8. A COMPLETE LINE. BOXES FOR EVERY 
SHOP MAN OR HOBBYIST'S NEEDS. 


Waterloo sets the standards in metal 
box design and craftsmanship. It is 
a quality line. Easier to sell because 
Waterloo’s guaranteed quality is 
easier to prove. Competitively priced 
to give dealers an edge on competi- 
tion PLUS EXTRA PROFIT. 

Write your jobber today for complete 
information including free catalog. 


WATERLOO VALVE SPRING 
COMPRESSOR CO. 


WATERLOO, IOWA 
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ALL-PURPOSE 
STEEL CHEST 


Ve ccc&dddddddddddddddldlddddeddde 


WITY BOX 











iene a MORE THAN 
Fae ay 5000 DEALERS 





<== | DOG COLLAR BUSINESS 


with ALL PLASTIC 
FLEX-COLLARS 
and FLEX-LEASHES 


ARE YOU ONE? 


If not, why not start now? Your initial 
investment for 12 FLEX-COLLARS and 
9 FLEX-LEASHES together with this 
rack and selection chart for over 100 
INTRO- breeds, costs you only $17.13. These 
ay items are high profit makers. Just tear 

NO. 5 out this advertisement and put it in 
Flex-Collars your Want Book. Ask your jobber for 
oes. Sees this introductory self-service FLEX- 
LINE display. 

























All introductory offers returnable 
in 30 days if not fully satisfied. 
Larger self-service FLEX ~~ 
LINE display assortments /~ 
and replacement stocks |: 
available at your jobbers. 


















HUNGERFORD PLASTICS CORP. 
ROCKAWAY, NEW JERSEY 


ARE DOING A PROFITABLE 





For Gunners on Father's Day 


This handy kit contains every Hoppe product that any 
shooter needs for the cleaning, care and protection of 
his guns 

HOPPE'S GUN CLEANING PACK 
is just the thing to give a gun owner on father’s day. 
Suggest it to gift seekers who want “something un- 
usual.” Your jobber can supply you. 


FRANK A. HOPPE, INC. 
2314A North 8th St. Philadelphia 33, Pa. 















WIDE! 
99¢ RETAIL 


ay 6=No. 1517 
Y $1.29 RETAIL 








Master's complete line enables you to 
fill any need . . . meet any price! 
Shown here are four of Master's 
wide variety of bikelocks . . . ask 
your jobber for information on the 
entire line. 





No. 517 
79¢ RETAIL 


No. 6617 
49¢ RETAIL 





Master Jock Company. Milwaukee 45, Wis. AB-10 
© Worlds Leading Padlock Manufacturers 











Improved—Looks Better 


Workingmen like this heavy gauge aluminum 
seamless lunch kit. Housewives like the ease with 
which it can be kept spotlessly clean. It's an 
easy seller! 


Available with or without Vacuum Bottle or Tray. 


Onder from your Jobber 
PENN METAL WARE CO. 


Scott Street « Wilkes-Barre, Pa. 
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ELECTRIC IMMERSION 
Thermostat Control HEATERS 


COLD WATER 


Automatic 
Low Cost Hot Water 


for stores, offices, factories, laboratories, summer 
camps, boats, etc. Packaged unit includes thermo- 
stat, pilot light and switch. Simply screw in tank 
through 1” threaded flange, connect to AC power, 
and set thermostat for desired temperature. Special 
types for heating oils, chemicals and other liquids. 


VULCAN ELECTRIC COMPANY 





DANVERS 3, MASS. 
Vulcan Electric Soldering Tools, Solder Pots, 
Glue Pots, Branding Irons and Heating Units. 














GLUTTONS for 
PUNISHMENT 


se SS 
NPS 
“=, 


Vee 


and CORD SETS 


@ QUALITY-controlled wires that 
you KNOW will stand the gaff— 
on smart spools, in convenient 
lengths for fast over-the-counter 
action. @ Also Neoprene-jacketed 
cords (types SVO, SJO and SO) for 
valiant resistance to oil, heat and 
light. @ U-L approved Cord Sets for 
every conceivable purpose... foes 
of CORDelirium. 


"*8 8D € ey ENGINEERS FOR ENGINEER S** 


CORNISH WIRE CO., inc. 


New York 7, N. Y. 











50 Church Street, 








1953 
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‘*,..and to my son, John, | bequeath our 
family TROJAN JIG SAW BLADE’ 


Trosan Saw Blades are still going 
strong when you'd expect them 
to lose their teeth 
and their usefulness, 
Blades are hardened and oil 
tempered. Teeth are 
individually filed and pre 
‘cision set. Over 130 
different types for every 
hand and power opera- 
tion. Insist on Trojan 
by name. 




































Manufacturers of World-Famous Trojan Saw Blades and Frames 


Fey te | Parker | fine 


PARKER MANUFACTORING CO. 








WORCESTER 1, MASS., U. 
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1. Standard Hole- 
In-Cap with Metal 
Nozzle Guns 








2. With Snap-in 
Plastic Nozzle* for 
all Other Guns 










At last . . caulking 
. compound cartridges to fit 

every one gun! So easy to use. . either way 
there’s no after-cleaning required. CALBAR 
Caulk-O-Seal is non-hardening, non-staining and 
meets all specifications! 










*Plastic Nozzle supplied with each 
cartridge at no additional cost 


SIMPLIFIES INVENTORY... 
ANSWERS ALL NEEDS! 

Write today for complete details 
CALBAR PAINT AND VARNISH CO. 


Manufacturers of Technical Products 







2612-26 N. Martha Street, Phila. 25, Penna. 





ARE SALES rsens Ata 


pL en 


“PRODUCT? 





Many small Housewares Items having 
great potential merit are unable to prove 
themselves due to distribution, sales and 
manufacturing problems. With the right 
tie-up the product could possibly be a 
huge success. 














bz 
"4 
v A Large Nationally known Housewares 
WANTED Manufacturer wishes to buy or consoli- 
date additional Housewares Items into 
PREDOMINATE his already successful Nationally dis- 
HOUSEWARES tributed line. Your products of merit 
ITEMS may really ‘‘Go Places’ pushed by our 
For Manufacture Sales Organization and Advertising Pro- 
or Incorporation gram through our National Distributive 
into our Present set up. 
— Line 





Contact us stating the nature of your product 
or products and giving full description of your 
manufacturing facilities, Tools, Dies, Etc. 
Past Sales and Sales Potential. 





YM 


Yo the, DY EM Sle —dihen 6 e__ 
P. 0. BOX 15, Madison Square Station, New York City 
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RUBBERIZED 


SATIN TONE 


WALL PAINT 


Ready to Use for all in- & 
terior and exterior sur- 
faces and wall paper GAL. 


* Delivered in Zone 1 within 


ONE COAT COVERS 150 miles of Cleveland 


HOUSE PAINTS $2.45 and $1.45 a Gallon* 
ENAMELS $2.30 a Gallon* 
Write for Color Cards and Prices on Full line 


Attention Salesmen: A few choice territories available! 


TOBIAS PAINT Mfg. Co. 


3302 EAST 87th ae 
E ¥ & tat ND 2 2 








Md 2 














Easy to sweep. 
Easy to wash. 








Vi" thick 
24" or 36" wide 





Ace Kleen Sweep matting is attaining a new 























high in popularity for department stores, su- 
per markets, offices and other modern in- 
teriors. It is favored because it looks mod- 
ern, can be cleaned quickly and gives max- 
imum wear under heavy foot traffic. 


Black or ree ws ‘ soucts, ; 
- “SBER eg om 2 Ohio 
akro’ 



























































ae 
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6 COLOR 


LISTO PENCIL ¢ 


——_____— 


fle> 


ret 


Model “A 
flexible | 
reaching | 
Has strain 





Prize-win 
assorted « 








Order n 
i. 


J 


HARDW. 










vithin 
ind 


ible! 







































































... write on metal ? 


use a 





... write on glassware ? 


... write on cellophane ? - 





use a 


There’s only one 


LISTO 


the Marking Pencil 


that 
Writes on Everything 





BLACK RED GREEN 
6 COLORS prown BLUE YELLOW 


LISTO PENCIL CORP., ALAMEDA, CALIFORNIA In Canada: LISTO PRODUCTS, LTD., VANCOUVER, B.C 


DO YOU... 









6¢ 


Listo |= 







Listo is America’s ‘‘Pocket 
Pricing System’’ because 
it’s so simple, so conven- 
ient, so easy to use. Only 
Listo gives your customers 
large, clear, easy-to-read 
prices. And only Listo 
writes on everything! 
EXTRA DUTY LEADS THAT 
DON’T FALL OUT OR BREAK 
Only Listo has the 
patented "'Grip- 
Type Sleeve" that 
prevents break- 
age and keeps 
leads from 
falling out. 








a STREAM 


SPRAY your way 


from FAUCE 





yy SPRAY OR 


a flick of the finger Sz 
gives 


of profits 


T- QUEENS! 


“ 






STREAM lin 





flexible type 
retails for 49 


Model ‘‘A"’ FAUCET- QUEEN has 
flexible bellows-like neck for 
reaching every part of the sink. 
Has strainer & anti-splash fixture. 





Prize-winning display with 1 doz. 
assorted colors. $3.90 per doz. 








regular model 


retails for 29¢ 


Regular model FAUCET-QUEEN 
has rigid-neck sprayer. Also 
strainer and anti-splasher. More 
than 22,000,000 sold! 





Easel-back display with 1 doz. 
assorted colors. $2.30 per doz. 














Order now from your jobber 


Faucet’ 


119 W. Hubbard St., Chicago 10, Ill. 
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Koo *~* ” 
* Guaranteed by > 
Good Housekeeping 

J 







Queens, Inc. 


S245 anvreresee 18S 

















All Dressed Up 


For Volume Sales! 


The EASY-DIP Ice Cream 
and Kitchen Scoop, which 
has been a natural traffic 
stopper all across the country the past year, is 
now dressed in a new three-color counter display 
carton. EASY-DIP has quality equal to that of 
expensive metal dippers—it is guaranteed against 
breakage. The established 79¢ retail makes it 
available for home use sale in good volume, at 
liberal profit margins. Write for information and 
prices. 


LLOYD DISHER CO. 


DECATUR, ILLINOIS 





ail 








EXTRA SPACE for your customers! 
EXTRA SALES for you! 


Pesala HANGERS 


Potent No. 2458332 
Here's the answer to your customers’ storage prob- 
lems! Add-a-shelf HANGERS provide extra space 
in a jiffy. Rustproof, high tensile steel hangers are 
12 x 12 inches, all identical. New hangers can be 
added any time. 














Trade Mark 


Now rolling up big profits in stores everywhere. 
Stock it, display it. And get ready for sales! 


SELLS ON SIGHT 

%& 3 pair (6 hangers) attrac- 
tively boxed 

_ %& sold by leading retailers 


“5 %& only $2.50 retail—for 
4 full discount 


¥%& nationally advertised 
% mats available for local 



















TORIN 
or $ oods 


3 PAIR TO A CARTON FOR EXTRA PROFITS! 


SUGGESTED $ 250 Packed 12 cartons to the case 
RETAIL Weight: 50 Ibs. per case 


KIMBERLY PRODUCTS CO. 























10 South 18th St., Philadelphia 3, Pa.-LOcust 4-4467 





50,000 Dealers 
RAKING IN 


ON THE SENSATIONAL 


"Quick-Hot" 
ELECTRONIC 


(250 Watts-120 Volts A. C.) 


WEN. cssse, 





So many prospects—house- 
holders, hobbycrafters, fac- 
tories, radio, automotive 
and appliance repair shops 
and service crews. Such sell- 
ing points—heats in 3 sec- 
onds, cools fast, automatic- 
ally illuminates work, long 
reach replaceable tips stay 
tinned. A high grade pro- 
fessional tool, fully guaran- 
teed. Comes in black, red, 
or green. ONLY $12.95 list. 


NATIONALLY | 
ADVERTISED 


SELLS ON SIGHT 


EVERYBODY 
WANTS ONE 








PLASTIC TILE 
CUTTING TIP 


Opens whole new markets for the 
Gun. Simply by replacing soldering 
tip with this special hot-cutting tip, 
anyone easily can cut curves, holes, 
straight lines, angles, etc., in plastic 
tile. RETAILS 50c. 


We help you sell 
Besides Magazine, Newspaper, Ra- 
dioand Television Advertising there’s 
Display Material, Folders, Mats and 
Cuts available to Dealers. Write for 
Dealer's Proposition. 


WEN PRODUCTS, INC. 


ee ee 


A BIG SELLER because 


It has a Hundred Uses 
Sheffield 


pr 


Be. 


eed 
aaa aap 


RA acres 


@ Sticks to Anything 


@ Mixes Easily with water 
..- Will Not Shrink 


@ Becomes Hard as Stone 


Mi ders Every household . . . in fact 


miracle putty that does every- 
thing! Adheres permanently to 
PAINT CORPORATION 
CLEVELAND 19, OHIO 


stone, tile, wood or metal sur- 
faces and does a perfect patch- 
ing and smoothing job! Feature 
it strongly ...and watch your 
sales grow . . . because your 
customers are looking for 
something like this every day! 








5806 NORTHWEST HIGHWAY + CHICAGO 31, ILL. 
(Export Agents, Scheel International, Inc. * Chicago 18, Ill.) 
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Big profits, fast turnover with 


NEW PAINT REMOVER! 


Here’s the modern method for removing old thick coats 
faster, safer, Wanted by homeowners and master painters, 


FAST REMOVAL- (8 to 16 ft/min) 1000-watt radiant 
heater softens paint quickly, 3 1/2-in, sharpened 
Stainless steel blade peels it off in one operation, 
LIGHT TO USE- (1 3/4 lb) glides along inside or out 
SAFER- no open flame, no inflamable fuel to store, 
ONE-HAND OPERATION- no putty knife needed, 
LONGER LIFE-sturdy tubular metal -sheathed heater, 
RETAILS- $ 10.95 (maximum discounts to you) 


Be ready for big spring painting — for more details and 
FREE BULLETIN,- write — right now — to , 


LUD LO We.crscxc02s, atbany, New York 
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EXPO! 
25 Be 


HARDWAI 


USE 


with thie triple-barreled 


zlef mil t..|| PROFIT PACKAGE 


‘-R = |_|) 2a from 


y | Beaaiy | ~ Aerbrand 


LER 
(thing — * 6: y FINEST QUALITY. Herbrand has been the quality leader 
| water oe in mechanics’ hand tools since 1881 . . . the popular choice 
‘ink of — mechanics everywhere. Competitively priced for top 
: : quality. 
Stone Se FASTEST SELLERS. Balanced assortment includes only 
| : the fastest selling numbers in the widely advertised Her- 
Includes two each of 49 tools : 98 tools in 8 brand line. You get turnover — not leftovers! 
most popular series. Display is sturdily construct- + 8 a 
ed, self-supporting, and has nothing to get out CONCENTRATED DISPLAY. This colorful, streamlined 
of order. Measures only 24’ wide and 25" high. eye-catcher offers concentrated on-the-spot promotion. “SEE- 
iii Dealer cost $86.09. Display fixture is free. THRU’”* construction keeps tools in view from any angle. 
se for this Varied assortment spurs “impulse” and “additional” buying 
oes every- of other tools. 
wnvar yan ad Increase your dollar volume and your prestige with high 
ect patch- quality mechanics’ tools for the home and professional mar- 
1 Feature ket. Write today for full details. 
atch your *Patent Pending 


ing VAN CHROME TOOLS Herbrand Tools, Fremont 18, Ohio 


the jeneal moneg can bug! 
THE BINGHAM-HERBRAND CORPORATION 








WHEN YOU 
STOCK AND DISPLAY THE 


Insist on 


SO-HARD 


for dependability, 
uniformity and 
wide size 
range 


Send for 
PHILLIPS SCREW 
Catalog “4 


SOUTHINGTON HOWE. MFG. COMPANY mmm? §6=6—E. H. TATE CO, 
Since 1867 + Southington. Conn COM wine 251 CAUSEWAY STREET 


EXPORT OFFICE: Joseph A. Gross Company BOSTON * MASSACHUSETTS 
25 Beaver Street, New York 4, New York 
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FITLER ROPE 
FITS THE oS 


Consult your Fitler Dealer on 
all rope requirements. Whether 
the need is purely for rugged 
strength or one that calls for 
whip flexibility, your Dealer is 
ever ready to guide you. For one 
hundred and forty-nine years 
Fitler has supplied industry with 
dependable rope that is de- 
signed to fit the job. 


“WATERPROOFED" 











FITLER 





Look for the blue and 
yellow registered trade- 
mark on the outside of 5% 
inch diameter and larger 
sizes and on the inside 
of all smaller sizes. 


THE EDWIN H. FITLER CO. 
PHILADELPHIA 24, PA. 


Our new factory in New Orleans is now in operation 


























FOR THE JOBBING TRADE | 


“STANHO” Keys, Pins and other 
products are precision made to close 
tolerances from selected stock . . 
finest obtainable. All types and sizes. 


He Cualty Lene 


WOODRUFF KEYS - TAPER PINS 
* COTTER PINS 
STRAIGHT PINS ° SPECIAL PARTS 


and other Stanho products 


Bulk 


MACHINE KEYS 


or Packaged 


HORSE SHOE NAILS 


\\ WRITE for DESCRIPTION 


and PRICES 















. the 
























HORSE NAIL CORP 












WICKWIRE 
ort 


e equipment such as: 


for all ty 





@ Padlocks 
@ Window sash locks 


@ Curtain springs 
@ Window screen springs 
@ Screen door closer springs @ Door check springs 


@ Perfection door springs @ Wiring nut springs 


Let us know your requirements for springs in any 
size, shape or design. Write to Sales and Engineer- 
ing, 2 New Bond Street, Worcester, Mass. 


WICKWIRE SPRINGS 


AND FORMED WIRES 


1275 


WiCKRwihet SPEWN a | 


hs 
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Montpelier, 








interchangeable store fixtures available. 


today for huge catalog No. | 53h | 


. HELLER & COMPANY 
Ohio 


to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 


Write 
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d other 
to close 
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nd sizes. 























The high quality of the Copperweld Solid Wire 
Clothes Line brings you more satisfied customers, 
word-of-mouth sales ... and greater profits. It’s 
unbeatable. It has the features that women want 
in a clothes line—bright, smooth surface—easy 
to handle—unharmed by weather. It’s strong, 
non-rusting, permanent, remains taut. Tinned sur- 
face assures cleanliness. Packed in brilliant orange 
and blue box with cellophane display window. 
50-ft. or 100-ft. lengths—12 of one size to a 
shipping container. 


COPPERWELD HOUSEHOLD WIRE 


for hundreds of uses in home, shop, garden, garage. 












@ Twenty- four coils of assorted sizes are packed 
in this attractive counter display box—one box to 
a corrugated shipping container. e Also available 
on colorful cards. One 25-ft. or 75-ft. coil to a 
card—a dozen of one size in a carton—6 cartons 
to a shipping container. 


If your jobber can't supply you, write 


COPPERWELD STEEL COMPANY 


Glassport, Pa. 


costs 
NO MORE THAN 
ORDINARY WIRE 
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CHATTANOOGA 
WHEELBARROW CO. 


A Half Century of Experience 
A Complete Line 





WHEELBARROWS e@ CONCRETE CARTS 

FERTILIZER CARTS @ DRAG SCRAPERS 

WAREHOUSE TRUCKS @ PLATFORM TRUCKS 

WAREHOUSE SKIDS @ BARREL SKIDS 
BOAT TRAILERS 





CHATTANOOGA WHEELBARROW CO. 


od. F-Sae w, belelcy Wand 4.7133 3 3 














th Majestic 
UNDERGROUND GARBAGE RECEIVER 


. . . will soon get its 


ANNUAL 
SALES BOOST/ 


It won't be long ‘til pesky insects, 
garbage odors, and roving dogs will be 
doing their part to stimulate sales — 
sales of Majestic Undeground Garbage 
Receivers, that is! Storing garbage 
underground makes sense! Your cus- 
tomers will be easily convinced when 
you show them the many advantages. 


Located near the kitchen door with only the lid showing, 
it’s a step-saver . . keeps yard neat and sanitary. Refuse 
stored below ground won't freeze or ferment. Odors are 
locked in, pests locked out! And toe-tip lid lift ends soiled- 
hands problem. Inner can easily removed for emptying . 
lasts 4 to 5 times a than ordinary cans! Outer shell 


—— i 


Call your jobber 
today or write. 

FOUNDATION 
GRATES 



















COAL CLEAN-OUT 


ajestic CHUTES DOORS 


yll line of 













d outdoor . ) 
ae units ond The Majestic Co., Inc 
other building "ee 304-D Erie St. Huntington, Ind. 








Now! Get Ready for 
Hay Tool Sales! 


MOLINE HAY CARRIERS are 
made in many models. Each 
is ruggedly built, equipped 
with self-locking sling-pulley. 
Sheaves and frames are made 
of our high strength malleable 
iron castings. Strong, smooth running — 
years of service. 


MOLINE FORKS are available in both 
harpoon and grapple types — seven 
models in all. Heavy steel and high 
strength malleable iron parts are used 
in the right places for best performance 
and long life. . 


MOLINE PULLEYS are made with high 
strength malleable iron frames. Sheaves 
are either wood or iron as desired — a 
wide selection of types and sizes. 


MOLINE STEEL TRACK is double strength 
with malleable couplings and bumpers. 
Easy to assemble and erect. 


HAY CARRIERS 





HARPOON FORKS 


Write today for 
Moline Hay Tool 


GRAPPLE FORKS Catalog and Prices 























DOUBLE STRENGTH STEEL TRACK 











IN HOGE BRUSHES 
There’s a Difference Worth Knowing! 


e e@ e@ Specialists in Industrial Sweeping Brushes 
e @ e@ Finest Quality Brushes, Guaranteed against Mechanical Defects 
e @ @ Prompt Attention — Courteous Service 


Ask your Jobber for HOGE BRUSHES and Fibre Brooms for 
Industrial and Municipal Uses. 


HOGE BRUSH COMPANY New Knoxville, Ohio 


WUT IA Builders’ Hardware © jus) 
= a NEWEST SENSATION 


f j ith hi d : TH @ More pre 
site senate ceanrec ore | MMMM: COMBINATION | 2: 


clean-up tin 


‘ ; . dis e@ Specially 
neetiatee : H POWER TOOL| ::—' 














mixed ... 
e Appeals 


The finest of basic materials used. 
Precision construction and operation. i : 4 ~ For Info len 
Long, smooth, friction-free perform- . re: = i A Write Dept. HA-4 pre voll a 


— ; ° ' 7 1214 S. 3rd St., 
Lasting, attractive, protective 5) v0. a salesleader i j ad Minneapolis, Minn. 


KE 
— interred  :| i <a Ale 
i : 





NATIONAL MANUFACTURING CO. ‘STERLINS 











ESET EST TST. HARRINGTON T a} @> L | eeeteeeaeass 
Paper Te 


Fine Cement and Plastering Tools ond 


e SOLD THROUGH JOBBERS ONLY e Wax Pay 
E. M. HARRINGTON e 4316 ALGER ST. « LOS ANGELES 39, CALIF. Dispense 











The 


Origins) TOWNSEND ey? BOLI 
Wire Stretcher ae 4 Sel Sewéice FOR PIPES, ——. werner 


: | (a9 Ss ee 
SHOW IT Vl Wette Ur BOLTS Fe 
2 Oe . 0 toda No. 575 \\ 
=e od DISPLAY ASSORTMENT 
Catalog, 
Page, 
Every fencing customer, farmer Information Popular Sizes 
-— — wean ows — a wire and Fast T 
stretcher to properly install and main- 
tain his fences. With the Townsend wire Prices _ ne 
stretcher, one man can do the job quicker, easier, 
better. Many improved features make this favorite 
of 40 years even better. hie 
Manufactured and Guaranteed by THE WASHBURN COMPANY 


| re eamamanas 


SHELDON-WELLS 0. es, | 



































Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading What's New," which appears in every issue on page !2. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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mixed ,. 


TO SELL 


JUST SPRAY IT ON! 


@ More profit in every paint job 
@ Eliminate costly mixing and 
clean-up time 

@ Specially designed patented 
agitator keeps paint thoroughly 
. increases coverage 


. Appeals to your customers for 
those ‘‘do-it- _—, 
at home _.. 












2 Aa ee ae 
ee Pi Sie = 


e Amateur painters get profes- 


sional results 


@ Wide variety of colors from 


which to choose 


@ Write for name of your near- 
est jobber. Ask about free dem- 
onstration spray booth offer 





SEYMOUR’S 


‘Lustre Color : SPRAY PACK ENAMEL 




















White and 
l SGex . 27 
“SYCAMORE. ILL. : Beautiful Colors 








NEW! SELF-SERVICE ISLAND 
300% More Selling Space 


FLEXO - SPACE, 
the new Low- 
Priced Self - Ser- 
vice Island gives 
you 300% more 
selling space than 
the conventional 
flat-type counter 
in the same floor 
area. With 
FLEXO - SPACE 
you will enjoy 
Increased Sales 
through Self-Ser- 
vice, Mass Dis- 
play, Increased 
Selling Space 
and Fixture Flex- 
ibility. SALES 
INCREASE 25% 
AND MORE. 


FLEXO-SPACE is a complete Island. No obstruction on 
the ends to prevent customer shopping. Your customers 
shop on all 4 sides from 5 large Self-Service shelves. 
FLEXO-SPACE takes only 12¥%2 Sq. Ft. of floor area, yet 
you get 50 Sq. Ft. of selling space. You sell more mer- 
chandise because you can display more. The middle 
shelves can be raised or lowered every 2” within the 
13 adjustments. Heavy steel tubular supports for rigidity. 
Neutral finish to blend in or match other fixtures. Shipped 
K. D. for lowest freight rate. Write for FREE catalog on 
FLEXO-SPACE and other Self-Service Fixtures — Today! 


ADD SALES COMPANY 


724 Commercial St. 


Manitowoc, Wis. 





















Paper Towel 
and 
Wax Paper 


Dispenser 










IMMEDIATE DELIVERY 


Phiten’ 
It's created from stainless steel 
with black iustrous plastic sides 
.-.and holds all standard size 


paper towel and wax paper 
rolls. A top-drawer seller! 


enone Fanti, Facincre © 
Koloux ® 






























WHAT'S NEW? 


Turn to pages 169-170 of 
this issue. The Quick Check 
Card properly filled out will 
bring you quickly the details 
on new products that in- 
terest you. 


IT'S QUICK—IT'S FREE 


paque or Transparent 

rilliant Red or Green 

0-year WRITTEN GUARANTEE 
“way Perma-Grip COUPLING 

, or 75-ft. lengths 
acked 6 in attractive Rese DISPLAY CARTON 


INC., CANTON, MASS. 


Hose 


PLYMOUTH RUBBER COMPANY, | 
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America’s Bgete/2c7i4aim@ Champion 
a 


Quality 


PLYMOUTH 


100% Unylété Plastic 


GARDEN HOSE 












count OF , Bifuns ro 


F Guaranteed by 




















Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 
Set solid, maximum, 50 words 
Each additional word 


Positions Wanted 
(Special Rate) set solid, maximum, 
50 words $2.00 
05 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 





Representatives Wanted 





EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors. dealers 
and plumbing supply houses. Unique demonstra 
tion sells eight out of ten on first call. Excellem 
for opening new accounts and high volume re 
peat business. Address Box A-870, care of 
rire Ace, 100 E, 42nd St., New York 17 





REPRESENTATIVE FOR ILLINOIS RE- 
TAIL AND wholesale trade. Young man with not 
more than 4 lines that would like one or two more 
as associate rep, Lines kindred to power tools. Es- 
tablished accounts at present. Give details and 
present lines. Address Box B 210, care of Harp- 
a. AGE, 100 East 42nd Street, New York 17, 


TWIN CITIES HARDWARE REPRESENTATIVE 


If you’ve had builders hardware experience and can 
cover Northern Wisconsin, Minnesota, Iowa and 
North and South Dakota from the Twin Cities write 
us about yourself. Information held in Strict Con- 
fidence. Our People all know this ad is running. 


Address Box B-148, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














MANUFACTURERS AGENTS WANTED: 
IF YOU call on dealers and jobbers who sell 
Electric Drills, here is a fast selling volume spe- 
cialty for you. Nationally advertised in Popular 
Mechanics and elsewhere. Converts any make 4” 
Electric Drill into a power screwdriver impact 
tool. It will drive home screws and bolts with- 
out effort. Appeals to all jobbers supplying deal- 
ers with Electric Drill attachments. Broadens 
each dealer’s sales of %” drive tools to fit the 
unit. In reply, state area covered and type of 
trade. The Drilo Corporation, 201 East Carson 
Street, Pittsburgh 19, Pa. 





Wanted—Sales Organization or Salesman 


With Wholesale Hardware following to repre- 
sent old established vise Manufacturer. Pro- 
tected territory and liberal Commission. Please 
give in replying, complete details of yourself 
and exact territory you cover. 


Address Box B-206, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 





NATIONALLY KNOWN CUTLERY MANU. 
FACTURER and Importer desires salesmen to 
contact hardware stores, gift stores, etc., with 
world’s finest line of cutlery, domestic and im- 
ported, and manual household machines, Free 
sales details, complete line of literature, rushed 
at once. State how you operate and territory 
covered. If not interested at present visit us at 
booth 418 at the National Hardware Show of 
N. Y. C. Address: Box B 213, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N, Y. 











MANUFACTURER OF CAST BRASS AND 
Tubular Products—Built-In Shower and Kitchen 
Sink Fixtures—Globegate and stop and waste 
values, ballcocks—“*P” and “S’ Tubular Traps— 
desires commission salesmen to Sell Plumbers, 
Hardware Stores, Lumber Yards. Many terri- 
tories open. Write full particulars and references. 
Address: Box B 214, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 


SALES MANAGER WANTED 


OLD ESTABLISHED MIDDLE WEST MANUFAC- 
TURER. EXCELLENT OPPORTUNITY. MUST 
KNOW HARDWARE DISTRIBUTION. GIVE 
COMPLETE BACKGROUND AND EXPERIENCE. 
BASE SALARY PLUS COMMISSION. 
Address Box B 198, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














PLUMBING AND HEATING SUPPLY 
WHOLESALER selling nationwide has many 
territories open for representatives with a follow- 
ing. High commissions. We offer accounts service, 
price, and quality and stand behind the material 
we ship. Exclusive territories to men interested 
in steady positions. Write giving full details. Our 
men know of this ad. Address: Box B 207, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N.Y. 





LOWEST PRICED LINE 


OF MEDICINE AND KITCHEN CABINETS. 
AVAILABLE FOR ALL TERRITORIES. 
STRAIGHT COMMISSION—EXCELLENT SIDELINE 
Metal Products Division 
THE WALTER S. KRAUS COMPANY 
48-0! Forty Second St. Long Island City 4, N. Y. 

——OUR 29TH YEAR 











EXPERIENCED HARDWARE SALES- 
MEN CALLING ON lumber yards and large 
hardware dealers wanted by a reputable manu- 
facturer for a line of builders hardware. Also 
for a line of directly imported docr butts, shelf 
brackets, wood screws, tee and strap hinges, stove 
bolts etc., very competitively priced, generous 
commissions, state territory mow covering and 
lines handling in first letter. Address Bex B-191, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 


SALESMAN—EXPERIENCE NOT NECES- 
SARY TO sell plumbing specialties and supplies 
to retail hardware stores and plumbing contrac- 
tors protected territories. Commission basis New 
York State, Penna., Delaware, Maryland. Ad- 
dress Box B 201, care of HarpwareE AGg, 100 
East 42nd Street, New York 17, N. Y. 


HARDWARE SALESMAN — LARGE 
WHOLESALER STOCKING all nationally 
branded hand tools, power tools, builders’ hard- 
ware, shelf hardware, garden supplies, etc., re- 
quires experienced salesman to call on retail stores 
in Connecticut or Long Island. Established terri- 
tory. Top-notch accounts. Drawings versus com- 
mission plus expenses. Address: Box B 218, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. ¥. 
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NATIONAL MERCHANDISING SENSATION! 
FLEXIBLE PLASTIC HOME SPRINKLER SYSTEM 


The 50 ft. sprinkler thit weighs 1 Ib. will be seen 
in all national publications and 3 Many terri- 
tories open for distributors and agents. Liberal com- 
mission basis, full line metal sprinklers mfg. by us. 
Prices are competitive, freight prepaid, write for 
protected territory. 


Glenway Products, 14428 Oxnard St., Van Nuys, Cal. 











MAN TO SELL SIDE-LINE OF stove hard- 
ware accessories, and plumbing supplies to stove, 
hardware, furniture and appliance dealers. No 
competition. Repeats and protected territories. 
15% commission. Write Address: Box B 203, 
care of Harpware Acez, 100 East 42nd Street, 
New York 17, N. Y. 

WANTED SALESMAN: PRESENTLY 
CALLING ON retail floor covering Hardware and 
Dept. Stores, Lumber Yards, and Cabinet Makers 
to sell Metal Mouldings, Nationally advertised 
line. Liberal commissions. State present lines 
carried, territory. Address: Box B 196, care of 
Harpware Ace, 100 East 42nd Street, New York 
i eS 2 Pail Pa at 

AGENTS CALLING ON EQUIPMENT 
DEALERS to sell a new revolutionary concrete 
mixer. Latest in years. Good commission and 
freight allowed. Most all territories open. Write 
Salesmoanager P, O. Box 6693, Dallas, Texas. 


DISTRIBUTORS WANTED: FOR AMER- 
ICA’S FASTEST growing Metal Moulding Man- 
ufacturer. Territories open, immediate deliveries, 
complete line, anodized finishes, Catalogs and price 
lists, everything ready for you to do business. 
Write for details to. Address: Box B 195, care 
of Harpware Ace, 100 East 42nd Street, New 














York 17, N. Y¥. 





Accounts Wanted 


CONSCIENTIOUS COVERAGE 
MICHIGAN, OHIO and INDIANA 


Experienced Agency, good health and 
best of references. Can handle addi- 
tional good, established 
straight commission basis. Engineer- 
ing training plus 16 years selling 
to wholesole hardware or electrical 
items wanted. Advise full details for 
prompt consideration. 


Address Box B-199, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








line on 











HIGHLY PROVEN SALESMAN IS INTER- 
ESTED in one line only, which has a large 
volume potential amongst the appliance, electrical, 
furniture and hardware trade. This line would 
receive first class representation and would be 
worked constantly. Territory would be the north- 
western states. Commission basis and exclusive 
territory only. Can give the finest references. 
Address Box B 223, care of Harpware Acg, 100 
East 42nd Street, New York 17, N. Y. 

MANUFACTURERS REPRESENTATIVES 
TRAVELING 4 MEN DESIRE an additional 
line in the hardware field, covering states of 





| Wisconsin, Illinois, Indiana and Kentucky, calling 


on hardware jobbers, electrical jobbers, automo- 
tive distributors, mill supplies, mail order houses, 
chain organizations and large retail dealers, Ad- 
dress: Box B 212, care of Harpware AGg, 100 
East 42nd Street, New York 17, N. Y 

SALESMAN REPRESENTATIVES DE 
SIRES THESE LINES, Plumbing specialty. 
Hardware, Bathroom fixtures and rubber goods, 
Brass goods. Having an experience of 40 years 
in the above. Address: Box B 193, care of Harp 
WARE AGE, 100 East 42nd Street, New York 17, 
Ae # 

CAN HANDLE 
ware, Garden Equipment I 
partment and Hardware stores and jobbers, in 
Pittsburgh Tri-State area. Years of successful 
selling. Address Box B-204, care of HARDWARE 
AGE, 100 East 42 St. New York 17, N. Y 

ATTENTION MANUFACTURERS: _SUB- 
STANTIAL LINE WANTED FOR ILLINOIS, 
Wisconsin and Minnesota by Manufacturers 
Agent. Do you need a mature sales force now 
selling and with close personal contact of several 
years’ standing with 75 major accounts and 100 
minor accounts in the above states? This we can 
offer you. Hardware Jobbers, Mail Order Houses 
and Department Stores mainly comprise this list. 
Write us if your line is of sufficient importance 
to justify this kind of representation. Address 
Box B-162, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 
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ACCOUNTS WANTED: ATTENTION MAN- 
UFACTURERS! Quality lines wanted for States 
of Washington and Oregon by reliable and thor- 
oughly experienced wholesale man who is becom 
ing Manufacturer’s representative July 1st. Com- 
mission basis. Aggressive and comprehensive s0- 
licitation of Hardware and Floor Covering dis- 
tributors, plus considerable sales promotion help 
will be given to lines selected. Please send re- 
plies and information to Box B-180, care of Harp- 
4 Acz, 100 East 42nd Street, New York 17, 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland ¢ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 





SALESMAN 35 YEARS OF AGE WISHES 
to represent manufacturer or would accept good 
position with wholesale hardware concern. Have 
spent most of life in the hardware field and related 
lines. Most of it as a traveling representative. 
Can furnish a very highly proven sales record and 
the finest character references. Prefer western 
states. Address: Box B 224, care of manaees 
Be 


Ace, 100 East 42nd Street, New York 17, 


Business Opportunities 











DISTRIBUTOR 


Omaha wholesaler « idering revis- 
ing policies to change from wide 
diversification to limited line distri- 
bution and is interested in exclusive 
distributorship of nationally adver- 
tised product for Nebraska-lowa Ter- 
ritory. Sales Force now calling on 
Hardware, Houseware and related 
trades. Reply in confidence. 





Address Box B 221, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











ATTENTION MANUFACTURERS OF IN- 
DUSTRIAL SUPPLIES—Just establishing as a 
Manufacturer’s Agent for the Industrial Supplies 
in the Greater Cincinnati trading area. Experi- 
ence in the field of distribution. Large office, 
warehouse and display space. Located in the in- 
dustrial] section of the city. Active Industrial Sup- 
ply Co., 2240 Bogen Street, Cincinnati 14, Ohio. 

FOR CONCENTRATED AND THOROUGH 
COVERAGE among Hardware Jobbers, Dealers 
and Automotive Accounts. The following area 
will be covered to your complete satisfaction: 
Eastern Pennsylvania, South Jersey, Maryland, 
Delaware and the District of Columbia. Very 
best references. Address Box B-186, care of 
Harpware AGE, 100 East 42nd Street, New 
York 17. N. Y. 

MANUFACTURERS REPRESENTATIVE— 
Illinois, Wisconsin, Minnesota, Dakotas, Iowa, 
Nebraska, Kansas, Missouri—15 years in territory 
well established with Hardware and Sporting 
Goods Jobbing Trade also chains and mail 
order houses. Can use one or two additional lines 
of established reputable standing who can co- 
operate for thorough coverage and intelligent mer- 
chandising. Address: Box B 199, care of Harp- 
— AGE, 100 East 42nd Street, New York 17, 











HIGHEST TYPE OF SALES REPRESEN- 
TATION available for Michigan, Indiana, Ohio, 
Northern Kentucky. Firmly established with four 
leading lines to the Hardware, Houseware, Spe- 
cialty Jobber, Department and Chain stores. Rep- 
resent manufacturers only. Address: Box BR 219, 
care of Harpware AGE, 100 East 42nd St., New 
York 17, N. Y. 

NOW COVERING OHIO & MICHIGAN 
REPRESENTING a AAA-1 manufacturer selling 
the Wholesale Hardware Jobbers in these two 
states. Wish to add one more line only. My full 
time will be devoted to these two manufacturers. 
For the past four years my full time has been 
allocated to my present line traveling Mid West 
and South Central States. Write Mr. Harold 
Hulse, 2560 Kirby Ave., N.E. Canton 5, Ohio, 
Phone 4-7248. 

REPUTABLE TOOL LINE WANTED. Have 
thorough knowledge of power and hand tools. 
Now covering IIl., Ind., and Ky. Hardware whole- 
sale trade with four kindred lines. Commission 
basis and Mfr’s. Only. ill take one line only, 
all replies answered. Address Box B 211, care of 
Harpware AcE, 100 East 42nd Street, New York 
7. 3. e, 

ESTABLISHED MANUFACTURERS REP- 
RESENTATIVE, COVERING MINNESOTA, 
western Wisconsin, North and South Dakota. Con- 
tacting Wholesale Hardware, Automotive and In- 
dustry. Seeks representation of highly reputable 
established manufacturer. Address: Box B 200, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 

SALESMAN WANTS LINE—30 years expe- 
rience with one lock company selling Detroit area 
builders hardware dealers. Well and favorably 
known. Frank Rush, 16521 Princeton Ave., De- 
troit 1, Michigan. 














HARDWARE AGE, APRIL 30, 1953 


ACCOUNTS WANTED 


Interested in manufacturers fast turn over item, sell- 
ing sanre thru Hardware jobbers, paint distributors and 
large industrial outlets in Iowa, Nebraska, Kansas, 
and Missouri. Must be a company whose product has 
unquestionable quality and partially established. Have 
been representing three manufacturers in this trri- 
tory for better than fifteen years 
Address Box B-222, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














Help Wanted 


WANTED: EXPERIENCED CATALOG MAN 
TO HANDLE new catalog preparation for Mid- 
west wholesale hardware distributor. Address Box 
B-153, care of Harpware AcE, 100 East 42nd St., 
New York 17, New York. 


MAN WANTED TO COVER INDUSTRIAL 
ACCOUNTS for well-known established Elec- 
trical Wholesaler located in Brooklyn. Part time 
or full time. Must have active accounts. Elec- 
trical experience not necessary. Drawing and 
expenses against commission. Address Box B-169, 
care of Harpware AceE, 100 East 42nd Street, 
New York 17, N. Y. 


WANTED: CATALOG MAN FOR ExX- 
CLUSIVE wholesale hardware. Experienced cata- 
log man preferred but not necessary if he has a 
good knowledge of the hardware business. Some- 
one capable of setting up pages for multilith 
and taking charge of the complete job. Salary 
commensurate with ability and experience. Pied- 
mont Hardware Company, Danville, Virginia. 














Positions Wanted 








PURCHASING AGENT AND VICE-PRESI- 
DENT OF large line yard building material 
firm available. Ten years this firm. Nineteen 
years’ experience, 45 years of age. Single. Uni- 
versity training. Energetic and aggressive. De- 
sires change to Wholesale field, Southwest loca- 
tion. Salary requirement $7,500 and_ increase. 
Address Box B-188, care of Harpware AGz, 
100 East 42nd Street, New York 17, N. Y 


SALESMAN, CONN., EASTERN NEW 
YORK, Western Mass. 20 Years experience sell- 
ing to hardware houseware, appliance and furni- 
ture stores, also hardware, houseware and plumb- 
ing jobbers. Prefer direct factory representation, 
but will consider jobbers with exclusive territories. 
Post Office Box 708, So. Norwalk, Conn. 


YOUNG MAN, 10 YEARS’ EXPERIENCE 
IN the purchasing and sales of mill supplies, 
Builders, fastening devices and General Hard- 
ware—Both Retail and Wholesale. Has outstand- 
ing capabilities and is seeking a position which 
requires the services of an experienced hardware 
man in a responsible capacity. Address Box 
B-159, care of Harpware Acz, 100 East 42nd 
Street, New York 17, N. Y. 


SALESMAN DIVERSIFIED EXPERIENCE, 
WILL REPRESENT Manufacturer of Builders” 
Hardware or related lines: thorough, intelligent 
coverage. Highest calibre, integrity, references; 
married; 37. Give full details of lines, territory, 
commission, etc. in first letter. Address: Box 
B 217, care of Harpware Acg, 100 East 42nd 
Street, New York 17, N. Y. 


16 YEARS EXPERIENCE managing and 
merchandising all phases in Retail Hardware, 
Desires Position as Salesman or Representative 
for wholesale Jobber or Manufacturer in Phila- 
delphia Suburban and eastern Pennsylvania and 
New Jersey areas, contacting retailers. 38 years 
old, married, can furnish excellent References. 
Address: Box B 205, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 

















SARAN PLASTIC SCREEN WIRE 


Offering 26”, 28”, 30", 32” .018 Ga 
Heavy plastic screen wire. All guaran- 
teed first quality . .. 5¢/sq ft... . in 50 
roll lots 5% additional discount. Also at 
same prices we offer 24”, 32”, 34” .015 
Ga. grey plastic Velon Screen wire. 
Please note that our stock of wire of- 
fered is limited. Order now and buy at 
below current factory carload prices. 


MILLMAN HARDWARE CO. 


114 Market St., Phila. 6, Pa. 
Lo-3-4871 











CALIFORNIA: FOR SALE: GENERAL 
HARDWARE AND appliance business, estab- 
lished 60 years, no local competition, located area 
showing most rapid industrial and population 
growth in State. Four-year lease subject renewal. 
Will sell inventory at cost approximately $65,- 
000.00 fixtures and equipment, book value $9,- 
000.00. Owners’ health reason for selling. Cash 
only. Address: Box B 194, care of HARDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y. 

FLORIDA, MODERN HARDWARE BUSI- 
NESS established one year, new building in shop- 
ping area right on the Gulf of Mexico. Proven 
profitable for owner and one helper. Good po- 
tential to increase volume. Inventory about $20,- 
000.00, fixtures $6000.00. Owner has other in- 
terests. Address: Box B 215, care of Harnware 
AcE, 100 East 42nd Street, New York 17, N. Y. 

WELL ESTABLISHED HARDWARE AND 
PLUMBING business located in Calumet Region 
of Indiana. Center of Downtown shopping dis- 
trict. Appliances, Toys, Paints, Glass, General 
Hardware Pipe and Plumbing Fittings. Good 
Plumbing repair service. Store size 25 x 160, 
Store Proper 25 x 90, Also Garage space. “Now 
Adequately supporting two families’ Approx. 
$38,000.00 Inventory. For Appointment Write: 
Address Box B-202, care of Harpware Ace, 100 
East 42 Street, New York 17, New York. 


REG. GALVANIZED FLY SCREENING 
at FACTORY CARLOAD PRICES 


Have total of 2.000 relis of reguiar (8x14 mesh branded 
make gaiv, sereen wire in all widths. We will sacrifice 
this material at the current factory prices FOB Phila. 
This offer is set te be duplicated elsewhere. Write 
immediately. Subject to prior sales. 

MILLMAN HARDWARE CO. 
114 Market Street, Philadelphia, Pa. Phone LO 3-487! 




















100,000 HAMMERS— OPPORTUNITY _ for 
small and large buyer tremendous quantities, 
various styles and weight hammers. Will finish 
to your specification at a price that will defy com- 
petition. Real connection for Mfg. representative 
with following. Also promotional sellers, whole- 
salers, chains, premium users. Address: Box B- 
209, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 

FOR SALE: ONE OF THE FINEST Hard- 
ware Stores in Pittsburgh area. Established 25 
years. Excellent Reputation. Well located best 
block exclusive suburb. Gross sales $150,000 
yearly. Can be increased. Inventory approxi- 
mately $45,000 plus fixtures. Good lease. Very 
profitable operation. Address Box B-225, care of 
Harpware AcE, 100 East 42nd Street, New York 
iv. Be Ee RP as 

“FOR SALE” PROFITABLE HARDWARE 
STORE in north central Indiana County seat city. 
Present broad inventory can be adjusted to suit 
purchaser. Owner will stay six months to teach 
business. Delivery anytime between now an 
Sept. 30th. Building can be rented and present 
owner will modernize to suit tenant. Address Box 
B 220, care of Harpware AcE, 100 East 42nd 
Street, New York 17, N. Y. 
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TAPLIN 
EGG BEATERS 


e Efficient operation 
e Durable construction 
e Smartly styled 
e Nine models in the 
popular price range 
THE TAPLIN MBG. CO. 


NEW BRITAIN, CONN. 
Since 1897 




















DRYROX 
| The Thirsty Action Air Drier 


FOR FREEZER & REFRIGERATOR. 
Reduces Defrosting to a Minimum. 
*% Where defrosting is automatic, 
* DRYROX reduces sweating. 
DRYROX comes in 4 convenient sizes 
4} for all around home use, as in base- 
‘* ment, closet and cookie jar. USE 
| DRYROX A THOUSAND WAYS! 
Order DRYROX from your Whole- 
saler today. Display in your Freezer 
Supplies and watch DRYROX’S Thirsty 
Action build up sales for you. 


DRYROX Inc., Houston 9, Texas 
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All the fun of real horse- 
shoes — Plus none of the 
danger! Can be played 
indoors or outdoors. Fun 
for all ages. Two red and 
two green durable rubber 
horseshoes. Two bright 
outdoor stakes. 

ORDER NUMBER 210. 

Suggested retail — $2.19. 


MARTIN RUBBER CO., | 


@ NEW JERSEY 


LONG BRANCH, 
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. on rainy days CHICAGO rubber tire sidewalk 


skates are quiet indoors 























NEWEST SENSATION 


pg “=: COMBINATION 
vigcewately sid, parect *f ; POWER TOOL 


cutting edges for fast, clean 

action. Available with or 

without handy plastic rolls. 

For Information 

pA AA DER ' Write Dept. HA-4 
f . % 1214 S. 3rd St., 


Revo tle GO PEENLEE 











GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL, 


MARSHALLTOWN 











/ : MEASUREMENTS 
Overall Length 92"' 
i Working Blade 3" 


# L A N T F O '@) D HYODNex “The Handiest Garden Tool You Ever Sold" 


This garden tool will ring your cash register the year 
Now demanded by millions for houseplants, flowers, vegetables, ws sree 2 ~ ‘round—It has no selling season. Used by gardeners 
4 S everywhere, indoors and outdoors. Heavy steel blade with 


ee noe te a in all pla ~ quickly. Pays 5g 
wate, ad rode aad DIET bcieieas lsattatiy to tos ton oes s sharp cutting edge, pin locked to hardwood handle. 


lean, ay and SAFE. Dissolves instantly in water for use 
Packed 12 to a counter display box. Retails for 89¢ 


lorate, 1s c! 
1-oz. makes 6 gallons liquid plant food. 


oS; 
Tiv. 
Retails Your Cost <n eo, -cpastqueiaad each. 


1-oz. pkt. 72 to case wt. ; S “aN 

3-oz. can 25c 36 to case wt. 12 Ibs. ; G "Guaranteed by 

7-oz. can 50c 24 to case wt. 14 Ibs i jood Housekeeping ROOT Order through your wholesaler or 

1-Ib. can $1.00 12 to case wt. 16 Ibs. . Ses sowensta > CUTTING - write us direct giving their name. T U Cc iG 
MASTERSMITH 


Also packed in 10-Ib., 25-Ib.,,50-Ib. and 160-ib. drums 
If your jobber cannot supply you, order direct. TUCK MFG. CO., Brockton, Mass. 
Quality Tool Makers Since 1852 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 




















DISPLAY Genuine, easy-to-sell One set in a 


box. 12 boxes 


in carton. 
DOMES or SILENCE 
ly” ive 1 Ye” 


%” ~” Uw ” 
One set on a Card. . h f mr RY MP % 
aes ie © ae World's | To get your share of steady year- 
4 SIZES é best-known round profits from DOMES OF 
ee * | SILENCE— 


quickest- | NW ATIONAL ADVERTISING 
selling 
—tkeep these sales-making display 


FURNITURE containers—cards and boxes—on 
GLIDES your counter. 


Ask your jobber or write 
DOMES of SILENCE, Division of 


ROBERT E. MILLER & CO.,INC., 35 Pearl St., New York 4, N. Y. 
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